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“Whoso  would  be  chief  among  you  let  him  be 
your  servant.”  T he  world’s  greatest  need  today 
is  SERVICE.  Its  investment  will  yield  rich 
dividends  of  Peace,  Happiness  and  Prosperity. 


ACTON  PUBLISHING  CO.  LIMITED 

TORONTO  MONTREAL 


the  shoe  and  leather  journal 


Always  Uniformly  GOOD 

Such  DEPENDABILITY  in  sole  leather 
is  of  infinite  worth  to  the  Shoe  Manu- 
facturer as  well  as  the  Shoe  Retailer 
and  it  is  an  unfailing  characteristic  of 
each  of  the  six 

BREITHAUPT  TANNAGES 

i n 

Hemlock,  Union  and  Oak 

SOLE  LEATHER 

A tannage  for  every  sole  purpose,  avail- 
able in  quantities  that  assure  SATIS- 
FACTION in  Supply  Service  from  the 
smallest  to  the  largest  order. 

The  Standard  of  Canadian  Sole  Leathers 

The  Breithaupt  Leather  Co.  Limited 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebet 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstoel  Burk’s  Falls 
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| Reputation 

1 The  reputation  of  a last,  a shoe,  a shoe  manufacturer 

1 or  a merchant  is  just  a little  more  secure  when  the 

1 shoes  are  built  around  a counter  that  has  earned  the 

1 • enviable  reputation  of  Bennett  Counters. 

| BENNETT  LIMITED 

1 MAKERS  OF  SHOE  SUPPLIES 

1 CHAMBLY  CANTON,  QUE. 

ee  Ontario  Office  Sales  Office 

H 108  Ahrens  Street  West,  Kitchener  59  St.  Henry  St.,  Montreal 

s Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers  in  the 

= British  Empire 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiw 

1= 
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KID  KIP 


/\  new  achievement  of  the  Tanners’  Art. 

We  are  mighty  proud  of  this  new 
production,  for  it  is  our  very  own — a leather 
that  bids  fair  to  become  as  popular  as  kid. 

Soft,  pliable  and  dressy,  it  will  give  even 
more  wear  than  kid. 

In  two  weights,  one  for  men’s  and  one  for 
women’s  shoes. 


Samples  and  prices  submitted 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES : 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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Probably  no  otber  jperiob  in  tbe  history 
of  tbe  Canabian  i£>boe  anb  Heather 
CrabeS  b as  laib  greater  strain  on 
tbe  resources;  of  tbe  inbustry  anb  on  tbe 
patience  of  tbe  men  in  it  tban  tbe  past 
year  has  bone.  tEbe  business  frienbsbips 
tbat  babe  surbtbeb  tbese  trying  times  fill 
us  toitb  gratefulness  for  tbe  past  anb  arm 
us  toitb  faitb  for  tbe  neb).  tEbe  bonb  of 
goobbJiU  linking  our  House  toitb  tbe 
trabe,  through  tbe  duality  of  Babis 
Heathers  anb  tbe  efficiency  of  ZDabis 
^erbice,  b)e  bitll  be  most  careful  to  pre= 
serbe  throughout  Nineteen  ISTtoentyone. 


Davis  Leather  Co.,  Limited 

Newmarket,  Ontario 
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The  past  year  has  brought  problems  in  plenty  to  all  members 
of  the  Canadian  Shoe  and  Leather  Trades  and  the  fortitude 
developed  in  surmounting  them  may  surely  be  regarded  as  an 
asset  for  the  days  to  come.  We  feel  deeply  favored  by  the 
goodwill  shown  us  and  as  deeply  disposed  to  acknowledge  it 
by  our  best  co-operation  in  the  future.  May  all  your  hopes 
for  Happiness  and  Prosperity  in  the  new'  year  be  fully  realized. 


Perth  Shoe  Company,  Limited 

PERTH  ::  ONTARIO 
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In  Stock— 

at  Moderate  Prices 

\\J E believe  that  the  mer- 
chants of  the  country 
can  find  relief  from  many  of 
their  problems  by  coming  in 
closer  contact  with  us. 

The  one  looking  for  regular 
lines  at  what  he  will  agree  are 
moderate  prices  will  find  us 
able  to  fill  his  wants  from  stock. 

A word  from  you  will  insure 
that  you  see  the  samples. 

“BIG  JIM a line  of  solid 
leather  pegged  and  sewn  shoes, 
the  best  in  Canada.  Our  price 
is  five  dollars  or  less. 

A line  of  Bedford  Men  s Calf 
High-grade  Welts  at  prices  that 
permit  it  to  be  sold  at  retail 
for  nine  dollars. 

AW  AULT 

COMPANY  LIMITED 
OTTAWA  ONTARIO 

FULL  LINE  IN  ST°CK 
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Welcome,  1921 


COR  the  many  good  things  that  came 
* to  us  in  the  year  just  closed,  for  the 
full  share  of  business,  for  the  pleasant 
business  relations,  but  greater  than 
these  for  the  friendships  that  have  been 
more  closely  cemented  we  are  deeply 
thankful. 

In  expressing  our  appreciation,  and  in 
extending  our  best  wishes  for  the  com- 
ing year  to  merchant,  jobber  and  manu- 
facturer, we  want  to  tell  you  that  we 
welcome  1921  in  the  confident  hope 
that  we  will  this  year  set  a new  standard 
for  service  in  the  industry  in  Canada. 


nnn 

John  R.  Evans  Leather  Co.  Limited 

214  Lemoine  Street,  Montreal 
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The  keen  merchant  will  see  at  a glance  the  possibilities 
of  several  new  lasts  and  patterns  shown  for  the  first 
time  in  January.  A note  will  ensure  your  chance  to 
to  sell  these  before  Easter.  Be  sure  to  see  the  samples. 


/.  & T.  Bell,  Limited 

MONTREAL,  QUE. 

Toronto  Sample  Rooms:  Room  206  Stair  Bldg.,  No.  123  Bay  Street 
C.  E.  Fice,  Representative 
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Complete 
and  exceptional 
Service — = 


IT  is  natural  to  expect  timely  models  and  perfect 
lasts  from  an  organization  of  our  magnitude 
and  experience. 

It  is  probably  natural  to  find  that  we  are  most 
capable  of  working  efficiently  with  the  manufacturer 
to  combine  our  forces  with  his  to  produce  just  what 
his  trade  demands. 


Add  our  complete  Pattern 
Service  to  this — including  de- 
sign or  adaptation  and  includ- 
ing attendance  at  any  time  in 
the  shoe  factory — and  you 
will  agree  that  our  service 
IS  exceptional. 

We  are  the  largest  makers 


of  lasts,  fillers  and  followers 
in  Canada — by  far. 

Our  Pattern  Service  is’  in 
the  hands  of  men  recognized 
as  leading  their  industry. 

But,  above  all,  we  pride 
ourselves  upon  the  spirit  and 
speed  with  which  we  meet 
the  demands  made  on  us. 


Your  inquiries  will  receive  immediate  attention 


United  Last  Co.  Limited 


MONTREAL 


CANADA 


it<2  d 


m 


United  Patterns 
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Stock  No.  6008 

DAVIS  ROYAL  PURPLE  CALF 
Whole  Foxed  Laced  Bal . 
Single  Sole  Width  D 

Last  22  Sizes  5 — -10 

Carried  in  Stock  at  the  right  price 
for  strictly  fine  shoes. 


WRITE  FOR  THIS 

IN  STOCK  CATALOG 

We  have  just  pre- 
pared a handsome 
little  booklet  printed 
in  actual  colors  and 
showing  ourJUjv  |? 


TWENTY  LINES 
READY  FOR 
SHIPMENT 


This  in-stock  department  is  for  the  use  of  any  merchant— 
whether  he  carries  the  Strider  Shoe  or  not.  It  will  be  a great 
boon  to  the  m.an  who  wants  to  limit  his  investment  in  fine  shoes. 

WRITE  FOR  CATALOGUE  AND  PRICES 
TEN  WOMEN’S  AND  TEN  MEN’S  LINES  IN  STOCK 

MADE  ONLY  BY 

EAGLE  SHOE  COMPANY,  LIMITED 
587  Beaudry  Street 

4S  MONTREAL.  CANADA 
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HERE’S  TO  A 

PROSPEROUS 

NEW  YEAR 

WITH  OUR 

ASSURANCE 

OF 

(£*C 

SERVICE 

TO  HELP  MAKE  IT  SO 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 
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BUY  NOW  FOR  SPRING 


Easter  comes  early  this  year,  and  if  your 
requirements  demand  it,  now  is  the  time  to 
buy  to  insure  delivery  on  time. 

O ur  salesmen  are  making  a special  trip  with 
Spring  samples  and  new  prices. 

These  are  exceptional  values,  and  the  same 
quality  is  built  into  these  shoes  at  low  prices 
as  when  the  market  was  at  it's  peak. 

Build  your  business  in  better  grades  on 
Talbots. 


The  TALBOT  SHOE  CO.,  Limited 

ST.  THOMAS,  ONT. 


11 
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An  inventory  is  necessary  for 
every  merchant.  It  should  be 
taken  at  least  once  a year  and 
custom  has  set  aside  January 
as  the  most  suitable  time. 

This  year  be  sure  to  take  your 
inventory  “at  the  market.”  It 
is  not  good  business  to  value 
your  stock  at  more  than  re- 
placement value. 

We  value  all  our  shoes  at  the 
market  and 

Remember , JV e Carry^the  Stock. 


Com  jvany 


Limits  I 


m McGILL  STREET 


MONTREAL 


■I 
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If  your  inventory  is  properly 
taken  it  will  show  a shortage  of 
many  lines  for  spring. 

To  insure  delivery  and  good 
workmanship  you  will  do  well 
to  order  such  lines  immediately. 
Nowhere  will  you  find  either 
better  Values,  or  better  Service 
than  we  can  give  you. 

Just  try  us  and  learn  for  yourself 
that  both 

Price  and  Service  are  Right . 


is  Robinson  Company 

Limited 


m McGILL  STREET 


MONTREAL 
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Tetrault  Values 

are  incomparable 

There  is  no  better  proof  needed  than 

the  share  of  business  entrusted  to  this 
organization. 

We  are  mot  unduly  proud  personally 

but  we  are  more  than  gratified  that 
the  trade  has  and  is  continuing  to  place  its 
stamp  of  approval  on  the  values  our  shoes 
represent. 

Get  Tetrault  Welts  from  your  nearest 
jobber.  He  has  a full  range. 


Tetrault  Shoe  MTg.  Co. 

LIMITED 

MONTREAL 

—Largest  Shoe  Manujacturers  in  Canada — 
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Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  256  Lemoine  St.,  Montreal,  P.Q. 

RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiiiiiimiiiiiiiiimiiimiiiimiiiiiiiimimiiiMiiiiiiijimmjiiiiiimiiimiiiiiiiiiiitmt? 


Overgaiters  in  a hurry! 

Those  who  need  to  replenish  their  stock 
will  be  interested  to  learn  that  we  have 
considerably  enlarged  our  plant  and  are 
now  able  to  fill  orders 

WITHIN  A WEEK  OF  RECEIPT 
OF  ORDER 

IV rite , JV ire  or  Telephone 


L.  H.  PACKARD  & CO.,  Limited 

Montreal 
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OSHAWA 


J CANADA 


CHROME  PATENT  SIDES 
DULL  CHROME  SIDES 
BRIGHT  BOARDED  SIDES 
RETAN  STORM  LEATHER 
CHROME  TONGUE  SPLITS 

0 

TAN  CHROME  SIDES 
MAHOGANY  CHROME  SIDES 
ROYAL  PURPLE  CHROME  SIDES 
ELKS,  various  colors 
WHITE  BUCK 


The  High  Standards 
Persistently  Adhered  to 
In  The  Production  Of 
Robson  Leathers  Make 
Them  Outstanding  In 
Appearance  and  Superior 
In  Durability. 

Robson  Colored  Sides 
Feature  the  Shades  That 
AreFashion’s  Choice. 


ROBSON  LEATHER  CO.  LIMITED 

OSHAWA 


MONTREAL 


QUEBEC 


ST.  HYACINTHE  . 

CANADA 


'II/'HEN  this  mark  is  stamped  on  a shoe  it  expresses 
^ * a great  deal  more  than  being  a name  of  a particular 
brand.  It  means  the  shoe  may  be  depended  upon  to 
give  long  wear  service,  comfort  and  general  satisfaction. 
Furthermore,  back  of  this  mark  is  over  fifty  years  of 
experience  and  knowledge  in  staple  shoemaking. 

You  will  make  no  mistake  in  placing  “Yamaska 
Brand”  in  your  stock.  They  are  a wonderful  trade 
promoter. 

LA  COMPAGNIE  J.  A.  & M.  COTE 

St.  Hyacinthe  - - - Quebec 
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Announcing  “In  Stock”  Lines 


No.  C570/25 


BROGUE  BALS 

C 570  /25.  Men’s  Bro.  Scot.  Grain  Brogue  Bal,  double  sole 
Ace  last,  as  illustrated.  ^7  Q 

Price,  case  lots,  24  pairs *Y  • 

C 703/25.  Men’s  Cordovan  Brogue  Bal,  single  *7  C 

sole,  Pall  Mall  last.  Price,  case  lots,  24  pairs  ■ O 

C 210/35.  Men’s  Dark  Brown  Russia  Brogue  Bal,  <1*0  flO 
slip  sole,  Ace  last.  Price,  in  case  lots,  24  pairs  <apO«vJvy 

C 373  /25.  Men’s  Light  or  Dark  Bro.  Storm  Calf  Brogue 
Bal,  slip  sole,  Ace  last.  4?  Q AA 

Price,  in  case  lots,  24  pairs  *pO«vV 

BROGUE  OXFORDS 

C 585/121.  Men’s  Bro.  Scot.  Grain  Brogue  Oxford,  slip  sole, 
Ace  last,  as  illustrated.  ^7  II  111 

Price,  in  case  lots,  24  pairs «P  • • k V/ 

C 704/121.  Men’s  Cordovan  Brogue  Oxford,  double  (J*0  C 
sole,  Ace  last.  Price,  in  case  lots,  24  pairs  . . I %J 

C 275/121.  Men’s  Dark  Brown  Russia  Brogue  Oxford, 
single  sole,  Ace  last.  <j?  7 A O 

Price,  in  case  lots,  24  pairs * Vf 

C 381/121.  Men’s  Light  ot  Dark  Bro.  Storm  Calf  Brogue 
Oxford,  slip  sole,  Ace  last.  ^7 

Price,  in  case  lots,  24  pairs  ...  I •xJxJ 

There  are  no  better  Brogues  made. 
Write,  Wire,  Telephone 


We  have  discounted  the  needs  of  the  merchant 
who  for  the  past  two  seasons  has  given  very  light 
placing  business.  There  is  now  and  is  going 
to  be  a demand  for  “rush”  delivery  of  fine  shoes. 


Shoes  of  INVICTUS  quality  demand  time  in 
the  making,  so  to  meet  the  needs  of  the  trade 
we  have  continued  to  manufacture  our  most 
popular  lines  and  now  offer  the  service  of  an 
“in  stock”  department  with 


Prices  Based  on  Lowest 
Material  Market 


Geo.  A.  Slater,  Limited 

ONTARIO  AVE.  EAST 

MONTREAL,  CANADA 
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These  Sell  All  Year  ’Round 

These  are  two  shoes  of  highest  INVICTUS  quality.  Made  of  fine  selected  kid,  over 
attractive,  good  fitting  lasts. 

INVICTUS  KID  SHOES 


will  sell  to  the  most  particular  people  in  your  town.  You  will  be  delighted  with  the 
fine  shoemaking,  the  fine  kid  and  the  fitting  qualities  of  these  two  shoes. 


nn 


C 406  /21.  Men’s  Gla.  Kid  Bal,  single  sole,  Pilot 
last,  as  illustrated.  <1**7  /?  C 

Price,  in  case  lots,  24  pairs  . ..  / »DO 


C 422/61.  Men’s  Gla.  Kid  Blu., 
Liberty  last. 

Price,  in  case  lots,  24  pairs  .... 


single  sole 

$7.65 


nn 


You  will  have  great  difficulty  in  finding  shoes  equal  to  these. 
Place  them  before  your  men’s  trade  and  see  how  they  will  buy  them. 


!llllllllllllll|lllllllllllll!!l!llll!llllllll!lllllllll!lllllllllll!!llllll!ll||l!:!i;n'!lllllllllllllll^^ 

Geo.  A.  Slater,  Limited 

ONTARIO  AVE.  EAST 
MONTREAL,  CANADA 

..illilllllllllllllllll!lli!l!!!l>|||i:.!n!' /!!/!!I!l!ll!lllll!!!^i!::!ll!!liiilll!llllllllllllllillll/lll|||||||||||||||||||||||l!ll!!llll!lllllllllllllllll!ll!ll!l!tllllllllllllllllllllllll!lllllll!IN 
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These  Are  Exceptionally  Fine 


There  are  no  better  shoes  made 
than  Invictus  and  nowhere  can 
you  find  better  values  to  offer 
your  trade.  It  is  unusual  to  be 
able  to  buy  shoes  of  such  quality 
from  stock. 

The  merchant  interested  in  sell- 
ing fine  shoes,  keeping  down  his 
investment  and  increasing  his 
turnover  will  profit  by  the  offer 
of  these  shoes  in  stock. 


INVICTUS  BALS 

C 215/26.  Men’s  Dark  Brown  Russia  Bal,  single 
sole,  By  Request  last,  as  illus- 
trated. £?jO\ 

Price,  in  case  lots,  24  pairs  . . . . # »DU 

C 219/26.  As  above  on  Bond  Street  last  (as  Oxford 
illustrated  below).  ^7  (C|fT 

Price,  in  case  lots,  24  pairs  ....  / .Ovl 

C3/21.  Men’s  Gun  Metal  Bal,  single  sole,  By 
Request  last.  d»  7 Q Cf 

Price,  in  case  lots,  24  pairs  .... 


INVICTUS  OXFORDS 

C 270/120.  Men’s  Dark  Brown  Russia  Oxford, 
single  sole,  Bond  Street  last,  as 
illustrated.  QA 

Price,  in  case  lots,  24  pairs  ....  tpO.I/ V/ 

C 279/126.  Men’s  Dark  Brown  Russia  Oxford, 
single  sole,  By  Request  last  (as  Bal  illus- 
trated above).  QO 

Price,  in  case  lots,  24  pairs  . . 


The  store  selling  Invictus  shoes 
draws  the  best  trade.  Start  by 
trying  these  lines  to-day. 


Geo.  A.  Slater,  Limited 

ONTARIO  AVE.  EAST 

MONTREAL,  CANADA 

lllMlIUliM  
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This  Represents  an  Unusual  Opening 

It  is  an  opportunity  to  sell  what  are  recognized  from  coast  to  coast  as  the  finest  shoes 
— while  keeping  your  stock  at  a minimum. 


nn 


C 232/21.  Men’s  Dark  Brown  Russia  Calf  Bal, 
single  sole,  Oh-Bov  last,  as  illus-  *7  r*/"\ 
trated.  Price,  in  case  lots,  24  pairs 


C 271  120.  Men’s  Dark  Brown  Russia  Calf  Ox- 
ford, single  sole,  Oh-Boy  last,  as 
shown. 

Price  in  case  lots,  24  pairs  .... 


$6.80 


nn 

If  you  know  Invictus  standards 
you  appreciate  the  excellence  of 
these  values. 


nn 


We  want  particularly  to  assure  you  that  these  shoes  are  regular  merchandise  in  every 
particular.  They  are  new  shoes  made  for  this  “in  stock”  department,  which  is  at  the 
service  and  for  the  profit  of  the  merchant  interested  in  taking  advantage  of  it. 

This  is  the  best  opportunity  to  sell  INVICTUS  SHOES  ever  offered  the  trade.  Start 
this  month.  Write,  Wire  or  Telephone. 


lain 


Geo.  A.  Slater,  Limited 

ONTARIO  AVE.  EAST 
MONTREAL,  CANADA 


Pin 
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The  Independent  Rubber  Co.  Limited 

Merritton  - - Ontario 


MID- WINTER 
IS  RUBBER  SELLING  TIME 


The  Time  to  Push 


INDEPENDENTS 


INDEPENDENT  WHOLESALERS 


Amherst  Boot  & Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  Ss  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  - Toronto,  Ont. 


C.  Weaver  ----- 
The  London  Shoe  Co.,  Limited  - 
T.  Long  & Brother,  Limited 
Kilgour  Rimer  Co.,  Limited 
Amherst  Central  Shoe  Co.  Limited 
Dowers  Limited  - - - - 

The  J.  Leckie  Co.,  Limited  - 


- Trenton,  Ont. 

- London,  Ont. 
Collingwood,  Ont. 

- Winnipeg,  Man. 

Regina,  Sask. 

- Edmonton,  Alta. 

- Vancouver,  B.C. 


Snows,  frosts,  thaws  and  all  the  various  conditions  of  the  Canadian  winter  climate  make  Rubber  Wearing  a 
NECESSITY,  and  Rubber  Selling  a PROFITABLE  BUSINESS.  Do  not  miss  the  chance  of  a single  sale. 
Be  ready  with  the  Size  and  the  Style  to  answer  EVERY  call.  The  Independent  Range  covers  ALL  demands, 
and  every  pair  ALWAYS  satisfies  in  Wear  Service. 


Dreadnaught,  Veribest,  Kant  Krack,  Royal,  Dainty  Mode 


OUR  WHOLESALERS  ARE  AT  YOUR  SERVICE  FOR  MID-WINTER  SORTING 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 


THE  SHOE  AND  LEATHER  JOURNAL 


25 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


Youican  Always 
depend  on  these 
Shoes 


WOMEN’S  TURNS 


Every  foot  of  leather  going 
into  shoes  bearing  any  of 
these  brands  is  the  best  for 
the  purpose  that  can  be 
used. 


JffletropoKtan 


The  Shoemaking  is  the  re- 
sult of  the  most  careful  in- 
spection. 


MEN’S  AND  WOMEN’S  WELTS  T,  , , , 

AND  McKAYS  The  styles  are  always  those 

that  you  can  depend  on 

selling  the  whole  season  through.  They  will  never  become 

“shelf-warmers.  ” 


For  the  merchants  who  yet  have  to  place  their  Spring 
orders  we  have  a particularly  good  “quick  delivery”  service. 
A card  or  letter  will  bring  a representative  with  wonderful 
values. 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 
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La  Duchesse 

Shoes  will  serve 
you  better  than 
ever  in  the  year 
to  come. 


For  months  we  have  had  an  opportunity 
to  study  both  our  merchandise  and  our 
trade,  with  the  result  that  we  believe 
we  have  reached,  with  the  New  Year  the 
utmost  in  value. 

The  merchant  who  buys  La  Duchesse 
McKays  Turns  or  Welts  from  his  jobber 
is  getting  honest  value  plus. 


“La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 
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REGISTERED 


TRADE 


, MADE  BY  n 

djf/D  MFG. CO-A* 


Patent  Colt 
Patent  Kid 
Patent  Sides 


CALF,  KIP  and  SIDES 


Black  and  Colors 
Boarded  & Smooth 


Calf  Linings -Elk  Sides -Splits 


KID  MFG] 

mm 


/aY&\ 

(TANNING)! 
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The  Extensive  BEEBE  line  includes  also: 


Black  and  Colored  Sheepskins — Chrome  Sole  Leather— Cotton  Findings 

LUCIUS  BEEBE  & SON 


129  SOUTH  STREET 


BOSTON,  MASS. 
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ANT  merchants  throughout  Canada  have  be- 
come familiar  with  our  line  of  Bench  Made 
turns,  which  we  do  not  hesitate  to  say  are 
the  best  shoes  ever  produced  in  Canada — 
some  merchants  say — even  in  the  United 
States. 


ANNOUNCEMENT 

In  addition  to  our  line  of  Bench  Made  Turns  we  have  equipped 
our  factory  to  make  the  same  Live  Styles  in  what  is  termed 
“Team  Made  Turns.”  These  will  sell  at  several  dollars  less 
than  the  STRICTLY  Bench  Made  Shoes,  so  that  we  would 
strongly  urge  all  retailers  to  see  this  line  before  placing  orders 
tor  spring  shoes.  Prices  will  range  from  $6.50  to  $10.00  and 
you  have  our  guarantee  that  these  shoes  will  maintain  the 
high  standard  of  OWENS-ELMES  quality. 

Be  first  to  have  this  line  in  your  city. 

OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 

Owens-Elmes 

Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns. 
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Lots  of  Stamps  Are  Seen 

but 

This  One  is  Looked  For 


There  are  all  kinds  of  stamps  on  different  shoes  all  over  the 
country.  Some  of  them  are  well  known — many  of  them  don’t 
mean  anything  in  particular  to  many  who  see  them. 

THE  STAMP  OF  THE  BOOT 
AND  SHOE  WORKERS’  UNION 

is  looked  for  by  millions  of  people  when  buying  their  shoes. 

I hey  know  what  it  means — it  is  recognized  as  readily  in  Maine 
as  in  Arizona.  It  is  a real  sales  clincher  and  business  builder 
among  union  workmen  everywhere. 

I I doesn  t cost  you  any  more  for  union  made  shoes  but  they  appeal 
directly  to  the  vast  horde  of  union  workers  in  every  community. 


Boot  and  Shoe  Workers’  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET  BOSTON,  MASS. 

COLL  IS  LOVELY,  - General  President 

CHAS.  L.  BAINE,  General  Secretary-Treasurer 
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Let  him  help  you 

There  is  a better  way  to  keep 
the  store  records  you  need 

In  your  province  there  are  representatives  of  The 
National  Cash  Register  Company  of  Canada,  Limited. 
They  are  students  of  business  systems.  They  have 
been  trained  to  be  of  service  to  merchants — to  help 
merchants  solve  their  problems. 

Let  one  of  our  representatives  show  you  how  you 
can  get  the  store  records  you  need  without  working 
overtime  on  day  books,  pass  books,  ledgers,  and 
memorandums. 

He  will  show  you  the  easiest  way  to  get  the  records 
you  need  every  day  to  control  your  business. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL, 

CASH  REGISTER  CO. 

OF  CANADA.  LIMITED 
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There  is  but  one  Slater  Shoe 


Good  Canadian  Shoes 
equal  the  product  of  any 
country  in  both  style  and 
wear.  Then,  buy  shoes 
made  in  Canada  keep 
your  money  on  this  side. 


This  will  give  work  to  our  own  labor 
and  provide  a home  market  for  our 
farm  products.  It  will  help  to  solve 
the  high  cost  of  living  by  increasing 
the  buying  power  of  our  own  Dollar 
instead  of  having  it  discounted  in  a 
humiliating  manner. 


Those  who  are  delaying  placing  for 
Spring  can  gain  nothing  by  further 
delay.  Slater  Salesmen  are  showing 
exceptionally  fine  shoes  priced  at  figures 
that  represent  the  lowest  prices  of 
materials. 


A Clean  Slate  for  60  Years 


MONTREAL,  CANADA 
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^HE  Ames  Holden  McCready  system 
of  distribution  represents  the  utmost 
in  service  to  the  Shoe  Merchant  in  Canada. 

Branches  placed  at  distributing  centres 
across  Canada  are  ready  to  serve  at 
}our  call. 

The  completeness  of  our  stocks  permits 
sorting  at  all  times. 

The  extreme  values  we  are  now  offering 
should  appeal  to  the  man  who  has  yet 
to  finish  his  Spring  placing. 

Address  your  nearest  branch. 

Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 
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H.  o.  McDowell 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 
KITCHENER.  ONT. 


stJppiy 

\V*'  IMPORTERS  HUffi.)?)  JOBBERS 
' MANUFACTURERS  SALES  AGENTS 


QLJAC  MACHINERY,  FINDINGS 
OMUL.  AND  FACTORY  SUPPLIES 


REPRESENTING 

American  Lacing  Hook  Co.. 

Waltham.  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 
MAIN  OFFICE 

154  NOTRE  DAME  ST,,  WEST 

MONTREAL 


H.  N.  Lincoln 


BRANCH 

566  ST.  VALIER 
QUEBEC 


Armour  Sand  Paper  Works 
Chicago.  III. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston.  Mass. 
Inks.  Stains.  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co. 

Boston.  Mass. 
Ceroxylon.  the  Perfect 
Liquid  Wax 

Dean.  Chase  Co.. 

Boston,  Mass. 

Shoe  Goods. 

Cotton  Threads 

The  Louis  G.  Freeman  Co.. 

Cincinnati.  Ohio. 
Shoe  Machinery 

Hazen.  Brown  Co.. 

Brockton,  Mass. 
Waterproof  Pox  Toe  Gum 
Rubber  Cement 

Lynn  Wood  Heel  Co. 

Keene.  N.H. 
Wood  Heels  and  Die  Blocks 

Markem  Machine  Co., 

Boston.  Mass. 
Marking  and  Embossing 
Machines.  Compounds. 
Inks,  etc. 


4 6 It’s  easy  enough  to  look  pleasant , 
fVhen  life  flows  by  like  a song , 

But  the  man  worth  while , 

Is  the  one  who  can  smile , 

JVhen  everything  goes  dead  wrong” 

That  quotation  seems  to  hit  us  just  about 
right  this  year.  If  we  will  hold  the  smile 
just  a little  longer  there  will  be  real  cause 
to  smile  as  conditions  improve. 


M.  H.  Merriam  & Co.. 

Boston,  Mass. 
Binding.  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Goodyear 
Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies. 

Needles,  etc. 

H.  S.  & M.  W.  Snyder,  Inc. 

Boston,  Mass. 
Kids.  Cabrettas  and  Horse 

J.  Spaulding  & Sons  Co.. 

N.  Rochester.  N.H 
Guaranteed  Fibre  Counters 
Fibre  Innersoling 

Textile  Manufacturing  Co.. 

Toronto.  Ont. 

Shoe  Laces 

L nited  Stay  Co.. 

Cambridge,  Mass. 
Leather  and  Imit.  Leather 
Facing.  Welting,  etc. 

Safety  Utility  Economy  Co. 

Boston.  Mass. 

Electric  Heating  Equipment 


While  thanking  our  friends  for  their  co- 
operation during  the  years  past,  we  extend 
to  the  Trade  our  Best  Wishes  and  hope 
they  may  enjoy  a further  measure  of 
Happiness  and  Prosperity  in  the  years  to 
come. 


INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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LENNOX 

SERVICE 


Convenience 

Economy 

Reliability 


This  is  the  three-fold  advantage  to  be  derived  from  using 
Lennox  Service,  which  makes  it  of  vital  importance  to  every 
retailer.  At  no  time  does  it  score  a bigger  hit  than  during 

MID -WINTER  SORTING 

We  are  well  prepared  to  look  after  all  your  needs  in  the  wanted 
seasonable  line. 

FELTS — — 

Our  stock  of  Felts  feature  the  strongest  selling  lines  on  the 
market  both  in  felt  and  leather  soled  goods.  They  are  of  that 
reliable  character  that  make  selling  sure  and  safe. 

Our  other  popular  Winter  lines  include 

Cosy  Felt  Slippers,  Boudoir  Slippers 
Arctic  Slippers 

Moccasins  and  Felt  and  Knit  Sox 

Nowhere  will  you  find  more  reliable  sellers  than  are  to  be 
found  in  our  regular  lines  of 

Fine,  Medium  and  Staple 

BOOTS  and  SHOES 

For  MEN,  WOMEN  and  CHILDREN 

Our  values  are  money  savers  and  trade  stimulators.  Our 
. shipments  will  make  you  well  pleased  with 

LENNOX  SERVICE 

JOHN  LENNOX  6b  CO. 


Hamilton  - - Ontario 


Mention  ‘‘Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


37 


“Canadian  Footwear” 
made  to  sell  and  wear 


These  are  the  days  when  you  need  shoes 
that  can  be  easily  sold  at  a moderate  price  and  at 
a good  profit. 

In  Women’s,  Misses’  and  Children’s  Fine  and 
Medium  McKays  you  can  find  just  what  you  are 
looking  for  in  “CANADIAN  FOOTWEAR.” 

There  isn’t  a better  selling  shoe  in  Canada 
to-day — and  there  isn’t  another  shoe  with  as  much 
“snap”  and  as  much  wear. 

Prices  are  at  their  Best 

Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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The 

Dominion  Rubber  System 

Montreal 


Wishes  to  one  and  all 
the  happiest  of  happy 
Holiday  Seasons  and 
increasing  prosperity 
throughout  the  New 
Year. 


DOMINION  RUBBER  SYSTEM 

SERVICE  BRANCHES 

are  located  at 

HALIFAX  ST.  JOHN  QUEBEC  MONTREAL  OTTAWA 
BRANTFORD  TORONTO  HAMILTON  LONDON  KITCHENER 
NORTH  BAY  FORT  WILLIAM  WINNIPEG  BRANDON 

REGINA  SASKATOON  CALGARY  EDMONTON  LETHBRIDGE 
VANCOUVER  and  VICTORIA 
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TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER  j 
JOURNAL  is  more  than  double  that  of  any  other  | 
shoe  publication  in  Canada,  and  exceeds  the  com-  | 
bined  paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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1921  STOP!  LOOK!  LISTEN!  1921 

MOST  of  the  tragedies  of  life  originate  in  the  stupid  unwillingness  of  people  to  stop  long  enough 
to  think.  Most  of  the  accidents  and  disasters  which  happened  last  year  might  have  been 
avoided  had  it  not  been  for  this  headlong  tendency  of  the  age.  Many  of  the  failures  and 
most  of  the  unfortunate  losses  of  the  year,  attributed  to  what  people  call  “unforseen  circumstances,” 
might  easily  have  been  obviated  but  for  the  foolish  “follow- the-leader”  policy  that  too  largely 
takes  the  place  of  careful  thinking  and  planning  in  business.  It  ought  to  be  made  criminal  for  the 
driver  of  a vehicle  to  cross  a level  railroad  without  first  coming  to  a halt.  There  ought  to  be  a 
similar  provision  against  the  danger  of  a business  concern  crossing  the  line  of  a new  business  period 
without  taking  stock,  not  only  of  its  assets  and  liabilities,  but  the  general  business  outlook.  Just 
now  is  a particularly  good  time  to  STOP. 

The  next  few  months  have  within  them  possibilities  that  call  for  a most  careful  thought  and 
planning.  Anyone  who  says  that  prices  have  touched  bottom,  is  simply  whistling  to  keep  up  his 
courage  or  running  his  silly  head  into  a sandpile.  People  are  still  demanding  lower  prices  and 
there  are  other  conditions  that  point  indisputably  to  the  fact  that  we  are  still  some  distance  from 
stability  in  general  trade  conditions.  The  sane  course  is  to  look  the  issue  squarely  in  the  face. 
There  will  not  be  as  much  money  to  spend  this  year  that  there  was  last.  It  has  been  very  largely 
spent  and  there  are  a great  many  who  will  have  nothing  to  replace  it  until  the  unemployment 
cloud  lifts.  There  may  be  some  readjustment  upward  but  the  general  tendency  will  be  to  get  down 
to  bed  rock.  LOOK  before  you  plan  for  IQ2 1 . 

The  man  who  makes  no  mistakes  is  almost  as  bad  as  the  one  who  makes  the  same  one  twice. 
The  great  majority  made  the  mistake  last  year  of  thinking  that  there  was  to  be  no  end  to  the 
upward  trend  of  prices  and  they  got  mulcted  in  heavy  stocks  that  had  to  be  sacrificed  when  the 
public  began  to  get  its  feet  on  the  ground.  A great  many  are  inclined  to  rush  to  the  opposite 
extreme  and  are  absolutely  letting  their  stocks  run  down  to  a point  where  they  are  going  to  lose 
good  business.  It  is  almost  as  great  a mistake  to  have  too  little  stock  as  too  much.  The  wide- 
awake man  is  the  one  who  keeps  his  ears  open  as  well  as  his  eyes  peeled.  People  are  going  to  get 
over  their  present  attitude  of  watchful  waiting  and  will  strike  a steady  buying  gait  as  soon  as  the 
way  seems  safe.  Heed  the  warnings  of  the  past  but  don’t  be  frightened  by  everyone  who  may 
shriek  “blue  ruin.”  There  are  better  times  ahead  and  not  very  far  along  the  road  either.  LISTEN — 

SMppp  J5eto  gear” 
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Stray  Shots 
From  Solomon 

Wisdom  Crieth  Without; 

She  Uttereth  Her  Voice  in  the  Street 

This  year  is  going  to  put  a premium  on  hard, 
straight  thinking.  It  will  not  do  to  be  merely  “on 
the  job.”  There  are  men  who 
STRAIGHT  boast  about  getting  down  to  busi- 
THINKING  ness  at  eight  and  staying  with  the 
game  till  the  “last  dog  is  hung,” 
but  who  nevertheless  are  going  to  slip  unless  they 
get  out  of  the  habit  of  “sleeping”  during  business 
hours.  It  is  easy  to  point  at  the  lie-in-bed  and  quote 
Solomon’s  proverb  about  the  sluggard,  but  it  is 
often  the  old  story  of  the  hare  and  the  tortoise. 
This  year  the  man  who  thinks  and  thinks  hard  is 
going  to  win  out.  But  thinking  is  harder  work  for 
some  men  than  wielding  a pick  or  working  a cross- 
cut saw.  It  is  comparatively  easy  to  open  up  a 
factory  or  shop  and  just  watch  the  wheels  go  round. 
It  will  be  a different  thing  to  get  enough  extra  turns 
in  the  wheels  this  year  to  make  the  difference  be- 
tween loss  and  profit.  It  will  take  a lot  of  wheel 
spinning  to  get  back  some  of  the  lost  results  of  1920. 
“How  long  wilt  thou  sleep,  0 sluggard?” — in  the 
day  time. 

* * * 

There  are  some  business  men  who  are  going  to 
try  to  pass  the  buck  to  the  Lord  this  year.  They 
are  preparing  to  cut  down  their 
THE  WRONG  church  and  charity  accounts  to 
END  help  their  profits,  which  means,  in 

many  cases,  to  help  maintain  their 
usual  pleasure  and  hobby  outlays.  It  is  aston- 
ishing what  we  will  do  when  a pinch  on  our  pocket- 
book  comes.  There  are  men  who  would  not  think  of 
cutting  out  an  automobile  or  a trip  to  the  seaside 
next  summer,  who  will  have  no  hesitation  in  telling 
the  church  treasurer  or  the  chairman  of  the  Board  of 
Charity  that  they  will  have  to  cut  their  little  sub- 
scription in  two.  “There  is  that  scattereth  and  yet 
increaseth,  and  there  is  that  withholdeth  more  than 
is  meet,  but  it  tendeth  only  to  poverty.”  Begin 
at  the  right  end  in  your  entrenchment.  Get  back 
to  the  ground.  Quit  your  highflying  before  you 
begin  to  take  it  out  of  the  Almighty  or  those  who  are 
more  to  Him  than  the  little  coterie  of  flutterers 
you  are  trying  to  keep  pace  with. 

* * * 

People  say  that  the  way  to  hell  is  paved  with 
good  resolutions.  Well,  at  any  rate,  the  man  who 
gets  there  along  this  road  stands 
THE  NEW  a chance  of  retaining  a little  more 
YEAR.  of  his  self-respect  than  the  fellow 

who  flounders  there  through  the 
mud.  The  chances  are,  however,  that  the  man  who 
keeps  on  making  good  resolutions  will  get  to  a bet- 
ter place.  At  any  rate  life  for  most  of  us  is  made  up 
of  good  resolutions  and  it  would  be  a sorry  affair 
if  this  were  not  so.  It  is  a good  thing  for  a man  to 


sit  down  now  and  then  in  an  “executive  session” 
with  himself  and  map  out  a new  policy.  The 
Psalmist  said:  “I  thought  on  my  ways  and  turned 
my  feet  unto  the  testimonies.  I made  haste  and 
delayed  not  to  keep  thy  commandments.”  The 
first  of  the  year  is  perhaps  a better  time  than  any 
other  for  a fnan  to  sit  down  and  take  a good  square 
look  at  himself.  There  are  a lot  of  things  in  our 
life  that  need  careful  thought  and  many  feet  that 
need  turning.  If  we  could  only  tell  what  lies  ahead 
of  us  during  the  coming  year,  we  might  be  in  a 
little  more  haste  to  mend  our  ways.  In  any  case, 
if  they  need  mending  the  work  cannot  start  too 
soon.  Solomon  says:  “There  is  a way  that  seem- 
eth  right  to  a man  but  the  end  thereof  are  the  ways 
of  death.”  The  way  you  are  on  may  seem  right, 
but  it  is  forked  and  will  vanish  into  darkness  and 
gloom.  The  New  Year  is  a good  time  to  make  the 
right  about  face  if  it  needs  be  delayed  at  all. 

o o o 

The  period  of  inflation  has  left  with  us  a disease 
that  is  going  to  be  hard  to  cure.  We  have  become 
too  careless  of  our  expenditures. 
WATCH  THE  We  have  gotten  so  accustomed  to 
LEAKS  paying  two  or  three  prices  for 

everything  that  we  do  not  check 
our  expense  costs  as  we  used  to  do.  Then  we  have 
become  accustomed  to  some  outlays  which  it  is  going 
to  be  hard  to  cut  out  or  even  cut  down,  unless  we  put 
a little  more  “temper”  into  the  knife-blade  and  a 
little  more  “bone”  into  the  handle.  We  have  all 
gotten  a little  ragged  on  our  accounting  system  and 
there  is  need  for  a tightening  up.  “Be  thou  diligent 
to  know  the  state  of  thy  flocks  and  look  well  to  thy 
herds,  for  riches  are  not  forever.”  The  man  who 
does  not  get  down  to  brass  tacks  at  the  very  begin- 
ning of  this  year  and  watch  his  business  for  leaks, 
small  and  great,  will  be  surprised  at  where  he  will 
land  six  months  from  now.  Get  out  the  knife  and 
use  it,  not  with  reckless  slashing,  but  with  the  care 
of  the  diligent  pruner,  who  looks  for  more  and 
better  fruit. 

* * * 

The  man  who  has  followed  the  straight  path 
during  the  past  six  months  would  seem  to  have  had 
a somewhat  thorny  way.  He  has 
WALK  been  at  the  mercy  of  the  unscrupu- 

STRAIGHT  lous  competitor  whose  “scrap  of 
paper”  ideals  have  created  a situ- 
ation that  has  been  hard  for  everyone  who  has 
wanted  to  do  the  square  thing.  Nevertheless, 
there  are  many  who  have  come  through  the  ordeal, 
“as  gold  tried  in  the  fire.”  The  coming  six  months 
are  bound  to  prove  trying  in  many  ways.  Never- 
theless the  man  who  believes  in  honor  more  than 
profits  will  find  that  his  principles  will  carry  him  to 
success.  “My  son,  walk  not  thou  in  the  way  with 
them,  refrain  thy  foot  from  their  path.”  Don’t  be 
tempted  to  follow  the  tortuous  methods  of  the  fellow 
down  the  street  who  boasts  how  much  he  made  by 
cancelling  contracts  last  fall.  Everybody  has  his 
“number.”  You  can’t  afford  to  be  classed  with  him. 
Get  your  feet  into  and  keep  them  in  the  straight 
and  narrow  path.  You  will  be  farther  ahead  in  the 
end. 
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When  Will  They 
Begin  to  Buy? 

The  Question  Which  Everyone  Asks — 
Can  It  Be  Satisfactorily  Answered? — Can 
We  Do  Anything  To  Solve  It? — What 
. Will  Be  The  Future  In  Shoes? 

THESE  are  questions  everybody  is  asking,  from  the 
tanner  to  the  retail  distributor  of  shoes,  and  they 
are  asking  at  this  particular  juncture  with  rather 
more  anxiety  than  ever  before.  A little  light  on  the  sub- 
ject may  be  afforded  by  a review  of  the  conditions  which 
lead  to  the  present  untoward  conditions. 

How  The  Crash  Came 

Conditions  a year  ago  in  the  shoe  trade  were  this. 
Trade  had  been  exceptionally  good  for  months.  Dealers 
had  ordered  generously  for  spring  requirements  in  expec- 
tation of  a largely  increased  business.  Manufacturers 
were  unable  to  procure  the  leather  or  the  labor  to  turn  out 
the  goods  fast  enough  to  meet  the  demand.  Wholesale  prices 
kept  constantly  advancing  and  dealers  followed  the  policy 
of  paying  what  was  asked  and  passing  the  increase  cost  to 
the  consumer. 

During  last  April  an  undercurrent  of  opposition  and 
antagonism  to  the  constant  advances  in  prices  of  staple 
goods  developed  and  was  fostered  and  encouraged  by  in- 
flammable articles  in  the  daily  press  upon  extravagant 
profits.  In  a month's  time  business  began  to  show  the 
effects  not  very  palpably  but  sufficiently  to  warn  those 
who  were  far  seeing  that  the  period  of  nonchalent  acquies- 
cence on  the  part  of  the  public  was  reaching  a limit.  The 
banks  took  a hand  and  began  to  demand  a reduction  of 
their  customers’  loans.  This  created  a tendency  on  the 
part  of  those  who  were  stocked  up  to  unload. 

It  was  the  old  story  of  the  rolling  pebble  which  took 
on  momentum  the  further  it  went.  June  saw  the  largest 
number  of  sacrifice  sales  ever  known  in  the  history  of  the 
shoe  trade  for  that  period  of  the  year.  Everybody  either 
became  seized  with  panic  or  blindly  followed  the  leader. 
The  result  was  that  the  public  was  confirmed  in  its  opinion, 
already  only  partially  formed,  that  it  had  been  “held  up” 
or  exploited  and  began  to  hold  back.  The  special  sales 
were  in  many  cases  almost  futile  or  the  results  were  so 
meagre  that  the  effort  had  to  be  sustained  for  a lengthened 
period.  In  the  meantime  orders  for  fall  goods  were  can- 
celled, many  of  them  in  process  of  filling,  which  necessitated 
their  being  disposed  of  by  irregular  methods.  Through 
all  this  the  conviction  grew  with  the  buying  public  that  the 
end  was  not  yet.  If  they  only  waited  long  enough  they 
would  buy  shoes  at  somewhere  near  pre-war  prices. 

When  Will  They  Buy? 

The  question  now  is  has  the  consumer  begun  to  realize 
that  the  bottom  has  been  reached  and  have  real  needs  of 
footwear  yet  reached  a point  where  a fair  amount  of  shoes 
will  be  sold  at  current  prices  irrespective  of  the  general 
attitude  as  to  prices.  In  the  first  place  it  is  safe  to  assume 
that  while  the  “strike”  against  buying  has  lost  much  of 
its  vim  and  has  indeed  almost  spent  itself  there  is  quite  a 
disposition  yet  to  hold  back.  No  doubt  this  will  be  helped 
still  further  by  the  number  of  special  sales  that  will  follow 
stock  taking  and  until  the  effects  of  the  latter  have  sub- 
sided there  will  be  a certain  amount  of  aloofness  on  the 
part  of  those  who  are  perfectly  able  and  willing  to  buy 
shoes  when  they  believe  that  stability  has  been  reached. 
With  regard  to  the  trade  of  those  who  will  really  need 
shoes,  it  will  continue  to  manifest  caution  for  two  reasons — - 


the  unemployment  bugbear  and  the  rational  tendency  to 
put  off  shoe  and  other  purchases  in  the  effort  to  reach  spring 
without  fresh  investment.  This  month  and  next  promise 
to  be  rather  trying  to  shoemen  unless  something  turns  up  to 
take  the  minds  of  both  consumer  and  retailer  off  the  pos- 
sibilities of  lower  prices. 

There  is  nothing  that  will  make  people  buy  just  now 
but  the  prospect  of  higher  prices.  Anyone  might  see  that 
for  the  past  three  or  four  months  the  most  drastic  cuts 
only  made  the  majority  of  people  sit  back  and  twiddle 
their  thumbs.  Nobody  wants  to  buy  on  a declining  market. 
It  is  not  done.  To-day  tanners  do  not  buy  hides,  shoe 
manufacturers  do  not  purchase  leather  and  dealers  pass  up 
shoe  samples  because  they,  do  not  believe  rock  bottom  has 
been  reached.  Something  will  have  to  take  place  in  the 
minds  of  the  buyer  to  make  him  see  the  advantage  of  buying 
now  before  he  will  make  a move.  That  something  will  be 
self  interest.  He  will  buy  if  he  thinks  it  will  not  pay  him 
to  wait. 

It  looks  as  though  this  inducement  might  occur  during 
the  next  month  or  so.  There  are  no  stocks  of  any  account 
either  of  leather  or  shoes  and  it  is  morally  certain  that  a 
quickened  demand  will  establish  the  old  law  upon  which 
permanent  stability  can  only  be  established.  It  may  be 
that  we  have  not  yet  reached  the  ground,  but  we  are  so  near 
it  that  the  least  movement  in  the  business  atmosphere  will 
mean  an  upward  rather  than  a downward  one. 

The  Safe  Course 

The  shoe  retailer,  or  in  fact  any  distributor  of  goods 
should  make  sure  his  stock  is  down  to  a strictly  present- 
day  basis.  He  should  keep  his  requirements  covered  at 
current  wholesale  prices  and  should  be  ready  for  any  turn 
in  the  market.  He  should  in  the  meantime  direct  all  his 
energies  towards  a policy  of  steady  rapid  turnover.  Keep 
the  stock  clean  and  keep  it  moving  and  you  will  be  ready 
for  anything.  Above  all  be  optimistic  in  your  intercourse 
with  customer^,  your  staff,  in  your  advertising  and  with 
those  who  sell  you  goods. 


WESTERN  STYLE  TREND 

Chicago  merchants  are  having  quite  a run  on  nut  brown 
and  the  lighter  shades  of  tan  for  women’s  wear  in  both  high 
and  low  shoes,  according  do  the  western  correspondent  of 
the  Shoe  Retailer.  There  is  also  a good  demand  for  gray 
suede  low  shoes  with  Louis  heels.  Strap  effects  are  in  excel- 
lent demand  for  dress  occasions,  and  Louis  heel  models,  in 
both  low  and  high  cuts  are  having  a healthy  inning  right 
now.  Military  heels  are  in  fair  demand  as  far  as  walking 
boots  are  concerned. 

In  spite  of  the  fact  that  there  has  been  an  extraordinary 
call  for  wool  hose  and  novelty  pattern  hose  of  heavier  tex- 
ture, the  demand  for  brogue  oxfords  has  fallen  off  consider- 
ably as  compared  with  the  call  earlier  in  the  season.  Patent 
leather  pumps  with  Louis  heels  and  pattern  pumps  of  var- 
ious designs  are  in  good  call,  and  are  being  sold  in  combin- 
ation with  fancy  ornaments,  such  as  rhinestone  and  cut  steel 
buckles.  Beaded  slippers  are  also  going  well.  Satin  low 
shoes  are  selling  in  quantities.  Sizes  on  these  are  badly 
broken,  and  quite  a few  sales  have  been  lost  on  account  of 
depleted  stocks. 

There  is  a growing  demand  for  baby  Louis  heels.  The 
women  have  accepted  them  a,s  a happy  medium  between 
the  high  -French  and  the  low  and  rather  unattractive  mili- 
tary heel.  Especially  in  the  loop  district  has  there  been  a 
good  run  on  the  baby  Louis  heels.  Several  new  models  which 
are  decidedly  attractive  and  less  bulky  than  those  produced 
earlier  in  the  season  have  appeared. 

Spats  are  selling  as  they  never  sold  before.  The  first 
few  days  of  wintry  weather  brought  forth  an  extraordinary 
demand,  and  their  popularity  has  steadily  increased. 
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New  Selling 
Stunts 

What  Some  Retailers  Are  Doing  to  Stim- 
ulate Sales — A Few  Ideas  That  Have 
Brought  Business  and  Profit — Adaptable 
to  Small  or  Large  Stores 

A WESTERN  retailer  has  hit  the  idea  of  promoting  pri- 
vate sales  by  telephone.  He  has  a clerk  call  up  cus- 
tomers and  tell  them  the  firm  has  a few  shoes  like 
the  former  usually  buy,  at  special  prices  and  ask  them  to 
call  and  see  them.  Very  few  fail  to  come  and  very  few  fail 
to  buy.  Of  course  the  right  kind  of  clerk  must  use  the 
telephone. 

Guaranteeing  Mileage 

A shoe  dealer  has  struck  the  plan  of  guaranteeing  shoes 
in  a novel  way.  He  announces  on  a large  placard  in  the  show 
window  and  also  in  his  ads  that  the  shoes  in  the  display  or 
illustrated  in  the  advertisement  are  guaranteed  to  travel  one 
thousand  miles  in  six  months.  He  figures  the  average  man 
takes  about  8000  steps  or  six  miles  a day  and  from  this  he 
computes  the  six  months’  mileage.  It  has  proven  good 
advertising  from  every  standpoint. 

Cost  One  Cent 

A shoe  man  has  hit  on  a new  and  good  way  to  utilize  the 
new  cent  coinage.  He  had  a little  booklet  printed  called 
“The  Care  of  the  Feet”  and  in  a letter  to  his  customers  he 
announced  that  for  the  enclosed  cent  he  would  give  them 
when  calling  at  the  store  a copy  of  this  valuable  treatise  on 
the  foot— how  to  care  for  it  and  properly  clothe  it.  The  cent 
brought  only  people  who  were  interested  and  the  call  and 
the  book  usually  brought  other  sales. 

Using  the  Camera 

As  the  nearest  thing  to  a living  model  display  a dealer 
has  some  of  his  specialties  photographed  upon  the  feet  of 
young  ladies  whom  he  gets  to  pose  for  the  purpose.  The 
photos  are  then  enlarged  and  displayed  to  advantage  in  the 
windows;  with  the  shoes  are  shown  the  shapely  ankles  of  the 
wearers.  The  effect  is  to  make  prominent  the  fit  of  the  shoes. 

Personal  Gossip 

In  a large  western  town  a certain  merchant  puts  on  a 
single  column  to  the  right  of  his  ad  a few  news  notes  about 
customers  who  have  called  at  his  store,  or  happenings  to 
prominent  people  about  town  or  in  the  surrounding  country. 
He  says  it  is  surprising  how  tickled  people  are  to  see  these 
ittle  items  and  their  names  in  print. 

For  Family  Trade 

A western  retailer  announces  a special  ten  per  cent 
discount  when  a whole  family  is  fitted  with  shoes  within 
thirty  days.  He  says  that  the  record  shows  a pleasing 
number  of  new  accounts, and  especially  a profitable  growth 
of  family  trade  in  the  past  two  months. 

Guessing  Contest 

Considerable  interest  was  taken  in  the  announcement 
of  a city  shoe  store  that  it  would  give  a pair  of  shoes  free  to 
the  person  guessing  correctly  the  largest  number  of  sizes  and 
widths  of  shoes  in  the  window.  Three  rows  of  shoes  were 
arranged  one  above  another  and  they  say  that  the  crowds 
on  the  sidewalk  and  in  the  store  during  the  contest  evidenced 
the  interest  taken.  The  contest  was  opened  Monday  morn- 
ing and  closed  Saturday  night,  the  shoes  being  considerably 


mixed  in  the  display  and  each  one  plainly  numbered.  The 
second  prize  was  a pair  of  shoes  at  half  price.  The  guessing 
box  was  opened  in  the  store  Saturday^  evening  and  the 
prizes  publicly  distributed  at  ten  o’clock. 

Using  the  Spotlight 

A novel  idea  is  that  of  a retailer  who  has  set  up  an  auto 
spotlight  in  his  window  with  the  rays  directed  upon  a certain 
pair  of  shoes.  The  rest  of  the  window  was  in  darkness  and 
it  made  the  shoes  stand  out  distinctly.  A different  pair 
of  shoes  was  used  each  night  and  by  putting  a different  colored 
paper  on  the  lens  he  has  variety  of  color. 


ARE  YOU  PLAYING  HAMLET? 

To  sell,  or  not  to  sell:  that  is  the  question: 
Whether  ’tis  wiser  in  the  end  to  hold 
The  Boots  and  Shoes  of  outrageous  prices, 

Or  take  an  axe  against  the  paper  profits, 

And  by  cutting  sell  them?  To  sell:  to  slash; 

No  profit;  and,  by  a sale  to  say  we  end 
The  agony  and  the  thousand  natural  slumps 
That  trade  is  heir  to,  ’tis  a consummation 
Devoutly  to  be  wished.  To  sell,  to  slash; 

To  slash:  perchance  to  ruin:  ay,  there’s  the  rub; 
For  in  that  slash  of  prices  what  ruin  may  come 
When  we  have  shovelled  off  this  ageing  stock, 
Must  give  us  pause.  There’s  the  respect 
That  makes  calamity  of  doing  business; 

For  who  would  bear  the  ups  and  downs  of  trade, 
The  assessor’s  probe,  the  poor  man’s  poverty, 
The  pangs  of  molding  stocks,  demand’s  delay, 
The  insolence  of  buyers,  and  the  jibes 
That  patient  waiting  of  the  overloaded  takes, 
When  he  himself  might  his  business  boost 
With  a small  adlet?  Who  would  fardels  bear. 

To  grunt  and  sweat  under  a heavy  stock, 

But  that  the  dread  of  replacing  after  selling, 
The  unknown  drops  from  whose  slump 
No  traveller  protects,  puzzles  the  will, 

And  makes  us  rather  keep  the  shoes  we  have 
Than  buy  the  others  we  know  not  of? 

Thus  the  market  makes  cowards  of  us  all; 

And  thus  the  native  hue  of  resolution 
Is  sickbed  o’er  with  the  pale  cast  of  thought, 
And  advertising  of  great  cuts  and  slashes 
With  this  regard  the  copy’s  thrown  away, — 
The  loss  will  be  the  greater. 


AN  EDITION  DE  LUXE 

There  has  reached  our  table  this  month  a copy  of  the 
Export  Edition  of  La  Chaussure  Francaise,  printed  in  French, 
English  and  Spanish.  It  gives  a complete  review  of  the 
leather  and  shoe  industry  of  France  and  is  most  profusely 
and  handsomely  illustrated.  The  color  work  is  particularly 
fine  and  the  illustrations  of  French  shoe  styles  most  elaborate. 


A GOOD  YEAR 

We  have  received  the  annual  directors’  report  and 
balance  sheet  of  Sir  H.  W.  Trickett  Limited,  which  shows  a 
gross  profit  of  £42,022  17s.  5d.  after  providing  for  depreciation 
of  £3,500,  and  a reserve  of  £15,000,  and  dividends  on  the 
preference  and  common  stock  a balance  is  carried  over  of 
£9,310  7s.  lid.  The  showing  is  most  creditable  to  the 
management,  and  Mr.  O.  Eatough,  the  Chairman  of  the 
Board,  is  to  be  congratulated  upon  the  business  done  on 
such  a satisfactory  basis  during  a year  fraught  with  so  much 
difficulty  and  uncertainty. 


the  shoe  And  leather  journal 


43 


A Stock  Keeping  System 
for  Retail  Shoe  Stores 

A Plan  Whereby  You  Can  Tell  Quickly 
Just  How  Your  Stock  Stands — It  is  Also 
a Comparative  Sales  Reference  by  Day, 
Week,  Month  and  Year — By  A.  L.  WILSON, 
Hamilton 


If  your  banker  were  to  come  to  your  store  and 
ask  you  for  a statement  of  your  stock,  would  you 
be  compelled  to  answer  that  you  would  have  to 
“take  stock”  before  you  could  tell  him?  If  so, 
your  system  of  stock  keeping  and  record  keeping 
is  not  so  good  as  it  should  be. 

If  you  had  a fire,  could  you  tell  the  adjusters 
with  any  degree  of  certainty  how  much  stock  you 
had?  If  not  your  system  is  faulty. 

In  this  article,  Mr.  Wilson,  of  Hamilton,  says 
he  can  tell  within  fifteen  minutes  exactly  how  much 
stock  he  has  and  his  banker  has  so  satisfied  himself 
with  the  system  that  he  expressed  the  opinion 
that  it  was  the  best  he  had  seen. — Editor’s  note. 


I AM  conscious  that  to  give  a plan  or  system  of  this 
kind  on  paper  may  be  a more  difficult  task  than  it  would 
be  to  demonstrate  it  in  my  store  with  books  to  refer  to 
and  the  opportunity  to  answer  questions  on  points  that 
might  not  be  understood  at  first  explanation.  With  this 
handicap  I shall  try  to  give  the  system  as  clearly  and  con- 
cisely as  possible  trusting  the  readers  may  make  up  with  their 
own  minds  that  which  my  inability  may  cause  me  not  to  make 
so  clear  as  I would  like. 

Another  handicap  is  that  just  now  we  are  using  some  old 
counter  checks  before  securing  a more  up-to-the-minute  lot 
that  will  give  better  satisfaction  than  do  these. 

The  counter  checks  we  use  are  in  duplicate.  When  the 
sale  is  made  the  clerk  marks  on  the  duplicate  either  the  cost 
price  or  the  profit  and  this  duplicate  is  kept  on  file.  All  our 
boxes,  except  rubber  goods,  have  the  cost  marked  on  them 
for  rubbers  we  keep  a list  prominently  posted  for  reference. 

We  divide  the  stock  into  three  departments — men’s, 
women’s  and  findings.  Under  men’s  we  classify  men’s, 
youths’,  boys’  and  little  gents’  and  under  women’s  are  placed 
women’s,  misses’,  child’s  and  baby  shoes.  If  clerk  No.  4 
has  sold  a $12  pair  of  men’s  brown  bals,  all  is  recorded  in  the 
three  spaces  in  the  centre  of  the  check.  On  the  duplicate 
is  marked  $4,  which  represents  the  profit  on  this  sale.  That 
is,  of  course,  the  gross  profit. 

We  have  an  up-to-date  cash  register  with  which  we 
record  at  the  top  of  the  check  the  amount,  sales  number  and 
date.  These  are  all  important  as  they  help  you  to  check  up 
any  sales  that  have  been  registered,  but  no  slip  is  made  out 
as  the  detail  strip  has  a record  of  the  sale,  so  we  go  to  the 
clerk  for  his  record.  All  these  slips  for  each  day  are  put  on 
file  and  are  taken  away  each  morning.  Each  morning  I 
compare  the  register  with  the  clerk’s  sales,  which  should 
tally. 

• As  our  stock  comes  in  it  is  charged  to  the  two  depart- 
ments in  the  stock  book  in  the  space  marked  “Goods  re- 
ceived.” There  is  also  a space  marked  “Goods  returned,” 
in  case  we  return  any  for  various  reasons.  We  keep  a separate 
book  for  these  returns  in  which  we  record  the  reason  they 
are  returned  so  we  may  tell  the  shipper  and  it  may  be 
referred  to  in  future.  We  show  a page  of  this  stock  book, 


and  assuming  we  start  the  morning  with  $15,000.00  in  men’s 
shoes  and  receive  $400.00  more  and  return  $200.00  worth, 
and  do  a net  business  of  $80.00,  it  would  be  recorded  as 
shown  thus: — 

Stock  Book 

Net  Goods  Total  Net 

Date.  Stock.  Net  Sale.  Stock.  Received.  Stock.  Returned.  Stock. 

Dec.  4 $15,000  $80  $14,900  $400  $15,320  $200  $15,120 

Dec.  5 15,120  

The  same  account  would  be  kept  of  women’s  goods  01 
the  opposite  page. 

Each  morning  as  we  gather  the  duplicate  sales  slips  we 
add,  on  an  adding  machine,  each  clerk’s  sales  and  their  profits 
and  as  the  slips  are  already  marked  with  the  department, 
it  is  an  easy  matter  to  separate  the  two.  By  adding  the 
profits  we  know. just  what  is  sold  for  the  day.  For  example, 
if  we  take  in  $125.00  in  one  day  in  men’s  shoes  and  the  profits 
are  $45.00,  we  deduct  this  $45.00  from  the  $125.00  and  the 
result  is  the  net  amount  sold. 

An  adding  machine  is  of  great  benefit  to  any  retailer  as 
columns  of  figures  may  be  added  quickly  which  you  other- 
wise might  not  attempt  and  they  give  you  a quick  total. 

We  also  keep  account  of  each  day’s  business  and  profits 
by  departments,  also  by  the  week,  and  in  the  column  at  the 
left  we  put  the  business  for  the  same  week  of  the  previous 
year  for  comparison.  At  the  bottom  these  are  totalled  and 
you  can  see  almost  at  a glance  the  sales  and  profits  of  each 
department — men’s,  women’s  and  findings.  After  totalling 
these  we  put  beneath,  the  business  of  the  previous  year  and 
if  it  is  a loss  we  indicate  it  with  red  ink,  but  if  it  is  a gain  with 
black  ink  thus : — 

Findings  Men’s  Women’s 

1920  40.00  20.00  3,000.00  1,000.00  3,000.00  1,000.00 

1919  36.25  21.00  3,140.00  980.00  3,265.00  1,232.00 

3.75  1.00  140.00  20.00  265.00  232.00 

As  our  cash  register  gives  us  a slip  for  findings  with  all 
details  recorded  we  just  credit  the  clerk  with  the  amount. 
We  keep  a book  for  records  of  clerks’  findings  sales  and 
profits  and  can  turn  up  the  record  of  any  clerk’s  or  any 
day’s  sales  in  a moment  or  two. 

We  pay  our  clerks  a salary  and  commission,  which 
accounts  for  our  keeping  a detailed  account  of  each  clerk’s 
business.  Each  day  the  sales  and  profits  of  each  clerk  are 
tabulated,  showing  both  shoes  and  findings  upon  slips.  These 
slips  we  file,  after  entering  in  our  salesman’s  record  book, 
and  can  tell  you  the  records  for  five  years  of  any  clerk  we 
have  in  our  employ. 

(On  the  back  of  these  slips  we  keep  our  sundry  expenses 
for  each  day.)  These  are  entered  into  our  expense  book 
which  is  ruled  into  16  headings,  postage,  express,  freight,  etc. 

This  may  appear  somewhat  complicated  and  possibly 
you  may  feel  it  will  take  considerable  time  to  keep  the 
records,  but  I can  do  the  day’s  records  in  three-quarters  of 
an  hour  when  it  is  the  heaviest  day. 

There  are  many  advantages  in  connection  with  this 
system,  but  there  are  three  outstanding  advantages — we 
can  furnish  a statement  in  fifteen  minutes  of  the  stock.  In 
the  event  of  fire  we  can  show  immediately  the  amount  of 
stock  and  when  accommodation  is  wanted  it  is  surprising 
how  this  system  will  command  respect  with  a bank.  A man- 
ager can  see  at  a glance  just  where  one  stands  and  he  will 
unconsciously  reason  that  if  a firm  is  so  particular  about 
keeping  a record  of  their  stock  they  will  be  as  particular 
about  their  other  business  affairs.  - 

The  system  also  shows  what  are  the  heaviest  selling 
months  of  the  year  in  both  men’s  and  women’s  sizes.  By 
striking  a selling  average  of  each  department  and  dividing 
it  into  the  total  sales  of  the  month,  you  can  tell  pretty  closely 
how  many  pairs  of  shoes  were  sold  that  month  and  thus  be 
guided  in  buying  for  the  same  month  next  year. 
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Conditions  at  the 
Pacific  Coast 

Christmas  Trade  Good — Still  Uncertainty 
as  to  Future  Conditions — Dealers  Not  Buy- 
ing Freely  Outlook  Hopeful  for  Next  Year 
(From  our  Own  Correspondent) 

ttTT  IDES  are  back  to  pre-war  conditions.  That  tells 
the  story,”  said  a member  of  the  largest  boot 
A and  shoe  manufacturing  concern  of  British 
Columbia.  Your  correspondent  also  ascertained  the  fact 
from  this  manufacturer  that,  while  raw  material  retails 
at  current  prices,  jobbers  will  not  sell  at  current  prices  for 
delivery  at  three  months’  time. 

British  Columbia,  of  course,  to  a great  extent,  reflects 
the  Eastern  Canadian  market.  There  is  a considerable  amount 
of  tanning  done  here,  but  almost  entirely  on  the  commoner 
or  staple  grades.  It  is  difficult  to  forecast  the  future.  Natur- 
ally wholesalers  or  retailers  do  not  care  to  be  quoted  as 
saying  that  prices  are  going  lower.  However,  one  well- 
known  manufacturer  stated  that  retail  prices  would  be  higher 
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before  they  were  lower,  and  they  would  never  go  as  low  as 
they  had  been,  nor  as  high  as  they  had  been,  although 
hides  to-day  are  practically  a glut  on  the  market.  The  trade 
unions  will  never  let  wages  drop  to  what  they  were,  and  the 
wage  situation  is  a big  factor.  When  hides  were  high,  prices 
were  high.  Both  wholesalers  and  retailers  who  carried  large 
stocks  at  the  time  of  the  big  advance  increased  their  prices, 
and  profited  thereby,  but  the  retailers  in  replenishing  their 
shelves  made  the  universal  mistake  of  buying  too  heavily, 
and  in  many  lines  which  were  not  considered  staple  in  ordin- 
ary times. 

The  farmer  who  received  more  for  the  hide  of  an  animal 
than  the  meat,  of  course  was  a big  beneficiary.  All  of  us 
read  statements  with  startling  scare-heads  that  it  would 
take  many  years  for  the  world  to  recover  from  the  result  of 
the  depleted  herds  of  cattle  caused  by  the  war. 

The  statisticians  must  have  been  greatly  at  fault  for, 
according  to  the  price  of  hides  to-day,  if  this  was  the  only 
factor,  shoes  should  be  selling  at  pre-war  prices. 

Travellers  report  no  sales;  the  reason  given  is  the  large 
stocks  held  by  the  retail  merchants,  and  the  banks’  demands 
for  restriction  of  credit.  Merchants  must  have  the  money, 
and  must  have  it  quick  if  they  are  to  retain  their  financial 
standing. 

What  do  the  retailers  say?  One  of  the  largest  retail 
firms  in  the  city  made  the  following  statement  to  your  cor- 
respondent. “Like  most  of  the  big  concerns  we  bought  heav- 
ily as  prices  rose,  and  we  took  our  profits  with  a smile.  Those 


were  the  good  times  for  us.  Now  we  have  orders  from  the 
banks  to  shorten  our  line  of  credit,  and  we  have  had  to  hold 
sacrifice  sales,  taking  our  losses  with  a smile.  In  some  of  our 
lines  there  has  been  very  little  demand.  These  we  have 
reduced  below  cost.  We  have  graded  all  other  lines  down 
to  the  limit;  even  on  our  staple  goods  we  are  only  getting  a 
very  small  margin  of  profit.  For  example,  in  one  line  of 
goods  that  we  are  retailing  for  $8.25  the  traveller  informed  us 
that  the  same  line  of  goods  to-day  was  selling  wholesale  for 
$9.50,  but  the  word  has  gone  forth — ‘Sell,  sell,  sell  at  any 
price  and  get  the  money.’  We  think  it  is  good  business  to 
clean  off  our  shelves  again  on  a solid  basis.  The  wholesalers 
themselves  are  hysterical  over  the  situation;  they  realize 
that  prices  must  come  down  until  it  hurts,  and  until  normal 
conditions  prevail. 

“No  one  can  forecast  the  future,  and  it  is  difficult  to  say 
whether  or  not  shoes  will  be  lower  than  they  are  now,  but 
one  fact  is  evident,  that  in  many  lines  shoes  are  retailing 
to-day  for  less  than  they  can  be  bought  wholesale,  and 
there  is  always  a tendency  in  the  West  to  hold  prices,  even 
after  the  eastern  market  has  broken.  For  instance,  twine  has 
droppeff  to  45  cents  in  Toronto,  and  is  selling  here  from  65 
cents  to  89  cents.  Why?  Because  the  jobbers  purchased 
it  around  75  cents,  and  dislike  very  much  to  take  a loss. 
They  were  glad  when  the  price  went  up  to  90  cents  in  To- 
ronto, and  they  put  their  price  up  accordingly,  but  you 
cannot  notice  that  they  are  glad  when  they  are  forced  to 
follow  the  Toronto  market  down  and  take  a loss,  and  as  it  is 
in  boots  and  shoes,  so  is  it  in  many  other  lines,  particularly 
so  in  meats,  but  as  Kipling  says,  ‘That’s  another  story.’  ” 

The  leather  market,  other  than  boots  and  shoes,  is  said 
to  be  very  quiet.  The  biggest  harness  concern  in  British 
Columbia  states  that  so  far  as  harness  is  concerned,  they  are 
marking  time,  and  they  blame  the  situation  on  wheat.  The 
farmers  cannot  afford  to  buy  B.C.  lumber;  the  lumber  mills 
closed  and  shut  down  their  logging  camps  and  discharged  their 
loggers,  and  as  the  logging  camp  is  one  of  the  principal 
places  where  horses  are  engaged,  there  is  no  demand  for 
horses,  and  therefore  no  deamdn  for  harness. 

There  is  a brisk  trade,  however,  for  shoe  findings.  In 
fact,  the  retailers  are  busy  taking  care  of  the  biggest  Christ- 
mas trade  British  Columbia  has  ever  experienced,  for,  in 
the  words  of  one  of  them,  “the  attractive  prices  have  forced 
the  people  to  buy,”  and  the  result  will  be  credit  restored 
and  normal  conditions  in  the  near  future. 


SELL  SHOES  THAT  FIT 

In  probably  no  other  line  of  industry  is  it  so  necessary, 
says  the  Retailer,  to  have  proper  sizes  and  widths  in  the 
many  different  styles  as  in  the  shoe  industry.  A pretty 
good  clue  as  to  the  shortage  of  sizes  is  to  be  found  in  a visit 
to  a chiropodist.  It  is  quite  generally  known  in  that  business 
that  chiropody  parlors  are  on  the  increase,  one  prominent 
United  States  city  having  more  foot-care  institutions  of 
this  sort  than  it  has  shoe  stores  in  its  downtown  district. 

It  is  a mighty  dangerous  practice  for  a shoe  store  to 
neglect  its  fitting  service  at  this  time.  It  may  be  a good, 
immediate  dollar-practice  but  it  is  poor  sense. 

The  customer  calls  for  a certain  style  and  because  that 
size  is  not  available,  fitting  is  forced.  The  customer  is 
ignorant  of  the  deception,  but  you  can  bet  a dozen  sales 
slips  of  the  future  that  the  customer  never  returns.  Shoe 
selling  may  be  hard,  but  it  never  justified  the  tactics  of 
cleaning-up  on  sizes  at  public  foot-comfort  expense. 

.Watch  carefully  all  shoes  sold  with  a “p.m.”  Follow 
the  rule  of  one  of  the  greatest  merchants  of  shoes  in  this 
country  who  insists  that  all  “p.m.”  shoes  must  be  inspected 
by  the  floor  manager  on  the  customer’s  foot  before  cash  is 
taken. 

Better  a sizing-in  order  than  a customer  lost. 
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The  Retail 
Shoe  Situation 

What  Retailers  Think  of  Present  and  Future 
Conditions  of  Trade — Symposium  of  Opin- 
ions on  Business  and  Prices — Stocks  Still 
Fairly  Heavy  but  in  Much  Better  Condition 
Than  a Month  or  Two  Ago — January  May 
See  Some  Improvement 

A SHORT  time  since  the  Shoe  and  Leather  Journal 
sent  out  a questionnaire  to  about  a hundred  of  the 
foremost  shoe  retailers  of  the  country  with  a view  to 
getting  a line  on  the  general  opinion  of  the  trade  as  to  present 
and  future  conditions.  As  we  announced  that  we  would  use 
no  names  in  connection  with  the  information  supplied  we 
were  favored  with  a very  general  response,  of  which  we  give 
the  summary  herewith. 

The  Questions  Asked 

The  following  are  the  questions  propounded  in  oar  ques- 
tionnaire : 

(1)  Have  retail  stocks  been  reduced  sufficiently  now  to 
leave  them  in  conservative  shape? 

(2)  What  is  your  policy  as  to  buying  now? 

(3)  What  is  your  opinion  of  the  immediate  outlook  for 
the  shoe  business? 

(4)  Do  the  people  seem  still  to  have  the  money  to  spend? 

(5)  Is  there  much  unemployment  in  your  locality? 

(6)  What  goods  are  selling  best  with  you? 

(7)  What  do  you  expect  in  the  way  of  business  after 
Christmas? 

(8)  Do  the  people  in  your  locality  speak  much  of  the 
turn  in  prices? 

(9)  How  do  you  propose  to  mark  your  stock  when  taking 
inventory? 

The  Questions  Answered 

(1)  As  to  the  condition  of  retail  stocks  of  shoes,  the 
preponderance  of  the  replies  would  indicate  the  belief  that 
stocks  are  still  fairly  heavy,  especially  in  the  smaller 
localities.  A minority  claim  to  be  in  fair  shape  for  the  new  year. 

(2)  Almost  to  a man  retailers  state  that  they  have  been 
buying  only  such  goods  as  they  absolutely  require  for  the 
present.  Some  claim  that  they  have  anticipated  their 
spring  requirements  to  the  extent  of  40  per  cent,  and  some  as 
high  as  70  per  cent.,  but  none  have  completed  their  usual 
purchases  for  the  coming  season. 

(3)  The  majority  seem  to  think  that  the  worst  is  over 
and  not  a few  claim  that  January  will  see  a picking  up  in 
trade,  especially  if  there  be  seasonable  weather.  Not  a few 
claim  that  business  for  January  will  only  be  moved  by 
putting  on  special  sales.  Christmas  business  has  been  better 
since  the  luxury  tax  was  removed,  but  the  action  of  the  Gov- 
ernment came  too  late  to  have  any  very  appreciable  effect. 

(4)  Apparently  there  is  not  any  great  scarcity  of  money 
from  the  replies  received,  but  people  are  holding  on  to  it 
in  expectation  of  lower  prices.  They  seem  to  have  money  to 
spend  for  pleasure  and  luxuries  and  are  postponing  the  pur- 
chase of  household  needs. 

(5)  There  seems  to  be  comparatively  little  unemploy- 
ment excepting  in  the  larger  cities  and  towns.  This  has  not 
so  far  affected  the  shoe  business  seriously  but  many  corre- 
spondents express  the  fear  that  the  pinch  will  come  after  the 
turn  of  the  year. 

(6)  Medium  priced  goods  and  staples  have  almost 
monopolized  sales  with  a good  sprinkling  of  slippers,  oxfords 


and  rubbers,  of  course.  Dealers  say  that  they  hardly  ex- 
pect Christmas  trade  to  reach  the  volume  of  last  year. 
Many  of  the  correspondents  speak  very  bitterly  of  the 
influence  of  the  daily  press  in  turning  the  minds  of  the 
public  against  buying  of  shoes  at  this  time. 

(7)  With  regard  to  business  after  Christmas  the  general 
tone  of  opinion  is  rather  discouraging.  Some  seem  to  think 
that  as  soon  as  people  find  they  actually  need  shoes  they 
will  come  to  the  scratch,  but  others  expect  that  the  fight  for 
lower  prices  will  continue  as  long  as  people  can  cover  defective 
shoes  with  rubbers  and  overshoes.  They  claim  that  there 
is  a strong  mental  attitude  against  buying  at  present  prices, 
especially  in  the  country,  where  hide  prices  are  so  well  known. 
The  farmer  is  holding  consistently  off  in  expectation  of  shoes 
coming  down  to  more  of  a parity  with  hides  and  skins. 

(8)  As  to  the  general  attitude  in  regard  to  prices  retailers 
say  that  there  seems  to  be  no  abatement  on  the  part  of 
buyers.  One  dealer  says  “They  are  demanding  good  shoes 
at  lower  prices  and  there  is  practically  no  call  for  high 
priced  goods.”  Another  dealer  says:  “They  all  expect  big 
reductions  and  are  looking  for  cheaper  shoes  for  spring.” 
Apparently  there  has  been  no  subsidence  of  the  general 
impression  on  the  part  of  the  public  that  shoes  are  still 
too  high. 

(9)  Almost  every  retailer  states  that  his  concern  is  mark- 
ing down  goods  for  stock-taking  to  a point  that  will  repre- 
sent present  wholesale  values.  Some  state  that  their  lines 
in  stock  represent  prices  for  which  thejy  cannot  buy  to-day, 
and  not  a few  s,ay  they  ajre  cutting  their  costs  from  fifteen 
to  twenty  per  cent.  The  most  of  them  say  that  they  are 
going  to  take  the  end  of  their  loss  on  goods  in  hand  at  the 
first  of  the  year. 

These  opinions  as  coming  from  representative  shoe  men 
covering  all  parts  of  Canada  and  varying  in  size  of  popu- 
lation from  a thousand  to  five  hundred  thousand,  afford  a 
fair  idea  of  the  mental  attitude  of  those  who  are  distributing 
shoes  throughout  the  country. 


INDIA  HIDES  AND  SKINS 

The  main  features  of  India’s  trade  in  hides  and  skins 
during  1918  were  a considerable  decrease  in  the  export  of 
raw  hides,  and  increase  in  the  export  of  tanned  hides,  and 
a decrease  in  the  exports  of  raw  and  tanned  skins.  The 
decrease  in  the  export  of  raw  hides  is  accounted  for  partly 
by  the  great  increase  in  the  tanning  of  cow  hides  in  India 
for  Army  purposesf  and  partly  by  the  greater  scarcity  and 
cost  of  freight  which  limited  the  export  of  inferior  qualities. 
Government  control,  prohibiting  the  export,  on  private 
account,  of  hides  suitable  for  army  work,  accounts  for  a 
decrease  in  the  exports  to  the  United  States,  which  took  only 
500  tons  as  against  10,000  tons  in  1916-17.  The  total 
exports  of  raw  hides  during  the  year  1917-18  represented 
only  42  per  cent,  of  the  pre-war  average.  But  the  quantity 
of  tanned  hides  exports  increased  to  over  18,000  tons,  doub- 
ling the  pre-war  figure.  Almost  the  entire  quantity  were 
shipped  to  the  United  Kingdom,  and  according  to  the  Con- 
troller of  Hides,  at  least  three-fifths  of  the  upper  leather 
used  in  the  United  Kingdom  for  the  British  and  the  Allied 
armies  was  supplied  from  Indian  tanned  cow  hides,  almost 
all  of  which  were  tanned  in  the  Madras  and  Bombay  Presi- 
dencies and  in  the  United  Provinces.  An  important  develop- 
ment in  this  connection  has  been  the  increased  use  by  the 
Southern  India  tanneries  of  the  best  class  of  hides  from 
Northern  India  which  used  to  be  exported  to  Germany  and 
Austria.  _____ 


According  to  a report  from  New  York  an  American 
shoe-string  factory  is  now  making  shoe  strings  ninety  inches 
long.  Of  course,  they  are  for  women’s  high  top  shoes,  but 
ninety  inches  is  seven  and  a half  feet!  Are  ankles  not  as 
dainty  as  -they  once  were ! 
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Shoe  Newspaper 
Advertising 

Be  Particular  About  Your  Copy — It  is 
Important  That  You  Say  Something  in 
Your  Advertising 

AN  advertising  manager  of  a large  store  used  the  ex- 
pression about  an  advertisement:  ‘It  doesn’t  say 
anything.”  This  was  the  term  he  always  used  when 
an  ad  did  not  express  some  definite  thought  about  the  article 
advertised.  It  is  very  apt  too.  A lot  of  cold  type  set  up  talk- 
ing all  around  the  subject  will  not  bring  very  good  results 
so  far  as  advertising  is  concerned.  It  js  the  carelessly  worded 
and  carelessly  set  ads  that  cause  men  to  feel  they  are  rj,ot 
obtaining  results  from  their  advertising  and  to  a certain  extent 
bring  discredit  on  the  art  of  advertising.  But  because  a 
few  people  may  not  reap  the  desired  results  from  their  ad- 
vertising is  no  proof  that  advertising  cannot  be  made  to  pay. 

We  have  been  very  particular  in  choosing  the  list  of 
advertisements  shown  with  this  article  We  have  selected 
those  with  strong  contrast  in  the  composition  of  matter  A 
short  time  ago  we  stated  that  too  many  merchants  do  not 


give  enough  thought  to  their  advertising  It  is  put  off  till 
the  last  minute  and  then  rushed  through  and  in  many  cases 
the  writer  does  not  say  what  he  really  intended  to  say.  or  he 
may  only  half  say  it  and  leave  his  meaning  quite  ambiguous. 
We  will  show  illustrations  of  this  in  the  samples  given 

Another  weakness  in  writing  copy  is  the  frequent  refer- 
ence to  other  merchants  or  stores.  This  seems  particularly 
true  with  those  just  starting  to  write  ad  copy  Unfortu- 
nately this  is  a human  characteristic  that  manifests  itself  too 
much  in  the  ordinary  conduct  of  regular  business.  Too  many 
merchants  cannot  talk  to  you  for  any  time  without  bringing 
in  their  so-called  opposition  or  competitor  and  telling  you 
his  faults.  This  is  the  wrong  idea  viewed  from  a business 
standpoint  and  should  not  be  done  in  advertising. 

You  will  see  how  this  comes  out  in  some  of  the  copy  in 
the  sample  ads  we  are  using  in  connection  with  this  article. 
The  largest  ad  in  the  top  left  corner  is  a very  strong  one  and 
is  well  laid  out  and  in  all  probability  drew  much  business. 
It  does  not  lose  any  words  in  telling  the  story  about  the 
opening  of  the  new  store.  The  cuts  show  at  a glance  the  kind 
of  store  even  if  the  words  were  not  read.  The  term  “Opens 
To-morrow,”  is  not  so  good  as  the  name  of  the  day,  like 
“Opens  Wednesday.”  To-morrow,  to-night  and  to-day 
always  have  a certain  amount  of  mystery  about  them,  for  one 
is  liable  to  wonder  if  they  referred  to  some  other  day.  One 
will  have  to  look  at  the  date  of  the  paper  to  be  sure,  and 
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even  then  ads  of  this  kind  have  been  known  to  have  been 
left  in  the  paper  over  their  time  and  then  the  “to-morrow” 
would  be  wrong,  whereas  if  the  day  is  named  there  is  no 
mistaking  it  and  it  is  just  as  easy  to  write  and  set  into  type 
as  the  uncertain  “to-morrow.”  The  rest  of  the  matter  is 
good  and  the  nine  lines  advertised  are  well  described  and  the 
prices  given  makes  the  whole  ad  very  strong  and'  effective. 

The  school  shoe  a 4 is  a splendid  example  of  what  we  have 
said  about  a writer  not  saying  what  he  really  desires  to  say- 
In  the  first  place  this  ad  is  altogether  too  general  in  char- 
acter The  advertising  manager  would  have  applied  his 
expression  to  this:  “It  doesn’t  say  anything.”  All  that  is 
said  about  the  school  shoes  could  have  been  said  in  the 
following:  “Good  honestly  made  solid  school  shoes,  reason- 
ably priced.”  Then  name  the  makes.  That  would  have 
been  plenty.  But  in  this  you  will  see  the  disposition  to  hit 
the  other  fellow,  and  in  doing  that  the  advertiser  actually 
hits  himself  by  saying  what  he  did  not  intend.  Listen  to 
this:  “Will  pay  you  to  look  around.  In  a town  this  size  with 
five  exclusive  shoe  stores  you  are  sure  to  find  someone  selling 
the  same  footwear  for  less  money.”  Sounds  funny,  doesn’t 
it?  Something  like  the  man  who  put  a card  in  his  wondow: 
“Come  in  here  for  your  shoes;  don’t  go  elsewhere  to  be 
cheated.” 

Now  had  this  ad  given  a description  of  the  shoes  and  the 
price  and  said  nothing  about  anyone  else  it  would  have  been 
much  more  effective.  Or  if  the  price  had  been  given  and 
the  names  mentioned  as  already  listed  it  would  have  been 
much  better.  The  same  suggestions  wall  apply  to  the  farm 
shoe  part  of  the  ad. 

Now  compare  the  ad  immediately  below  it  of  Mr. 
Kickley’s.  Here  is  something  to  tell  to  your  neighbors  No 
doubt  about  anything  at  all.  All  plain  and  definite  and  then 
the  price  given.  This  is  a good  ad. 

Take  the  next  two  ads  at  the  right.  The  $12  one  and 
the  one  below  it.  The  top  one  is  very  definite,  while  the  lower 
one  is  one  of  which  the  ad  manager  would  have  said:  “It 
doesn’t  say  anything.”  Why  should  not  any  shoe  store  say 
the  same  thing?  There  is  nothing  about  this  ad  to  attract 
one.  One  would  know  the  shoe  store  nearest  to  him  would 
have  all  this  ad  states.  Read  the  one  .right  below  it  of 
Goodwins.  Does  it  not  say  something  and  say  it  well?  You 
will  have  no  doubts  when  you  have  finished  reading  this  one. 
You  know  what  you  may  obtain  and  at  what  price. 

Consider  the  one  below  the  Goodwin  ad.  These  are 
both  the  same  size  and  which  one  says  the  most?  The 
latter  is  the  most  general  in  character  imaginable.  This  is 
a style  of  advertising  that  was  in  vogue  when  Franklin  was 
running  a hand  press. 

The  top  right  corner  ad  is  a type  that  we  feel  sure  will 
not  attract  trade  to  the  store.  Keep  this  well  in  mind  in 
writing  advertisements.  They  should  be  so  worded  that 
they  will  make  people  want  to  purchase  the  articles  adver- 
tised and  purchase  them  at  the  store  running  the  ad.  An- 
other thing  to  bear  in  mind  is  to  put  nothing  into  an  ad  that 
you  would  not  say  to  a person.  In  fact  if  you  imagine  you 
are  talking  to  a customer  in  your  store  while  you  are  writing 
your  ad  you  will  get  more  “selling  talk”  into  the  copy  than 
you  will  if  you  try  to  say  something  flowery  to  attract  atten- 
tion. Let  us  suppose  Mrs  Jones  came  into  your  store,  would 
you  say  to  her — “Mrs.  Jones,  you  no  longer  look  to  other 
countries  to  supply  you  with  fit  adornment  for  your  shapely 
foot:”  Yes,  that  is  exactly  what  this  ad  says  to  the  women 
who  read  it,  and  every  woman  who  reads  it  says  within  her- 
self, “All  bunk,”  and  she  is  justified  in  saying  it.  Read  the 
rest  of  the  paragraph  and  you  will  feel  they  are  further 
justified  in  saying  “More  bunk”  about  it.  The  only  com- 
mendable feature  about  this  ad  is  that  Onyx  and  Hartt 
shoes  are  mentioned  and  these  will  appeal  to  those  who 
know  these  lines,  but  to  others  who  may  not  know  them  they 
will  be  meaningless. 


Now  glance  onc&  more  to  the.  Goodwin  ad.  It  starts  off 
immediately  to  describe  the  shoes.  It  is  shoes  this  ad  wants 
to  sell.  It  is  not  an  essay  on  the  “shapely  foot”  of  Canadian 
women.  Had  the  space  of  this  corner  ad  been. devoted  to 
the  description  of  a half  dozen  lines  of  shoes  and  their  prices 
stated  it  would  have  been  a much  better  selling  ad.  What 
a woman  wants  in  an  advertisement-  is  the  description  of  the 
shoes,  with  cut  if  possible,  and  the  price  that  she  may  judge 
the  value. 

The  Wiezel  ad  just  below  is  a case  where  we  think  it  would 
have  been  greatly  strengthened  had  the  price  been  given  after 
going  so  far  as  to  say  “Specially  priced  for  balance  of  week.” 
It  is  the  most  logical  thing,  when  this  statement  is  made,  to 
state  the  price  in  order  that  one  may  see  if  they  are  really 
specially  priced. 

The  Shoe  Economy  ad  would  come  under  the  hammer  of  - 
the  ad  manager  mentioned  above  with  his  statement:  “It 
doesn’t  say  anything.”  That  is,  it  does  not  say  anything 
that  would  make  one  want  to  come  into  that  store  to  buy 
shoes. 

The  other  little  ad  beneath  as  well  as  the  bottom  one  of 
the  third  column  are  just  Christmas  greetings  and  this  is 
good  business  to  devote  space  for  this  purpose  at  the  holiday 
season. 

The  bottom  right  corner  ad  will  need  to  be  greatly  supported 
at  the  store  with  signs  and  price  tickets  in  order  to  be  effective. 
There  Is  little  in  the  ad  to  attract  one  to  the  store,  but  with 
plenty  of  signs  in  front  and  the  goods  well  price  ticketed  the 
sale  should  be  a success. 

The  little  ad  of  Burts  gets  right  down  to  business  at  once 
and  says  a great  deal  in  very  few  words  First  it  announces 
“Big  Values.”  Naturally  one  will  want  to  know  the  goods 
and  prices  to  determine  if  there  are  big  values  so  Mr.  Burt 
does  not  let  one  wait  long.  Immediately  tells  the  kind  of 
boots  and  the  price  which  permits  one  to  judge  at  once. 
This  ad  is  small,  but  it  is  all  ad 

The  lower  left  corner  ad  is  a real  good  one.  The  cut 
attracts  and  the  description  is  good  and  the  lines  are  priced. 
The  one  immediatley  to  its  right  is  not  so  good,  for  it  is.  too 
general  in  description  as  well  as  in  price.  If  a little  more 
care  had  been  taken  in  writing  the  copy  it  would  have  read 
more  smoothly  and  to  quote  prices  from  one  figure  to  another 
leaves  the  prices  as  indefinite  as  if  they  had  not  been  quoted. 

Glance  over  these  ads  and  our  suggestions  and  you  will 
likely  obtain  a few  pointers  that  may  help  you  in  the  prepara- 
tion of  your  copy. 


FEELING  OUT  THE  TRADE 

Ames-Holden-McCready,  Limited,  have  sent  out  a 
circular  dated  December  27th  to  their  eight  thousand  cus- 
tomers reviewing  general  conditions  in  the  shoe  trade  and 
calling  attention  to  the  fact  that  leather  and  other  raw 
materials  have  reached  the  lowest  possible  point  for  some 
time  to  come,  the  former  selling  now  below  the  cost  of  pro- 
duction and  probably  below  costs  that  will  rule  during  1921. 
They  announce  that  they  have  based  their  new  prices  on 
to-day’s  cost  of  materials  figuring  on  a net  profit  on  their 
turnover  of  4 per  cent,  for  1921. 

In  their  circular  they  enclose  to  dealers  a “questionnaire” 
embracing  a dozen  questions  as  to  the  needs  and  ability 
of  the  public  to  buy  in  their  community,  the  condition  of 
retail  stocks,  results  of  clearance  sales,  suggestions  as  to 
methods  of  advertising  and  the  dealers’  attitude  with  regard 
to  repricing  his  present  stock.  The  culminating  question  is 
“What  would  you  consider  a reasonable  net  profit  on  your 
1921  turnover?” 

The  answers  to  the  questionnaire  ought  to  be  enlighten- 
ing to  the  tradeat  large  as  well  as  to  Ames-Holden-McCready, 
Limited. 
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Who  Is 
Responsible? 

Who  Is  Holding  Up  the  Wheels  of  the  Shoe 
Business  Today? 

THUS  querries  the  sales  manager  of  a large  western 
shoe  house  in  a circular  sent  out  recently  to  the  trade. 
He  says: 

The  retailer  is!  In  altogether  too  many  instances  he 
is  trying  to  keep  up  war  time  prices  after  the  war  is  over, 
forgetting  that  newspapers  have  lead  the  consuming  public 
to  believe  shoes  should  be  much  lower. 

To  break  the  present  deadlock,  retailers  must  see  that 
it  is  to  their  financial  interest  to  have  the  stream  of  buy- 
ing flow  steadily  along  instead  of  stafiding  stagnant. 

Keep  Up  the  Flow 

The  longer  stagnation  lasts,  the  worse  will  be  the  re- 
sults. Retailers  will  lose  their  old-time  patrons  and  must 
spend  large  sums  of  money  to  win  back  the  old  or  get  new 
customers;  manufactuers  will  eventually  lose  their  shoe- 
makers and  will  require  much  time  to  build  their  organiza- 
tions up  again,  getting  poorer  workmanship  while  they’re 
doing  that. 

And  yet  it  is  not  so  hard  to  understand  the  viewpoint 
of  the  retailer  who  hopes  to  average  his  prices  down  slowly. 

He  has  a quantity  of  shoes  for  which  he  paid  say,  $10, 
and  he  expects  to  sell  them  for  $15.  But  wholesale  prices 
have  dropped  so  he  can  buy  the  same  shoe  now  for  $7 
and  sell  them  for  about  $10.  Now  if  he  marked  his  original 
purchase  down  to  $10,  he  could  probably  sell  them  promptly, 
buy  more  for  $7,  sell  again  at  $10,  and  so  on,  keeping  up  a 
constant  flow  of  business,  and,  after  the  first  loss,  making 
a good  profit. 

But  many  a retailer,  having  bought  at  $10,  cannot  make 
up  his  mind  to  sell  them  for  $10,  or  even  less;  therefore,  he 
obstinately  keeps  the  old  prices  on  the  shoes  and  offers  them 
for  sale  at  $15,  or  maybe  $13,  or  $12.  His  eyes  are  fixed  on  an 
imaginary  sale  at  that  price  and  he  clings  to  the  illusion  of  a 
purely  imaginary  profit. 

That  is,  of  course,  human  nature,  and  very  easy  to 
understand;  but  the  retailer  forgets  that  there  is  a lot  of 
human  nature  in  his  customer  also. 

Should  Retailer  Stand  Loss? 

The  customer  has  made  a mental  picture  of  the  shoes 
that  the  merchant  has;  and  he  sees  them  at  $9  or  $10.  He 
comes  to  the  store,  with  $10  in  his  pocket  to  buy  the  shoes, 
and  he  finds  they  are  still  $15  or  $13. 

You  don’t  need  the  wisdom  of  Solomon  to  tell  what  is 
likely  to  happen.  He  won't  go  and  get  $3  or  $5  more.  He 
will,  unless  he  is  something  more  than  human,  form  cer- 
tain unpleasant  conclusions  about  the  merchant— he  may 
even  say  unpleasant  things.  But  he  will  most  assuredly 
not  buy  the  shoes  at  more  than  $10. 

But  he  still  wants  the  shoes.  Now  he  will  either  buy 
from  some  other  merchant  who  is  wise  enough  to  see  the 
advantage  of  marking  his  goods  on  a replacement  basis,  or 
he  will  go  home  determined  not  to  buy  until  prices  are 
lower. 

Hundreds  of  thousands  of  just  such  instances  are 
occurring  every  week.  The  retailer  who  added  on  to  his 
price  when  the  market  was  advancing  because  he  would 
“need  the  extra  money  to  stand  a loss  when  the  market 
declined”  is  now  unwilling  to  take  that  loss. 

We  all  know  that  price  tags  in  window  todays  are  not 


at  all  justified  by  replacement  figures.  No  wonder  the  shoe 
industry  is  quiet. 

Tanners  and  shoe  manufacturers  have  taken  their  medi- 
cine. The  retailer  is  afraid  to  take  his.  When  he  does  get 
the  confidence  of  the  public  by  quoting  right  prices,  then 
you’ll  begin  to  sell  him  shoes. 

The  retailer  should  fix  his  eyes,  not  on  a single  loss, 
but  on  all  the  future  profits  he  will  make,  once  he  gets  busi- 
ness going  again.  His  real  interest  is  in  the  flowing  river, 
and  not  in  the  stagnant  marsh. 


ENTERTAINMENT  AT  MILWAUKEE  CONVENTION 

It  is  estimated  there  will  be  7,000  attend  the  National 
Retailers’  Association  Convention  at  Milwaukee  on  January 
10th  to  the  13th,  inclusive.  It  would  be  impossible  to  think 
of  this  number  of  people  going  there  and  devote  every  minute 
to  business.  Many  will  go  to  combine  business  with  recre- 
ative pleasure.  The  committee,  recognizing  the  necessity  of 
providing  entertainment  for  this  vast  throng,  engaged  Barney 
Coen  to  look  after  this  part  of  the  convention  and  gave  him 
carte  blanc  in  the  matter.  Looks  as  if  he  has  considered  it 
was  a wholesale  job  by  the  way  he  has  engaged  talent.  He 
realized  there  would  be  many  tastes  among  such  a crowd 
so  has  made  provision  for  every  imaginable  preference. 

Music  lovers  will  find  ample  variety  in  seven  bands  and 
orchestras  that  will  be  on  the  job  all  the  time.  There  will 
be  three  hundred  and  forty-two  high-class  entertainers  of 
various  characters.  Referring  again  to  music  lovers  there 
will  be  in  addition  to  the  bands  and  orchestras,  noted  vocal- 
ists, violinists,  harpists  and  others  all  of  the  highest  order. 

There  will  be  one  night  given  over  to  athletic  sports  in 
which  boxing  bouts,  wrestling  matches,  etc.,  will  be  pulled 
off.  At  this  some  of  the  best  known  exhibition  men  will 
take  part. 

There  has  also  been  elaborate  provision  made  for  the 
entertainment  of  the  ladies,  of  whom  500  are  expected  to  be 
present.  This  part  of  the  programme  is  under  the  super- 
vision of  Mrs.  Joseph  Schumacher,  who  is  chairman  of  the 
women’s  committee. 

One  of  the  large  halls  in  the  convention  building  will  be 
fitted  up  as  a restaurant  with  a seating  capacity  of  1,500. 
Two  hundred  girls  will  serve  the  food  and  they  will  be 
specially  costumed  for  the  occasion.  This  hall  will  be 
known  as  “Palm  Beach,”  and  while  the  meals  are  being  served 
high-class  vaudeville  performers  will  entertain  the  diners. 
The  stage  will  be  the  deck  of  a steamer  situated  at  the  end 
of  the  hall. 

There  will  also  be  a Japanese  garden  in  one  part  of 
the  building.  Tea  will  be  served  here  and  an  orchestra  in 
oriental  costumes  will  dispense  music.  There  is  every  reason 
to  believe  this  will  be  the  greatest  convention  ever  held. 

The  business  sessions  will  be  from  2 to  5.30  p.m.  each 
day  from  January  10th  to  13th.  There  will  be  oveJ  150,000 
square  feet  devoted  to  shoe  and  leather  exhibits. 


TRADE  SLOW  IN  SWEDEN 

That  the  conditions  in  the  shoe  and  leather  trade  are 
similar  all  over  the  world  is  evident  from  the  following  note 
from  Sweden: 

Nobody  wants  to  buy,  as  the  public  is  extremely  cautious 
in  purchasing  footwear  on  account  of  the'feeling  that  prices 
are  shortly  to  drop.  There  are  few  rays  of  light  on  the 
situation,  and  the  opinion  ot  a correspondent  in  the  country 
is  that  the  position  will  probably  get  worse  before  the  market 
can  right  itself  again  and  something  like  settled  conditions 
gain  the  upper  hand. 


It  is  reported  that  England  is  receiving  large  orders  for 
shoes  for  Czecho-Slovakia  and  for  clogs  from  Holland. 
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Show  Card 
Suggestions 

A Generous  Use  of  Show  Cards  Will  Help 
Overcome  the  After  Christmas  Slackness 
— Whether  You  Have  Sales  or  Not,  Use 
Them  in  Plenty 

IT  has  become  an  established  fact  that  trade  immediately 
after  Christmas  is  not  as  good  as  before  the  holidays. 
Unfortunately  for  some  merchants,  they  settle  down  to 
this  belief  and  make  no  effort  to  overcome  the  situation.  But 
the  live  ones  almost  immediately  begin  to  plan  how  they  can 
boost  business  or  start  something.  Just  at  this  time  the 
retail  trade  is  wondering  what  it  can  do  or  should  do  to  get 
stocks  back  to  a sort  of  normal  condition.  There  are  some 
who  realizing  conditons  have  been  gradually  closing  out 
their  high-priced  lines  and  stocking  with  those  of  lower  price. 
Others  have  not  gotten  rid  of  their  high-priced  stuff  so  quickly 


use  price  tickets  with  this  card,  marking  each  pair  at  the 
price  they  will  be  sold. 

The  panel  card  at  the  left  is  one  of  a general  nature  to 
be  used  on  goods  the  price  of  which  has  been  reduced.  Price 
tickets  will  be  used  with  this  also.  It  will  possibly  be  well 
to  mark  the  two  prices  on  each  ticket,  that  is  the  former  price 
and  the  reduced  price.  This  card  is  made  by  pasting  a 
couple  of  pieces  of  different  colored  card  or  paper  on  a card 
with  an  outline  border  painted  around  these.  The  lettering 
may  be  done  in  any  color  to  suit.  The  colors  of  the  cards 
will  largely  determine  this.  If  the  pieces  pasted  on  the  card 
are  very  dark  in  color,  white  will  be  best  to  use  for  the  letter- 
ing. In  the  sample,  the  small  piece  at  the  top  left  corner  is 
quite  dark  and  the  other  is  light,  although  in  the  illustration 
it  shows  dark  because  there  is  yellow  in  it  and  yellow  photo- 
graphs dark.  The  lettering  on  the  large  and  lighter  piece 
is  done  in  black. 

The  other  panel  card  is  a piece  of  white  cardboard^with 
a circular  piece  of  dark  card  pasted  on  to  it  and  the  lettering 
on  this  piece  done  in  white.  The  other  letters  are  in  black. 

The  sizes  of  thejse  cards  may  be  according  to  the  size  of 
your  window.  These  run  about  12  by  22  for  the  panel  and 


as  they  wished,  with  the  result  that  they  have  too  many  of 
these  goods  on  their  hands  when  the  public  have  gone  on  a 
buying  strike.  There  seems  little  else  to  do  than  to  make 
at  least  some  reduction  in  order  to  clear  their  stock.  Without 
going  more  into  detail  about  this  we  have  prepared  two  or 
three  cards  that  may  be  helpful  in  the  ocnduct  of  such  sales 
or  reduction  of  prices. 

One  of  these  cards  is  the  men’s  welts  design.  The 
statement  that  the  price  has  been  reduced  $3.00  is  made  in 
a unique  way.  Saying  that  three  months  ago  these  shoes 
would  have  cost  you  $3.00  more,  is  another  way  of  saying 
the  price  has  been  cut  three  dollars.  Of  course  this  amount 
is  merely  suggestive.  You  may  make  it  whatever  you  think 
best. 

This  card  is  on  a nice  pale  gray  stock  with  an  oval  of  a 
small  irregular  pattern  of  wall  paper  pasted  on  to  it.  This 
paper,  unfortunately,  photographs  almost  as  dark  as  the  gray 
card  and  does  not  show  the  contrast  in  the  reproduction  that 
the  card  itself  does.  But  it  is  very  effective.  The  lettering 
can  be  any  color  to  suit  one’s  taste — red,  blue,  brown  or  black. 
The  small  lettering  will  be  better  in  black.  The  shading  will 
look  well  in  white  on  this  colored  card.  It  will  be  well  to 


the  others  about  14  by  20.  These  sizes  may  be  less  if  your 
windows  are  small. 

These  designs  have  been  made  with  a view  to  simplicity. 
They  may  appear  hard  to  make  from  the  illustrations,  but 
they  are  not  difficult.  If  nice  colors  are  chosen  the  effect 
will  be  very  gratifying  and  you  will  feel  well  repaid  for 
the  time  you  may  spend  in  making  them. 


WOMEN  WEAR  MORE  DRESS  SHOES 

Says  a salesman:  “Women  wear  more  dress  shoes  than 
ever.  Shoe  merchants  everywhere  should  let  this  fact  sink 
into  their  minds  to  stay.  Millions  of  women  buy  shoes 
these  days,  not  just  to  tread  under  their  feet  but  because 
the  shoes  are  pretty.  I believe  that  the  sale  of  pretty  shoes 
is  limited,  not  by  the  feminine  portion  of  the  consuming 
public,  but  by  the  ability  of  merchants  to  sell  pretty  shoes. 
In  other  words,  I think  there  are  thousands  of  stores  in  the 
country  who  could  sell  more  pretty  shoes,  because  women 
dress  better  everywhere.” 


Sixty-four  different  styles  of  eyelets  are  on  the  sample 
card  of  one  firm  that  sells  supplies  to  the  shoe  shops. 
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The  Foot 
Beautiful 

Possibly  Not  Sufficient  Importance  is  Laid 
on  the  Foot — Particularly  is  This  True  of 
its  Artistic  Beauty 

THE  importance  of  the  care  of  the  feet  seems  to  be 
under-estimated.  In  a crisis  such  as  war  or  whefelong 
marches  are  necessary  the  foot  then  receives  attention 
from  a health  point  of  view.  And  its  influence  on  general 
health  may  be  greater  than  the  average  person  realizes. 
But  even  though  many  recognize  the  importance  of  its 
health  phase,  very  few  consider  it  from  a point  of  beauty  or 
from  an  artistic  sense.  Dr.  Augusta  Rucker,  in  an  article 
in  McCall’s  Magazine,  discusses  the  subject  from  a wide 
field  and  includes  the  artistic.  She  says: 

Do  you  remember  DuMaurier’s  heroine,  Trilby  of  the 
beautiful  feet?  DuMaurier,  an  artist  himself,  chose  a 
heroine  with  perfect  feet,  the  beauty  which  so  seldom  be- 
longs to  a modern  woman.  Though  Trilby  had  lived  in 
Paris  all  her  life,  she  had  never  worn  French  heels.  “She 
had  always  taken  as  much  care  of  her  feet,”  says  the  author, 
“as  many  a fine  lady  takes  of  her  hands.  It  was  her  one 
coquetry,  the  one  real  vanity  she  had.” 

But,  after  all,  is  it  coquetry  to  protect  so  important  a 
member  of  the  body  from  malformation  and  incapacity? 
“It  is  a wondrous  thing,”  the  author  continues,  “the  human 
foot,  but  it  is  seldom  a thing  of  beauty  in  civilized  adults.  It 
can  sometimes  be  very  ugly,  indeed — the  ugliest  thing  there 
is,  even  in  the  fairest  and  highest  and  most  gifted  of  her 
sex;  and  then  it  is  of  an  ugliness  to  chill  and  kill  romance, 
and  scatter  love’s  young  dream,  and  almost  break  the  heart. 
And  all  for  the  sake  of  a high  heel  and  a ridiculously  pointed 
toe — mean  things,  at  the  best!” 

If  appearances  alone  were  concerned  in  this  matter  of 
shoes  we  should  let  things  go  their  own  way.  But  the 
miseries  arising  from  bad  shoes  and  improper  fittings  are  so 
numerous  and  so  depleting  that  appearances  become  by 
comparison  of  minor  importance. 

The  Normal  Foot 

The  main  outlines  of  anatomy  are  the  same  for  all  feet. 
The  foot  is  a flexible  structure  made  of  twenty-six  bones  held 
together  by  tendons  and  controlled  by  a system  of  muscles. 
Seven  large,  irregularly  shaped  bones  are  joined  together 
to  form  the  heel  and  instep.  From  this  more  solid  portion 
of  the  foot,  nineteen  smaller  bones  extend  in  five  radiating 
lines,  forming  the  fore  part  of  the  foot  of  a bridge  or  arch, 
supported  by  the  heel  at  one  end  and  the  ball  of  the  foot 
at  the  other.  This  is  the  main  arch  of  the  foot.  For  maxi- 
mum strength,  it  should  be  a moderately  high,  firm  curve. 
An  exceedingly  high  arch  is  not  the  strongest  one. 

Besides  the  main  arch  there  are  several  minor  arches. 
The  most  important  of  these  is  the  transverse  arch,  which 
extends  from  side  to  side  in  the  ball  of  the  foot  resting  upon 
the  inside  and  the  outside  portions  of  the  sole. 

It  is  an  interesting  fact  that  the  strength  and  elasticity 
of  the  foot,  the  ability  to  carry  the  entire  weight  of  the  body 
on  this  seemingly  fragile  bone  formation,  is  due  to  the 
structure  of  the  arches.  Anything  which  weakens  or  breaks 
down  the  arches  lessens  their  capacity  to  bear  the  weight 
of  the  body.  Falling  of  the  arches  is  often  accompanied  by 
extreme  pain;  even  where  the  lowering  is  slight  the  foot  is 
so  weakened  that  walking  any  distance  is  a practical  im- 
possibility. 

Ability  to  maintain  the  necessary  strength  of  the  foot 
depends  upon  allowing  the  foot  muscles  free  action.  The 


artificial  support  of  stiff  shoe  arches  reduces  muscle  action 
and  ff  persisted  in  will  leave  the  unassisted  foot  incapable  of 
carrying  the  weight  of  the  body.  All  normal  feet  have  these 
characteristics:  a straight  inner  border,  forward  pointing 
toes,  and  a space  between  the  first  and  the  second  toes. 
Normal  feet  naturally  toe  straight  ahead  in  walking. 

Toeing  out  tends  to  sagging  inward  at  the  ankles;  this 
sagging  places  further  strain  on  the  arches  and  weakens  the 
muscles.  Everything  should  be  done  to  give  the  muscles 
full  freedom  of  action.  A small  child  illustrates  the  proper 
muscular  action  in  barefoot  walking.  In  many  older  per- 
sons the  foot  has  been  cramped  so  long  that  the  muscles  con- 
trolling the  toes  have  lost  their  power,  and  a main  source 
of  strength  and  movement  is  lost. 

Posture 

A good  posture  is  as  much  a mark  of  beauty  as  regular 
features.  With  the  proper  carriage  the  head  is  erect;  the 
chin,  in;  the  chest,  forward;  the  abdomen,  flat  and  firm;  the 
back,  straight  and  strong;  and  the  feet  are  pointed  straight 
forward. 

When  the  feet  and  ankles  are  weak,  or  bad  shoes  and 
bad  habits  prevent  the  correct  distribution  of  weight,  the 
whole  position  of  the  body  is  thrown  out  of  poise.  The 
effect  of  the  wearing  of  high  heels  is  to  shift  the  weight  from 
the  longitudinal  to  the  transverse  arch,  and  at  the  same  time 
to  tilt  the  body  forward.  To  offset  this,  one  bends  backward 
from  the  waist,  causing  the  hollow  back  and  forward  thrust 
of  the  abdomen. 

The  first  requirement  in  a good  shoe  is  the  straight 
inner  border  following  the  straight  inner  lines  of  the  natural 
foot.  The  heel  should  be  low  and  broad. 

The  shank  should  be  flexible.  In  the  natural  foot  the 
arch  is  flexible  and  plays  an  important  part  in  every  step. 
When  the  shank  is  stiff  this  natural  movement  is  prevented 
and  the  muscles  deteriorate  from  disuse. 

The  same  principle  of  freedom  applies  to  the  use  oj 
the  ankle,  and  for  this  reason  low  shoes  are  better  than 
high  shoes. 

But  if  your  shoe  is  well  shaped  and  yet  too  short  or 
too  narrow,  it  may  be  just  as  harmful  as  a badly  shaped 
shoe.  One  should  always  stand  when  trying  on  shoes.  The 
inside  of  the  shoe  should  measure  an  inch  in  excess  of  the 
actual  foot  length. 

Pressure  and  friction  cause  a blister;  and  if  applied 
constantly,  the  system  protects  itself  by  developing  many 
additional  layers  of  skin  and  forms  a callous. 

When  the  pressure  is  greater,  corns  develop  from  the 
callouses.  The  tough  dead  skin  forms  in  the  shape  of  a 
wedge,  which  is  pressed,  point  downward,  until  it  bears 
upon  the  nerves  to  a painful  degree.  Nothing  short  of  the 
removal  of  the  pressure  will  permanently  remove  the  corn. 
So-called  “bunions”  begin  with  wearing  shoes,  which,  by 
bending  the  great  toe  toward  the  center  of  the  foot,  force 
the  joint  at  the  base  of  the 'toe  into  prominence. 

When  conditions  are  extreme,  the  only  treatment  is 
an  operation.  In  the  early  stages,  relief  may  be  secured 
and  deformity  prevented  by  inserting  a wedge-shaped 
piece  of  felt  or  rubber  sponge  between  the  first  and  second 
toes. 

Ingrowing  nails  are  another  result  of  pressure.  Cut  the 
nails  squarely  across,  and  press  cotton  under  them. 

Swollen  or  burning  feet  may  be  relieved  by  frequent 
bathing  in  warm  salt  water.  In  fact,  to  keep  the  feet  in 
good  condition,  daily  bathing  and  thorough  drying  are  of 
first  importance. 


“Trade  lies  on  the  seas,”  asserted  the  merchant  marine 
enthusiast.  “Shure  they  do,”  said  the  Irishman.  “Sailors 
have  been  swapping  yarns  ever  since  Noah’s  time!” 
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CONDITIONAL  SALES 

A subscriber  sends  us  a clipping  from  “American  Shoe- 
making,” asking  us  to  reproduce  it,  for,  he  claims,  the  same 
conditions  and  principles  apply  to  Canada  as  obtain  in  the 
United  States.  The  article  follows: 

For  the  economical  merchandising  which  the  times  so 
urgently  demand  there  is  another  change  in  procedure 
necessary,  and  that  is  that  sales  to  retailers  should  be  actual 
and  not  conditional,  for  the  losses  of  manufacturers  in  this 
way,  in  the  end,  are  charged  up  to  defective  merchandising 
and  paid  for  by  the  public,  not  as  the  actual  loss  on  goods 
returned  but  with  the  extra  cost  added  of  all  the  derange- 
ment of  operations  occasioned  thereby.  Thus,  the  manu- 
facturer who  serves  the  public  that  he  may  prosper,  accord- 
ing to  the  adage,  has  the  plain  duty  before  him  of  destroying 
this  corruption  of  the  trade.  We  have  been  asked  to  print 
some  advice  which  might  well  be  given  by  the  manufacturer 
to  his  customer.  Perhaps  a putting  into  words  of  obvious 
facts  will  help.  Here  it  is: 

“The  obligation  to  take  the  goods  you  buy  is  just  as 
binding  as  the  obligation  to  deliver  the  goods  you  sell.  Most 
business  men  realize  this,  but,  unfortunately,  there  are  some 
who  consider  an  order  a one-sided  convenience  for  the  buyer, 
binding  upon  the  seller  if  the  market  goes  up,  but  not  bind- 
ing upon  the  buyer  if  the  market  goes  down,  or  if  for  any 
other  reason  it  is  not  convenient  to  take  the  goods.  Some 
men,  who  would  be  highly  indignant  if  their  honor  or  integ- 
rity were  questioned,  will  resort  to  every  subterfuge  to  avoid 
taking  goods  on  a declining  market.  Some  men,  who  would 
be  insulted  if  you  offered  them  charity,  will  try  to  add  a few 
questionable  dollars  to  their  wealth  by  refusing  to  live  up  to 
a contract  made  in  good  faith.  Such  cancellation  of  orders 
is  so  unfair  that  we  feel  impelled  to  call  attention  to  the 
unreasonableness'  of  some  of  the  excuses  offered. 

“Don’t  blame  a salesman  for  trying  to  sell  you  goods. 
That’s  what  a salesman  is  supposed  to  do.  And  don’t 
blame  a man  for  being  persistent.  Don’t  argue  that  ‘he 
made  me  buy  and  I didn’t  want  to  do  it.’  Don’t  forget  the 
money  you  made  when  he  urged  you  to  buy  and  the  market 
went  up. 

“A  salesman’s  stock  in  trade  is  the  good  will  of  his 
customers.  He  will  not  intentionally  take  a chance  on  losing 
your  friendship.  As  a good  salesman  makes  it  a point  to 
keep  posted  as  to  market  conditions,  it  is  usually  advisable 
to  listen  carefully  to  what  he  has  to  say,  analyze  it,  and 
draw  your  own  conclusions.  The  ultimate  decision  rests 
with  you.  If  you  place  an  order  stick  to  your  bargain  like 
a man.  If  the  market  goes  up  you  win.  If  it  goes  down, 
you  lose.  Don’t  blame  the  salesman.  If  he  were  infallible 
he  would  be  too  busy  clipping  coupons  to  be  a salesman. 

“ Don’t  pat  a man  on  the  back  and  call  him  a prince 
when  he  is  making  money  for  you,  and  then  howl  for  his 
scalp  when  you  lose  a few  dollars.  You  collected  the  profits 
when  the  seller  made  good  on  an  advancing  market.  Now 
don’t  let  it  appear  that  you  have  no  business  integrity  or 
moral  backbone  when  it  is  your  turn  to  stand  a loss.  Oh, 
of  course,  some  will  argue  that  the  other  fellow  was  late 
on  deliveries,  and  that  you  could  have  made  more  money 
if  he  had  always  been  on  time,  etc.,  but  that'  wasn’t  his 
fault,  and  was  not  intentional.  The  fact  that  you  are  still 
buying  from  him  is  proof  that  you  believe  he  did  his  best. 
But  an  attempt  to  cancel  an  order  is  a deliberate  repudiation 
of  a valid  contract. 

“And  don’t  write  a seller  after  an  order  has  been  placed 
to  ‘hold  up  shipment  until  notified.’  This  is  an  unreasonable 
demand  and  is  worse  than  cancellation.  It  binds  the  seller 
without  binding  the  buyer,  and  does  not  give  the  seller  any 
opportunity  to  prepare  the  goods  for  shipment.  The  chances 


are  he  would  not  have  taken  the  order  that  way  in  the  first 
place. 

“It’s  up  to  the  seller  to  name  the  terms  on  which  he  is 
willing  to  sell,  and  up  to  the  buyer  to  drive  the  hardest  bar- 
gain possible  when  the  sale  is  being  made,  but  don’t  try  to 
change  the  terms  of  sale  after  the  bargain  is  made  just  be- 
cause conditions  seem  favorable  t'o  your  getting  away  with 
it.  You  can  hold  a man  up  with  a gun  and  take  his  pocket- 
book,  but  you  can’t  make  a friend  that  way;  and,  after  all, 
friendship  in  business  is  a gold  mine. 

“If  part  of  an  order  is  past  due  you  have  a perfect 
right  to  cancel  that  part  of  the  order.  When  the  market 
went  up  the  seller  never  assumed  that  any  part  of  an  order 
became  automatically  void  because  delivery  date  had  gone 
by.  He  just  shipped  the  goods  as  soon  as  the}^  were  ready 
and  you  accepted  them.  If  you  did  not  exercise  your  right 
to  cancel  an  order  that  is  past  due,  the  seller  has  no  right 
to  assume  now  that  you  do  not  want  them.  What  holds 
good  on  an  advancing  market  holds  equally  good  on  a declin- 
ing market.  Laws  and  usages  do  not  change  with  the  price 
of  merchandise.” 

Cancellation  is  not  an  exclusive  accomplishment  of  the 
shoe  trade.  The  National  Association  of  Credit  Men  esti- 
mates that  $250,000,000  has  recently  been  lost  to  the  United 
States  by  this  sort  of  obliquity. 


GETTING  IN  TOUCH  WITH  WORLD  MARKETS 

Back  from  the  world’s  market  place  Mr.  S.  R.  Wickett, 
of  the  Wickett  & Craig  Co.,  tanners,  Eastern  avenue,  declares 
that  the  world  indeed  still  goes  to  London  to  trade.  There 
merchants  and  commercial  agents  from  every  quarter  of 
the  globe  are  to  be  encountered  with  samples  or  descriptions 
of  their  wares.  The  East  meets  the  West  and  the  North 
the  South  in  the  boundless  magnitude  of  world  trade  in  the 
great  metropolis  of  the  empire. 

Mr.  Wickett  attended  the  International  Shoe  and 
Leather  Fair  at  London  last  month,  and  reports  a wonderful 
exhibition.  In  addition  to  the  great  numbers  of  shoes  and 
leathers  shown  there  were  various  processes  in  operation,  not 
only  in  the  making  of  shoes  and  leathers,  but  in  the  making 
of  cottons  and  other  materials  that  enter  into  the  making  of 
footwear.  Some  German  hides  are  said  to  be  finding  their 
way  into  the  British  market  again,  it  is  said.  They  are  being 
offered  below  the  British  figures,  and  there  is  some  specula- 
tion as  to  how  this  can  be  done. 

Trade  on  the  whole,  while  still  dull,  is  not  disquieting, 
Mr.  Wickett  reported.  Considerable  business  was  done 
at  the  fair,  and  the  prospects  are  not  at  all  gloomy.  Con- 
ditions are  not  such  at  any  rate  as  to  cause  one  of  Mr.  Wick- 
ett’s  ripe  experience  any  great  perturbation.  He  is  optim- 
istic of  the  future  and  does  not  see  any  reason  for  pessimism 
in  the  business. 

Mr.  Wickett  and  Mr.  Craig  have  both  befen  reading 
Owen  Wister’s  latest  book,  “A  Straight  Deal  or  the  Ancient 
Grudge,”  and  are  of  the  opinion  that  if  the  book  was  read 
generally  by  business  men  there  would  be  a good  deal  of  good 
accomplished,  and  Canadians  would  see  some  things  in  a 
much  clearer  light. 
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’M  fair  done  in  with  the  Christmas  rush  and  feel  I 
must  get  away  for  a short  breathing  spell  before 
stock  taking,”  said  a Toronto  business  man  to  his 
companion  as  they  sat  at  lunch  down  town  a day  or  two 
after  Christmas.  “What  do  you  say,  George,  to  a run  down 
to  Atlantic  City  for  a few  days?  ” 

“I  can  give  you  a better  idea  than  that  Charlie,”  said 
his  companion.  “Atlantic  City  may  be  all  right  but  I 
can’t  see  much  rest  for  fagged  nerves  in  hotel  life  or  amuse- 
ment in  board  walks,  and  besides  I have  no  liking  for  paying 
a premium  of  fifteen  per  cent,  on  Yankee  currency  for  a 
week’s  entertainment.  You  can  get  more  for  your  money 
in  health  and  fun 
within  a hundred  _ 

miles  or  so  of  home.” 

“ Well,  what’s 
this  big  idea, 

George?  ” 

“ It’s  this,  Charlie : 

I have  a gang  of  men 
up  north  taking  out 
logs  for  me,  and  I 
am  due  to  go  up  to 
see  how  they  are 
getting  along.  I 
have  a comfortable 
log,  house  as  you 
know,  on  the  island 
within  a mile  or  so 
of  the  shore,  and 
we  could  take  a 
couple  of  guns  and 
amuse  ourselves  be- 
tween times.  What 
do  you  think?” 

“But  how  do  you  get  there  this  time  of  year,  and  would 
we  be  comfortable  in  zero  weather?  Wouldn’t  we  need 
fur  coats  and  that  sort  of  thing?  ” 

“Snug  as  a bug  in  a rug,  old  man.  Everything  is" there 
excepting  a few  groceries  and  so  forth,  which  we  can  get 
on  the  way  up.  We  will  have  to  drive  about  twenty-five 
miles,  but  I promise  you  when  we  get  there  there  will  be 
plenty  doing  every  minute,  and  the  only  difference  between 
summer  and  winter  will  be  that  we  will  probably  use  snow- 
shoes  and  skates  instead  of  canoes.  I have  plenty  of  old 
clothes  up  there,  for  that  matter,  but  bring  your  sweaters 
and  the  oldest  togs  you  can  travel  in.” 

“It’s  a go,”  said  Charlie,  “but  what  about  making  a 
foursome  and  asking  Harry  and  Mac  to  come  along?” 

“Nothing  would  please  me  better,”  said  George.  “If 
they  will  join  us  it  will  divide  up  the  ‘chores,’  as  well  as  help 
pass  the  evenings  more  pleasantly.” 

Thus  it  was  that  a jolly  and  expectant  quartette  set 
out  for  the  lumber  woods,  three  of  them  never  having  been 
even  in  the  country  during  the  winter  before.  A few  hours’ 
railway  journey  brought  them  to  the  “jumping  off  place,” 
at  the  end  of  a small  spur  of  one  of  our  continental  railroads, 
from  which  a team  transported  them  twenty-five  miles  to 
the  edge  of  one  of  our  picturesque  northern  inland  lakes. 
Thence  by  foot  across  the  newly  formed  ice,  a distance  of 


With  his  back  to  the  boathouse 


three-quarters  of  a mile,  their  luggage  piled  on  a hand 
sleigh,  they  soon  found  themselves  comfortably  established 
in  a roomy  log  bungalow  with  roaring  fires  warming  up  the 
interior.  “Far  from  the  madding  crowd,”  they  revelled 
in  a quiet  that  could  only  be  rivalled  by  that  of  the  Arctic 
regions.  With  plenty  of  means  for  making  themselves 
comfortable  they  were  soon  quite  at  home,  and  after  a 
regular  camp  supper  sat  down  before  the  log  fire,  lit  their 
pipes  and  gave  themselves  over  to  the  novelty  of  the  situation 
— no  street  cars,  no  steam  whistles,  no  milk  wagons — nothing 
but  absolute  silence  all  about  them. 

A visit  to  the  lumber  camp  next  morning  was  of  the 

keenest  interest, 
especially  to  those 
who  had  never  seen 
the  lumberjack  in 
his  native  element. 
Long  before  they 
reached  the  scene  of 
activity,  they  could 
hear  the  ring  of  the 
axes,  the  swish  of  the 
saws,  with  now  and 
then  the  crash  of 
falling  trees.  One  of 
the  most  impressive 
and  captivating 
sights  is  the  forest 
in  winter — its  car- 
pet of  snow,  the 
hardwood  and/  ever- 
greens, smitten  to 
silence  by  the  frost 
king’s  hoary  touch, 
the  whole  held  by  a 
solemn  stillness,  broken  only  occasionally  by  the  cry  of  a 
jay  or  the  tapping  of  a woodpecker. 

There  was  “Bill,”  the  veteran  of  the  axe  and  canthook, 
with  his  thirty  odd  years  of  life  in  the  woods  and  on  the 
“river,”  his  characteristic  sayings  and  reminiscences  of 
forest  life.  To  watch  him  wield  the  axe  or  deftly  turn  a 
log  was  an  education  to  those  who  had  been  accustomed  to 
associate  skill  with  what  are  known  as  the  arts  and  crafts. 

To  Bill  and  his  associates  the  laying  of  a monarch  of 
the  forest  in  a definite  place  is  as  exact  a science  as  a problem 
in  mathematics  to  a university  professor.  For  a tree  to  be 
“hung  up”  in  falling  was  a disgrace  that  brought  calls  from 
all  sides,  “bring  the  shotgun!” 

In  felling  a tree  it  is  first  notched  with  the  axe  on  the 
side  on  which  it  is  intended  that  it  shall  fall.  The  skillful 
axeman  can  so  arrange  this  notch  that  the  tree  will  never 
miss  the  mark  by  more  than  a few  inches.  When  properly 
notched  the  crosscut  saw  does  the  rest,  and  just  as  the  tree 
starts  on  its  plunge,  all  hands  shout  “timber,”  to  warn 
passing  men  or  teams  of  the  danger. 

The  trees  are  trimmed  and  the  logs  cut  to  suitable 
lengths  by  the  axe  and  saw  men,  who  leave  the  teams  to 
haul  them  to  the  “skids”  or  piles.  Two  men  at  the  skids 
roll  the  logs  into  place,  and  in  between  times  cut  trails  for 
the  teams. 
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The  cutting  and  skidding  is  done  before  the  snow 
becomes  so  deep  as  to  make  working  at  the  logs  difficult, 
and  when  the  “cut”  is  completed,  the  huge  logs  are  drawn 
on  sleighs  to  the  nearest  shore  or  river  for  transportation  by 
raft  or  scow.  As  hardwood  is  difficult  to  float,  it  is  usually 
cribbed  with  lighter  timbers  such  as  cedar  or  pine. 

The  quartette  of  city  business  men  thus  found  plenty 
not  only  to  interest  them  in  the  work  of  the  woodsmen, 
but  their  views  of  life,  the  average  lumberjack  being  entirely 
free  from  the  narrow  sordidness  common  to  some  other 
industrial  workers.  With  decent  wvages  and  plenty  of  good 
food,  for  which  the  clear  open  air  gives  unwonted  zest,  they 
are  as  a rule  wholesome  and  optimistic  in  their  views. 

What  with  excursions  to  the  lumber  camp,  and  two  or 
three  hours  spent  daily  in  scouring  the  woods  and  swamps 
for  small  game,  our  friends  found  the  time  slipping  rapidly 
away.  Early  in  the  game  some  of  them  discovered  that  the 
pace  was  a little  too  strenuous  for  their  untrained  muscles 
so  that  they  found 
it  necessary  to  peri- 
odically take  a rest 
and  icmain  at  the 
island. 

It  thus  hap- 
pened that  upon  the 
third  day  of  their 
sojourn,  which  was 
New  Year’s  Eve,  the 
two  originators  of 
the  enterprise 
started  alone  for  the 
woods  to  watch  the 
completion  of  the 
last  big  log  pileofthe 
week,  for  the  lumber- 
men intended  to  cele- 
brate New  Year’s 
day  by  taking  a 
holiday.  The  cut 
for  the  week  had 
been  large  and  so 
interested  was  every- 
body in  getting  the  last  of  the  logs  in  place  that  the  sun  had 
been  down  a full  half  hour  before  saws,  canthooks,  and  axes 
were  stowed  away  for  the  last  time  in  the  old  year. 

The  last  faint  streaks  of  light  hung  above  the  fringe  of 
pines  and  hemlocks,  on  the  other  side  of  the  lake,  as  George 
and  Charlie  emerged  from  the  shadows  of  the  forest  at  the 
end  of  the  old  lumber  trail.  They  were  about  a mile  as  the 
crow  flies  from  their  island  camp  and  as  they  adjusted  their 
skates  they  had  a keen  anticipation  of  the  cheerful  log  fire 
and  steaming  supper  that  awaited  them  on  the  other  side. 
The  bay  had  only  been  frozen  over  for  a couple  of  days, 
although  for  a considerable  time  the  ice  around  the  shores 
had  been  safe  enough  for  almost  any  kind  of  travel.  The 
change  from  boats  to  skates  was  therefore  much  appreciated, 
the  more  that  they  had  almost  daily  at  first  to  break  their 
way  into  the  landing  at  each  side  with  an  axe. 

This  evening  the  delay  in  their  return  to  the  shore 
resulted  in  the  fact  that  darkness  had  almost  closed  in  upon 
them.  The  danger  of  air  holes  and  the  possibility  of  thin 
ice  from  changing  currents  made  the  trip  across  even  in 
daylight  somewhat  hazardous,  so  that  after  a few  moments’ 
consideration  the  pair  decided  it  would  be  safer  to  circle 
around  the  bay,  although  this  would  practically  treble  the 
distance  they  would  have  to  cover. 

Their  course  lay  almost  due  west  along  the  north  shore 
of  the  bay  towards  a passage  called  the  “Narrows”  which 
separated  the  mainland  from  a large  island  called  the 
“Horse  Shoe.”  This  passage  was  so  well  protected  that  it 
would  be  comparatively  soljd  and  at  all  events  with  a little 
careful  navigation  they  would  soon  reach  the  opposite  shore. 

They  struck  out  with  a long  steady  swing,  their  skates 


ringing  merrily  and  rhythmically  on  the  clear  frosty  air. 
There  was  no  other  sound  on  the  crisp  stillness  of  the  Decem- 
ber night  but  the  occasional  booming  or  whine  cf  the  ice. 
As  they  neared  the  “Narrows”  the  shadows  became  so 
dense  that  the  shores  seemed  to  meet,  and  the  silence  was 
so  intense  that  the  skaters  could  almost  hear  their  own  heart 
beats. 

After  twenty  minutes’  steady  skating,  they  were  now 
on  the  homeward  turn,  coursing  down  the  side  of  Horse  Shoe 
with  its  many  little  shadowy  bays,  and  its  overhanging 
fringe  of  spruce  and  cedar.  Hitherto  they  had  maintained 
an  almost  absolute  silence,  their  first  thought  being  to  break 
the  back  of  their  long  skate  and  get  over  dangerous  ground 
before  letting  themselves  out  on  the  sheet  of  clear  hard  ice. 
They  had  now  a clear  course  and  gave  themselves  over  to 
the  enchantment  of  the  weird,  uncanny  situation  in  which 
they  found  themselves,  admiring  the  scintillating  fringe  of 
evergreens  touched  with  frost  and  snow,  that  sparkled  in 

the  rising  moonlight 
like  a million  gems. 

As  they  skim- 
med along  in  an 
interval  of  quiet 
there  fell  upon  their 
ears  what  seemed 
to  be  the  distant 
bay  of  a hound  end- 
ing in  a long  dismal 
howl,  that  awoke 
echoes  from  every 
side  of  the  ice  bound 
lake.  They  took  it 
to  be  merely  some 
settler’s  dog  that 
had  strayed  into  the 
forest  on  the  oppo- 
site shore.  But  pres- 
ently the  howl  was 
answered  by  another 
’much  nearer,  which 
came  from  the  shad- 
ows immediately  on  their  right.  They  sped  on  however, 
giving  but  scant  thought  to  the  circumstance,  their  only 
desire  being  to  reach  their  camp,  now  less  than  a mile  away, 
in  time  for  the  evening  meal.  The  ice  was  smooth  and  the 
skates  took  hold  so  well  that  the  sensation  was  that  of  flying 
through  the  sharp  invigorating  air.  Beyond  an  occasional 
boom  of  an  ice  crack  as  they  passed,  and  the  music  of  their 
skates,  there  was  not  a thing  to  be  heard  for  a period  of  three 
or  four  minutes. 

Suddenly  there  came  upon  their  ears,  apparently  close  in 
their  rear  and  just  beyond  the  shadows  of  the  overhanging 
trees,  a crash  of  brush  followed  by  three  or  four  snarling 
yelps  that  startled  them  and  caused  them  almost  unconscious- 
ly to  turn  their  heads.  There  had  been  talk  of  wolves  in  the 
neighborhood,  and  one  of  the  settlers  had  recently  been 
followed  along  the  road  by  three  or  four  of  the  prowlers  as 
he  was  returning  in  a sleigh  from  the  village  some  six  or 
seven  miles  distant. 

The  skaters  had  now  but  a quarter  of  a mile  to  cover  to 
reach  their  destination,  and  while  they  instinctively  increased 
their  speed  they  felt  that  even  if  pursued  they  could  easily 
outdistance  their  enemies  on  the  clear  ice  and  fancied  the 
wolves  would  stop  considerably  short  of  the  camp  as  they 
are  known  to  be  great  cowards. 

They  were  rather  badly  prepared  for  a conflict  with  a 
wolf  pack,  for  one  of  them  carried  a gun  loaded  with  small 
shot,  while  the  other  had  only  a thirty-eight  calibre  revolver 
and  a hunting  knife  in  his  belt.  For  the  next  two  or  three 
minutes  they  put  their  best  efforts  into  their  long  sweeping 
strokes,  in  spite  of  which  they  could  quite  distinctly  hear 
( Continued  on  page  78) 
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WESTERN  SHOE  FINDERS’  CONVENTION 

It  is  just  about  a year  since  the  Western  Canadian 
Leather  and  Shoe  Finders’  Association  was  organized  and 
in  that  time  thty  have  made  some  strides.  They  met  in 
convention  recently  in  Calgary  and  from  an  initial  mem- 
bership of  13  a 'year  ago  it  has  jumped  to  43.  Some  one 
has  been  working  for  the  association  out  in  the  west.  There 
were  representatives  from  Winnipeg  and  Vancouver  and 
all  places  in  between.  The  convention,  which  was  the 
second  annual  one,  was  held  in  the  Board  of  Trade  rooms. 
The  delegates  to  this  convention  were  officially  welcomed 
to  the  city  by  Mayor  R.  C.  Marshall,  who  extended  to  them 
the  congratulations  of  the  city,  together  with  the  intimation 
that  they  were  free  to  take  in  all  the  sights,  and  would 
in  this  be  given  every  courtesy  by  the  city  and  its  officials. 
Mr.  Marshall  also  offered  the  use  of  his  car  to  the  delegates. 

The  convention  was  not  as  largely  attended  as  was 
expected  owing  to  the  busy  season  of  the  year,  the  dele- 
gates registering  as 'follows:  Sam  McCracken,  president; 
Walter  Wait,  secretary;  J.  G.  Hutchings,  R.  J.  Hutchings, 
Wm.  Thompson,  Edmonton;  R.  B.  Francis,  Vancouver; 
E.  N.  Dowdall,  Winnipeg;  H.  Waggett,  Edmonton;  E. 
Whittaker,  Saskatoon;  C.  D.  Tripp,  Edmonton;  P.  G. 
Spriggs,  Winnipeg;  H.  Baldwin,  Minneapolis;  J.  Benton, 
Minneapolis;  W.  H.  Roberts,  Calgary;  and  George  Wheeler, 
Winnipeg. 


Committees  were  drafted  as  follows : Resolutions,  Messrs. 
Waggett  and  Tripp;  nomination,  Messrs.  Thompson  and 
Spriggs;  auditing,  Messrs,  Francis  and  Thompson;  tele- 
grams, Messrs.  Whittaker  and  Waggett. 

R.  J.  Hutchings  addressed  the  meeting,  advocating  a 
general  meeting  in  Winnipeg  to  get  in  closer  touch  with  the 
manufacturers  and  tradesmen  of  the  eastern  provinces, 
and  also  a bureau  for  the  exchange  of  surplus  stock,  in  order 
to  prevent  the  dumping  of  these  goods  on  the  market. 
S.  L.  McCracken  presented  the  report  of  the  president, 
and  R.  B.  Francis  addressed  the  gathering  on  the  results 
of  his  interview  with  the  manufacturers  of  the  east. 

The  convention  "lasted  for  two  days,  and  a banquet 
was  held  in  the  board  of  trade  rooms  on  the  second  evening. 

AN  OPTIMISTIC  VIEW 

Mr.  Sinclair,  chairman  of  the  Tanners’  Section  of  the 
Canadian  Manufacturers’  Association,  gave  a very  opti- 
mistic view  of  the  near  future  in  his  annual  address  at  the 
recent  meeting  of  that  organization.  He  said  that  values 
of  all  commodities  will  soon  be  on  a saner  basis.  The  public 
at  large  will  have  more  confidence,  and,,  with  the  great 
world  shortage  which  exists  to-day,  our  people  will  produce 
profitably,  and  in  far  greater  volume  than  we  have  seen  in 
the  past.” 


giQO—Kid  Lace  8)4  inch  Im.  Tip 
Combination  Last  jj. 
Telegraph  Code — Saunders. 
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82  qq — Seal  Brown  Calf 
Lace,  8)4  inch  Tip, 
Last  32. 

Telegraph  Code — Smith. 

qi8q — Kid  Lace , 8)4  inch 
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inch  Tip,  Last  32 

Telegraph  Code — Sutherland 
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Many  of  the  whole- 
sale trade  will  be  in 
Quebec  in  the  month 
of  January. 

Th  ose  who  come 

will  find  unusual  values 
awaiting  them,  plus  an 
increased  capacity  for 
production  and  plus  a 
genuine  desire  to  serve 
them  well. 

The  majority  of  the 
factories  are  prepared 
to  execute  their  work 
with  unusual  dispatch. 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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At  the  service  of  the  industry 

It  is  the  aim  of  this  organization  to  supply  the 
needs  of  the  industry  with  precision  and 
dispatch. 

There  are  many  things  needed,  often  in  a hurry. 

Our  service  is  rather  well-known  on  the 
following: 


ADHESIVES 
BOARDS  & BLOCKS 
BRUSHES 
CUTTING  DIES 


SANDPAPER 

SHANKS 

WAX 

ETC. 


When  in  need  of  supplies  of  any  kind,  U.S.M.C. 
organization  is  at  your  command. 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch:  28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West 
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Shoe  and  Leather  Journal 

Published  Twice  cl  Month, 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
I circulating  in  this  country. 


'y'HE  old  year  has  passed  on.  Its  joys  and  sorrows  are  but  memories 

to-day,  and  we  stand  once  more  looking  forward  full  of  hope  and 
ambition  for  the  year  to  come. 

None  of  us  are  too  hardened  to  regret  the  mistakes  of  the  past;  but 
let  them  remain  in  the  past.  Surely  none  of  us  have  travelled  so  far 
along  the  way  that  we  cannot  feel  the  stirring  pulse  of  confident  hope. 

Some  of  us  are  no  doubt  going  to  find  the  road  a little  rough.  It 
may  be  that  if  we  run  the  race  “on  the  level”  we  will  find  many  of  our 
competitors  willing  to  put  out  a helping  hand.  The  industry  of  Quebec 
City  is  so  closely  knit  together  in  bonds  of  social  and  business 

interest  that  we  expect  to  find  even  a greater  fraternal  spirit  than  in 

the  past. 

There  can  only  be  a definite  amount  of  business  for  the  trade  as  a 

whole.  Let  us  resolve  that  our  share  will  be  most  worth  while  because 

it  comes  to  us  in  recognition  of  the  merit  of  our  merchandise. 
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Those  who  still  have  to  place  a part  of  their 
Spring  business  will  find  our  enlarged  plant  able 
to  serve  them  well. 

New  lasts,  new  equipment  and  lowest  material 
prices  make  our  proposition  a most  interesting 
one. 

Making  Welts,  McKays  and  Standard  Screw 
For  Men,  Boys,  Youths,  Little  Gents, 

Women  and  Misses. 

LAGACE  & LEPINAY 

22  St.  Anselme  Street 

QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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SHOE  FACTORIES  IN  QUEBEC 


Copyright,  Canada,  1920,  by  the  Acton  Publishing  Co..  Limited,  Toronto. 


British  Copyright  secured 
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Last  Chance  for  the 
Wholesale  Trade 
to  get  this  special 
opportunity  for 


Spring  Delivery 


For  the  month  of  January  we  will  continue  to  give 
startling  quotations  to  any  jobber  ordering  3,000  pairs 
distributed  among  the  following  lines — 


No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

” 0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 


600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 


In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following  on  the 
above  basis : 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’ and  Gent's  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

” 614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses'  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 

Screw  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 
Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKay,  Louis 

Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 


500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 

First  come,  first  served.  Inquire  for  prices. 
Prices  are  close,  while  they  last. 


DUCHAINE  <SL  PERRINS 


MEN’S  WELTS 


McKAYS, 


195  De  la  Couronne 


Quebec,  Que. 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  StA  Valier. 

Clement,  'Oscar,  234  St.  Helepe. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  l’lncarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


POSITIVELY 

NOT  IN  THE  SAME 


SURFACE  KID  is  not  a substitute.  It  is  a 
particularly  good  leather,  superior  in  many  ways 
to  kid,  which  it  often  replaces. 

A little  more  expensive  than  ordinary  horse 


64 


THE  SHOE  AND  LEATHER  JOURNAL 


;vv'>:*  \ysA 


1 


6TS:^:::V-. 


The  January  buyer  will  do  well 
to  see  our  full  range  of  samples. 
Prices  offer  great  values  to  those 
wanting  spring  shipment. 

McKAYS  and  STANDARD 
SCREW  for  MEN,  BOYS  and 
YOUTHS. 

LUC  ROUTIER 

56  Colomb,  QUEBEC 


"AV.*  •• 
•.’***: 
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McKays 

for  Men,  Boys,  Y ouths, 
Women,  Misses  and 
Children 

of  our  quality  at  our  price 
sell  regardless  of  conditions. 

Also  Making  Standard  Screw  for  Men, 
Boys,  Youths,  Women,  Misses  and 
Children;  Welts  for  Men  and  Boys  and 
Mock  Welts  for  Women. 

Pegged  Shoes  for  Men  and  Women 


ONESIME 

575  St.  Valier  St. 


GOULET 

Quebec 

■■■■□□■I 
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FAILURES 

Many  have  prophesied  that  all  branches  of  commerce 
would  this  winter  — probably  immediately  following  the 
new  year — experience  many  bankruptcies,  failures,  assign- 
ments or  compromises.  No  matter  by  what  name  they 
be  called  they  represent  a nasty  and  serious  situation. 

We  had  hoped,  and  still  hope  and  believe  that  the 
major  portions  of  our  industry  were  strong  enough  to 
weather  the  storm.  Hide  prices,  leather  quotations,  find- 
ings, supplies  and  shoes  have  all  had  the  most  memorable 
advance  and  most  startling  decline  in  the  history  of  the 
trade.  The  unexpected  rapidity  of  the  recession  of  prices 
could  not  but  be  embarrassing  to  even  a trade  that  is  as 
unusually  strong  as  is  ours. 

It  has  been  said  that  the  washing  out  process  will  be 
good  for  the  trade,  and  that  may  or  may  not  be  so.  We 
have  every  desire  to  help  those  who  are  weak  through  lack 
of  either  finance  or  experience  and  are  confident  that  they 
will  receive  every  consideration  at  the  hands  of  the  trade — 
if  they  are  sincere  in  their  desire  to  pay  their  obligations  in 
full. 

Just  at  this  time,  however,  we  want  to  draw  attention 
to  a condition  that  may  be  brought  about  by  the  present 
state  of  our  trade  in  combination  with  the  recession  in 
prices  and  our  remarks,  while  prompted,  by  a few  recent 
occurrences  in  the  trade,  are  not  to  be  considered  as  apply- 
ing to  them  in  any  way. 

It  may  be  that  some  operators  in  the  trade  who,  have 
bought  beyond  their  means  believe  that  they  see  a simple 
way  out  of  their  difficulties.  F'inding  themselves  with 
much  high-priced  merchandise  on  hand,  with  heavy  com. 
mitments  maturing,  with  but  few  active  accounts  and  little 
surplus  cash  what  will  the  “sharper”  think  of  first? 

Wouldn’t  it  be  nice  to  go  to  his  creditors  and  secure 
a fifty  cents  on  the  dollar  compromise,  plus  six  or  nine 
months’  extension? 

To  our  mind  that  is  the  easiest  way  we  know  for  an 
unscrupulous  merchant,  jobber  or  manufacturer  to  write 
off  the  high  cost  of  his  shoes.  It  has  the  fellow  who  begs 
for  10  or  25%  off  the  prices  for  last  Fall’s  shoes  beaten  a 
mile. 

It  will  be  apparent  to  the  veriest  tyro  that  such  a 
deal  places  all  such  concern’s  competition  under  a very 
severe  and  a very  unfair  handicap. 

It  is  our  conviction  that  in  the  present  market,  no 
compromise  of  any  kind  should  be  tolerated.  And  the 
time  for  decision  is  NOW.  It  is  so  obviously  unfair  to 
place  any  one  factor  in  the  trade  in  any  given  locality  in 
a position  where  he  can  under-sell  his  solvent  competitors, 
that  the  wisdom,  of  an  iron-clad  agreement  in  this  connection 
should  be  self-evident.  We  believe  it  to  be  quite  within 
the  province  of  the  Manufacturers’  Associations  and  the 
Jobbers’  organizations  to  formulate  a clear  cut  policy  in 
this  regard. 

If  it  be  a merchant  who  seeks  a com.prom.ise,  we  believe 
that  the  majority  of  merchants  in  the  locality  in  question 
would  do  well  to  absorb  the  stock  and  assume  the  liabilities 
rather  than  permit  their  trade  to  be  wrecked. 

We  are  almost  certain  that  if  the  case  were  that  of  a 
jobber  with  a heavy  stock,  the  manufacturers  and  other 
creditors  would  be  better  off  and  the  solvent  jobbers  would 
be  in  a more  comfortable  position  if  the  wholesale  trade 
absorbed  the  stock  and  assumed  the  obligations.  If  any 
reduction  were  to  be  given,  let  it  be  to  those  taking  over 
the  stock. 

Let  the  same  plan  apply  to  any  manufacturer  whose 
business  gets  into  a similar  situation. 

And  let  it  apply  to  tanners  also. 

In  touching  on  this  subject,  it  must  not  be  thought 
that  we  are  unduly  pessimistic,  or  that  we  are  to  be  classed 
with  the  alarmists.  We  do  not  forsee  any  unusual  number 


of  failures.  In  fact,  the  contrary  is  the  case.  We  feel 
that  as  an  industry  we  have  come  through  the  period  of 
deflation  in  a vigorous  manner.  Many  in  the  trade  will 
be  better  off  in  years  to  come  for  the  check  placed  upon 
individual  ambitions.  The  heavy  dose  of  medicine  has 
already  produced  an  evident  salutary  effect.  But  facts 
are  facts  and  it  is  a fact  that  the  period  of  inflation  has 
permitted  the  entry  into  the  shoe  and  leather  business  of 
some  more  or  less  undesirable  shoe-string  operators.  It  is 
also  a fact  that  others  have  run  wild,  thinking  they  “had 
the  world  by  the  tail  ” Both  of  these  classes  of  “weak 
sisters”  are  liable  to  try  anything  once.  They  are  the 
first  to  feel  the  pinch  of  the  adverse  movement.  Neither 
their  minds  nor  their  hearts  will  have  the  courage  to  fight 
a winning  battle  against  heavy  odds.  The  few  white  livered 
or  spineless  will  be  better  out  of  the  trade — and  will  be 
small  loss  to  it.  The  few  whose  standards  will  permit 
them  to  squeeze  unwarranted  concessions  or  to  seek  a com- 
promise when  they  have  a source  aside  from  their  creditors 
upon  which  they  could  call,  should  be  given  no  consideration. 
Those  whose  activities  even  in  prosperous  times  savored 
strongly  of  questionable  methods  should  be  shown  no 
mercy. 

We  hope  that  the  various  trade  organizations  will, 
by  their  manner  of.  handling  the  cases  that  may  occur, 
show  great  willingness  to  help  the  man  anxious  to  pay 
one  hundred  cents  on  the  dollar  and  by  giving  the  others 
short  shrift  make  a lasting  example  of  them. 

LEADING  SHOE  STORE  CHANGES  HANDS 

The  lease,  stock  and  all  goodwill  of  J.  R.  Coulombe 
Shoe  Store,  situated  at  48  Fabricate  street,  Quebec  City, 
has  been  recently  sold  to  a Canadian  Manufacturing  Syndi- 
cate, who  will  shortly  become  in  charge  of  the  same.  The 
deal  will  be  effective  with  the  end  of  the  year,  and,  we  are 
told,  that  the  new  owners  are  planning  to  extend  the  business 
considerably,  having  an  unlimited  capital  at  their  dispo- 
sition. The  retail  end  of  the  new  business  will  be  carried 
on  at  the  same  place  under  the  style  and  name  of  the  Cou- 
lombe’s  Bootery  Shop. 

Mr.  Coulombe’s  many  friends  will  be  pleased  to  know 
that  he  has  retained  substantial  interests  in  the  new  company 
and  will  devote  his  time  to  the  success  of  the  new  organiza- 
tion. 

Specialties  of  the  highest  character  only,  for  ladies  and 
men,  will  be  carried  in  stock  at  prices  averaging  20  per  cent, 
less  than  ordinary  stores.  Private  individual  fittings  with 
the  marvellous  new  electrical  “X”  Ray  apparatus  will  be 
given  free  of  charge  by  expert  practipedists.  This  will 
surely  fill  a long  felt  want  in  Quebec.  Extensive  alterations 
to  the  windows  and  interior  decorations  will  begin  with  the 
first  of  the  year  and  promise  to  be  of  great  interest  in  the  city. 


AN  ITALIAN  TAKES  OUT  CANADIAN  PATENT 

If  anyone  thinks  that  the  Italian  is  not  alive  in  the 
shoemaking  game  let  thim  read  this.  Emilio  Nagaldi,  cf 
Naples,  Italy,  has  patented  a shoe  bottom  in  Canada  which 
reads  as  follows:  “The  bottom  portion  of  a shoe,  or  a sole, 
formed  by  a semi-rigid  material,  and  more  precisely  by  a 
material  resilient  in  the  longitudinal  direction  of  the  sole 
but  not  transversely  of  the  same,  said  sole  being  enclosed 
within  one  or  more  layers  of  fabric,  the  same  being  sewed 
all  along  the  edge  of  the  sole  of  the  resilient  material. 

In  a sole  as  in  claim  one,  a passage  formed  within  the 
fabric  enclosing  the  sole,  a coiled  wire  within  said  passage, 
the  latter  being  formed  about  and  along  the  edge  of  the  sole. 

In  a combination  with  a sole,  a filling  of  cohibiting 
material,  said  filling  being  located  between  and  into  the 
rounded  edges  of  the  sole,  a resilient  metal  spring  at  the 
rear  of  the  sole,  means  for  fixing  the  sp:ing  to  the  sUe  and 
means  for  fixing  the  sole  to  the  shce. 
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TANGUAY 

McKAYS 

Arc  sold  freely  in  towns  where 
they  appreciate  rock  bottom 
prices  for  Staple  Shoes. 

WORK  SHOES 

Genuine  Solid  Standard  Screw 
Shoes  that  wear  like  a pig’s  nose. 

Hockey  and  Hunting  Boots 

With  a Patent  Leather  Strap 
Lacing,  appreciated  wherever 
they  are  sold. 

JOS.  TANGUAY 

122  St.  Dominique  Street 

QUEBEC 

= 
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McKays  for  Women, 
Misses,  Children. 

There  is  and  always  will  be 
a strong  demand  for  what  are 
called  “Bread  and  Butter” 
grades  in  these  lines. 

Those  interested  in  excep- 
tional profits  on  these  shoes 
will  do  well  to  get  in  touch 
with  us. 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 
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PUTTING  ON  FULL  RUBBER  SOLES 

When  a full  sole  of  rubber  is  applied  first  and  the  rub- 
ber heel  operation  takes  place,  it  is  a notable  fact  that  a 
leather  lift  is,  or  ought  to  be,  applied  between  the  rubber 
sole  and  the  rubber  heel.  This  leather  lift  in  not  useful  in 
holding  the  heel  solidly  down  to  the  heel  scat  of  shoe,  but 
is,  moreover,  intended  for  holding  the  rubber  heel  straight 
on  the  shoe  and  to  cause  even  wearing  of  the  heel.  It 
is  preferable  in  such  a case  to  put  on  half  heels  rather 
than  whole  heels,  because  with  whole  heels  it  is  hardly 
possible  to  insert  a leather  lift.  Too  much  rubber  will 
cause  the  heel  to  yield  from  side  to  side  and  the  wearer 
will  not  only  feel  shaky,  but  the  heel  will  wear  out  un- 
evenly. Bear  in  mind  that  I am  now  referring  to  the 
combination  of  rubber  soles  and  rubber  heels,  and  I want 
it  well  understood  that  the  whole  rubber  heel  is  entirely 
practical  with  a leather  lift  when  the  full  rubber  sole  is  not 
embodied  in  the  shoe  repairing  process. 


GOODYEAR  WELTS 

A.  E.  MAROIS,  LIMITED 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN  MISSES  CHILDREN 

To  Jobbers  Only 

Capacity  5000  pairs  a day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


Standard  Screw 
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The  Tannery 
At  Limolou 

Lucien  Borne,  With  Head  Office  in  Quebec 
City,  Tannery  at  Limolru  and  Branches  in 
Montreal  and  Kitchener,  is  One  of  Que- 
bec's Most  Active  Trade  Members 

A LITTLE  over  twenty-four  years  ago,  in  September, 
1896,  to  be  exact,  Mr.  Lucien  Borne,  who  had  been 
associated  for  many  years  with  A.  Pion  & Co.  of 
Quebec,  decided  that  many  of  his  ideas  would  be  given 
wider  scope  if  he  were  allowed  the  free  rein  that  is  only 
possible  when  one  has  full  command  of  one's  own  affairs. 
He  therefore  sold  out  his  interests  in  the  Pion  Company 
and  opened  a tannery  at  Limolou,  Quebec — just  a few  miles 
from  Quebec  City  on  the  road  to  St.  Anne  de  Beaupre. 

The  capacity  of  the  plant  was  originally  limited,  and  ■ 
goat  skins  were  tanned  exclusively.  In  a short  time  the 
output  reached  500  dozen  skins  a week  and  while  the  growth 
has  been  gradual  from  that  time,  it  has  been  on  a permanent 
basis. 

Of  course  Joseph  Borne  and  Lucien  Borne,  Junior,  were 
soon  associated  in  the  business.  It  was  natural  to  expect 
Joseph  to  become  interested  in  the  practical  end  of  tanning 
at  Limolou,  and  from  all  accounts  Lucien,  Jr.,  couldn’t  be 
driven  away.  In  fact,  if  we  remember  rightly,  Mr.  Borne 
had  planned  a life  for  his  son  Lucien  far  removed  from  the 
smell  of  goat  skins.  Seeing  the  younger  son’s  determination 
it  was'  decided  to  give  him  real  experience — and  he  surely 
got  it.  There  was  not  a department  of  the  business  from 
lime  pits  to  office  at  which  Lucien,  Jr.,  did  not  have  to  serve 
an  honest  apprenticeship,  often  entrusted  to  the  tender 
mercies  of  foremen  who  were  none  too  sympathetic  with 
the  ambitions  of  Lucien,  Jr. 

As  the  business  grew,  Kid,  Calf,  and  Sheep  became  the 
products  of  the  company  and  when  Joseph  and  Lucien 
Borne,  Jr.,  became  in  fact  members  of  the  firm,  which  was  in 
1912,  the  products  of  Limolou  tannery  were  well  known  in 
Canada,  in  the  United  States  and  abroad. 

In  1914  the  Canadian  market  began  demanding  horse 
tanned  after  the  likeness  of  Kid — commonly  known  as 
glazed  horse. 

The  Bornes  sensed  this  market  and  at  once  applied 
themselves  to  the  problems  connected  with  producing  a 
quality  of  leather  that  would  be  worth  their  while.  There 
was  and  is  much  glazed  horse  on  the  market  here  and  in  the 
United  States,  but  much  of  the  leather  was  entirely  unsuited 
or  good  shoes. 

The  problem  of  a permanent  dye  was  soon  solved 
and  to-day  a shoe  made  of  Borne’s  Glazed  Horse,  which 


is  sold  under  the  trade  name  of  “Surface  Kid,”  will  hold 
its  color  as  long  as  the  shoe  holds  together. 

The  question  of  grain,  finish  and  texture  were  tackled 
separately  and  together,  with  the  result  that  the  trade 
generally  recognizes  that  Borne’s  Surface  Kid  is  worthy 
of  excellent  shoes.  The  result  has  been  the  production  of 
a leather  which  has  a perfect  imitation  of  the  goat-skin 
grain — although  it  is  not  sold  as  an  imitation  of  anything 
but  is  used  on  its  merits  as  good  leather  that  lasts  well, 
takes  a good  finish,  holds  the  shape  of  the  shoe  and  has  a 
long  life. 

There  is  no  doubt  that  the  use  of  “Fronts”  only  in 
combination  with  the  very  special  processes  used — Lucien 
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Borne  being  the  only  tanner  in  Canada  following  the  methods 
used — are  primary  causes  in  the  success  of  Borne’s  Surface 
Kid. 

The  new  leather  was  well  received  by  the  trade,  which 
soon  recognized  its  many  unique  qualities.  Buying  con- 
nections were  established  in  Canada,  in  Chicago  and  in 
Marseilles,  France,  and  a good  selection  of  hides  was  always 
insisted  upon.  It  is  pleasing  to  note,  too,  the  qualities  of 
the  leather  were  recognized  elsewhere  and  good  export 
connections  maintained  in  the  United  States  and  in  Eng- 
land. Local  sales  were  attended  to  by  the  head  office  in 
Quebec  City  in  charge  of  Lucien  Borne  and  through  a 
branch  in  Montreal.  Latterly  F.  F.  Dufton,  well  known 


Another  View  at  Limolou 


68 


THE  SHOE  AND  LEATHER  JOURNAL, 


to  the  Ontario  shoe  manufacturers,  opened  a branch  of  the 
Lucien  Borne  organization  in  Kitchener,  Ontario. 

Of  course  plant  expansion  has  come  with  the  years 
and  we  must  say  that  the  accompanying  illustrations  do 
not  do  justice  to  the  present  plant.  The  property  of  the 
company  contains  256,000  square  feet. 

The  main  building  is  180  feet  long  by  60  feet  wide. 
Originally  a two-story  building,  two  flats  were  added  in 
1018  and  1919.  In  1918,  too,  new  machinery  was  installed 
for  working  side  leather. 

In  1920  the  entire  plant  was  overhauled,  renovated  and 
re-arranged.  The  electric  plant  was  changed  and  to-day, 
the  failure  of  the  power  coming  to  the  plant  from  outside 
would  only  delay  work  until  the  steam  plant  kept  in  reserve 
could  be  brought  into  use. 

The  first  floor  of  the  main  building  is  now  given  over  to 
Beamhouse  and  Tanning.  On  the  second  floor  are  oiling, 


dye  room  and  stakers.  Shaving,  glazing,  buffing  and  part 
of  the  dryrooms  are  on  the  third  floor.  The  main  dry  rooms 
and  the  packing  department  are  on  the  top  storey.  An 
extension  on  the  rear  houses  the  lime  pits. 

The  other  buildings  seen  in  the  illustration  of  the 
plant  are  used  for  storing  raw  materials.  The  railway 
siding  comes  right  onto  the  property  of  the  company. 

As  the  plant  stands  to-day  it  is  capable  of  producing 
40, 000  feet  of  Surface  Kid  (about  3000  fronts)  a week. 
A cpiick  change  could  be  made,  if  conditions  warranted, 
when  200  dozens  of  goat  skins  could  be  turned  out  daily. 

Certainly  this  story  is  a history  of  the  result  of  activities 
of  which  one  might  well  be  proud.  For  as  the  business 
has  grown,  so  have  those  actively  interested  in  it  and  to-day 
there  is  no  man  in  Quebec  whose  personal  standing  is  higher 
than  that  of  Lucien  Borne. 
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For  good  shoemaking, 
Stobo  prices  represent 
the  lowest  possible 
point. 

Prices  are  right. 


There 


unusual 


never  were  any 
entering  into  our  prices, 
feature  of  the  line  was  and  is  the 
of  material  and  the  excellent  shoe 
we  put  into  shoes  that  are  not  at 
in  price. 
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The  Patent  Supreme 


One  of  the  secrets  of  the  wide  popularity  of  Clarke 
Patent  Leather  Shoes  is  the  added  charm  it  reflects 
on  the  wearer,  so  satisfying  to  the  smartly  dressed 
man  or  woman.  Add  to  this  the  RELIABILITY  in 
service  always  associated  with 

CLARKE’S  PATENT 

and  you  have  the  reason  why  it  is  often  referred  to  as 
“The  Patent  Supreme.” 

On  your  next  order  specify  the  use  of  Clarke’s 
Patent  Leather. 

Clarke  & Company,  Utmtteb 

Toronto 

^ranches  at  Jltontreal  anti  Quebec 


Mention  “Shoe  and.  Leather  Journal’’  when  writing  an  advertiser 
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Citadel  Kid  is  used  in  many  of  the  shoes 
that  represent  good  value  in  price, 
appearance  and  wear,  because  so  many 
shoe  manufacturers  find  that  we  offer 
them  the  best  selection  on  the  market. 


Citadel  Leather  Co.,  Limited 

QUEBEC  MONTREAL 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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The  Tanning 
Industry  and 
the  Tariff 

Hon.  E.  J.  Davis  States  Case  to  Tariff 
Commission — Puts  Forth  Strong  Arguments 
for  Present  Tariff  Policy — Covers  Whole 
Ground  of  Leather  Conditions  and  Prospects 

THE  full  text  of  Hon.  E.  J.  Davis’  presentation  of  the 
case  of  the  Canadian  Tanners  to  the  Tariff  Com- 
mission had,  unfortunately,  to  be  held  over  from  last 
issue  on  account  of  the  pressure  of  Christmas  matter.  We 
give  the  text  herewith  in  full: — 

Hon.  E.  J.  Davis’  Address 

Gentlemen  of  the  Tariff  Commission,  I have  been  asked 
by  the  Tanndrs’  Association  of  Canada  to  present  to  you 
a brief  which  shows  the  numbek  of  factories,  the  number  of 
employees,  the  .amount  of  capital,  the  output  and  the  advan- 
tages which  the  Association  think  the  tanners  are  to-day, 
and  have  been,  to  Canada.  They  ate  not  asking  for  any 
increase  in  the  tariff.  Although  the  tariff  is  low,  they  are 
simply  asking  that  it  remain  as  it  is. 

There  are  two  or  three  points  in  connection  with  it 
that  I wish  to  enlarge  upon.  I notice  from  your  proceedings 
from  coast  to  coast,  which  I have  been  watching,  so  far  as  the 
press  gave  us  the  information,  with  a great  deal  of  interest, 
that  you  have  allowed  a number  of  speakers  to  not  only  speak 
for  their  own  particular  industry,  whether  it  was  agricultural 
or  manufacturing,  but  also  to  take  a broader  view  of  the 
question  of  the  tariff  and  to  give  some  information  as  to  how 
they  think  the  tariff  generally  should  be  treated  so  that  it 
might  operate  in  the  best  interests  of  all  the  people  of  Canada. 
If  you  will  permit  me  I will  submit  this  brief  without  reading 
it  and  I will  enalrge  upon  two  or  three  points  that  we  think 
ought  to  be  referred  to  and  then  perhaps  take  up  the  more 
general  situation. 

May  I,  before  proceeding,  congratulate  the  Commission 
upon  what  I conceive  to  be  the  excellent  work  it  has  been 
doing.  Sometimes  there  are  those  who  think  that  little 
information  of  value  is  obtained.  From  my  practical  knowl- 
edge of  business,  and  also  from  some  experience  which  I 
have  had  in  public  life,  I think  that  the  method  pursued 
by  this  Commission  has  been  one  which  will  give  you  data 
and  information  such  as  will  enable  you  to  take  a broad 
and  just  view  of  what  ought  to  be  done  in  the  interest  of 
Canada. 

The  tariff  is  gradually  being  reduced.  We  had  one  party 
in  power  after  1878  for  a number  of  years.  The  party  that 
was  in  opposition  thought  that  there  should  be  considerable 
reductions  in  the  tariff,  but  the  time  came  when  it  became  the 
Government  of  the  country  and  history  informs  us  that  while 
it  made  certain  reductions  in  the  tariff,  apparently,  when  it 
became  responsible,  it  realized  that  in  the  interest  of  the 
country  it  could  not  make  all  the  reductions  that  at  one  time 
it  thought  could  be  made.  This  being  the  case,  both  parties 
have,  out  of  their  experience  and  knowledge,  given  us  what 
they  conceive  to  be  the  best  tariff  which  this  country  has  ever 
had. 

We  have  in  the  tanning  industry  a tariff  running  from 
five  per  cent,  to  fifteen  per  cent.  In  one  case,  with  regard  to 
a product  which  is  not  produced  largely,  it  is  as  high  as 
\ll/2  per  cent.,  and  in  perhaps  one  other  it  is  25  per  cent. 
That  has  to  do  with  patent  leather  which  represents  a small 


proportion  of  our  output.  On  our  main  output  the  tariff  runs 
from  5 to  10  and  15  per  cent.  Therefore,  we  think  this  should 
be  satisfactory  in  the  general  rounding  out  of  the  tariff  in 
the  interest  of  the  country. 

There  is  one  thing,  however,  that  I would  like  to  impress 
upon  you,  and  that  is  that  if  there  ever  was  a time  in  the 
history  of  this  country  when  the  Government  ought  to  be 
extremely  careful  it  is  now,  and  in  this  connection  I would  like 
to  mention  the  question  of  the  British  preference.  I know 
that  some  people  have  asked  to  have  that  very  largely 
increased.  I am  perhaps  as  loyal  a British  subject  as  you 
would  find,  and  I was  in  favor  of  the  British  preference 
at  the  time  of  its  introduction.  But,  with  the  condition  of 
exchange  to-day,  we  find  that  our  protection  is  almost  wiped 
out.  In  Great  Britain  just  now  they  have  an  advantage 
that  they  never  had  before.  Without  any  reduction  in  the 
tariff  it  really  means  that  they  are  getting  about  '75  per 
cent,  of  the  tariff  which  we  have;  in  fact,  some  say  it  is 
more.  That  would  depend,  I presume,  on  the  amount  of  the 
tariff  on  the  particular  items  to  which  one  might  refer.  This 
exchange  question  is  something,  it  seems  to  me,  that  the 
Government,  and  all  business  men,  have  to  consider  with 
the  greatest  possible  care.  On  making  inquiries  as  soon  as 
I left  the  room  this  morning,  I found  that  New  York  funds 
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are  up  to  15  per  cent.,  and  when  I asked  about  it  three  weeks 
ago  the  rate  was  10  per  cent  This  is  a matter  of  great  con- 
cern to  us  because  we  ordinarily  expect  the  lowest  rate  of  dis- 
count against  our  funds.  Apparently  the  situation  has  changed 
entirely  and  the  rate  of  discount  is  mounting  rapidly.  Some 
say — of  course  this. is  only  a conjecture — that  it  may  be  20 
or  25  per  cent,  before  long.  Whether  that  will  be  so  or  not, 
we  do  not  know.  I asked  a banker  to-day  what  was  the 
cause  of  this  wonderful  movement  in  funds  at  the  present 
time,  and  if  there  was  anything  extraoi dianry  going  on. 
He  said,  “No,  it  is  just  due  to  normil  business.  Two  or  three 
weeks  ago  we  had  to  ship  considerable  funds  down  to  Cuba 
and  elsewhere,  but  this  was  just  temporary,  and  now  it  is  all 
in  the  ordinary  way  of  business.” 

Our  customs  returns  show  that  in  the  last  three  months 
importations  from  European  countries  and  Great  Britain 
have  increased  enormously.  They  will  increase  more  if  their 
funds  remain  at  such  a low  rate  as  they  are  to-day.  Goods 
bought  in  the  United  States  have  to  be  paid  for  in  United 
States  funds  and  the  result  is  that  our  money  is  becoming 
less  valuable.  Unfortunately,  our  imports  from  the  United 
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States  are  increasing,  notwithstanding  the  great  disability 
that  we  labor  under  in  connection  with  exchange. 

In  dealing  with  the  tariff  we  must  remember  that  no  one 
can  live  unto  himself  alone.  We  must  consider  what  other 
nations  are  doing  in  this  respect.  That  should  not  be  lost 
sight  of.  Take  Great  Briatin.  Our  farmer  friends  have  been 
trying  most  strenuously  to  secure  the  removal  of  the  em- 
bargo on  cattle  going  to  Great  Britain.  But  the  authorities  in 
Great  Britain  give  the  same  excuse  all  the  time  which  our 
farmer  friends,  with  their  experience  of  agricultural  matters, 
say  is  no  reason  at  all.  There  is  really  no  excuse  and  the 
one  that  is  given  is  simply  made  for  the  occasion  and  the 
object,  or  the  result,  of  their  refusing  to  remove  that  em- 
bargo is  protection.  Great  Britain  works  in  different  ways 
from  what  we  do  and  that  is  one  of  the  ways.  I noticed  the 
other  day  that  Great  Britain  is  now  preparing  legislation 
by  which  special  key  industries  are  to  be — I do  not  know  that 
they  use  the  term  “protected.”  That  perhaps  would  be  a 
somewhat  unusual  term  for  them  to  use  in  that  country,  but 
what  they  are  doing  is  to  take  control  by  the  licensing  system. 
They  get  absolute  control  of  these  key  industries  and  they  are 
to  be  maintained  apd  supported.  The  dye  making  industry 
is  one  of  these.  The  Germans  are  beginning  to  make  dyes. 
They  are  trying  to  send  them  to  Great  Britain  and  else- 
where at  a much  lower  price  than  that  at  which  they  can  be 
produced  in  countries  whose  exchange  is  anywhere  near  the 
normal.  Therefore,  we  must  consider  the  attitude  of  Great 
Britain  in  dealing  with  the  whole  question  of  the  tariff. 

While  I am  speaking  especially  for  the  Tanners'  Associ- 
ation just  now,  I believe  that  every  citizen,  I care  not  what 
his  convictions  may  be,  ought  to  take  a broad  view  as  to  how 
the  tariff  will  affect  other  people  and  will  affect  the  people 
of  Canada  as  a whole.  For  that  reason  we  must  examine 
into  the  conditions  as  they  affect  Great  Britain,  and  if  we  do 
it  only  strengthens  our  position  that  she  is  protecting  herself 
against  the  dangers  which  we  have  owing  to  the  exchange, 
and  which  are  already  beginning  to  be  felt  by  certain  of  our 
business  men.  Cheap  German  goods  are  beginning  to  come 
into  Great  Britain  and  French  goods  also.  I had  information 
the  other  day  that  France  and  Germany  were  sending  in  goods 
in  our  line  for  a great  deal  less  than  they  could  be  made  for 
in  this  country  under  present  conditions.  While  a lot  of 
material  is  very  much  lower  than  it  was  before,  for  which  we 
are  very  glad,  everything  else  that  goes  into  the  manufacture 
of  our  product  remains  at  war  prices,  especially  labor,  which 
we  have  not  reduced  at  all.  That  is  being  kept  at  the  highest 
peak.  Other  things  that  we  use  are  in  the  same  position.  It 
is  only  in  one  quarter  that  there  has  been  any  reduction  in 
the  cost  of  manufacture. 

There  is  another  point  that  I would  like  to  mention — 
I presume  if  has  to  do  with  the  tariff,  or  it  has  to  do  with  gen- 
eral business — and  that  is  what  we  believe  to  be  the  unfair 
valuation  at  the  custom  house.  When  exchange  fell  so  low 
in  Europe  imports  were  made  dutiable  at  the  par  of  the  mark, 
or  the  franc,  or  whatever  it  might  be.  Recently  a ruling 
was  made  in  Ottawa,  and  as  far  as  I know  no  business  man 
or  organization  was  consulted  in  reference  to  it.  It  may  be 
that  I do  not  know  about  that,  but  under  that  ruling  the  whole 
system  was  changed.  We  hope  that  under  the  present  con- 
ditions the  original  system  under  which  these  duties  were 
levied  after  the  armistice  will  be  reverted  to.  We  have 
another  country  in  which  we  have  a special  interest  in  so  far 
as  the  tariff  goes,  and  that  is  the  United  States.  We  cannot 
avoid  examining  what  they  are  doing  in  the  United  States 
or  what  they  are  likely  to  do.  The  United  States  President- 
elect was  elected  on  a protection  basis.  He  said  in  his  speeches, 
extracts  from  which  I saw  in  a Toronto  paper,  that  he  would 
see  that  labor  was  protected,  that  the  manufacturing  indus- 
tries in  the  United  States  were  protected,  and  that  there 
was  a full  dinner  pail  when  he  became  President  of  the 
United  States.  He  now  is  President  of  the  United  States 
and  will  be  inaugurated  before  very  loug.  Because  Canada, 


in  the  last  few  months  has  sold  35,000,000  or  40,000,000 
bushels  of  wheat  in  the  United  States,  there  is  a strong  agita- 
tion to  put  a duty  on  wheat  to  prevent  our  wheat  from 
going  into  their  country.  These  are  things  which  cannot  be 
overlooked  in  considering  our  tariff  legislation.  When  our 
farm  products  are  in  a position  to  lower  their  prices  over  there 
they  are  beginning  to  talk  protection  against  them.  We 
cannot  say  what  legislation  they  may  introduce  over  there 
which  will  put  us  in  a very  difficult  position  compared  with 
that  in  which  we  have  already  been  in.  As  far  as  my  knowl- 
edge and  observation  go,  there  is  only  one  country  in  the 
world  that  to-day  is  talking  lower  tariff,  and  that  is  Canada. 
I do  not  know  of  another  country  in  the  world  that  is  talking 
lower  tariff  and,  therefore,  we  must  look  around  and  see 
what  other  countries  are  doing,  because,  in  our  own  interest, 
that  should  not  be  lost  sight  of. 

As  to  export  business,  we  have  been  asked,  as  manufac- 
turers, to  develop  our  exports.  We  have  a very  heavy 
debt  which  we  are  trying  to  pay  and  that  is  one  method  of 
paying  it.  There  is  no  export  business  to-day,  practically 
speaking.  I spent  three  days  in  New  York  last  week  trying 
to  find  out  what  the  business  situation  there  was.  From 
what  I learned  from  bankers  and  business  men  of  various 
kinds,  the  situation,  in  my  opinion,  is  very  much  worse  than 
I thought  it  was  before  I went  there.  They  have  the  same 
condition  there;  they  say  there  is  no  export  trade.  Further 
than  that,  they  say  that  millions  of  dollars’  worth  of  commodi- 
ties that  were  sold  one,  two  and  three  years  ago  are  still  held 
in  new  York  and  other  places,  and  they  cannot  be  shipped 
because  the  exchange  went  down  and  the  people  who  bought 
them  refused  to  take  the  goods.  These  goods  have  to  be 
sold  somewhere.  If  they  cannot  be  sold  in  Europe,  they  must 
be  sold  somehwere  else  and  there  will  be  financial  trouble  in 
many  quarters.  I believe  this  will  have  a bearing  on  our 
markets  and  on  our  business  situation.  That  trade  cannot 
grow  until  exchange  becomes  more  nearly  normal.  I noticed 
that  a distinguished  gentleman  is  reported  in  the  papers  the 
other  day  as  saying  that  the  manufacturers  took  a very 
narrow  and  selfish  view  of  the  situation.  I would  be  very 
sorry  to  make  such  a statement  as  that  in  regard  to  any 
great  body  of  people  in  this  country.  I assume  that  they 
are  all  conscientious  and  I would  rather  prefer  to  think  that 
they  were  sometimes  misinformed  and  did  not  completely 
understand  the  situation.  I have  been  a member  of  the 
Manufacturers’  Association  for  thirty-five  or  forty  years  and 
I know  something  of  the  discussions  that  go  on  there,  and  it 
may  be  well  for  this  country  to  know  that  the  feeling  of  the 
Manufacturers’  Association  towards  other  bodies  in  this 
country,  the  farmers  amongst  the  rest,  has  always  been  the 
most  cordial  and  their  only  anxiety  has  been  to  say  nothing 
disrespectful  of  them  but  to  try  and  bring  about  co-oper- 
ation between  all  these  bodies  in  order  to  assist  and  develop 
the  industries  of  this  country.  We  will  see  in  a moment 
or  two  what  our  narrowness  or  selfishness  amount  to.  If 
what  the  paper  stated  is  correct — and  I always  put  that  in, 
because  in  my  own  experience  extending  over  many  years, 
I have  found  that  sometimes  the  papers  make  mistakes  and 
do  not  put  in  exactly  what  people  say — the  same  gentleman, 
when  questioned  by  the  chairman,  stated  that  he  was  in 
favor  of  a tariff  for  revenue. 

That  is  what  we  want — a tariff  for  revenue — and  if 
there  is  a tariff  for  revenue  which  will  provide  for  a large 
part  of  the  liabilities  that  we  have  to  provide  for  year 
after  year,  the  tariff  that  we  have  to-day,  in  my  judgment, 
is  the  lowest  tariff  that  possibly  can  be  imposed  in  order  to 
effect  that  result. 

These  gentlemen  want  to  put  the  duties  all  on  the  other 
fellow.  They  want  their  machines  and  everything  they  re- 
quire free  of  duty.  For  instance,  take  agricultural  machin- 
ery to-day.  It  has  been  reduced  by  first  one  party  and 
then  the  other,  until  to-day  the  duty  is  about  12  or  12J^ 
per  cent.  I bring  in  a great  deal  of  machinery,  as  do  other 
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gentlemen  who  are  in  this  and  other  lines  of  the  manufac- 
turing business.  In  my  own  line  of  business  we  pay  27J-2 
per  cent.  We  have  not  complained  although  it  adds  to  the 
cost  of  our  plant  as  well  as  to  the  cost  of  manufacturing.  We 
realized  that  the  money  had  to  be  raised,  and  as  citizens  of 
the  country  we  were  willing  to  take  any  reasonable  share 
that  we  ought  to  take  in  order  to  raise  the  revenue  that  the 
country  requires. 

In  my  opinion  the  fairest  way  in  which  we  can  raise 
our  revenue  is  by  the  tariff.  Everybody  has  to  pay  something. 
Perhaps  the  farmer  is  really  relieved  of  more  than  the  rest  of 
us  because  he  does  not  require  to  buy  very  much — he  has  more 
within  himself  and  it  is  only  certain  things  that  he  requires 
to  buy — but  as  citizens  we  have  all  to  pay  equally  whatever 
the  tariff  may  be.  The  tariff  should  be  levied  equitably, 
giving  a reasonable  return  on  capital,  but  no  extreme  return. 

I am  not  in  favor  of  anything  but  a reasonable  return ; other- 
wise we  will  have  no  manufacturers,  no  industries  and  no 
employment  for  labor.  I am  in  favor  of  a reasonable  return 
to  labor.  These  are  two  essential  things  in  any  country 
that  intends  to  develop  its  manufacturing  industries  and  they 
must  be  constantly  kept  in  mind. 

There  is  one  thing  I would  suggest  in  these  difficult 
times  brought  about  by  the  exchange  situation — and  that 
is  that  on  all  goods  that  we  import  there  shall  be  stamped 
the  name  of  the  country  where  they  are  manufactured  and 
not  the  name  of  the  country  from  which  they  come.  I also 
think  that  in  so  far  as  food  and  some  other  necessaries  of  life 
are  concerned,  it  would  be  an  advantage  if  there  was  a better 
system  of  distribution.  In  the  city  not  long  ago  I was  asked 
to  pay  five  cents  for  an  apple.  Driving  out  a few  miles 
from  the  city,  I found  trees  loaded  with  apples  that  had 
not  been  picked.  This  is  perhaps  an  illustration,  although 
a simple  one,  of  what  is  going  on  in  a larger  degree  in  various 
.parts  of  the  country.  There  is  plenty  if  it  were  distributed 
equitably  and  cheaply  and  I think  that  governments,  muni- 
cipalities and  individuals  should  make  some  effort  to  intro- 
duce a system  by  which  a proper  distribution  could  be  given 
to  the  food  that  is  available. 

We  are  told  that  the  tariff  is  causing  very  serious  things 
to  this  country.  But  there  are  serious  things  that  will  be 
caused  in  this  country  if  the  tariff  is  removed  and  we  have 
free  trade  as  advocated  in  some  quarters.  I happened  to 
meet  a farmer  the  other  day  near  our  town  and  we  got 
chatting  about  this.  It  is  a town  of  about  4,000  people  and 
there  are  three  factories.  I said:  “Suppose  these  factories 
shut  down  to-night,  what  will  happen  to  us?”  He  said: 
“In  six  months  there  would  be  no  town.”  There  is  a splendid 
market  for  farmers  at  that  town,  but  he  said  there  would 
be  no  market  and  the  farmers  would  be  in  a worse  position 
than  they  were  to-day.  That  is  true  of  hundreds  of  towns 
and  cities  all  over  the  Dominion  of  Canada  if  we  adopt  free 
trade  and  wipe  out  all  our  industries,  especially  with  a situa- 
tion such  as  exists  now  when  the  world  has  only  commenced 
to  rebuild  upon  the  ruins  of  the  war.  The  condition  in 
connection  with  exchange  is  likely  to  continue  for  several 
years. 

May  I say  a word  or  two  in  reference  to  some  of  the 
calamities  that  we  are  told  will  occur  unless  we  have  free 
trade.  I have  heard  the  statement  very  many  times  that  the 
manufacturer  fixes  his  price ; that  whatever  he  fixes  he  gets ; 
that  the  farmers  cannot  fix  their  price  and  that  they  have  to 
take  whatever  they  can  get.  I do  not  think  any  practical 
man  who  has  had  experience  in  business  or  agriculture  could 
ever  make  such  a statement  as  that.  I can  go  to  work  and 
fix  up  a price  for  my  stuff  on  what  it  costs  for  raw  material, 
labor  and  the  rest  of  it  and  not  put  on  anything  but  a very 
moderate  profit.  There  is  the  price  at  which  it  can  be  deliv- 
ered. If  any  of  these  gentlemen  can  take  that  price  list,  go 
out  and  sell  a good  quantity  of  these  goods,  I will  be  glad  to 
pay  him  a large  salary.  We  have  had  an  up  go  for  five 
years;  people  have  made  money — the  farmer,  the  working- 


man, everybody  has  had  more  money  than  ever  before.  Why 
was  it?  Advancing  markets  and  conditions  of  one  kind  and 
another  led  to  this  result.  This  year  I am  afraid  the  chair- 
man will  find  that  the  taxation  from  profits  will  be  very 
small.  A great  many  of  us  will  lose  a good  deal  of  what  we 
had  made  during  the  previous  three  or  four  years.  This 
should  also  be  borne  in  mind.  We  cannot  fix  our  prices  and 
keep  up  with  supply  and  demand  and  meet  general  con- 
ditions with  a fixed  price.  We  have  to  take  what  we  can 
get  or  else  stop  manufacturing.  The  farmer  can  as  often  get 
the  price  he  asks,  as  anybody  else  can. 

We  are  told  that  the  rural  population  has  decreased  and 
that  is  charged  to  the  tariff.  I notice  that  a number  of  wit- 
nesses have  been  giving  evidence  before  you  on  that  subject. 

I am  familiar  with  the  rural  districts.  I was  born  and 
brought  up  in  the  country  and  I represented  a township  in 
a rural  riding  for  many  years.  I am  familiar  with  the  condi- 
tions, the  lives,  habits  and  everything  else  of  the  farmers. 
In  my  opinion,  the  tariff  has  had  nothing  in  the  world  to  do 
with  the  reduction  in  population  in  the  rural  districts — not 
the  slightest.  Free  trade  England  is  doing  about  the  same 
thing;  they  have  not  the  same  population  in  the  rural  dis- 
tricts as  they  formerly  had.  You  say:  “What  is  the  reason 
for  this  movement?”  I think  it  is  obvious.  For  instance, 
years  ago  the  farmer  would  keep  a man  all  the  year  round; 
there  was  timber  to  get  out  in  the  winter,  wood  to  cut  and 
haul,  and  the  men  were  kept  busy  throughout  the  year. 
Now,  they  do  not  do  that  because  there  is  no  work  in  the 
winter  time.  I could  not  pick  up  a man  for  a few  months 
every  year  when  I wanted  one ; it  would  be  utterly  impossible. 
Nobody  can  do  that.  There  is  another  thing  that  has  reduced 
the  number  of  people  required  on  the  farm.  There  is  an 
implement  for  every  purpose.  During  the  last  25  or  30  years 
the  advance  in  farm  machinery  has  been  something  wonder- 
ful. Agricultural  implement  makers  have  spent  time  and 
money  trying  to  invent  machines  for  doing  certain  kinds  of 
work  on  the  farm.  This  has  been  very  largely  overlooked 
and  I think  the  farmers  should  express  their  gratitude  to 
those  who  have  spent  time  and  money  in  order  to  put  the 
farmer  in  a better  position  to  produce  cheaply.  This  has 
taken  away  a great  deal  of  hard  work  from  the  farmer.  If  a 
house  were  put  on  each  farm  and  the  man  was  kept  all  the 
year  round,  with  a more  intensive  system  of  farming,  there 
would  not  be  any  difficulty  about  getting  men  when  conditions 
are  normal.  But,  we  have  all  had  trouble  in  getting  men 
during  war.  conditions.  The  manufacturers  have  had  their 
difficulties;  we  did  not  know  which  way  to  turn,  but  we 
stuck  to  it  and  in  one  way  or  another  we  managed  to  pull 
through. 

Another  extraordinary  reason  given  for  a decrease  in 
the  tariff  is  that  the  tariff  prevents  children  being  born.  I 
would  not  have  thought  that.  I do  not  believe  it.  I remem- 
ber in  the  early  days,  when  the  pioneers  were  cutting  down  the 
woods  and  making  homes  for  themselves,  going  into  their 
homes  and  seeing  how  they  lived.  There  were  families  rang- 
ing all  the  way  from  eight  to  ten  to  twelve  and  to  fifteen  on 
almost  every  farm  in  that  new  township.  There  were  healthy, 
happy  children,  well  brought  up,  and  their  parents  worked 
as  no  parents  work  to-day.  The  population  came  along  all 
right  and  I do  not  know  how  you  can  say  now  that  the  tariff 
is  preventing  an  increase  in  population.  I cannot  see  any 
argument  in  that  assertion.  Quebec  province  has  the- same 
tariff  and  their  population  is  increasing  rapidly.  I heard  a 
gentleman  the  other  day  saying  that  he  could  not  sell  his  farm 
in  the  County  of  York,  just  outside  of  the  city.  I know  a 
good  deal  about  farms  to-day  in  the  County  of  York,  and  I 
know  they  are  selling  for  more  money  than  they  ever  sold 
for  before  in  my  recollection.  I know  farms  that  have 
changed  hands  two  or  three  times  in  two  or  three  years  at 
steadily  advancing  prices.  Farm  lands  in  Canada  are  higher 
in  price  than  ever  before. 

The  farmer  has  some  advantages  which  I think  ought 
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to  be  considered  in  connection  with  the  tariff.  The  Dominion 
Government  has  spent  a large  sum  of  money  every  year 
on  illustration  and  experimental  farms  and  on  all  kinds 
of  agricultural  methods  for  the  purpose  of  advancing  the 
interests  of  the  farmers.  Every  province  in  the  Dominion 
is  doing  the  same  thing.  They  are  carrying  on  agricultural 
colleges,  dairy  schools,  tests  of  feedings,  showing  how  far- 
mers can  produce  to  the  best  advantage,  and  all  this  infor- 
mation is  printed  in  circulars  and  sent  to  the  farmer’s  free. 
That  was  so  in  the  time  when  I was  in  the  House  at  Queen’s 
Park  and  I presume  it  is  followed  right  along  to-day.  Millions 
are  paid  out  every  year  to  advance  the  interests  of  the  farmer 
and  his  work.  I am  glad  of  it.  I always  supported  it  and  I 
support  it  now.  If  there  was  a plant  or  college  put  up  for 
the  purpose  of  finding  out  how  you  could  cut  down  the  cost 
of  manufacturing  to  be  paid  out  of  the  public  treasury  I am 
afraid  our  farmer  friends  would  not  be  as  well  pleased  as  they 
are  to  get  this  money  spent  on  their  agricultural  colleges. 
The  farmer  has  these  advantages  andthey  are  very  largely 
overlooked. 

They  have  no  sales  tax  and  no  workmen’s  compensation 
to  provide  for.  If  my  men  get  injured — or  whether  they  do 
or  not — I have  to  pay  a large  sum  of  money  every  year  for 
the  purpose  of  protecting  them  against  accident,  the  amount 
being  fixed  in  proportion  to  the  number  of  men  employed. 
Large  sums  of  money  are  paid  every  year  and  we  are  glad 
that  this  provision  is  made  for  our  workmen.  The  farmer 
is  exempt  from  this  charge. 

The  manufacturing  industry  is  a very  important  indus- 
try. I do  not  know  that  it  lags  far  behind  the  farming 
industry.  I think  the  products  of  the  manufacturers  would 
about  equal  the  total  products  of  the  farmers,  and  if  both 
work  together,  are  willing  to  give  and  take  and  get  down  to  a 
reasonable  basis  of  doing  business  it  will  be  much  better  for 
ourselves  and  for  the  country,  and  we  must  get  upon  that 
basis  if  we  are  going  to  pay  our  way  and  are  going  to  succeed 
in  carrying  out  the  tasks  that  will  confront  us  in  the  next 
few  years. 

I would  like  to  point  out  that  freight  rates  are  outrageous. 
They  were  introduced  at  a time  when  there  were  abnormal 
profits  owing  to  the  war  and  when  prices  had  gone  up.  But 
we  have  gone  back  and  we  are  down  to  bed  rock,  hard  pan. 
This  is  a matter  that  must  be  attended  to;  something  must 
be  done  and  done  quickly.  There  are  industries  that  are 
about  closing  up  becuase  they  cannot  get  their  stuff  out; 
it  costs  too  much.  It  is  an  enormous  rate  and  the  freight 
and  passengar  rates  are  the  same.  The  rate  from  Toronto 
to  New  York  is  about  twice  as  much  as  it  used  to  be.  These 
rates  reach  the  manufacturers  and  he  will  not  be  able  to 
develop  his  industry  or  produce  his  goods  at  as  reasonable 
a cost  as  he  ought  to  be  placed  in  a position  to  do. 

I noticed  also  the  other  day  that  a lady  stated  that  if 
any  concern  had  a million  dollars  it  was  legalized  robbery. 
These  are  things,  we  are  told,  that  ought  to  be  corrected. 
The  geneial  community  ought  to  have  some  little  unde_- 
standing  of  the  situation. 

Could  a number  of  manufacturers  go  into  a business  in  a 
large  way  at  all  unless  they  were  able  to  hire  money,  or 
amongst  themselves  to  provide  money  to  an  amount  larger 
than  $1,000,000?  Many  plants  in  this  country  cost,  I do 
not  know  how  many  million  dollars  to  erect,  equip  and 
get  ready  for  business.  It  is  a popular  thing  to  stand  on  the 
platform  and,  if  you  cannot  think  of  anything  else,  slam  what 
are  called  the  big  interests.  What  are  the  big  interests? 
I do  not  know.  Thousands  and  thousands  of  manufac- 
turers in  this  country  started  as  poor  boys  and  by  industry 
and  perseverance  have  got  a start  in  a small  way,  after  long 
years  have  added  to  their  plant,  have  year  after  year  put 
more  money  into  their  plant,  and  if  some  of  them  are  worth 
more  than  a million  dollars  we  are  told  it  is  legalized  robbery. 
Therefore,  I think  these  statements  ought  to  be  corrected 


as  quickly  as  possible  and  that  is  why  I impose  upon  you  by 
referring  to  it  and  why  I ask  you  to  give  some  consideration 
to  these  aspects  of  the  case. 

There  are  many  more  things  that  I might  touch  upon 
but  I do  not  want  to  take  up  any  more  time  than  is  necessary. 
In  so  far  as  the  Tanners’  Association  is  concerned,  we  are 
not  asking  for  any  increase  in  the  tariff.  If  you  leave  the 
tariff  alone — and  it  is  pretty  nearly  as  low  as  it  could  be — 
we  will  be  satisfied  and  we  will  try  and  get  along  as  well  as 
we  possibly  can.  But  if  you  lower  it  so  that  we  have  foreign 
goods  coming  into  Canada  and  selling  at  prices  below  our 
costs  of  manufacturing,  we  will  not  be  able  to  pay  our  labor 
and  we  will  have  to  throw  up  the  sponge. 


THIRTY  YEARS  AGO 

The  following  taken  from  “Hide  and  Leather"  shows 
that  history  does  really  repeat  itself  and  the  cycle  system  of 
good  and  bad  times  is  not  a myth: 

HISTORY  REPEATS  ITSELF. 

An  arcticle  in  Hide  and  Leather,  Nov.  20,  inspired  R.  R. 
Wrighton,  of  T.  W.  Wrighton  & Sons,  hide  dealers.  London, 
Ont  , to  go  through  his  scrap-book  and  resurrect  a rhyme 
written  by  him  and  published  in  “The  Canadian  Shoe  and 
Leather”  of  Toronto  in  May,  1890.  As  an  evidence  of  how 
history  repeats  itself,  even  in  the  hide  and  skin  industry, 
witness  the  following: 

THE  HIDE  dealer’s  WAIL. 

Oh,  I am  so  tired  of  my  business, 

So  weary  both  body  and  brain; 

There  are  such  small  prospects  in  hides  now, 

The  market  has  fallen  again. 

0 where  all  the  universe  over 
Can  there  be  a mortal  but  me 

Who  has  to  brave  such  a wild  tempest 
On  such  an  irregular  sea? 

I’ll  have  to  be  giving  up  business, 

With  hides  so  depressed  as  they  are, 

And  tanners  and  butchers  against  me 
Unceasingly  waging  wild  war. 

The  tanners  all  doubt  the  position 
And  will  not  buy  hides  in  advance, 

Unless  they  can  get  a big  bargain. 

And  thereby  their  profits  enhance. 

The  butchers  all  seem  discontented, 

And  want  more  for  stuff  than  it  brings. 

1 hope  few  see  such  tribulations, 

Tho’  perchance  the  world's  full  of  such  things. 

I fancy  I see  a phantasm 

Forshadow  a mystical  scene 
In  the  dark  and  mysterious  future 
Of  me  and  my  business,  I ween. 

Whenever  I brood  o’er  the  posture 
It  makes  me  so  sad  and  so  blue, 

I rather  feel  more  like  retiring 
Than  trying  a whit  to  pursue. 

So  long  have  I watched,  hoped  and  waited 
A change  for  the  better  to  see, 

But  that  change  seems  never  forthcoming; 

I long  from  my  trade  to  be  free. 

London,  Ont.,  April  9,  1890. 


R.  R.  W. 
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What’s  Doing 
at  the  Big  Centres 

Hints  as  to  Sales  and  Methods  Where 
Big  Business  is  Done — Some  Suggestions 
Worth  While  to  Progressive  Shoe  Retailers 

IN  New  York  the  popular  selling  price  for  both  men’s 
and  women’s  shoes  appears  to  have  settled  at  about 
$10.00,  although  sales  at  lower  figures  are  announced. 
Of  course  during  the  Christmas  season  the  call 'has  been 
largely  for  handsome  effects  for  evening  wear  and  for  shoes 
suitable  for  gifts.  Retailers  seem  to  be  loaded  still  with 
undesirable  styles.  They  say  that  plain  oxfords  with  Louis 
heels  can’t  be  given  away.  It  is  said  that  strap  pumps 
are  leading  all  other  styles  in  women’s  wear. 

Business  in  Boston  has  not  been  up  to  the  usual  Christ- 
mas mark,  but  dealers  are  pretty  well  satisfied  considering 
conditions.  Holiday  goods  have  sold  well.  High  cuts  have 
been  going  very  slowly,  the  call  being  for  straps  and  pumps, 
several  new  varieties  having  appeared  in  both  leather  suede 
and  fabrics. 

Business  is  improving  in  the  middle  west.  Reports  from 
Chicago,  St.  Louis  and  other  centres  indicate  a good  Christmas 
trade.  In  this  district  high  shoes  have  sold  better  than  in 
the  east,  although  there  has  been  a good  demand  for  low  shoes 
and  spats.  In  St.  Louis  straps  have  sold  well,  especially 
some  of  the  newer  creations. 

San  Francisco  reports  business  rather  poor  in  spite  of 
the  rainy  weather  and  indications  point  to  the  continued 
sale  of  low  shoes  and  spats.  There  is,  however,  a popular 
demand  for  strap  effects  in  gray,  brown  and  black  suede  and 
black  satin.  Oxfords  with  straight  heels  are  the  only  ones 
selling  and  seem  to  be  in  good  demand.  Men’s  tan  grained 
shoes,  especially  with  brogue  effects,  continue  to  sell  well. 

Selling  for  Spring 

An  Iowa  retailer  sent  out  a questionnaire  to  forty  of 
his  fellow  retailers  throughout  the  State  asking  what  styles 
they  were  likely  to  sell  best  for  spring.  . There  is  a wide  vari- 


ety in  the  replies  but  they  seem  to  point  to  the  following 
facts : — 

Oxfords  will  be  the  best  sellers  in  low-cuts,  followed  by 
straps  and  then  pumps.  Ip  materials  the  results  point  to 
black  kid,  followed  in  order  by  "brown  kid,  grey  suede,  black 
and  brown  suede,  gun  metal.  In  heels  the,  Cuban  easily  leads, 
followed  by  Louis  and  Baby  Louis.  As  to  brogue  effects  the 
opinion  seems  to  be  decidedly  against  their  continued  popu- 
larity. The  highest  price  of  women’s  Shoes  is  around  $15.00. 

In  men’s  lines  the  dark  medium  and  light  Russia  calf 
are  thought,  in  the  order  named,  to  be  the  popular  materials 
in  low  shoes.  The  opinion  of  the  majority  of  dealers  ques- 
tioned seems  to  be  that  in  this  class  of  goods  the  call  will  be 
for  about  80  per  cent,  brown  and  20  per  cent,  black.  The 
English  last  is  increasing  rather  than  waning  in  popularity. 
Two-thirds  of  these  replying  say  that  brogue  oxfords  will 
not  sell  as  well  this  spring  as  last.  The  consensus  of  opinion 
seems  to  favor  $15.00  as  the  highest  price  in  men’s  shoes 
for  the  coming  season. 

Cleaning  Up  Sizes 

A Boston  concern  held  last  month  a Cinderella  sale  in 
which  it  sold  nearly  two  hundred  pairs  of  women’s  boots 
and  oxfords  averaging  regular  $12.00  to  $15.00  for  $1.50. 
The  sale  was  confined  to  sizes  2JL  3 and  3JL  widths  AA  and 
A,  in  discontinued  styles  and  were  thus  “left-overs.”  It  was 
a distinct  success  and  brought  trade  in  regular  lines  well 
worth  the  effort.  The  same  firm  had  a special  $10.00  sale 
of  black  calf  for  men  and  in.  women’s  a fine  kid  laced,  also  a 
grain  leather  sport  oxford. 

TENDENCY  TOWARDS  PRETTY  SHOES 

An  interesting  development  in  the  new  styles  being 
shown  for  the  new  years,  says  the  Boston  Bulletin,  are  the 
low  cut  in  oxford  and  strap  effects,  many  of  them  much 
more  elaborately  designed  and  ornamented  than  in  past 
years.  In  fact,  there  is  a distinct  tendency  in  the  trade  to 
so-called  “pretty  shoes,”  which  means  shoes  more  elaborately 
designed  with  perforations  and  novel  stitchings.  Particu- 
larly interesting  are  the  new  shoes  with  so-called  “tear-drop” 
open  work  effect.  This  design  has  various  other  names,  but 
it  is  simply  a)n  open  work  effect  stitched  on  the  side  or  the 
strap  of  the  shoe. 


*■— — — ■# 

I 


An  English  Prize  Window.  This 
window  was  put  in  by  W.  Russell  of 
Arding  & Hobbs  Limited,  London, 
Eng.  It  was  in  competition  at  the 
“White  City”  Exhibition,  held 
recently  in  London. 


—■ — 
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Shoe  and  Leather 
Trade  Jottings 

Talk  of  the  Street  on  Business  and 
Prospective  Business — The  Outlook 
for  the  Coming  Year — Great  Expec- 
tations for  January — Signs  All 
Hopeful 

Retail  Trade. — Business  for  December  with 
retailers  seems  to  have  been  fully  up  to  expecta- 
tions and  in  many  cases  beyond  them.  In  the  large 
centres  this  may  not  be  as  true  as  in  some  of  the 
smaller  places,  where  there  has  been  less  unemploy- 
ment. But  taking  it  all  through  a good  deal  of 
stock  has  been  cleared  up  and  retailers  are  in  a 
better  position  than  they  have  been  for  some  months 
to  face  the  future.  While  a good  many  have  put  off 
forcing  their  stocks  on  the  market  a large  number 
have  gotten  their  goods  down  to  a replacement 
basis  and  are  practically  over  the  problem  as  to  how 
they  shall  figure  their  inventories.  Most  of  them 
at  this  writing  are  busy  at  stock-taking  and  it 
will  be  some  days  before  they  are  in  a position  to 
say  just  how  the  year  that  has  passed  has  turned  out. 
On  the  whole  it  looks  as  though  the  majority  would 
realize  a fair  showing  and  that  while  the  sacrifices 
of  the  past  six  months  have  been  more  or  less  drastic 
they  will  be  to  a large  extent  offset  by  the  conditions 
prevailing  up  to  the  first  of  May.  Quite  a number 
are  preparing  for  January  sales  which  will  take 
place  during  the  first  two  weeks  of  the  New  Year, 
and  this  will  still  further  clear  the  decks  for  action 
and  pave  the  way  for  more  liberal.purchasing,  both  of 
goods  for  present  requirements  and  for  spring  busi- 
ness, which  will  doubtless  be  much  earlier  this  year 
on  account  of  the  Easter  holidays  coming  in  March. 
The  whole  situation  seems  to  be  clearing  up  and  while 
there  may  be  a little  flurry  here  and  there,  caused 
by  those  who  have  not  been  getting  ready  for 
changing  conditions,  it  looks  as  though  the  trade 
were  going  to  come  through  all  right. 

Wholesale  Business  Dull.— Both  manufacturers 
and  jobbers  report  business  for  the  past  month 
quite  devoid  of  any  active  interest.  Dealers  have 
been  determinedly  reducing  their  stocks  and  have 
only  bought  what  they  absolutely  had  to  have. 
Here  and  there  concerns  have  made  purchases 
but  these  have  mostly  been  in  staple  lines.  There 
have  practically  been  no  travellers  on  the  road 
and  it  will  be  possibly  a couple  of  weeks  before  any 
attempt  is  made  to  start  things.  In  the  meantime 
wholesalers  as  well  as  retailers  are  taking  stock  and 
taking  a good  look  over  the  whole  situation.  The 
fact  that  manufacturers  have  been  to  a large  extent 
shut  down  and  have  not  been  making  up  stock 
shows  that  they  realize  the  uncertainty  of  the 
situation  and  also  evidences  their  determination  to 
sell  only  as  they  buy  leather  and  upon  the  basis  of 
existing  costs.  These  seem  to  have  reached  bottom 
and  unless  there  is  a marked  decline  in  the  prices  of 
materials  there  will  be  no  further  reductions  in  shoe 


prices.  As  an  example  of  the  extent  to  which 
retail  prices  have  been  reduced  in  some  instances  a 
manufacturer  pointed  out  that  he  saw  shoes  marked 
recently  at  prices  at  which  they  cannot  be  replaced 
to-day  wholesale.  From  what  our  representative 
has  been  able  to  gather  from  the  wholesale  trade 
there  is  little  possible  chance  for  closer  figuring  on 
costs  at  present  and  without  something  extraor- 
dinary happens,  which  seems  unlikely  to  say  the 
least,  -goods  sold  this  month  will  not  be  replaced 
at  a figure  to  permit  the  retail  prices  to  be  continued. 
The  general  feeling  of  the  trade  seems  to  be  that 
as  soon  as  there  is  anything  like  a general  demand 
for  shoes  the  tendency  will  be  towards  a stronger 
market  and  this  will  occur  not  through  any  desire 
on  the  part  of  shoe  manufacturers  to  increase  prices, 
but  there  is  a moral  certainty,  from  existing  con- 
ditions, that  leather  will  not  be  procurable  at  current 
prices  in  quantities  and  grades  needed  to  meet  the 
demand. 

Leather  Situation. — There  has  of  course  been 
nothing  doing  in  leather  for  the  past  month  or  more 
with  the  exception  of  occasional  small  sales  here 
and  there  to  manufacturers  who  were  completing 
such  orders  as  they  had  for  spring  or  turning  out 
small  quantities  of  staple  lines  for  immediate  ship- 
ment. The  factories  both  here  and  in  the  east  have 
either  been  shut  down  or  running  on  short  time. 
Leather  men  have  felt  the  futility  of  even  attempt- 
ing to  try  out  the  market,  although  some  tempting 
offers  have  been  made  to  manufacturers  within  the 
past  couple  of  weeks.  Shoe  manufacturers  almost 
as  a unit  have  reached  the  conclusion  that  it  is 
useless  to  try  and  force  the  market  in  shoes  and  are 
quietly  waiting  until  the  retail  trade  gets  ready  to 
buy.  Leather  men,  notwithstanding  the  tempting 
character  of  the  hide  market,  have  been  steadily 
holding  off,  although  one  hpars  of  desirable  lots  of 
raw  stock  being  picked  up  here  and  there.  Stocks 
of  leather  are  low,  even  for  this  time  of  year,  and 
although  tanners  appear  to  be  determined  not  to 
be  caught  unready  for  any  turn  that  may  occur  in 
conditions,  they  are  not  gambling  upon  any  sudden 
demand  for  leather.  From  the  general  aloofness 
manifested  by  sellers  of  all  classes  of  shoe  leather 
we  should  judge  that  the  leather  trade  is  not  worry- 
ing about  conditions  which  they  expect  to  mend 
materially  within  the  next  couple  of  months.  One 
tanner  of  upper  stock  freely  expressed  the  opinion 
that  before  next  April  both  leather  and  shoes  would 
be  in  a stronger  position  than  they  have  for  a year. 
He  claimed  that  people  were  becoming  more  confident 
of  the  stability  of  staple  products  and  that  as  soon 
as  the  retail  trade  realized  this  they  would  begin  to 
stock  up.  “You  will  see  leather  higher  rather  than 
lower,”  was  his  prediction  as  he  wished  the  Shoe 
and  Leather  Journal  a Happy  New  Year. 

PLEASE  SAY  SO.— On  page  78  you  will  find 
an  announcement  of  an  essay  which  ought  to 
interest  you  apart  from  the  prize  consideration.  If 
you  have  found  the  Shoe  and  Leather  Journal  help- 
ful please  tell  us  anyway  and  say  HOW.  We  are 
trying  to  serve  you.  Tell  us  how  we  can  improve 
that  SERVICE. 
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$100.00 

Paid  for  the  best  short  answers  to  THREE  SIMPLE 
QUESTIONS.  They  can  be  answered  with  a few 
moment’s  effort.  No  literary  skill  needed,  award  will 
be  made  purely  for  IDEAS. 

The  competition  is  open  to  shoe  retailers  or  shoe  clerks. 
The  answers  not  to  be  longer  than  five  hundred  words 
or  one  sheet  of  foolscap. 

The  Three  Questions 

1st.  Why  do  you  take  the  Shoe  and  Leather 
Journal? 

What  are  its  particular  advantages  to  the  shoe 
retailer  or  clerk  ? 

1st  Prize  $25.00 

2nd  Prize  ....  ....  15.00 

3rd  Prize  ....  10.00 

Tell  why  every  live  shoeman  should  read  it? 
Suggest  any  improvement  in  its  SERVICE 


2nd.  Describe  the  best  trade-drawing  window  dis- 
play you  ever  put  on  and  its  results. 

1st  Prize  $15.00 

2nd  Prize  .... . 10.00 

(With  or  without  photo) 

3rd.  Describe  your  most  successful  advertising  stunt. 

1st  Prize  $15.00 

2nd  Prize  10.00 

(Either  newspaper  advertisement  or  otherwise) 

Our  idea  in  this  competition  is  to  combine  YOUR 
Service  and  OURS  for  the  good  of  the  trade.  We  have 

made  the  monetary  consideration  just  sufficient  to 
warrant  our  asking  you  to  give  your  time  to  it.  Even 
if  you  are  not  interested  in  the  money  end,  do  your 
part  to  help  us  and  the  rest  of  the  trade. 

It  will  help  us  if  you  write  on  only  one  side  of  the  sheet 
and  write  in  ink,  but  write  ANYWAY. 

We  will  announce  the  results  February  1st. 


The  Shoe  & Leather  Journal 

545-549  King  Street  West 
TORONTO 

Thirty-Fourth  Twice  A 

Year  Month 


A RACE  FOR  LIFE 

{Continued  from  page  5j) 

the  panting  of  the  wolves  mingled  with  an  occasional  snarl. 
A quick  look  over  their  shoulders  revealed  three  of  the 
skulking  brutes  galloping  on  the  slippery  ice  about  two 
hundred  yards  to  their  rear,  just  outside  the  shadow  of  the 
island. 

Our  two  friends  could  now  clearly  see  the  lights  of  the 
camp  through  the  trees,  and  made  a final  spurt  for  the  land- 
ing, feeling  sure  that  with  their  feet  on  the  shore  they  could 
turn  and  give  a warm  reception  to  the  oncoming  wolves 
before  help  should  reach  them  from  the  camp. 

They  had  almost  gained  the  westerly  end  of  the  island 
when  they  saw  sneaking  out  from  the  point  immediately 
ahead  of  them  on  their  right,  another  dark  form  apparently 
bent  on  cutting  them  off  from  the  landing.  One  of  the  pack, 
evidently  discouraged  by  the  smoothness  of  the  ice,  had 
taken  to  the  shore  and  cut  in  on  the  skaters  when  they  were 
almost  at  their  door. 

“Quick,  Charlie!  turn  the  point  of  the  island  and  let 
us  land  at  the  other  side.”  The  original  pack  was  now  less 
than  twenty-five  yards  away  and  the  latter  unstringing  his 
game  bag  let  it  drop  on  the  ice  in  hope  tjrat  their  pursuers 
would  stop  and  devour  its  contents.  The  snarling  and 
snapping  that  followed  showed  that  the  ruse  had  been 
successful.  A few  long  rapid  strokes  brought  them  easily 
beyond  the  point,  but  not  a moment  too  soon,  for  the  single 
wolf  seeing  the  manoeuver  made  a rush,  reaching  the  point 
only  about  ten  seconds  behind  them.  He  was  travelling  so 
fast  that  he  slid  fully  fifty  feet  beyond  them  on  the  ice,  before 
he  was  able  to  turn. 

This  gave  the  two  lads  their  opportunity  to  double  the 
distance  between  them  and  their  pursuers,  which  were  now 
only  fifty  or  sixty  feet  behind  them.  “Quick!  Charlie! 
make  for  the  boat  house  and  let  us  get  our  backs  to  it,” 
snapped  George. 

Executing  the  quick  movement  familiar  to  good  skaters 
they  made  the  sudden  turn  and  backed  into  the  front  of  the 
boat  house  close  to  the  edge  of  the  lake.  As  the  four  wolves, 
their  tongues  lolling  and  their  eyes  glaring  slid  by,  the  shot 
gun  boomed  the  revolver  barked  and  one  of  the  quartette 
rolled  over  on  the  ice.  The  other  three  turned,  however, 
and  with  eyes  snapping  and  fangs  bared,  returned  to  the 
attack.  The  guns  spoke  again,  and  one  of  the  marauders 
limped  off  filling  the  night  air  with  his  yelps.  . 

At  the  noise  of  the  shooting,  the  camp  door  flew  open  and 
the  remaining  two  campers  came  flying  down  to  the  shore. 
A fusillade  was  opened  upon  the  scurrying  brutes  that  sent 
them  cantering  around  the  island  towards  the  other  shore. 

From  the  snarling  that  ensued  for  fifteen  or  twenty 
minutes  after  they  reached  the  shadows  of  Horse  Shoe 
Island  the  boys  came  to  the  conclusion  that  the  wounded 
one  had  been  devoured  by  his  companions.  This  was 
verified  next  day  by  the  bunches  of  hair  and  scraps  of  bones 
found  on  the  ice.  “Nevertheless,”  said  Charlie,  as  they 
skinned  the  wolf,  “we  are  the  forty  dollars  bounty  ahead, 
although  we  have  lost  a couple  of  brace  of  birds  and  a fine 
rabbit  in  the  fracas.” 

MONTREAL  SHOE  SELLING  SCHEME  DISCONTINUED 

In  a recent  issue  of  the  Shoe  and  Leather  Journal 
we  referred  to  a shoe  selling  scheme  practised  in  Montreal 
that  a judge  in  that  city  pronounced  legal.  This  same 
scheme  and  the  man  who  ran  it  was  forced  out  of  Hamilton, 
Ont.  The  Retail  Merchants’  Association,  however,  kept 
after  the  matter  and  finally  forced  the  man  out  of  the  city. 
They  had  a warrant  sworn  out  for  his  arrest  and  when  it  was 
taken  to  be  served  the  place  was  locked  and  the  man  was 
not  to  be  found. 
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AT  THE  FRONT 

Tamo"  Glared  Kid 


HER  EVER  good  shoes  are 
™ known  and  genuinely  stylish 
leathers  appreciated,  there  you  find 
FAMO  KID  at  the  front. 

FOREMOST  in  cutting  econ- 
o Ernes,  in  Style  effect,  and  in 
durability,  it  Stands  pre-eminent  as  the 
all-round  practical  leather  to  bring 
credit  to  your  product. 


HENWOOD  & NOWAK,  INC. 

Tannery  at  Wilmington,  Del. 

General  Offices:  95  South  St.,  Boston 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Business  Will  Be  Brisk 


For  the  Dealer  who  does  his  Shoe  Repairing 
with  Tenax  Soles  and  “Scoop”  Heels.  They  are 
ideally  suited  to  winter  wear  because  they  are 
comfortable  on  the  feet,  long-wearing,  waterproof, 
and  make  walking  easier  on  slippery  side -walks. 

TENAX  SOLES 

and 

Maltese  Cross 

“SCOOP’’ 

Rubber  Heels 

Gutta  Percha  & Rubber,  Limited 

HEAD  OFFICES  AND  FACTORY:  TORONTO 

Branches  in  Leading  Canadian  Cities. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Rubber  Footwear 
Trade  Notes 

Retail  and  Wholesale  Conditions — Out- 
look for  Winter  Business — Reduction  in 
Tennis  Goods — Probable  Lowering  of  New 
Regular  List 

IN  spite  of  the  snowy  weather  before  and  during  the 
Christmas  holidays  rubbers  have  not  moved  very 
actively.  The  result  is  that  stocks  are  somewhat  heavier 
than  usual  in  dealer’s  hands.  There  are  only  two  months 
left  in  which  to  get  them  cleaned  up  and  retailers  realize  the 
necessity  for  putting  forth  every  effort  to  have  this  accom- 
plished before  another  season  starts.  It  is  a good  thing  this 
year  that  the  new  rubber  season  does  not  start  on  January 
1st  as  it  does  across  the  line.  There  dealers  are  facing  a 
situation  similar  to  that  which  has  harassed  them  in  the  sale 
of  leather  footwear,  The  new  list  is  down  about  ten  per 
cent,  all  around  in  the  United  States  and  this  is  having  a 
bad  effect  upon  the  sale  of  goods  bought  last  season  at  the 
advanced  prices.  The  impression  that  rubbers  have  dropped 
is  creating  a raw  situation  for  the  retail  shoe  dealer. 

Tennis  Goods  Down. — On  the  first  of  the  month  a ten 
per  cent,  discount  was  announced  on  all  tennis  and  sporting 
goods,  to  apply  not  only  on  future  sales,  but  those  that  have 
been  placed  for  the  coming  season,  Thus  those  who  ordered 
before  December  1st  and  who  are  entitled  to  get  the  five  per 
cent,  discount  for  early  ordering  retain  this  advantage. 
No  doubt  the  drop  in  the  price  has  been  due  to  some  extent 
to  the  slowness  with  which  orders  have  come  in,  but  the 
change  is  most  largely  attributable  to  the  falling  off  in  the 
cost  of  materials.  That  manufacturers  thought  some  such 
situation  might  occur  was  partly  evidenced  by  the  fact  that 
buyers  were  guaranteed  at  the  beginning  of  the  season  that 
should  a drop  in  prices  take  place  before  May  31st  it  would 
be  applicable  to  all  business  done,  whether  the  goods  had 
in  the  meantime  been  disposed  of  by  the  dealer  or  not.  Manu- 
facturers claim  that  they  are  not  , anxious  to  see  a large 
business  this  year  in  this  class  of  goods.  They  say  that  the 
last  two  or  three  years  were  abnormal  and  the  unusual 
demand  upon  their  resources  made  it  practically  impossible 
to  do  business  profitably  besides  interfering  considerably 
with  the  regular  rubber  shoe  business. 

Likely  to  be  Lower. — As  already  stated  the  revised  price 
lists  of  American  rubber  shoe  concerns  show  a reduction  of 
about  ten  per  cent.  The  changes  in  some  lines  run  as  high 
as  fifteen  and  others  as  low  as  eight,  but  the  general  average 
will  be  about  ten  per  cent,  reduction.  From  various  retail 
organizations  representations  were  made  to  the  rubber  manu- 
facturers to  delay  the  issuing  of  the  new  list  for  a couple  of 
months  in  order  to  enable  dealers  to  get  rid  of  the  large 
stocks  they  have  been  compelled  to  carry  over  the  year  end. 
But  the  lists  had  practically  been  issued  before  action  could 
be  taken  for  holding  them  back.  In  Canada  the  new  season 
will  not  begin  till  March  1st.  Even  the  West  now  agrees 
that  this  is  early  enough  to  sell  rubber  footwear  for  next 
season.  It  is  altogether  likely  that  Canadian  rubber  shoe 
manufacturers  will  follow  their  American  confreres  and 
announce  a reduction  of  from  ten  to  fifteen  per  cent  There 
has  been  some  discussion  of  the  early  order  discount,  but  it 
is  likely  to  be  a prime  factor  in  the  terms  for  the  coming 
season.  In  the  meantime  both  retailer  and  wholesaler  will 
put  their  best  rubber  footwear  forward  and  endeavor  to 
minimize  stocks  by  March. 

RUBBER’S  OVERSUPPLY 

Rubber  is  one  of  the  numerous  commodities  which 
have  suffered  a serious  slump  in  price,  as  a result  of  the  over- 


production of  rubber  goods  and  wild  speculation  somewhat 
similar  to  that  which  took  place  in  sugar.  At  present  planta- 
tion rubber  has  declined  to  a price  less  than  the  average 
cost  of  production.  Heavy  planting,  following  the  boom  of 
1909  and  1910,  was  bound  in  time  to  result  in  an  oversupply 
of  rubber  unless  consumption  developed  at  an  equal  rate. 
War  demands  increased  the  consumption,  and,  following 
the  war,  in  the  boom  times  that  prevailed,  came  the  additional 
incentive  of  upset  conditions  in  foreign  exchange.  This 
apparent  cheapness  of  rubber  led  to  voracious  buying  by 
United  States  manufacturers  and  dealers  during  1919.  The 
glow  of  optimism  on  the  subject  of  trade  in  general,  combined 
with  the  low  price  of  rubber  under  exchange  conditions,  led 
the  United  States  to  import  rubber  in  1919  at  the  average 
rate  of  18,000  tons  per  month.  It  was  even  planned  by 
American  tire  manufacturers  to  increase  their  production 
in  1920  by  30  per  cent,  over  1919.  Producers  and  dealers 
in  Great  Britain  were  misled  into  believing  that  there  would 
hardly  be  eViough  rubber  to  go  round.  The  United  States 
consumption  was  estimated  at  close  on  300,000  tons  for 
1920. 

By  May,  1920,  however,  it  became  evident  that  the 
United  States  tire  factories  had  over-estimated  the  con- 
suming power  of  their  buyers,  and  had  heavily  over-manu- 
factured tires  in  the  United  States. 

A level  of  prices  has  now  been  reached,  says  a London 
authority,  which  will  act  as  a more  powerful  agent  in  output 
restriction  than  any  special  measures  of  the  Rubber  Grow- 
ers’ Association.  On  the  other  hand,  this  same  cheapness 
of  the  raw  material  must  stimulate  consumption.  Recovery 
may  be  slow,  but  from  present  levels  a substantial  improve- 
ment is  certain. 


HIDES  USED  IN  THE  U.S. 

A recent  estimate  of  the  number  of  hides  and  skins  used 
in  the  past  year  in  the  United  States  is  as  follows:  cattle, 
24,000,000;  calf,  11,500,000;  sheep,  45,000,000;  goat,  51,000,- 
000.  Hides  of  horses,  colts  and  other  animals  are  used  in 
relatively  smaller  quantities. 

This  estimate  becomes  the  more  interesting  when  it  is 
considered  that  hides  are  a “By-Product.”  That  is,  the 
great  bulk  of  these  animals  are  raised  and  liked  for  their 
meat.  Of  course,  horses  and  colts  and  possibly  some  of  the 
goats  are  not  for  this  purpose.  This  shows  that  the  world 
is  a long  way  from  being  vegetarian  in  its  habits.  This 
estimate  gives  no  proportion  of  the  imported  hides,  so  it  is 
impossible  to  arrive  at  just  how  many  of  these  animas  were 
killed  in  the  U.S.  But  it  will  at  once  be  seen  that  not  all  of 
this  leather  is  used  in  boots,  for  if  so  it  would  mean  that  each 
person  in  the  U.S.  would  use  about  one  hide  and  a third  in 
a year.  As  it  is  this  is  the  average,  and  as  a great  many  will 
not  in  any  way  use  more  than  a fraction  of  a hide  in  a year 
it  means  that  some  one  uses  many  more  than  one  hide. 
But  it  is  impossible  to  arrive  at  any  estimate  of  just  what 
any  one  individual  uses,  for  when  a crowd  goes  home  at 
night  on  a street  car  it  is  unknowingly  using  the  product  of 
many  hides.  The  leather  belts  that  may  be  used  in  trans- 
mitting the  power  to  generate  electricity  will  be  made  from 
some  of  these  hides.  Or  the  team  that  may  have  hauled 
some  commodity  for  this,  that  or  the  other  person  will  have 
been  harnessed  in  leather  made  from  the  hides  mentioned 
in  this  estimate.  So  indirectly  we  use  leather  in  a most 
unconscious  way. 


FROM  SOUTH  AFRICA 

A subscriber  sending  his  subscription  from  South  Africa 
says:  Enclosed  please  find  our  subscription  for  the  Shoe 
and  Leather  Journal.  We  must  say  we  find  this  a very 
nseful  and  instructive  journal  and  look  forward  to  its  delivery 
every  fortnight. 
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AN  UP-TO-DATE  REPAIR  SHOP 

Among  the  most  modern  and  real  live  up-to-the-minute 
repair  shops  is  that  of  H.  E.  Carley.  who  was  vice-president 
of  the  Toronto  Repairmen’s  Association  last  year.  He  has 
one  of  the  neatest  shops  in  the  city  and  when  he  had  a win- 
dow for  displays,  put  in  some  of  the  finest  repair  shop  win- 
dows one  would  see  in  a week’s  travel.  His  shop  is  now  a 
portion  of  his  dwelling,  which  does  not  permit  of  his  having 
a window  on  the  street.  But  he  makes  good  use  of  the 
situation  by  having  signs  that  will  attract  attention.  These 
are  shown  in  the  photo  here  reproduced.  This  photo  was 
taken  on  the  occasion  of  the  Neolin  Demonstation  that 
was  held  at  his  shop  recently.  ~ 

Mr.  Carley  knows  the  shoe  business  from  the  sole  up. 
There  is  not  a peg,  stitch  or  nail  in  a shoe  that  he  does  not 
know.  He  served  the  proverbial  seven  years’  apprentice- 
ship in  England  that  goes  so  far  towards  making  real  shoe- 
makers. He  was  in  business  in  England  before  coming  to 
this  country.  He  has  been  in  business  practically  in  the 
same  locality  in  Toronto  for  the  past  eight  years  and  has 
established  a good  trade.  His  shop  is  fitted  with  a 
sixteen  foot  machine  and  a Goodyear  rapid  stitcher. 

Mr.  Carley  is  one  of  the  active  members  of  the  Toronto 
Association,  and  takes  great  interest  in  the  sports  and  games 
and  everything  else  that  will  boost  the  association.  He  is 
one  of  the  fellows  that  can  always  be  relied  on  to  be  there 
when  he  is  wanted. 

A GOOD  REPAIR  ADVERTISER 

Away  out  in  Arizona  is  a man  named  Welcome.  He 
has  a repair  shop.  He  says  a very  small  thing  may  spoil 
all  the  good  results  of  a good  job,  such  as  sending  a pair  of 
well  repaired  shoes  to  a customer  and  leaving  mud  on  the 


uppers  of  them.  A copy  of  a letter  he  recently  sent  to 
people  in  his  section  and  which  appeared  in  the  Shoe  Repair 
Shop  is  well  worth  reproducing,  for  it  is  real  good  advertising. 
It  follows: 

“To  you,  as  a patron  of  that  great  convenience,  the 
telephone,  we  come  with  an  appeal  for  your  shoe  repair 
track:. 

“There  can  be  no  argument  against  repairing  shoes; 
the  one  basis  of  money  saved  should  settle  that. 

“ You  no  doubt  appreciate  quality,  and  like  and  buy  the 
better  class  of  shoes,  such  as  cost  you  from  $10.00  to  $17.50 
per  pair. 

“ When  the  soles  are  worn  through  you  are  through  with 
the  shoes  unless  you  have  them  repaired. 

“The  prices  of  our  kind  of  shoe  repairing  are  as  follows: 


Men’s  half  soles,  sewed  or  nailed  „ ...  $1.75 

Men’s  heels  repaired.  ........  75 

Ladies’  half  soles,  sewed  or  nailed.  1.50 

Ladies’  heels  repaired  r„ 50 

Men’s  or  ladies’  rubber  heels  „ ...  .75 


“A  comparison  of  these  prices  for  first-class  work  with 
the  prices  of  new  shoes  should  convince  anyone  that  they 
should  have  their  shoes  repaired. 

“A  thought  should  be  given  for  the  comfort  of  an  old 
shoe,  especially  during  warm  weather — we  will  retain  that 
comfort  for  you  and  our  half  soles  will  wear  as  long  as  the 
original  soles,  or  longer. 

“Don’t  overlook  rubber  heels— the  most  comfortable 
invention  of  the  age.  Everyone  should  wear  them,  they 
cost  no  more  than  leather.  You  want  springs  and  a shock 
absorber  on  a car,  why  not  have  them  on  yourself? 

“You  will  be  proud  of  the  kind  of  work  we  do  for  you, 
your  shoes  will  come  home  nicely  polished,  new  clean  pads 
in  the  heels  to  protect  the  hose,  and  if  the  tips  on  your  laces 
arc  gone  they  will  be  retipped  or  when  badly  worn  new  laces 
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will  be  supplied,  all  small  rips  will  be  sewed  up,  all  white 
shoes  will  be  cleaned. 

“The  above  service  is  free  to  patrons  and  is  given  with 
the  idea  of  making  you  feel  proud  to  have  your  shoes  repaired 
at  Welcome’s  Shoe  Shop.  We  number  among  our  patrons 
the  rich  as  well  as  the  poor.  None  feel  too  rich  to  have 
shoes  repaired  these  days,  and  no  one  is  ashamed  to  wear 
our  kind  of  shoe  repairing. 

“Just  take  a look  around  the  house,  in  the  nooks  and 
corners,  closets  and  trunks,  and  see  if  you  haven’t  some  dis- 
carded shoes  which  could  be  worn  for  several  months  if 
properly  repaired. 

“You  should  work  the  shoes  on  hand  to  the  uttermost. 
Drag  out  their  service  to  the  very  last,  give  production  chance 
to  catch  up  and  your  next  new  shoes  will  not  cost  you  so 
much. 

“You  will  enjoy  our  shoe  repairing,  the  old  shoe  com- 
fort will  delight  you  and  the  price  you  were  going  to  put  into 
a new  pair  can  now  be  used  for  other  badly  needed  things, 
like  a trip  to  the  Grand  Canyon  or  the  seashore,  or  the  pur- 
chase of  that  new  car. 

“Oh,  well,  I suppose  you  will  not  have  them  repaired, 
because  the  days  are  too  hot  to  take  the  long  trip  down 
.town;,  it  is  a nuisance,  isn’t  it?  But  here  we  are  back  to  our 
starting  point. 

“It  will  not  be  a very  enervating  walk  in  to  your  tele- 
phone, and  that  is  where  we  come  in — just  call  241  and  we 
will  send  a messenger  out  at  once-^this  for  your  convenience 
— your  patronage  will  help  to  pay  the  bill.  Our  qualifications 
to  do  this  work  are  beyond  question.  We  are  specialists  in 
this  line  of  endeavor — it  is  our  own  game. 

“Eighteen  years  in  Douglas  in  continuous  service  and 
the  resulting  large  patronage  is  the  answer. 

“We  wish  to  serve, 

“Welcome  Shoe  Shop.” 


RULES  FOR  MAKING  YOUR  ASSOCIATION  A FAILURE 

1.  Don’t  come  to  the  meetings. 

2.  But  if  you  do  come,  come  late. 

3.  If  the  weather  doesn’t  suit  you,  don’t  think  of 
coming. 

4.  If  you  attend  a meeting,  find  fault  with  the  work 
of  the  officers  and  other  members. 


5.  Never  accept  an  office,  as  it  is  easier  to  criticize 
than  to  do  things. 

6.  Nevertheless,  get  sore  if  you  are  not  appointed  on 
a committee,  if  you  are,  do  not  attend  the  committee  meet- 
ing. 

7.  If  asked  by  the  chairman  to  give  your  opinion 
regarding  some  important  matter,  tell  him  you  have  nothing 
to  say.  After  the  meeting,  tell  everyone  how  things  ought 
to  be  done. 

8.  Do  nothing  more  than  is  absolutely  necessary,  but 
when  other  members  roll  up  their  sleeves  and  willingly,  unsel- 
fishly use  their  ability  to  help  matters  along,  howl  that  the 
association  is  run  by  a clique. 

9.  Hold  back  your  dues  as  long  as  possible,  or  don’t 
pay  at  all. 

10.  Don’t  bother  about  getting  new  members.  “Let 
George  do  it.” 


It  is  generally  conceded  that  the  edge  of  a welt  shoe 
when  nailed  will  eventually  open  up.  This  is  not  always 
the  case,  however,  as  the  proper  cementing  down  of  the 
welt  and  sole  has  much  to  do  with  the  firmness  of  the  edge. 
Besides  this  cementing  the  trimming  close  to  the  upper  and, 
therefore,  close  to  the  nailing  line,  helps  to  hold  the  edge 
together  during  wear. 


If  you  are  one  of  the  very  few  houses 
in  the  industry  not  handling  the 

“NATIONAL”  SHOE  PLATE 

We  would  like  to  send  you  samples 
and  quote  you  prices. 

MADE  IN  THREE  SIZES  FROM  DRAWN  STEEL 

National  Shoe  Plate  Mfg.  Co. 

160  IN.  Wells  St. 

Chicago,  Sliinois,  U.S.A. 


Store  of  S.  Burnett,  President  of 
the  Toronto  Shoe  Repairers’  As- 
sociation. Picture  taken  when 
Neolin  Soles  were  being  demon- 
strated. Write-up  of  Mr.  Bur- 
nett’s Store  appeared  in  last  issue 
of  The  Shoe  and  Leather  Journal. 
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Below  Are  Shown  Both  Sides  of  a Slip  Used  by  Mr.  Wade  of  Nelson,  B.C 


SKILFUL  WORKMEN 
LATEST  MACHINERY 
BEST  STOCK 

Guarantee  you  the  very  best 
value  for  your  money 


DAVE  WADE 

518-520  Ward  Street,  Nelson,  B.C. 
P.  O.  Box  1125 


WE  TRUST  you  will  find  the  repairing  herewith  done  to  your  entire 
satisfaction,  and  that  we  will  have  the  pleasure  of  knowing  that  you  are 
one  of  our  permanent  customers.  Thank  you.  Call  again. 

DAVE  WADE  • 

UP-TO-DATE  SHOE  REPAIRS,  NELSON,  B.C. 

518-20  Ward  Street  wade  right  in  p.  o.  Box  1125 


Exact  size  of  slip  which  Mr.  Wade  puts  into  parcels  leaving  his  store. 


A GOOD  AD  SLIP  FOR  A REPAIR  MAN 

In  our  last  issue  we  suggested  that  the  cuts  used  by  a 
repair  man  in  his  advertising  were  not  so  good  as  another 
type  of  illustration  would  have  been.  He  phones  us  that 
all  our  points  were  well  taken  and  was  thankful  for  the  sug- 
gestion. Now  we  have  pleasure  in  showing  the  two  sides 
of  a slip  used  by  Dave  Wade  in  Nelson,  B.C  , which  we 
think  is  real  good  It  is  the  exact  size  as  shown  herewith. 
The  cut  is  just  the  type  we  suggested  in  our  article  last 
issue.  Mr.  Wade  puts  one  of  these  in  all  his  parcels.  He 
has  a good  slogan:  “Wade  right  in.”  It  is  very  apt  How- 
ever, it  might  not  hurt  it  any  to  say:  “Wade  right  in,  the 
repairing’s  fine.”  That  is  a paraphrase  of  “Come  on  in, 
the  water’s  fine.” 


ANOTHER  NEW  REPAIR  SHOP 

The  Premier  Shoe  Repair  Co.,  Limited,  who  have  a 
number  of  repair  stores  in  Toronto,  has  opened  their  No.  5 
store  at  445  Danforth  Avenue.  Mr.  Mahaffy,  the  manager 
of  the  company,  states  the  company  has  put  in  an  18-foot 
Goodyear  finisher  and  an  electrically  heated  stitcher.  This 
is  said  to  be  one  of  the  finest  and  best  appointed  shoe 


repair  shops  in  the  city.  The  company  purpose  adding  to 
their  list  of  shops  and  will  open  them  as  soon  as  possible. 


Some  particulars  of  thq  importance  of  the  shoe  repair- 
ing department  carried  on  in  France  in  connection  with  the 
British  Expeditionary  Forces  were  given  in  a lecture  at 
London  recently.  We  are  told  that  the  biggest  repair 
depot  in  the  world  was  at  Calais.  There  were  others  at 
Salonika,  Alexandria,  Italy  and  Bagdad.  At  Calais  alone 
at  the  finish  they  were  repairing  35,000  to  40,000  pairs  per 
week.  Some  idea  of  the  enormous  quantities  of  materials 
used  in  the  repair  shops  may  be  obtained  when  it  is  stated 
that  over  14,000,000  of  pairs  of  half-soles  were  used  up. 


Next  month  we  will  have  a real  good  article  on 
Repair  Advertising. 


The  next  meeting  of  the  Toronto  Shoe  Repairers’ 
Association  will  be  held  the  Second  Thursday  in  J anuary 
at  22  College  Street  at  8.30  p.m. 
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SPLICES  THAT  STAY  SPLICED 

are  the  kind  you  get  when  you  use  our 

GOODYEAR  AND  McKAY  WELTING 

We  use  a powerful  adhesive  that  holds  the  spliced  ends  with  a never-let-go,  bull-dog  grip. 
Your  operators  can  keep  busy  when  they  use  our  welting— there’s  no  stopping  on  account 
of  broken  splices.  Send  for  Free  Samples. 

BROCKTON  WELTING  CO. 

—incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  & MERRILL,  Inc.,  210  Broad  St.,  Lynn,  Mass. 

SALES  OFFICES:  BOSTON.  185  Essex  St  : PHILADELPHIA.  S.  W.  Cor.  5th  and  Arch  Sts.;  CINCINNATI.  410  East  8th  St.; 
MILWAUKEE.  258-260  Fourth  St.;  ST.  LOUIS,  1419  Olive  St.;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND.  Messrs.  Pearson  Robinson  & Arterton,  4 Albion  St.,  Leicester. 

FRANCE,  Louis  Dubois,  47  Rue  des  Petites  Ecuries.  Paris. 


Your  Best  Shoe  Selling  Policy 
For  1921 


is  to  concentrate  on  the  selling  of 

WILLIAMS  SHOES 

You  will  find  them  not  only  a record  sales 
maker  but  also  a wonderful  trade  builder. 
You  will  get  the  extra  sales  that  come  from 
giving  extra  value  and  you  will  get  the 
valuable  goodwill  that  comes  from  giving 
complete  customer  satisfaction  in  Style, 
Fit- and  Wear. 

You  will  nowhere  get  a stronger  selling  line 
of  shoes  than  “Williams.” 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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ONE  PAIR  OF  SHOES  FOR  THREE  CHILDREN 

It  is  not  often  that  people  in  the  ordinary  walks  of 
life  know  shoes  by  the  brand  or  make,  but  the  Williams  Shoe 
Co.,  of  Brampton,  certainly  have  made  a reputation  in 
Northern  Ontario,  which  may  be  seen  by  the  following 
letter  written  by  a customer  to  Wesley  McKnight,  of  New 
Liskeard,  Ontario:  ^ ^ jsjQ  j 

Mr.  Wesley  McKnight,  November  15th,  1920. 

New  Liskeard,  Ont. 

Am  sending  you  down  a pair  of  Williams  Shoes  that 
were  purchased  from  you  in  March,  1915.  Three  children 
have  outgrown  them,  and  they  have  seen  at  least  four 
years  of  continuous  wear. 

We  have  been  buying  Williams  shoes  ten  years  for 
five  children  and  find  nothing  else  equals  them. 

Yours  truly, 

MRS.  DAN  JARVIS. 

The  illustration  shows  these  shoes  and  while  the  toe 
caps  are  a little  worn  it  will  be  seen  the  upper  is  not  worn 
through  and  the  stitching  is  all  good.  In  fact  there  is 
absolutely  no  reason  why  they  should  not  have  worn  another 
youngster  until  he  became  too  big  for  them.  It  must  also 
be  remembered  that  up  around  New  Liskeard  the  country 
is  not  paved.  It  is  in  its  natural  rugged  state,  which  make 
wearing  all  the  harder  for  the  shoes. 

DOMINION  RUBBER  SYSTEM'S  CONVENTION 

For  a number  of  years  the  Dominion  Rubber  System 
(Ontario)  Limited,  has  been  in  the  habit  of  holding  a sort 
of  get-together  convention  of  their  salesmen  and  heads 


of  departments  for  general  discussion  and  benefit  of  all 
concerned.  This  year  it  was  held  at  The  King  Edward 
Hotel,  Toronto  on  the  29th  and  30th  of  December.  It 
was  attended  by  R.  E.  Jamieson,  Montreal,  president  of 
the  company  and  his  assistants  at  head  office,  Messrs. 
Massie,  Carroll,  -Rudolph  and  Morrisette.  The  Ontario 
Executive,  Messrs.  Connor,  J.  H.  Robertson,  and  the 
department  heads,  H.  E.  Dane,  C.  H.  Veitch,  E.  Hick, 
J.  C.  Evans  and  H.  S.  McPherson  were  also  present  as  well 
as  45  of  the  Ontario  Salesmen,  and  assisting  heads  of  depart- 
ments. All  branches  of  the  company  were  represented 
and  the  conference  was  wonderfully  beneficial,  all  the  mem- 
bers becoming  more  enthusiastic  than  ever. 

One  big  side  feature  was  the  banquet  and  minstrel 
show  given  by  the  boys  of  the  Toronto  branch.  These  boys 
did  the  whole  show,  not  one  outside  thing  being  obtained, 
except  end  men  and  middleman’s  costumes.  They  even 
did  their  own  electric  wiring  and  lighting  for  the  occasion, 
had  their  own  orchestra,  manufactured  their  own  jokes, 
which  were  largely  personal,  and  pointed  and  had  a decidedly 
rubbery  flavor.  It  was  a big  surprise  and  equally  as  big 
a success.  And  the  strange  thing  about  it  they  would 
not  allow  Manager  Connor  in  it,  and  he  a past  master  min- 
strel. 


Most  repairers  are  prone  to  consider  a telephone  a 
needless  expense  and  almost  a luxury,  but  those  who  have 
them  have  found  that  they  more  than  pay  for  themselves 
with  the  increased  amount  of  business  they  make  possible. 
People  can  notify  a repairer  who  has  a phone  and  he  can 
call  for  the  shoes  and  maybe  get  two  or  three  pairs,  when 
he  might  get  only  one  if  he  waited  for  them  to  be  brought 
to  the  shop. 
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At.  M.  Mady,  of  Magog,  Quebec,  has  sold  his  stock  of 
drygoods  and  shoes. 

The  Home  Shoe  Co.  of  Montreal,  wholesale  shoe  dealers, 
suffered  a fire  loss  recently. 

Chas  Duclos,  of  Duclos  and  Payan,  Montreal  was  in 
Toronto  last  week  on  business. 

There  is  reported  a change  in  the  business  of  Max 
Rosenstein,  Montreal,  shoe  jobber. 

Peter  Braunstein,  who  manufactures  shoes  in  Montreal, 
has  suffered  a fire  loss,  so  it  is  reported. 

A branch  store  of  Louis  Deschenes,  of  Quebec,  was 
destroyed  by  fire  recently.  The  stock  was  insirred. 

Don’t  forget  the  annual  meeting  of  the  Shoe  Manu- 
facturers to  be  held  in  Toronto  on  Jan.  the  25th  and  26th. 

There  was- a new  shoe  store  opened  recently  at  510 
Danforth  Ave.,  Toronto,  to  be  known  as  the  Connaught  Shoe 
Store. 

J.  W.  Muir,  of  the  Davies  Footwear  Co.,  Limited,  To- 
ronto, has  been  confined  to  his  home  with  a very  bad  attack 
of  quinsy. 

G.  B.  Sproul  has  opened  a new  store  on  Danforth  Ave  , 
which  makes  another  link  in  his  chain  of  stores  which  he  has 
in  Toronto. 

The  Wilmington  Leather  Co.’s  plant  in  Wilmington, 
Del.,  was  consumed  by  fire  and  the  loss  is  reported  at  more 
than  $2,500,000. 

The  Hurlbut  branch  shoe  factory  located  in  St.  Mary’s, 
Ontario,  has  been  very  busy  recently,  in  fact  was  running 
overtime  on  occasions. 

The  travellers  are  all  in  off  the  road  enjoying  the  Christ- 
mas holiday  season  and  getting  ready  to  start  out  with 
their  samples  early  in  January. 

W.  A.  Donnell,  of  Donnell,  Carman  & Mudge,  large 
leather  dealers  of  Boston,  was  in  Toronto  last  week  calling 
on  Ed.  Lewis,  his  Canadian  representative. 

Arthur  L.  Wilson,  of  Hamilton,  was  in  Toronto  on  busi- 
ness one  day  last  week.  Mr.  Wilson  says  their  business 
for  Christmas  week  exceeded  last  year’s  very  much. 

A company  has  been  organized  in  Montreal  known  as 
Footwear  Finding  of  Canada,  Limited.  ~ The  company  will 
manufacture  articles  used  in  the  manufacture  of  shoes. 

A.  E.  Williams,  of  Evansville,  Indiana,  has  taken  out 
a Canadian  patent  for  a non-slipping  attachment  for  shoes. 
This  'fastens  on  to  the  sole  of  the  shoe  and  not  the  heel. 

W.  J.  Thurston ,.  of  Guelph,  was  unable  to  obtain-  a - 
transient  traders’  license  in  Hamilton,  where  he  proposed 
opening  a store.  He  sold  the  stock  to  the  Arcade  Limited, 
of  Hamilton. 

John^McIntyre  has  opened  a shoe  store  at  280,  Danforth 
Ave.,  Toronto.  Mr.  McIntyre  was  with  J.  McCullough, 
866  College  St.,  for  five  years.  He  says  his  Christmas  trade 
exceeded  his  expectations.  p §Si 

Conrad  Bever,  a shoemaker  of  Kitchener,  Ont.,  died 
suddenly  in  his  store  in  that  city.  He  had  gone  to  work  as 
usual  but  complained  that  he  did  not  feel  well  in  the  morn- 
ing. He  was  71  years  of  age. 

It  is  reported  from  Montreal  that  the  shoe  factories 
did  not  close  for  so  long  a period  as  usual  at  the  Christmas 
holiday  season  this  year.  Some  only  for  four  days,  and 


others  for  a week,  while  regularly  it  is  from  a week|to  two 
weeks. 

The  Morrison  Shoe  Co.  report  they  suffered  loss  to  the 
extent  of  $1,000  from  smoke  and  water  when  the  United 
Manufacturers’  premises  situated  next  to  them  on  Dundas 
street,  Toronto,  was  burned  recently. 

Fred  Foley,  of  Bowmanville,  is  out  with  a half  page  ad 
in  his  local  paper  announcing  a reduction  of  prices  in  many 
lines.  It’s  a mighty  good  ad  and  if  Mr.  Foley  does  not  turn 
some  shoes  into  cash  it  will  not  be  the  ad’s  fault. 

The  Dominion  Rubber  System,  (Ontario)  Limited, 
recently  received  a gold  medal  from  the  Canadian  National 
Exhibition  for  their  display  at  the  1920  show.  This  is 
quite  an  honor  as  gold  medals  are  not  handed  out  in  bunches. 

L.  M.  Barnett,  a shoe  merchant  of  Hamilton,  Ont.,  has 
just  opened  a new  store  at  No.  9 Market  street  in  that  city. 


L.  M,  BARNETT 
Hamilton 


This  makes  his  floor  space  more  than  double,  for  this  store 
joins  his  old  premises  and  he  now  has  two  stores  instead 
of  one. 

It  is  reported  that  the  W.  L.  Douglas ‘Shoe  Co.,  of 
Brockton,  Mass.,  will  start  a three  months’  run  on  making 
shoes  and  will  turn  out  10,000  pairs  daily  This  looks  as 
if  some  one  in  the  Eastern  states  has  considerable  confidence 
in  the  immediate  need  of  shoes. 

The  death  is  reported  of  Charles  William  Phillips,  of 
Berthierville,  Que.,  which  occurred  at  the  Homeopathic 
Hospital  in  Montreal.  Mr.  Phillips  was  64  years  of  age  and 
has  been  a prominent  leather  merchant  for  the  past  thirty 
years,  and  only  retired  recently  from  active  business. 

Up  in  London,  Ontario,  Louis  Kaufmann  has  a grievance 
against  the  police.  He  has  a shoe  store  on  Dundas  St, 


Till-:  SHOE  AND  LEATHER  JOURNAL 


XX 


and  hearing  a noise  in  his  back  shop  at  midnight  went  for 
a policeman,  who  when  coming  to  the  store,  saw  a drunken 
man  and  went  to  his  rescue  rather  than  come  for  the  burglar , 
and  the  latter  escaped. 

Papers  still  publish  half  and  three-quarter  column 
articles  on  shark  skins  and  how  they  are  now  made  into 
leather  and  shoes  But  as  these  articles  have  been  going 
with  practically  no  change  in  the  latter  for  the  last  two 
or  three  years  people  begin  to  think  there  should  be  a shoe 
or  two  to  be  had  in  Canada  made  of  this  wonderful  new  (?) 
leather. 

Jos.  Patterson,  a prominent  shoeman  of  St.  Mary’s, 
Ont.,  has  served  for  five  years  on  the  Light  Heat  and  Power 
Committee  of  the  town  council,  not  receiving  any  monetary 
remuneration  for  his  services,  which  have  been  very  great. 
He  has  now  discovered  that  these  sort  of  jobs  are  very 
thankless  and  so  has  decided  to  let  the  honor  and  work  go 
to  some  one  else. 

CALENDARS 

Anglo  Canadian  Leather  Co.  have  issued  a handsome 
calendar  for  1921.  The  illustration  is  a beautiful  view  of 
Mount  Shasta  of  the  eternal  snows,  being  a very  accurate 
reproduction  of  a famous  oil  painting  by  Coutts. 

One  of  the  handsomest  calendars  .of  the  season  is  that 
of  the  Hurlbut  Co.,  Limited,  called  “Sunshine  of  Happiness,” 
depicting  a mother  and  child  in  embrace.  The  coloring  is 
particularly  good  and  the  whole  effect  charming. 

The  good  taste  of  the  Perth  Shoe  Co.  is  evidenced  in 
their  calendar  for  1921.  “Juliette,”  the  lady  of  the  roses, 
is  set  in  a handsome  imitation  leather  plaque  of  such  soft 
appearance  and  texture  that  the  effect  is  quite  stunning. 
The  whole  is  in  keeping  with  the  ^progressive  ideals  of 
Perth. 

Onesime  Goulet  of  Quebec  has  issued  an  exceptionally 
pretty  calendar  of  a mother  and  little  girl  in  a pleasing 
pose.  It  is  photographic  process  in  colors. 


POPULAR  YOUNG  MAN  MARRIED 

W.  D.  Smith,  associated  with  Norman  J.  Collins,  whole- 
sale boots  and  shoes,  Front  street,  Toronto,  was  married 
recently  in  Brampton,  Ont.,  to  Miss  Ruth  Hayden,  of  that 
town  Mr.  Smith  is  one  of  Toronto’s  popular  young  shoe- 


w.  D.  SMITH 


men  and  is  well  known  in  the  trade.  He  was  formerly  with 
the  Davies  Footwear  Co.,  Limited,  of  Toronto.  Mr.  and 
Mrs.  Smith  will  reside  in  Brampton  and  Mr.  Smith  will 
come  in  to  business  daily,  returning  at  night. 


ENGAGEMENT  ANNOUNCED 

Mr.  Chas.  R.  Stephenson,  Jr.,  Assistant  Manager  of 
the  Montreal  branch  of  the  New  Castle  Leather  Co.,  3.15 
Craig  street  west,  engagement  has  been  announced  in  the 


AS'  R.  STEPHENSON 


New  York  papers  to  Miss  Dorothy  Jean  Latimer,  2124 
Albemarle  Terrace,  Brooklyn,  New  York  City,  U.S.A. 

Mr.  Stephenson  is  the  son  of  Mr.  Chas.  R.  Stephenson, 
233  Broadway  (Woolworth  Building),  New  York  City,  and 
foreign  representative  of  the  Hunt-Rankin  Leather  Co., 
Boston,  Mass.,  U.S.A. 

Miss  Latimer  is  a graduate  of  Packer  Collegiate 
Institute  and  Mr.  Stephenson  attended  the  Polytechnic 
Institute. 


CALGARY  NOTES 

The  shoe  repairing  business  is  holding  out  fairly 
well  considering  the  very  mild  weather;  a cold  snap  with 
snow  would  benefit  both  repair  men  and  retailer. 

An  enterprising  shoe  repairer  of  Calgary  has  installed 
a safety  razor  blade  sharpening  machine,  which  has  proved 
a success,  as  one  man  devotes  most  of  his  time  to  this  work 
and  the  business  is  increasing  daily. 

The  holiday  trade  among  the  retailers  was  very  en- 
couraging and  the  public  bought  freely  at  prevailing  prices 
and  seemed  to  realize  that  real  good  shoes  cannot  go  down 
in  price  very  much  until  a general  readjustment  of  manu- 
facturing costs  and  raw  material  takes  place. 

A large  number  of  returned  men,  graduates  of  the 
Trades  Schools  under  the  Dept,  of  Soldiers’  Civil  Re-Es- 
tablishment, have  started  in  the  shoe  repairing  business 
for  themselves,  while  others  have  stepped  into  the  old 
established  shops  as  skilled  workmen.  This  has  been  quite 
a relief  in  many  cases,  as  shoemakers  have  been  very  scarce. 

The  United  Shoe  Machinery  Co.,  of  Canada  Limited, 
has  established  a permanent  representative  in  Calgary, 
Alta.  Supplies  of  parts  of  the  stitchers  will  be  carried  in 
stock  and  it  will  mean  better  service  to  the  repair  man,  as 
he  can  secure  needed  parts  much  sooner  than  in  former 
times  when  Toronto  and  Montreal  were  the  nearest  points 
of  supply.  A.  L.  Baldwin  is  the  local  manager  at  Calgary, 
and  will  also  call  on  the  trade.  He  will  also  personally 
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inspect  stitchers  and  see  that  they  are  in  good  running 
order.  Mr.  Baldwin’s  address  is  P.  0.  Box  165,  Calgary. 


VANCOUVER  NOTES 

J.  Groves,  of  Edmonds,  New  Westminster,  was  married 
on  December  12th.  His  bride  arrived  from  Scotland  recently. 

Some  magnificent  displays  of  seasonable  footwear 
were  made  by  many  of  the  shoe  stores  during  the  holiday 
season. 

J.  Lester,  a late  member  of  the  47th  Regiment,  C.E.F., 
has  opened  a stand  at  McKay,  Burnaby.  Mr.  Lester  was 
wounded  early  in  the  war  and  remained  three  years  in 
hospital. 

G.  Sabrum,  Georgia  street,  J.  J.  Wood,  Richards  street, 
and  B.  Christiano,  of  Robson,  three  members  of  the  city 
repairers,  have,  during  the  last  week,  installed  new  sole 
stitching  machines  with  the  latest  electric  heating  equip- 
ment. 

W.  Snyder,  shoe  store  and  repairer,  on  Commercial 
Drive,  Grandview,  a suburb  of  Vancouver,  has  had  his  store 
remodelled«  and  enlarged  and  fitted  with  up-to-date  machin- 
ery, which  will  make  it  one  of  the  best  equipped  shoe  stores 
in  Greater  Vancouver. 

A very  serious  accident  befell  Mr.  and  Mrs.  Stewart,  of 
the  Old  Country  Shoe  Store,  Columbia  street,  New  West- 
minster. Upon  alighting  and  passing  around  the  back  of 
a street  car  near  their  residence,  they  were  caught  by  a 
passing  auto  going  in  the  opposite  direction  and  knocked 
down  and  severely  shaken  up  and  have  had  to  keep  to  their 
room  under  medical  attention  for  several  weeks. 


A LIVE  ADVERTISER 

In  Georgetown,  Ont.,  there  is  a shoe  retailer  who  takes 
advantage  of  a situation  in  the  matter  of  advertising.  In 
that  town  Bethell  & Patterson  gave  a nice  cup  for  the  hockey 
team  that  would  win  it  two  seasons  in  succession.  T.  H. 
Rumford,  the  enterprising  shoe  retailer  in  that  town,  secured 
this  cup  and  placed  it  in  his  window,  then  dressed  the  window 
with  hockey  shoes  and  placed  in  the  window  a card  with  the 
following  reading  matter:  “This  cup  donated  by  Bethell  & 
Patterson  goes  to  the  team  winning  it  two  years  in  succession. 
Get  your  hockey  boots  here.”  This  is  one  kind  of  adver- 
tising we  have  advocated  for  years.  It  means  that  you  take 
hold  of  a subject  that  is  prominent  in  the  minds  of  the 
people  of  your  town.  A town  the  size  of  Georgetown  will 
be  interested'  in  its  hockey  teams  and  will  talk  about  the  cup 
and  will  want  to  see  the  cup  and  when  they  know  it  can  be 
seen  in  a certain  window  they  will  go  to  that  window  and 
see  it.  That  will  fix  that  store  in  the  minds  of  the  people 
and  that  is  good  advertising. 


EUCHRE  AND  DANCE 

One  of  those  enjoyable  little  functions  that  the  Ames 
Holden  McCready  Co.’s  Toronto  branch  is  in  the  habit 
of  pulling  off,  was  held  on  Wednesday  evening,  January  the 
5th,  at  the  warerooms.  One  of  the  large  sample  rooms 
was  cleared  for  the  tables  and  a lively  game  of  progressive 
euchre  was  played.  Then  the  room  was  cleared  for  dancing 
and  almost  everyone  indulged  in  this  popular  pastime. 
Then  a very  dainty  buffet  luncheon  was  served  and  was 
followed  by  more  dancing.  A first  class  orchestra  furnished 
music  during  the  entire  evening.  The  ladies’  euchre  prize 
was  won  by  Miss  Call  of  the  Toronto  Staff,  and  Mr.  McCoy 
of  the  London  Branch  ran  away  with  the  men’s  prize. 

A very  pleasant  little  incident  occurred  during  the 
evening.  Mr.  Magee  of  the  London  branch  was  recently 
married  and  he  and  Mrs.  Magee  were  present.  The  staff 
took  advantage  of  the  occasion  and  presented  Mrs.  Magee 
with  a very  pretty  piece  of  cut  glass.  Mr.  Magee  made  a 


suitable  reply  for  his  wife  and  thanked  the  friends  for  their 
kindness.  J.  S.  Coon,  the  Peterboro  representative,  was 
present,  and  two  new  salesmen  were  introduced  to  the  com- 
pany, Messrs.  Legg  and  Ronson. 

The  evening  broke  up  about  twelve  o’clock,  every  one 
being  in  the  happiest  mood. 


DEATH  OF  A BLIND  SHOE  MAN 

In  Newboro,  a small  place  in  Leeds  county,  Ontario, 
there  recently  died  a man  whose  example  shows  what  can  be 
done  by  perseverance.  This  was  Joseph  Stanton,  who  when 
a boy  suffered  a sunstroke  that  caused  him  blindness.  But 
this  did  not  hold  him  down.  He  became  a travelling  tea 
merchant  and  later  started  in  the  shoe  business  in  New- 
boro and  was  very  successful,  having  accumulated  consid- 
erable wealth. 

SHOE  MEN  IN  KITCHENER  COUNCIL 

In  proof  that  Kitchener  is  some  leather  centre  it  will 
be  interesting  to  note  that  eight  out  of  the  fifteen  men  in 
council  this  year  are  connected  with  the  leather  or  shoe 
industry.  The  mayor  elect  is  the  founder  of  the  Greb 
Shoe  Co.  The  list  is  as  follows:  L.  0.  Breithaupt,  Breithaupt 
Leather  Co.;  Fred  Ahrens,  Chas.  Ahrens  Co.;  J.  Lang, 
Lang  Tanning  Co.;  J.  Holtze,  Canadian  Consolidated  Felt 
Co.;  W.  E.  Wing,  Kaufman  Rubber  Co.;  A.  A.  Armbrust, 
Lady  Belle  Shoe  Co.;  A.  Ivlugman.  Greb  Shoe  Co.;  and  J. 
Hessenaur,  who  is  a retired  shoe  retailer  It  is  interesting 
to  note  that  L.  0.  Breithaupt,  who  headed  the  polls  as  aider- 
man  a year  ago,  has  repeated  the  performance  this  year  with 
a still  greater  lead.  He  was  106  votes  above  the  next 
highest  man  and  polled  264  more  votes  than  he  did  last 
year.  He  has  been  two  years  in  council  and  this  standing 
looks  as  if  he  were  making  good. 


TORONTO  RETAIL  SHOE  MERCHANTS  MEET 

The  executive  of  the  Toronto  Retail  Shoe  Merchants’ 
Association  met  recently  and  completed  arrangements  for 
their  annual  meeting  to  be  held  on  the  evening  of  January 
19th,  in  the  Board  of  Trade  Building.  This  meeting  will 
take  the  form  of  a 6 o’clock  dinner,  after  which  the  election 
of  officers  will  take  place  for  1921.  The  association  pro- 
vides this  dinner  for  the  members  in  good  standing  for  1920, 
but  any  bona  fide  shoe  retailer  in  the  city  of  Toronto  may 
come  to  the  dinner  by  paying  the  cost  of  a plate,  $1.50. 
An  entertainment  committee  has  provided  a programme 
for  the  delight  of  those  attending  and  a special  request  is 
sent  that  every  member  should  be  present  on  that  occasion. 

A resolution  was  passed  at  the  executive  meeting 
regarding  the  Merchants’  Discount  Association,  strongly 
protesting  against  this  organization’s  method  of  doing 
business.  A copy  of  the  resolution  in  which  the  executive 
registered  its  unqualified  disapproval  of  this  association 
will  be  forwarded  to  every  member  of  the  local  organization, 
and  to  the  National  Association  and  the  Dominion  Retail 
Merchants’  Association. 

The  modus  operand},  of  this  organization  is  for  a retailer 
to  join  the  association  by  paying  $10.  The  association 
then  sell  cards  to  customers  and  these  cards  permit  the 
holders  to  a ten  per  cent,  discount  off  price  of  goods  bought 
at  the  merchant-members’  stores. 

W.  B.  HAMILTON  SHOE  CO.’S  ANNUAL  GATHERING 

The  W.  B.  Hamilton  Shoe  Co.  have  been  in  the  habit 
every  year  of  calling  in  their  salesmen  and  having  a general 
conference  of  a “Get-together”  character  that  has  always 
proved  beneficial  to  the  individual  members  of  the  staff 
as  well  as  the  company.  This  year  has  been  no  exception 
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and  the  conference  was  held  at  the  office  and  at  night  an 
informal  dinner  was  tendered  the  boys  at  the  National  Club. 
This  dinner  always  proves  to  be  a most  enjoyable  event. 
The  boys  are  permitted  to  joss  each  other  and  reminisce  as 
much  as  they  like.  They  also  sing  and  tell  a few  good 
stories  and  they  also  have  some  serious  matters  taken  up 
that  may  have  been  left  over  from  the  general  conference. 
W.  A.  Hamilton  always  occupies  the  chair  and  in  his  own 
inimitable  way  makes  a most  excellent  toastmaster.  This 
year  the  entire  coming  together  was  a big  success. 

A MIGHTY  HUNTER 

That  the  Davis  party  this  year  were  most  unusually 
successful  in  their  annual  fall  outing  may  be  judged  from  the 
accompanying  photograph  which  illustrates  as  fine  a “string’' 
of  deer  as  have  ever  come  out  of  the  north  country.  Hon. 
E.  J.  Davis,  who  may  be  easily  picked  out  in  the  centre  of 
the  picture  is  not  the  patriarch  he  looks,  but  is  still  a young 


"A  Fine  "String" 


man  Elihu  by  name,  hunter  by  choice,  and  tanner  by 
occupation,  he  thus  embodies  the  best  known  traditions  of 
the  Old  and  the  New  Testaments  from  Nimrod  to  Simon  of 
Joppa.  Our  congratulations  to  Hon.  E.  J Davis  and  his  sons, 
who  deserve  the  success  due  to  their  indefatigable  energy  in 
the  factory  and  in  the  field. 


AN  INTERESTING  EVENT 

A day  or  two  before  Christmas  at  a mass  meeting  of 
the  200  employees  of  the  Hurlbut  Shoe  Co.,  Limited,  of 
Preston,  G.  P.  Hurlbut,  President,  and  Clayton  E.  Hurlbut 
were  each  presented  with  a handsome  reading  lamp.  The 
presentation  was  made  by  the  Advisory  Council,  a body 
elected  by  the  workers  having  large  powers  co-operating 
with  the  management.  The  address  follows : 

We,  the  assembled  workers  of  The  Hurlbut  Co.,  desire 
to  express  our  thanks  for  the  manner  in  which  our  factory 
has  been  operated  on  full  time  for  the  last  year. 

We  realize  that  this  has  entailed  a great  deal  of  selling 
energy,  a large  amount  of  worry  and  in  some  cases  real 
financial  loss. 

Having  seen  other  factories,  particularly  shoe  factories, 
having  to  close  down  or  run  on  short  hours,  the  fact  that 
every  worker  here  has  had  an  opportunity  to  work  practi- 
cally full  time  is  something  we  are  grateful  for. 

We  also  wish  to  thank  the  Management  for  the  cordial 
and  fair  ma.nner  with  which  they  have  always  treated  their 
workers. 

Therefore  all  the  workers,  including  the  Office  Staff, 
Department  Heads,  and  everyone,  even  some  ex-workers, 
as  a token  of  their  appreciation  and  esteem,  ask  you  to 
accept  these  table  lamps,  and  w hile  we  know  not  what 
next  year  may  hold  forth,  we  all  join  in  wishing  you  a very 
Merry  Christmas.  j Card^ 

Chairman  Advisory  Committee. 


MAKING  SHOES  THE  GOAT 

Editor  of  the  Shoe  and  Leather  Journal, 

Everybody  knows  that  prices  of  shoes  were  boosted 
in  the  first  place,  by  sensational  reports  in  the  press  regarding 
$25.00  shoes,  etc.  For  the  past  nine  months  the  opposite 
tack  has  been  taken,  and  scare  heads  announcing,  “Prices 
of  Boots  Takes  a Tumble,’’  “Great  Slashing  of  Shoe  Prices,’’ 
etc.,  have  been  the  order  of  the  day.  The  papers  seem  to  be 
following  a deliberate  policy  of  forcing  shoe  retailers  to 
open  sacrifice  sales  in  order  to  get  the  advertising  of  these 
sales. 

I would  like  to  ask  what  the  National  Shoe  Retailers 
Association  is  doing  to  curb  this  vicious  policy  and  what 
the  Shoe  Manufacturers’  Association,  which  is  spending 
so  much  money  just  now  in  the  daily  and  weekly  papers,  is 
doing  to  prevent  these  papers  perpetuating  the  conditions 
that  have  obtained  for  the  past  six  months. 

I have  just  refused  to  renew  an  advertising  contract 
with  a local  paper,  because  of  its  persistent  attempts  to 
injure  the  business  by  which  I make  a living.  If  others 
would  follow  this  policy  we  woul,d  soon  see  a change  in  the 
attitude  of  the  press  which  has  done  more  to  promote  unrest 
and  unemployment  than  any  other  agency  I know. 

Yours,  _ 

Shoe  Retailer. 


BRITISH  INDUSTRIES  FAIR 

The  British  Industries  Fair,  which  will  be  held  from 
February  21st  to  March  4th,  1921,  will  be  really  three  fairs, 
as  different  sections  will  be  held  in  London,  Glasgow  and 
Birmingham.  The  London  fair  is  organized  by  the  Imperial 
Department  of  Overseas  Trade  on  behalf  of  the  British  Board 
of  Trade,  while  the  fairs  in  Glasgow  and  Birmingham  are 
organized  by  the  municipalities  of  the  respective  cities  under 
the  auspices  and  with  the  support  of  the  British  Board  of 
Trade.  The  fairs  are  held  practically  concurrently,  and 
different  groups  of  industries  are  represented  at  each  city, 
though  there  are  leather  products  at  all  three.  At  London 
the  fancy  goods  will  include  travelling  requisites,  book- 
binding and  upholstery  leathers,  while  the  boots  and  shoes 
will  all  be  exhibited  at  Glasgow,  as  will  also  gloves.  At 
Birmingham  the  saddlery  and  harness  leathers  will  be  shown. 

The  fairs  are  not  exhibitions,  as  admittance  is  carefully 
restricted  to  buyers  and  those  directly  interested  in  the 
products  shown.  No  industry  is  permitted  to  exhibit  at 
more  than  one  place,  but  the  dates  are  so  arranged  that 
visitors  have  ample  time  to  go  from  one  place  to  the  other 
and  see  all  that  is  to  be  seen  at  all  three  cities.  London  and 
Birmingham  fairs  run  concurrently  from  February  21st  to 
March  4th,  but  the  Glasgow  fair  does  not  open  until  Feb- 
ruary 28th.  Only  British  exhibitors  are  allowed  to  exhibit. 

Buyers  from  the  Dominion,  who  wish  to  visit  the  fair, 
should  apply  as  early  as  possible  to  the  nearest  British  Trade 
Commissioner,  from  whom  they  will  be  able  to  secure  full 
information.  Their  names  and  addresses  are: 

Captain  E.  J.  Edwards,  H.  M.  Senior  Trade  Com- 
missioner, 248  St.  James  street,  Montreal. 

F.  W.  Field,  H.M.  Trade  Commissioner,  260  Confeder- 
ation Life  Building,  Toronto,  Ontario. 

L.  B.  Beale,  H.M.  Trade  Commissioner,  610  Electric 
Railway  Chamber,  Winnipeg,  Manitoba. 


CONVENTIONS 

UNITED  STATES 

National  Shoe  Manufacturers’  Annual  Convention, 
New  York,  January  18-19. 

CANADIAN 

Nat  onal  Shoe  Manufacturers’  Convention,  Toronto, 
January  25-26. 
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Bona-fide  advertisements  of  Situations  Wanted  or  Situations  Vacant  in  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit — one  inch. 


YOUNG  MAN,  at  present  superintendent  of  a high  grade 
welt  and  turn  factory,  desires  to  make  a change.  I am 
very  well  acquainted  with  cost  and  production  systems, 
and  also  in  buying  of  all  supplies,  and  would  be  exception- 
ally well  qualified  as  assistant  to  the  manager  of  any 
high  grade  factory.  Am  willing  to  go  anywhere  where 
there  is  a good  chance  for  promotion  and  am  willing  to 
go  at  a reasonable  salary.  Apply,  Box  920,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 

WANTED — Line  of  shoes,  or  a similar  line  from  manufac- 
turers or  jobbers,  on  a commission  basis,  for  British 
Columbia,  Spring  1921.  Can  give  good  references,  and 
pay  for  samples  if  necessary  to  do  so.  Twenty  years’ 
experience  on  the  road.  Box  919,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

BUSINESS  MAN  going  to  England  in  February  would  like 
to  take  some  business  commission  for  manufacturer  or 
private  person.  Will  handle  on  commission  or  stated 
sum.  Address  Box  918  Shoe  and  Leather  Journal, 
545  King  Street  West,  Toronto. 

WANTED — Experienced,  first-class,  energetic  traveler  for 
high  grade  line  of  shoes.  Apply  Box  917,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 


WE  WANT  EXPERIENCED  SHOE  SALESMEN  (who 
know  real  merchandise)  to  handle  as  side  line  our  com- 
plete line  of  shoe  findings.  Everything  for  the  retailers, 
including  overgaiters.  References  required  with  appli- 
cation. We  want  hustlers.  Territory  now  open:  New- 
foundland, Quebec  Province  (not  including  Quebec 
City),  Manitoba,  Western  Nova  Scotia,  New  Brunswick, 
Saskatchewan,  Alberta,  British  Columbia,  Northern 
Ontario,  and  other  parts.  Canadian  Shoes-Findings- 
Novelty  Co.,  2 Trinity  Square,  Toronto. 


WANTED — Executive  Position  as  Buyer,  sales  or  mer- 
chandise manager.  Experienced  in  all  branches  of  the 
shoe  trade.  Best  references  can  be  procured.  Box  E. 
H.,  117  Shoe  and  Leather  Journal,  510  Coristine 
Building,  Montreal,  Que. 


WANTED — A manufacturer’s  line,  of  boots  and  shoes,  to 
go  only  to  the  jobbing  trade,  territory  Winnipeg,  Man., 
to  Vancouver,  B.C.  On  a commission  basis  with  a draw- 
ing account,  by  a first-class  shoe  salesman  with  an  A1 
connection  of  twenty  years.  Answer,  Box  W.D.  136 
Shoe  and  Leather  Journal,  510  Coristine  Building, 
Montreal,  Que. 


1 
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HPHE  use  of  Parker’s  Felt  Box  Toes  has 
i \ Xx  proven  satisfactory  to  many  of  the  most 

particular  shoemen.  They  stand  up. 

They  are  a fitting  companion  to  “Perfect” 
Counters  which  are  used  by  those  exacting 
unusual  standards. 

Selling  Agents  for  Perth  Felt  Co.,  Perth,  Ont. 

' Also  carrying  a full  line  of  Supplies: — Blackings, 

Dressings,  Box  Gums,  Fish  Glue,  Dry  Paste,  Polish- 
"r '!  ing  Wax,  Sewing  Wax,  “Waxol”  Patent  Leather 

Parker,  Irwin,  Limited 

11  West  St.  Paul  St.,  Montreal 
SOLE  SELLING  AGENTS  FOR  PERFECTION  COUNTER,  LIMITED 

1 
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KROWNALL  DRESSING 

FOR  VICI  AND  IMITATION  OF  VICI  LEATHER 

Made  in  various  degrees  of  body  to  fit 
any  quality  of  smoothness  of  leather. 

This  dressing  is  very  bright,  very 
black,  and  imparts  to  the  leather  a soft, 
pliable  feeling,  and  the  leather,  when 
dressed,  will  not  have  the  appearance 
of  being  coated. 

Manufactured  by 

BOSTON  BLACKING  COMPANY 

152  McGill  Street 

MONTREAL  CANADA 


C.  A.  Spencer  & Son  Co. 

183  ESSEX  ST,,  BOSTON,  MASS. 

Manufacturers  of 

Acme  Brand  Quebracho  Extract 

Deliveries  in  Barrels  and  Tank  Cars 


QUERMOS 

A Special  Extract  for 
Retanning  Fancy  and 
Colored  Leathers 


CAMESCO 

SULPHONATED 

OIL 


SULPHONATED  NEWFOUNDLAND  COD  OIL 


Branch  Offices:  11  Tithebarn  Street,  Liverpool,  England* 
Cable  Address;  “C/  SPEN,”  Boston 
Telegraph  Address;  “HESPW1LL,”  Liverpool 


m 
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REAL 

Pattern  Service 

Argenuine  desire  to  do  a good  job  has,  in  a 
surprisingly  short  time,  resulted  in  building  a 
large,  substantial  business. 

Our  service  includes  supplying  up-to-the-minute  styles  and  making 
patterns  that  show  their  expert  workmanship  in  every  line — and  all  this 
promptly. 

We  will  be  glad  to  hear  from  any  manufacturer  looking  for  better  patterns 
and  better  service. 


Conaway- Wads  worth  Pattern  Co.  Limited 


223  McGILL  STREET 

MONTREAL,  QUE. 


Rooms  11  and  12 

GUS  LOSSMAN,  Manager 


iiiiMiiiiiiiiimmiimiiiniiHiiiiiniiiiiiiHiiiiiiniiiiiiiiiiHiiiniiiiiniiinminiiiiiiiiiiiiiiiiiiimimiunimiiiumniiiiiiiinmiiiiiiimimimi 


Fine  Grade  Buckles 


Fashion  has  decreed  that  buckles  should  be  placed  on  shoes. 
Plain  shoes  are  poor  shoes  from  fashion’s  point  of  view.  By 
using  “Dalco”  buckles  the  highest  style  effects  can  be  obtained. 
• “Dal co ” patterns  are  rich  and  pleasing.  “Dalco”  workmanship 
is  above  criticism.  And  above  all  is  the  quick  and  safe  method 
by  which  “Dalco”  buckles  can  be  attached  and  detached. 


In  the  factory  or  the  dealer’s  store  “Dalco”  buckles  are  found 
most  desirable.  As  profit  producers  these  buckles  in  dealer’s 
stores  stand  high.  The  sales  possibilities  are  great.  A little 
experience  with  “Dalco”  method  of  attaching  them  to  shoes  will 
reveal  ways  and  means  of  making  a buckle  business  that  pays  big. 

WRITE  FOR  SAMPLES  AND  PRICES — — 


DALRYMPLE  PULSIFER  COMPANY 

Haverhill,  Mass. 

R.  B.  GRIFFITH  CO.  - HAMILTON,  ONT. 

Sole  Distributors  For  Canadian  Retail  Trade 


All  buckles  supplied  with  fillers  and 
“Dalco”  device  ready  for  attaching 

to  shoes. 


rniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiimiiiiimiiiiiiimiiiiiimEiiiiiiiiiiiiimiiiiiiimiiiMiiiiimiimi 
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DEPENDABILITY 


A WATCHWORD  throughout  our  organization  that  applies  alike  to  the 
quality  of  our  _ materials  and  of  our  service. 

SOLUBLE  COTTON  COTTON  SOLUTIONS 

PATENT  LEATHER  SOLUTIONS  SOLVENT  THINNERS 

AMYL  ACETATE  ETHYL  ACETATE 

REFINED  FUSEL  OIL 


LibuUiUiutjjJiiiiiti.ikiunitiiUlhtUiUilltliiJliIltlllluTTlIfirTIi 
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Shoe  and  Glove  Leathers 

GLOVE  HORSE 
Creemore 

■ 

SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 

Boulevard 

Black 

Alaska 

Smoked 

Boulevard 

Smoked 

Alaska 

Pearl  Grey  * 

X 

P F I S T E R 

& 

VOGEL 

85=87  South  St. 

Boston,  Mass. 

Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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When  a Tanner  wants  a Color,  he  wants  a 
color  that  is  PURE,  UNIFORM,  RELIABLE, 
CONVENIENT,  PERMANENT  AND 

ECONOMICAL 

The  dyes  offered  by  L.  B.  Holliday  & Company,  Limited,  are  noted  for  their  fast  quali- 
ties, and  are  adaptable  to  a wide  variety  of  uses,  covering  every  requirement  of  the  Tanner 


Chrome  Leather  Black  G. 
Chrome  Leather  Tan  2G. 
Chrome  Leather  Brown  G. 
Basic  Tan  O. 

Basic  Dark  Brown  P. 
Magenta  Powder 
Methyl  Violet  2B.  Cone. 


SAMPLES  ON  APPLICATION 


French  Black  2938 
Chrysoidine  R.  Cone. 
Bismarck  Brown  R.  Cone. 
Fast  Red  A. 

New  Phosphine  R. 
Auramine  O.  Cone. 
Orange  11. 

Ponceau  G. 


Brilliant  Bordeaux  2B. 
Acid  Prune  V. 

Naphthol  Blue  Black  10B. 
Naphthylamine  Black  H. 
Light  Acid  Brown  L. 

Dark  Acid  Brown  L.R. 
Nigrosine  W.S. 


STOCKS  MAINTAINED 


L.  B.  Holliday  ® Company,  Limited 

HUDDERSFIELD,  ENGLAND 

CANADIAN  OFFICE  AND  WAREROOMS:  27  ST.  SACREMENT  ST., 

Cable  Address:  “DYE WARES,”  MONTREAL  MONTREAL.  P.O. 

Telephone:  MAIN  8105  ’ ^ 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 


96 


THE  SHOE  AND  LEATHER  JOURNAL 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.  No  Royalty 


Landis  Outfits  are  Money  Makers 


Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 

Landis  Machine  Co.  £?:  iouis25^*: 


iiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiimiiiimiiiiiiiiiiiiiiiiimiiiimiK 

I FAIRE  BROs  & CO.,  LIMITED  I 

1 RUTLAND  STREET,  LEICESTER,  ENGLAND  | 

| Manufacturers  of  STIFP  EIDERS  I 


TO  BOOT  MANUFACTURERS 


— Our  well-equipped  modern  factories  are  adapted  E 

^ to  meet  all  your  requirements  in  high  grade  S 

= SOLED  GRAIN  STIFFENERS  SOLID  SPLIT  STIFFENERS  THREE  PIECE  SPLIT  STIFFENERS  = 

= GRAIN  BACKED  STIFFENERS  TWO  PIECE  SPLIT  STIFFENERS  LEATHER  LAYER  STIFFENERS 

E In  all  sizes.  Men’s,  Army,  Women’s,  Children’s  and  Golosh  Shapes.  E 

BE  SURE  AND  SEE  OUR  SAMPLES  BEFORE  RE-ORDERING.  IT  WILL  PAY  YOU  TO  DO  SO 

| FAIRE  BRO*.  & CO.,  LIMITED,  Manufacturers  of  Shoe  Mercery,  LEICESTER  | 

zilllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiik: 
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“Colonial  Delivery” 

Our  city  and  country  hides  give 
Liberal  yields  to  the  tanner 
Out  of  our  first  salting 
No  duclaws,  switches,  or  manure 
Invariably  good  delivery 
' Ample  tare  allowance 

Lead  in  quality  and  condition 

COLONIAL  HIDE  COMPANY 


274  Wellington  St.,  Montreal 

P.Q. 

Other  Warehouses  at: 

Quebec, 

P.Q. 

St.  John,  N.B. 

Three  Rivers,  P.Q. 

Ottawa, 

Ont. 

Windsor,  N.S. 

Peterboro,  Ont. 

W//////, 


IN  THESE  DAYS  WHEN 
THE  MANUFACTURER  IS 
TRYING  TO  GIVE  MORE 
OR  BETTER  FOR  THE 
SAME  MONEY,  MANY, 

ARE  TURNING  TO  LOG* 
HEELS.  THAT  MEANS 
BET  1 ER  HEELS  FOR 
LESS  MONEY. 

Samples  on  Request 

Montreal  Heel  Co.  Limited 

J.  E.  DUPRE, iPres. 


321  AIRD  AVE. 


MONTREAL 


W/M 


NOW  READY!  Our  Samples  for  1921 


An  extensive  and  well  selected  range  of  Fine  Felt  and  Leather 

SOFT  SOLE  SLIPPERS 

FOR  MEN,  WOMEN  AND  MISSES 

The  best  values  and  the  most  popular  models  on  the  market. 

“Perfect  Fit”  Spats  and  Overgaiters 

in  Felt  and  Broadcloth.  The  strong  selling  line  that  every 
dealer  should  feature.  None  better  for  Fit  or  Wear.  Be  sure 
to  ^ee  our  complete  line. 

MANUFACTURED  BY 

THE  SILVER  FOOTWEAR 

105-107  FRONT  STREET  EAST 


CO. 

TORONTO,  ONTARIO 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 


Cable  Address:  FICQ,  ROTTERDAM 


■b- 

I 

l 

l 


INFOOT  BRAND 
BRITISH -MADE 


l Infants"  Footwear 


\ 


SOFT-SOLE  SHOES 

in  Kid,  Silk,  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES 

Sizes  1-6,  Black  and  Tan  Leathers 

INFANTS*  FOOTWEAR  LTD. 

London,  England 
GREENE-SWIFT  BUILDING 

LONDON  - CANADA 


i 
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Beal’s 

Shoepacks 

for 

Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 


The  R.  M.  Beal  Leather  Co. 


Lindsay,  Ont. 


Limited 


Cabinette 

Wooden  Heels 

for 

Ladies’  Shoes 

+ + + 

Manufactured,  by 

CANADA  CABINETTE  HEELS 

Limited 

2732-27.36  St.  Hubert  St..  Montreal,  Canada 
Calumet  1959 


BRITISH  WEST  INDIES— DEMAND  FOR  FOOTWEAR 

The  islands  of  the  British  West  Indies  provide  an  excep- 
tionally ready  market  for  most  classes  of  British  manufac- 
tures, and  prominent  among  the  articles  now  in  demand  are 
boots  and  shoes.  American  footwear  has  for  many  years 
been  sold  in  these  parts,  but  efforts  are  being  made  by  many 
local  firms  to  secure  English  boots  and  shoes  to  be  sold  at 
a small  margin  of  profit  with  a view  to  bringing  down  the 
price  of  footwear.  It  is  an  excellent  opportunity  for  our 
manufacturers  to  establish  profitable  connections  in  the 
West  Indies,  and  the  market  is  worthy  of  serious  attention. 
At  the  present  time  local  merchants  complain  that  they 
get  no  encouragement  from  English  makers,  and  a large 
order  sent  direct  to  a manufacturer  in  England  was  can- 
celled as  the  residt  of  inattention  on  the  part  of  the  manu- 
facturer. This  order  had  been  paid  for,  and  the  Jamaican 
firm  in  question  intended  to  set  up  a boot  and  shoe  depart- 
ment and  to  place  all  their  orders  in  England,  but  their 
experiences  were  not  very  encouraging.  What  the  West 
Indian  trader  is  asking  for  is  greater  attention  on  the  part 
of  British  manufacturing  exporters,  and  English  firms  should 
remember  that  their  goods  are  wanted  in  the  West  Indies 
where  the  populace  is  anxious  to  obtain  superior  goods  to 
those  which  they  are  now  forced  to  obtain  from  the  U.S.A. 

The  U.S.A.  is  a keen  competitor,  and  can  offer  quicker 
delivery,  but  the  rate  of  exchange  militates  against  any 
extensive  purchases  by  the  local  traders,  and  once  the  same 
facilities  are  given  by  British  producers  as  are  provided 
by  the  American  houses  our  trade  with  the  West  Indies 
would  rapidly  expand. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of  Heels  in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.  These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Modernize  your  store  front.  Make  your 
windows  work  for  you.  Build  up  trade 
with  ARTISTIC  fixtures. 

Send  for  our  catalog.  Lots  of  helpful  hints  FREE. 

Artistic  Wood  Turning  Works 

Formerly  Polay  Fixture  Service. 

515  N.  Halsted  St.,  Chicago,  111. 


GOOD  PATTERN  DESIGNING 

IS  AH  ACQUIRED  ART 

rfittin§  the  lines  oj  a last  is  not 
a Mechanical  Operation  but  a 
Matter  of  SkilLa  result  of  years 
oj  Study/  and  Training 

PATTERN  MAKING  demands  Jtare 
Judgement  lb  Qivc  Style  and  Grace- 
all  Lines  and  assure  conformity 
b the  Original  Last  Outlines 
FITTING  QUALITY  DEMANDS  ACCURACY 

'WHEELERS  CUMMINGS 

Kglinoolu  St.  Boston  Mass  USA. 


Edwards  £ Edwards  umiM 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 
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Tanners’  Oils  & Greases 

Sulphonated  Cod  Oils 
Sulphonated  Neatsfoot  Oils 
Sulphonated  Castor  Oils 
Acid  Fat  Liquors 
Moellon  Degras 

n 

MADE  FROM  CANADIAN  PRODUCTS  AND 
MANUFACTURED  AT  FARNHAM,  QUEBEC. 

n 

Salem  Oil  & Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 


CLARKE  8i  CLARKE  Limited 

Established  1852 

Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 

RICHARD  FRERES,  Agent 


We  Make  a Specialty  of  All  Kinds  of 

FELT 

for  the  SHOE  TRADE 

Upper  Felt  Lining  Felt  Sole  Felt 

Insole  Felt  Cushion  Felt  Heel  Pad  Felt 
Shoe  Toppings  Filler  Felt 

Shoe  Roll  Felt,  etc. 


SUPERIOR  LINE  OF  FELT  FOR  BOX  TOES 
THE  BEST  FELT  FOR  EVERY  PURPOSE 


Write  for  samples  of  our  Special  Innersoling 
Artificial  Leather  for  Shoe  Purposes 

Write  us  for  Samples  and  Prices 

Boston  Felt  Mfg.  Co. 

112  Beach  Street  Boston, IMass. 
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Increased  Profits  and 
constant  Repeat  Orders 
from  Satisfied  Customers 
is  the  Result  of  Handling 

OUr  “SILVERITE”  Lamb’s  Wool  Soles 

“SHOE  FINDINGS  THAT  SELL” 


“SELWEL”  Cemented  Heel  Lining 
Repairer 


‘WARMTREAD”  Cushion  Insoles  made  of 
“Korxole”  and  White  Cushion  Felt 


These  cuts  illustrate  only  a few 
of  the  Findings  Specialties  we 
manufacture. 

Write  for  Catalog  and  Price  List 


L.  G.  Ss  S.  S.  COMPANY 

81  High  Street  Boston,  Mass.,  U.S.A. 


“SELWEL”  Stitched  Heel  Lining  Re- 
pairer Stitched  with  a smooth  zig-gag 
stitch. 


Ross  Sz  Shaw 

Successors  to  Chas.  F.  Ross 

Sole  distributors  for  Canada  of 

Armand  Bastien  I Indian  Lorette, 
and  Bastien  Bros.]  P.Q. 

Jack  Buck,  Elk  and  Moose  Moccasins,  Snow  Shoes, 
Chrome  Tanned  Shoepacks  and  Indian  Slippers 

Also  the  famous  Indian  Moccasins  that  will  not  harden. 


32  FRONT  STREET  WEST,  - - - TORONTO 


KANGAROO 

RICHARD  YOUNG  CO. 

We  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 

36  and  38  Sprues  Street  • NEW  YORK,  U.S.A. 

Sheepskins  Skivers  “Ryco”  Matt  Kid 

Branch:  54  South  Street,  BOSTON,  MASS. 

J.  HARDY  SMITH  $ SONS  H,DI  ;”JTLQ“THER 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Belgrave  Gate,  Leicester,  Eng. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


FROM  A TRAVELLER’S  POINT  OF  VIEW 

Don’t  let  custom  and  tradition  keep  you  in  the  rut 
Just  because  an  idea,  a certain  method,  or  a plan  was  suc- 
cessful ten  years  ago  is  no  reason  it  will  win  out  now.  Old 
records  are  broken  every  day  and  old  methods  are  cast  in 


the  shade  by  the  searchlight  of  new  thought  and  modern 
efficiency.  If  you’re  in  a rut,  get  out!  Dodge  the  beaten 
path  and  bear  over  to  the  broad  highway  of  thinking  for 
yourself.  Fearless  independence  and  originality  has  won 
thousands  of  successes  where  sticking  to  tradition  has  col- 
lected only  barnacles  and  cobwebs. 


“ALL  ABOARD!”  Direct  through  Connections  from  “HOOF  IO  BE  AMHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 

International  Hide  Merchants 


NEW  YORK  CHICAGO 


buy” 


PARIS  HAVANA  BASLE 


“We  deliver  what  you 
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MElLLIDRl  ..ISERVICS': 
jj  MATERIEL  STATION 

GOODYEAR  HEnE 


STATION  " 
SERVICl 


SEMELLES 


AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms — — 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 
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You  can  be  SURE 
of  this — every  cent 
you  pay  for  a Clark 
Shoe  goes  into  the 
shoe,  and  all  mate- 
rials are  priced  at 
the  bottom. 


The  Jobber  or  Merchant  who 
has  yet  to  buy  will  do  well  to 
learn  of  the  values  we  are  offer- 
ing. They  are  truly  exceptional 
for  shoes  in  our  class.  Ex- 
ceptional shoe-making  at  unusual 
values. 

Clark’s  tine  McKays  for 
Women  are  building  business 
on  merit. 


CLARK  BROS.,  LIMITED 

St.  Stephen,  N.B. 

Permanent  Sample  Room:  20  Windsor  Hotel,  Montreal 


ACTON  PUBLISHING  CO.  LIMITED 


CITY  HALL,  TORONTO 


Canadian  Shoe  Manufacturers’  Annual 
Meeting,  King  Edward  Hotel,  Toronto, 
Tuesday  and  Wednesday,  January  25-26, 1921 


THE  THIRTY-FOURTH  YEAR  J|||||||  TORONTO,  JANUARY  15,  1921 

LEHRS  JOlim 


TORONTO 


MONTREAL 
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Always  Uniformly  GOOD 

Such  DEPENDABILITY  in  sole  leather 
is  of  infinite  worth  to  the  Shoe  Manu- 
facturer as  well  as  the  Shoe  Retailer 
and  it  is  an  unfailing  characteristic  of 
each  of  the  six 

BREITHAUPT  TANNAGES 

i n 

Hemlock,  Union  and  Oak 

SOLE  LEATHER 

A tannage  for  every  sole  purpose,  avail- 
able in  quantities  that  assure  SATIS- 
FACTION in  Supply  Service  from  the 
smallest  to  the  largest  order. 

The  Standard  of  Canadian  Sole  Leathers 

The  Breithaupt  Leather  Co.  Limited 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 
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D & P Counters 

The  Counters  That 
ALWAYS  Satisfy 

If  D & P Counters  had  ever  failed  to  make  good 
they  would  not  be  used  so  extensively  as  they  are. 

The  high  quality  of  fibre  and  the  D & P processes 
of  manufacture  that  go  into  their  production 
make  them  ENTIRELY  free  from  defects. 

The  superiority  that  makes  their  sales  record  the 
highest  of  any  counter  in  the  British  Empire 
is  imparted  to  all  shoes  in  which  they  are  used. 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse! 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES : 

For  Ontario: — EL  R.  Lewis,  45  Front  St.  Elast,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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DIANA  and  REGINA 

(Welts)  (McKay) 

Queenly  in  Every  Aspect 

EZ— ) 

That  strong  desire  for  Novelty  Footwear  at 
prices  that  are  within  the  bounds  of  modera- 
tion can  be  splendidly  satisfied  in  these  two 
well  known  brands,  whose  reputation  for 
style,  beauty  and  perfect  fit  is  well  established 
all  over  Canada. 

Made  in  pleasing  and  appropriate  colors  on 
the  newest  model  lasts,  you’ll  find  them 
self-sellers. 

AT  GOOD  JOBBERS  THAT 
HANDLE  GOOD  GOODS 

The  Regina  Shoe  Co.,  Limited 

MONTREAL,  QUE. 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


Dependable  Footwear  at  Fair  Prices 


TO  OUR  CUSTOMERS. 

Our  complete  stock  has  been  re- 
priced on  the  basis  of  Present 
Factory  Quotations. 


We  have  taken  our  loss  and  it  will  be  to  your 
advantage,  as  you  will  be  able  to  buy  what  you 
require  from  us  at  greatly  reduced  prices. 

Our  salesmen  are  out  on  their  territories  and  will 
call  on  you  shortly  with  our  complete  range,  in- 
cluding felt  footwear  for  next  season.  We  hope 
that  you  will  favor  us  with  at  least  part  of  your 
valued  business,  as  we  know  our  goods,  styles  and 
prices  are  right 

It  will  be  to  your  profit  to  see  our  samples  and 
prices  before  buying. 


AW  AULT 

COMPANY  LIMITED 
OTTAWA  ONTARIO 


FULL  LINE  IN  ST°CK 
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You  TaRe  No  Chances 

when  you  buy  K.  B.  FELTS.  They  have  long  ago 
passed  the  EXPERIMENTAL  stage.  They  have 
behind  them  THIRTY-SEVEN  YEARS  of  steady 
upward  development,  the  result  of  direct  personal 
contact  with  Felt  Shoe  Buyers  and  users  from  coast 
to  coast,  and  a careful  study  of  the  peculiar  needs  of 
the  Canadian  trade  in  FELT  FOOTWEAR. 

K.  B.  FELTS  are  made  from  EXCLUSIVE  FABRICS, 
designed  and  manufactured  especially  for  our 
purpose,  in  which  the  utmost  in  wear  is  com- 
bined with  the  highest  attainable  qualities  in 
style  and  appearance. 

K.  B.  FELTS  are  the  product  of  the  most  modern 
shoemaking  methods,  and  therefore,  the  last  word 
in  STYLE,  FIT  and  FINISH. 

4 

K.  B.  FELTS  are  in  demand  by  the  class  of  trade 
always  willing  to  pay  for  Quality  and  always  ready 
to  re-order  what  pleases  them. 

Cater  to 

The  Trade  that  Pays 

Order  your  K.B.’s  early  to  make  sure  of  deliveries. 


MADE  IN 

*mC0B0URG 

COBOURG 
'A.J.KIMMEL 


CANADA  tYy 

F E LT  C UNITED^ 

ONTARIO 
A.C.KIMMEL  K<5r> 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


7 


Your  stock  will  need  some  toning  up  for  Easter  trade. 
These  snappy  but  sensible  styles  have  made  their 
appearance  just  in  the  right  time,  and  you  will  be  wise 
in  acting  quickly. 


/.  & T.  Bell,  Limited 
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Tetrault  Service 

Particularly  Appreciated 

Those  who  have  already  placed 

their  Spring  requirements  are  receiving 
shipment  of  better  shoes  in  better  con- 
dition and  at  closer  values  than  we 
have  ever  before  succeeded  in  delivering . 

— Our  careful  service  is  accom- 
plishing much . 

— Try  it  and  be  convinced . 

Get  Tetrault  Welts  from  your  nearest 
jobber.  He  has  a full  range. 

Tetrault  Shoe  M’f’g.  Co. 

LIMITED 

MONTREAL 

—Largest  Shoe  Manufacturers  in  Canada — 
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A booklet  illustrating  these  two  and  several  other  in-stock  lines  that  you  will 
possibly  be  requiring  for  Easter  and  Spring  business  has  been  mailed  to  the  trade. 
If  you  have  not  received  a copy,  write  us  for  one.  The  prices  are  below  replacement 
values  and  therefore  can  only  apply  on  orders  filled  from  stock. 


Perth  Shoe  Company,  Limited 

PERTH  ::  ONTARIO 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Back  Again! 


The  most  popular  line  ever  shown  to  the  Canadian 
Trade  has  been 

Trickett’s  Velvet  Juliet 


Ask  your 
Dealer 

to  show  you 
this  line 


Made  in  a 
number  of  r^ew 
and  stylish 
patterns 


For  the  past  Quarter  of  a Century  the  Canadian 
Trade  has  learned  to  regard 

TRICKETT’S  SLIPPERS 

As  the  last  word  in  regard  to  Style,  Quality,  Fit  and 
Price  in  their  class.  Be  sure  you  get  TRICKETT’S 
when  making  your  selection  for  the  coming  season. 

All  First-Class  Jobbers  Carry  a Full  Range 

Sir  H.  W.  TRICKETT,  Limited 

WATERFOOT  (Near  Manchester),  ENGLAND 


Canadian  Representative 


J.  S.  ASHWORTH,  16  Manchester  Building,  Toronto 
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Stock  No.  6008 

DAVIS  ROYAL  PURPLE  CALF 
Whole  Foxed  Laced  Bal. 
Single  Sole  Width  D 

Last  22  Sizes  5 — 10 

Carried  in  Stock  at  the  right  price 
for  strictly  fine  shoes. 


Have  YOUIgot 
this  catalogue? 


Our  handsome  book- 
let with  shoes  shown 
in  colors  will  show 
you  how  to  increase 
your  turnover  of 
fine  shoes  while  re- 
ducing the  capital 
you  invest. 


We  want  to  emphasize  the  fact  that  each  of  these  men’s 
and  women’s  lines  are  strictly  regular  lines— fine  shoes 
for  your  better  trade.  Sample  pairs  sent  gladly. 

Drop  a postal  for  catalogue  and  prices 
Ten  women’s  and  ten  men’s  lines  in  stock 

MADE  ONLY  BY 

EAGLE  SHOE  COMPANY,  LIMITED 
587  Beaudry  Street 


HONTREAL.  CANADA 
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Advance  Shoe  News 

j.  a.  McLaren 

The  First  Word  in  Styles 


To  Choose  Intelligently — 
To  Buy  Knowingly — 

To  Formulate  Definite 

Plans  For  The  Future 

* 


Slippers 

Felts 


Shoe  Retailing  has  developed  into  a game  in  which 
the  successful  ones  are  those  who  study  every  move, 
leave  nothing  to  chance  and  by  taking  deliberate  aim 
at  the  needs  and  fancies  of  their  customers  are  always 
ready  to  score  a sale  with  the  RIGHT  goods,  and  to 
make  every  score  COUNT  FOR  THE  MOST  in  profit 
and  customer-satisfaction. 

Now  is  the  time  to  “take  aim”  fo  your  next  season’s 
Fall  and  Winter  Trade,  and  to  choose  the  shoe  selling 
ammunition  that  will  bring  down  the  business.  The 
McLaren  Lines  never  mis-fire.  They  hit  the  heart 
of  the  trade  both  in  Quality  and  Value.  They  bring 
the  needs  of  every  dealer  within  their  range. 

Everywhere  retail  stocks  are  low  and  sooner  or  later 
buying  for  next  season  will  be  heavy.  Protect  your- 
self now.  Set  your  selling  objective,  figure  out  your 
needs,  and  along  will  come  our  salesman  with  a 
showing  of  samples  that  will  solve  every  buying 
problem. 

Remember  our  SERVICE  is  noted  for  RELIABILITY. 


j.  a.  McLaren 


Pompany 

Limited 


Hockey 

Boots 


Moccasins 


Oil  T anned 
Footwear 

Spats  and 
Overgaiters 


Leggings 

Sheepskin  Socks 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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For  Fall  and  Winter 

Company,  Limited 

The  Last  Word  in  Values 


We  are  strong  on  Slippers  and  all  our  slippers  are  strong  sellers.  Probably  none  are 
more  popular  than  our  Ladies’  KID  and  SUEDE  BOUDOIR  SLIPPERS  shown  in  all  the 
popular  shades — outstanding  for  Appearance,  Comfort  and  Wear.  Our  beautiful  JULIET 
SLIPPERS  in  all  shades  of  Felt — Plush  or  Fur  Trimmed — hold  a wealth  of  selling  appeal. 
In  MEN’S  SLIPPERS  our  Fine  Leather  Productions,  in  ROMEO,  EVERETT  and  OPERA 
Patterns,  Turn  or  McKay  sewn,  are  the  trade’s  best  in  Quality  and  Value.  We  have  also 
popular  sellers  in  CAMEL  HAIR  SLIPPERS  for  Men  and  Women. 


Quality  Felts  are  not  easy  to  get,  but  “SUPERIOR”  BRAND  CANADIAN  FELTS  have 
a record  for  RELIABILITY  that  makes  them  LEADERS  in  the  Felt  Field.  Our  Heavy 
Felt  Goods  for  Outdoor  Wear,  Felt  or  Leather  Soles,  are  the  kind  you  can  sell  with  fullest 
confidence.  They  will  make  good.  We  also  have  a full  range  of  FELT  AND  KNIT  SOCKS. 


The  Hockey  Boot  Trade  is  certainly  worth  catering  to.  We  give  it  special  attention, 
featuring  the  productions  that  are  most  popular  with  skaters  and  hockeyists.  You 
will  find  in  them  THE  LATEST  PATTERNS,  all  STRONG,  WELL-MADE  SHOES,  SPRING 
or  LOW  HEEL,  with  or  without  ANKLE  SUPPORTS.  Take  special  note  of  our  Hockey 
Boot  Samples. 

If  you  want  to  get  the  call  for  MOCCASINS  in  your  community  a showing  selected  from 
our  lines  is  all  you  need.  Whether  it  be  in  HORSE  HIDE,  BUCK  or  ELK,  we  have  the 
light,  strong,  durable,  comfortable  models  that  give  complete  satisfaction  to  wearers 
of  this  popular  footwear. 

See  also  our  special  lines  in  Wool  Lined  Sheepskin  Socks. 


You  must  be  particularly  careful  in  choosing  your  OIL  TANS.  Ours  are  the  WORTH 
WHILE  LINES  because  they  STAND  UP  UNDER  THE  HARDEST  WEAR.  Our  6 and 
10  inch  DRAW  STRING  LARRIGANS  are  extremely  popular  with  the  outdoor  worker 
and  can  be  depended  upon  to  sell  and  satisfy. 


The  selling  and  wearing  of  SPATS  grows  more  extensive  each  season.  Be  ready  to  meet 
this  growing  demand  and  to  stimulate  it.  We  have  a complete  range  for  MEN  and 
WOMEN  in  FELT  and  MELTON  CLOTH  in  all  the  popular  shades.  They  give  the  NEAT 
FIT  and  LONG  WEAR  that  make  them  GREAT  SELLERS. 


Our  LEATHER  and  CANVAS  LEGGINGS  fill  a real  want  with 
every  shoeman — strongly  made  from  the  best  tan  and  black 
grain  leather,  and  brown  canvas. 

Make  us  your  headquarters  for  INDEPENDENT  RUBBERS. 
Kant  Krack,  Veribest,  Dainty  Mode,  Dreadnaught,  Royal. 


Mention  ‘‘Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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8e  fair 

V'/Lii  Yourv'li:' 


In  your  anxiety  to  reduce  the 
stock  you  carry,  reduce  on  a 
pairage  basis  as  well  as  on  a value 
or  cost  basis.  Too  many  pairs 
on  the  shelves  are  as  unsafe  as 
too  heavy  investment. 

But — be  fair  with  yourself. 

Remember  that  you  must  have 
new  merchandise  to  show  your 
trade  for  Spring. 

You  can  reduce  pairage  and 
order  for  Spring  as  well  if  you 
remember  that 

We  Carry  the  Stock. 


James  iloMnson  Company 

Limited 


184  'McGII/b  STREET 


MONTREAT 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TOUR  Inventory: 


Have  you  taken  your  inventory? 

Did  you  figure  your  shoes  at  the 
present  lower  market?  Did  you 
unload  all  your  old  stock  by 
offering  compelling  values?  If 
you  have  done  none  of  these,  do 
so  now.  We  have  done  all  of 
them  and  it  gives  you  a comfort- 
able feeling  to  know  that  the  job 
is  done.  That  is  why 

Our  Prices  Are  Interesting 


J antes  R©  Mason  c ) ornpany 


Liraite* 


M4  MoC.iLI/  STREET 


Mention  “Shoe  and,  Leather  Journal ” when  writing  an  advertiser 
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REGAL 

SHOES 


are 


made 


in 


ANADA 

h 

ORSON 


MANUFACTURED 
UNDER  LICENCE 


The  makers  of  Regal  Shoes  in  Canada  are 
glad  to  welcome  fellow  Canadian  Shoe 
Manufacturers  to  Toronto  for  the  Shoe 
Manufacturers’  Convention,  January  25- 
26.  It  is  “open  house”  at  the  Regal  offices 
and  factories  and  all  visiting  shoemen  are 
cordially  invited  to  call  on  us  and  see 
Regal  Shoes  in  the  making  in  the  most 
economically  and  efficiently  operated  shoe- 
making establishment  in  Canada. 

Canadian-made  shoes  take  second  place 
to  none  in  fine  footwear  and  Canadian 
Regals,  made  by  Corson,  have  all  the 
style  and  quality  that  have  long  distin- 
guished these  internationally  known  and 
universally  worn  fine  shoes. 


Corson  Shoe  Manufacturing  Co. 

Limited 

STIRLING  ROAD  - TORONTO 
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No.  H-524 

Misses’  High  Cut  Gun  Metal  Blue. 


The  WILLIAMS  LINE 
-The  Line  for  VALUE 


Merchants  who  are  desirous  of  a line  of  shoes  for 
1921  in  which  VALUE  is  the  predominating  char- 
acter will  find  the  Williams  Line  to  their  liking. 
Perfect  Workmanship,  Quality  Leather  and  Correct 
Style  can  only  give  one  outcome — that  of  SATIS- 
FACTION. You  will  find  they  appeal  to  your 
customers  because  they  are  comfortable,  have  the 
appearance  and  give  the  long  wear  that  only  GOOD 
shoes  can  extend. 

You  can  do  no  better  anywhere  in  the  matter  of 
steady  selling  shoes  than  the  Williams  Line  for  1921. 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 


diiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiiiiimiiiiiiiiiii!iiiiiiimiiJiiiiiiimiH!iiiiiiiiiim!!iimimiiiiimiiii£ 


Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  256  Lemoine  St.y  Montreal,  P.Q. 

RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiaiiiiiiiiiiiiiiiiiiiiiiiiiiiiiitiiiiiiiiiiiiiiiiiiiiiiiiiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiifiiiiiiiiiiiiiiiiiiiiiiiHiiiiiif? 
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The  Brand 
that  denotes 
QUALITY 


See  that  ALL  your  Oil  Tans  have 
This  Mark. 


It  Is  Their  STURDINESS 

that  accounts  for  the  great  confidence  which 
dealers  and  wearers  continually  place  in 

LUMBER  KING 

Larrigans,  Shoepacks, 

Summer  Packs  and  Farm  Shoes 

They  have  the  STRENGTH  that  places  them  in  a 
class  by  themselves  for  WEAR.  They  have  the 
RELIABILITY  that  comes  from  long  experience 
and  the  most  careful  methods  in  Oil  Tan  Footwear 
Production.  Our  lines  cover  every  need  of  the 
outdoor  worker  and  sportsman.  They  are  year 
Yound  sellers  with  an  ever-growing  popularity. 


WHEN  IN  NEED  OE  OIL  TANS  THINK 
OF  LUMBER  KINGS 


MacKenzie,  Crowe  & Co.,  Limited 

Bridgetown,  N.S. 
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RELIABLE 


LEATHERS 


c? 


Lawrence 

Leathers 

are 

Reliable 

Leathers 


We  are  specialists  in  the  tanning  of  calfskin  and  side  leather  upper  stock. 

The  size  of  our  tanneries — our  long  experience  and  vigorous  application  of  the 
newest  and  most  progressive  methods  of  tanning — our  facilities  of  every  kind  mak- 
ing toward  efficiency — and,  last  but  not  least,  our  determination  to  produce  only 
such  leather  as  shall  excel  in  every  point  of  value  and  quality  in  the  grade — all 
these  place,  us  in  a position  to  assure  the  retailer  the  utmost  in  appearance  and 
wear  from  shoes  in  which  Lawrence  Leathers  have  been  used. 

* 

We  invite  you  to  specify 

For  top  grade  shoes:  GUN  METAL  CALF. 

For  medium  grade:  GUN  METAL  SIDES. 

For  finest  quality  suede  footwear:  WEILDA. 

For  the  next  grade  of  suede:  NUBUCK. 

For  patents:  BLACK  DIAMOND. 

You  will  thus  insure  satisfaction  to  both  yourself  and  the  eventual  purchaser. 

A.  C.  Lawrence  Leather  Co. 

161  SOUTH  STREET,  BOSTON 

NEW  YORK  CHICAGO  ROCHESTER 

CINCINNATI  ST.  LOUIS  PHILADELPHIA 


= . _ Jj 
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mi 

System 


Ames  Holden  McCready  system 
of  distribution  represents  the  utmost 
in  service  to  the  Shoe  Merchant  in  Canada. 

Branches  placed  at  distributing  centres 
across  Canada  are  ready  to  serve  at 
)Our  call. 

The  completeness  of  our  stocks  permits 
sorting  at  all  times. 

The  extreme  values  we  are  now  offering 
should  appeal  to  the  man  who  has  yet 
to  finish  his  Spring  placing. 

Address  your  nearest  branch. 


Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 
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JUST  ONE  PRODUCT 


This  entire  factory  and  its  organization  is  devoted  to  the 
manufacture  and  constant  improvement  of  just  ONE 
Product:  WELTING. 


BARBOUR  GROOVED  ENDLESS  WELTING  is  not  the 
by-product  or  sideline  of  a Belting  or  Sole  Leather  Business 
— It  Is  Our  Entire  Business. 

Isn’t  it  reasonable  to  suppose,  therefore,  that  this  line  of 
Welting  might  well  deserve  its  reputation  as  the 
“RECOGNIZED  STANDARD  OF  QUALITY?” 

6V  INVITATION 
MEMBER  OF 

BROCKTON  RAND 

BROCKTON,  MASS. 

NEW  YORK. U.S. A 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


24 


THE  SHOE  AND  LEATHER  JOURNAL 


ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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Sales -Making 
Shoes 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


The  reputation  for  sales- 
making  which  these  three 
brands  of  shoes  possess 
should  be  intensely  inter- 
esting for  shoe  retailers, 
particularly  in  these  times. 


Continuous  sales  can  only 
come  from  constant  high 
quality  and  sound  value, 
and  we  are  careful  to  see 
that  in  both  material  and 
shoemaking  our  shoes  will 
be  the  kind  to  produce  a large  daily  turnover  for  the  dealer. 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


< 


We  can  still  arrange  quick  deliveries  to  relieve 
any  merchants  who  have  delayed  in  placing 
orders  sufficient  to  cover  their  full  requirements 
for  Spring.  Get  in  touch  with  us  now  and  let 
us  show  you  our  values. 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 


Mention  “ Shoe  and,  Leather  Journal”  when  writing  an  advertiser 
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Let  LENNOX  Look  After 
Your  FELT  Requirements 

There  is  no  better  way  for  a merchant  to  add  sell- 
ing appeal  to  his  stock  than  to  make  a strong 
feature  of  Fine  Felts.  Neither  is  there  any  surer 
way  of  getting  the  RIGHT  Felt  Lines  than  to 
buy  from  Lennox. 

We  Make  Felt  Goods  one  of  the 
Strongest  Points  in  our  Service 

Our  lines  include  EVERYTHING  in  Felts  both 
for  indoor  and  outdoor  wear. 

FINE  FELT  SLIPPERS 

Cosies,  Juliets,  Boudoir  Slippers 

The  styles  that  are  outstanding  for  attractiveness. 

HEAVY  FELT  FOOTWEAR 

for  Outdoor  Wear 

These  all  represent  the  best  productions  on  the 
market,  both  for  Quality  and  Value.  To  select 
from  them  is  to  take  out  sales  assurance  for 
your  Felt  Department. 

Reliable  Boots  and  Shoes 

Those  are  the  kind  you  always  get  from  Lennox. 

You  will  find  them  more  than  ever  reliable  now. 

The  styles  the  people  want.  The  values  and  wear 
service  that  bring  repeat  sales. 

JOHN  LENNOX  & CO. 

Hamilton  - - - Ontario 
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“Canadian  Footwear” 

will  GROW  in  your 
favor. 

The  longer  you  sell  “Canadian  Footwear”  shoes  the 
greater  will  your  satisfaction  grow  at  their  trade- 
building character.  The  more  sales  you  make  the 
more  firmly  will  you  establish  your  store’s  reputation 
as  the  place  for  BETTER  VALUES  IN  SHOES. 

Our  range  of  Fine  and  Medium  McKays  for  Women, 
Misses  and  Children  is  truly  a fine  array  of  strong 
selling  models,  at  values  that  actually  deserve  to  be 
called  “exceptional.” 

It  is  worth  while  to  show  “ Canadian  Footwear ” 

Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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La  Duchesse 

Shoes  are  above 
the  average  in 
trade  building 
Qualities. 


It  is  useless  to  look  for  better  values 
than  are  obtainable  in  La  Duchesse 
Shoes.  The  standards  set  in  making 
these  shoes  are  such  that  they  cannot 
fail  to  hold  a top  position  for  popularity 
with  Jobber,  Retailer  and  the  Public. 

Any  shoe  from  our  complete  range  of 
McKays,  Turns  and  Welts  will  be  found 
an  absolutely  RELIABLE  shoe. 

“La  Duchesse  Shoe  Co.,  Registered 

MONTREAL,  QUE. 


# </ -_v  »•  V* 
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Jan.  I,  1921 


Hall-  Hodges 

LIMITED 

SUCCESSORS  TO 

INDUSTRIAL  EXPORT  COMPANY 
OF  CANADA,  LIMITED 

"A  SELLING  ORGANIZATION " 

SPECIALIZING  IN 

FOOTWEAR 


I 6 St.  Sacrament  Street 

MONTREAL 
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In  these  days,  when  a dissatisfied  public  is  clamoring 
for  lower  prices,  the  wise  retailer  wiJl  stock 


Women,  .Misses,  < Vowing  < »Ir  Is 


f 

l 


JIGS  (-GRADE  McK&YS 


The  Star  lines  of  these  are  wonders  in  trade  winning, 
because  they  have  a charming  appearance,  comfortable 
fit  and  give  a maximum  of  wear. 


The  Children's  Ones 

In  Welts,  Turns  and  McKays  are  the  prime  favorites 
with  customers  and  are  good  profit  producers.  That 
means  they  are  ALL  RIGHT. 
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MONTREAL,  QUE. 
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How  About 

Those  Rubbers? 


The  Independent  Rubber  Co.  Limited 

Merritton  - - (Ontario 


Amherst  Boot  Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  St  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  - Toronto,  Ont. 


C.  Weaver  ------  Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  - - London,  Ont. 

T.  Long  8s  Brother,  Limited  - Collingwood,  Ont. 

Kilgour  Rimer  Co.,  Limited  - - Winnipeg,  Man. 

Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask* 
Dowers  Limited  -----  Edmonton,  Alta. 

The  J.  Leckie  Co.,  Limited  - - - Vancouver,  B.C. 


In  the  Independent  Range  there  is  a 
rubber  perfectly  suited  to  every  need — 
styles  to  suit  the  most  fashionable  shoes 
and  heavy  models  that  give  complete 
satisfaction  to  the  outdoor  worker.  The 
Dependable  Wearing  Quality  of  Inde- 
pendent Rubbers  makes  them  the  one 
safe  line  to  sell  and  recommend.  Prompt 
service  from  our  wholesalers  on  all 
orders  large  or  small. 


INDEPENDENT  WHOLESALERS 


Are  all  your  lines  well  filled — extensive 
enough  to  take  care  of  a Winter  Rush? 
These  are  money-making  days  for  the 
man  whose  stock  of 

INDEPENDENT  RUBBERS 

is  complete  in  Styles  and  Sizes. 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings 
Cyclone  Bleach,  Etc. 


Look  Over  this  List  and  Send  in  Your  Order 


Ultra  Edge 

fc'One  setting  edge  ink 

Uneeda  Edge 
The  King  Edge  Ink 

For  a one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes 

King  Edge  No.  31  (Natural) 

Model  First  Setting 

A stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.  Made  in  all  colors 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A dye  for  heels,  shanks;  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and  dis- 
colorations. and  makes  a hard,  smooth, 
uniform  finish 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish  . 

For  stain  and  black  bottoms 

Slickum 

A gum  to  use  where  a high  polish  is  wanted 
on  a paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Naphtha  Black 

For  raw  edges  of  vamps  and  tips 

Nonesuch  Filler 

A filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all  colors. 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A stain  finish  to  take  the  place  of  paint 
or  wax  finish;  will  cover  all  kinds  of  leather 

Paragon 

A wax  stain  for  shanks  and  foreparts  on 
black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 

Fakes 

Satin  Gloss 

Glossene  _ 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all  kinds 
of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a coat  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Ruby  Cutter  No.  2 
Ruby  Flow  No.  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet  leather 

Tanners’  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 

Veneering  (Russet) 

Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston 

Leather 


Stain 

Company 


109  Purchase  Street  Boston,  Mass.,  U.S.A. 
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How  is  your  stock  of  Rubbers? 


Three  months  of  busy  selling  are  just  ahead.  Winter 
snows  and  Spring  rains  will  keep  up  an  active  demand 
for  DOMINION  RUBBER  SYSTEM  RUBBERS. 

Don’t  miss  sales  for  lack  of  proper  shapes  and  sizes  to 
fit  all  shoes.  Check  up  your  stock — send  your  “sort- 
ing orders”  to  the  nearest  DOMINION  RUBBER 
SYSTEM  SERVICE  BRANCH— and  thus  make  your 
assortment  of  Rubbers  complete  in  every  detail. 

Dominion  Rubber 
System  Rubbers 

enable  you  to  give  your  customers  their  money’s  worth 
in  quality,  style,  comfort  and  sturdy  wear,  and  enable 
you  to  make  sales  instead  of  excuses,  because  they 
come  in  every  style  to  fit  the  shoes  of  men,  women 
and  children. 

DOMINION  RUBBER  SYSTEM 

Head  Office:  MONTREAL 

SERVICE  BRANCHES 


ARE  LOCATED  AT 


HALIFAX 

ST.  JOHN 

QUEBEC 

MONTREAL 

OTTAWA 

TORONTO 

HAMILTON 

BRANTFORD 

KITCHENER 

LONDON 

NORTH  BAY 

FORT  WILLIAM 

WINNIPEG 

BRANDON 

REGINA 

SASKATOON 

CALGARY 

I ETHERIDGE 

EDMONTON 

VANCOUVER 

VICTORIA 


Mention  "Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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TO  ADVERTISERS 

j The  paid  circulation  of  the  SHOE  AND  LEATHER 
I JOURNAL  is  more  than  double  that  of  any  other 
| shoe  publication  in  Canada,  and  exceeds  the  eom- 
i bined  paid  lists  of  all  other  Shoe  Trade  papers 
J circulating  in  this  country. 


IS  THIS  YOUR  YEAR? 

SOMEONE  has  said  that  genius  is  an  infinite  capacity  for  hard  work.  At  all  events  nothing 
worth  while  has  ever  been  accomplished  in  this  world  without  sweat  of  brain  or  body.  There 
are  no  short  hours  for  the  man  who  aims  to  “do  exploits.’’  The  unemployment  problem  will 
continue  just  so  long  as  men  figure  out  their  day's  in  hours. 

This  year  is  going  to  try  out  business  men  more  than  any  in  the  past  decade.  We  have  been 
having  things  too  easy.  Buying  and  selling  has  been  a matter  of  mere  price.  Salesmanship  and, 
to  a large  extent,  business  management  have  been  in  the  background.  Living  “on  easy  street” 
has  become  so  common  that  we  have  dropped  into  habits  of  thought  and  life  that  are  going  to  be 
difficult  to  drop.  Some  are  not  going  to  get  rid  of  their  easy  ways  until  it  is  perhaps  too  late. 

This  year  belongs  to  the  man  who  has  made  up  his  mind  to  think  and  work.  It  is  going  to 
be  hard  to  do  business  and  harder  still  to  do  business  at  a profit  than  it  has  been  since  the  war. 
It  is  going  to  be  harder  to  sell  goods  of  any  kind  to  anybody,  and  the  man  who  stands  pa:t  is  going 
to  remain  a long  time  standing. 

If  you  have  the  stuff  in  you  and  are  willing  to  put  brain  and  brawn  into  its  use,  this  year  will 
be  the  making  of  you.  It  is  going  to  start  a lot  of  people  who  are  not  afraid  of  work  on  the  way  to 
success.  It  is  going  to  bury  the  drones,  shilly  shalliers  and  four-flushers  a mile  deep. 

If  you  have  become  “flabby”  get  out  your  mental  or  physical  dumb-bells  and  whip  yourself 
into  condition.  It  is  not  to  the  swift  or  the  strong  that  the  business  race  jwillj  be  for  1921,  but 
to  the  steady  plugger  who  “misses  no  bets,”  but  above  alb  who  misses  no  hours  at  his  business 
nor  opportunities  for  turning  an  honest  penny  to  account. 
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Wisdom  from 
the  Bench 

Homely  Comments  on  Current  Topics  by 

Old  Timer — Shoes  and  Their  Wearers  as 

Seen  From  the  Shoe  Bench 

it  r\()  you  know  I think  that  we  have  developed  a 

I J mental  disease  in  the  past  six  months,  that  is 
going  to  do  us  serious  harm  if  we  do  not  watch 
ourselves.  One  of  the  worst  things  that  can  take  hold  of  a 
man  is  suspicion.  When  it  gets  into  a family  there  is  the 
devil  to  pay,  and  when  it  takes  hold  of  a community  it 
means  that  everything  is  pulled  up  by  the  roots.  I had 
a man  in  to  have  a pair  of  half  soles  put  on  his  boots  last 
week  and  I have  thought  since  that  he  ought  to  be  in  an 
asylum.  He  thinks  everybody  is  after  him,  or  trying  to  do 
him  an  injury.  His  brothers  are  trying  to  do  him  out  of 
some  property  and  his  wife  is  in  league  with  them.  I 
couldn’t  help  thinking  that  if  a watchful  eye  is  not  kept  on 
him,  he  may  do  someone  an  injury.  He  is  evidently  what 
they  call  a paranoiac.  There  are  thousands  of  them  to-day. 
I have  people  come  to  my  shop  so  full  of  the  idea  that  every- 
body around  them  is  a profiteer,  that  it  is  pitiful  to  listen 
to  them.  One  of  them  called  me  a wicked  old  profiteer  to 
my  face,  when  I told  him  the  price  of  soling  and  heeling  a 
pair  of  old  shoes  that  were  only  fit  for  the  scrap  pile.  What 
is  going  to  become  of  us  with  this  distrust,  that  is  filling 
everybody’s  mind  in  business,  social  life  and  even  religion? 
We  need  a revival  of  confidence.  Have  faith  in  man  as 
well  as  God.” 

Eating  and  Having  the  Cake 

For  several  years  past  wage  earners  have  had  their 
harvest  as  well  as  others.  They  are  amongst  the  greatest 
shouters  against  profiteering  that  we  have.  I have  a man 
who  comes  into  my  shop,  who  is  constantly  mouthing  about 
the  grasping  greed  of  capitalism.  He  is  a carpenter  by 
trade,  and  when  I asked  him  if  he  wasn’t  getting  his  share  of 
what  was  going,  he  broke  forth  into  a tirade  that  was  fit 
for  one  of  the  “open  forum”  meetings  that  are  held  every 
Sunday  now  instead  of  Bible  Classes.  He  is  getting  ninety 
cents  an  hour,  and  it  is  not  many  years  ago  that  he  was 
glad  to  get  twenty-five.  I understand  the  union  is  now 
talking  of  a dollar  and  ten  cents  an  hour.  When  I told 
him  that  if  the  carpenters  of  the  country  would  offer  to 
work  for  fifty  cents  an  hour  for  the  next  twelve  months, 
there  would  not  be  an  unemployed  man  in  the  country, 
and  that  a hundred  and  one  other  troubles  besides  housing 
would  be  settled,  he  went  out  and  banged  the  door.  I 
have  been  a working  man  all  my  life  and  am  sympathetic 
towards  labor  unions,  but  when  they  let  blatherskites  work 
them  until  they  tie  the  country  up  in  a knot,  I am  done 
with  them.  The  loudest  howlers  for  cheap  commodities 
to-day  are  those  who  are  trying  to  hang  on  to  their  high 
wages  with  one  hand,  and  grab  for  cheap  shoes  with  the 
other.  They  want  to  eat  their  cake  and  keep  it. 

They  Have  the  Bug 

Another  class  which  I find  prominent  amongst  those 
who  are  clamouring  for  a reduction  in  prices,  is  that  which 
goes  on  spending  its  money  for  that  which  is  not  bread, 
or  anything  that  may  be  called  needful.  I have  people 
come  into  my  shop  to  have  their  wrecked  footwear  patched 
tip  instead  of  buying  decent  ones,  who  spend  four  or  five 
nights  a week  tripping  “the  light  fantastic.”  If  they  would 
cut  out  a lot  of  foolishness  that  is  taxing  their  purses  they 


would  have  more  to  spend  on  themselves  and  their  homes. 
I hen  there  are  people  who,  until  lately,  have  never  thought 
of  visiting  a repair  shop  who  drop  in  to  have  their  shoes 
overhauled.  I had  a middle  aged  man  leave  a couple  of 
pairs  of  boots  to  be  rehabilitated  the  other  day  who  really 
ought  to  be  ashamed  of  himself.  He  is  the  head  of  a manu- 
facturing concern  and  ought  to  be  earning  ten  or  fifteen 
thousand  dollars  a year.  His  wife  called  in  a limousine 
with  the  shoes  and  I could  not  help  smiling  as  I thought 
what  it  must  cost  her  husband  to  run  that  car  alone,  and  I 
suppose  he  has  one  for  himself.  The  gasoline  alone  would 
pay  many  times  over  for  new  shoes.  But  he  has  the  “bug” 
I suppose,  and,  notwithstanding  the  fact  he  is  having  the 
same  hue  and  cry  about  prices  in  his  own  business,  as  there 
is  in  shoes.  These  are  the  people  that  are  clogging  the 
wheels  of  business  these  days. 

Don’t  Like  Work 

The  trouble  these  days  is  not  so  much  the  matter  of 
high  wages,  employers  say,  as  that  they  cannot  get  the 
work  out  of  the  men.  I think  a good  deal  of  this  is  true 
from  what  I hear  now  and  then  from  those  who  call  in  my 
shop.  I repaired  a pair  of  dancing  pumps  for  a spruce 
looking  young  man  some  time  ago.  He  told  me  he  was  a 
printer  and  was  getting  thirty-five  dollars  a week.  He 
talked  away  and  in  the  course  of  his  remarks  said  that  he 
was  working  forty-eight  hours  a week,  but  the  union  was 
working  towards  a five  day  week.  I tried  to  get  a line  on 
him  in  my  humble  way  on  his  work,  and  how  he  enjoyed 
it,  but  all  I could  get'  out  of  him,  and  all  he  apparently  thought 
of,  was  that  he  was  getting  big  wages  and  was  going  to  live 
the  life  of  a gentleman.  I am  beginning  to  think  that  the 
trouble  with  the  men  of  this  generation,  and  especially 
the  young  men,  is  that  they  are  not  in  love  with  their  work. 
I can  remember  when  we  shoemakers  used  to  put  our  best 
into  a pair  of  shoes  and  used  to  take  pride  in  a friendly 
competition  as  to  workmanship.  To-day  it  is  a mere 
question  of  hours  and  pay. 

The  Open  Door 

From  my  point  of  observation,  I am  convinced  that 
there  is  as  much  chance  to-day  for  the  man  who  works  as 
ever  there  was.  I had  a man  of  perhaps  forty-five  call  the 
other  day  for  his  shoes  and  as  I was  tying  them,  up  he  informed 
me  that  he  had  worked  at  the  shoe  bench  and  had  always 
taken  an  interest  in  shoe-making.  He  complimented  me 
on  my  work,  which  of  course  I appreciated.  He  told  me 
he  was  at  the  head  of  a wholesale  concern  in  the  city,  having 
gone  there  just  before  he  was  out  of  his  time.  He  had 
used  his  knowledge  of  shoes  in  his  new  position,  which  was 
that  of  packer,  in  the  establishment  and  was  able  to  detect 
flaws  in  goods  that  came  into  the  warehouse  and  so  forth. 
But  it  was  not  his  experience  on  the  bench  that  had  counted 
in  his  steady  promotion.  He  said,  “I  worked  early  and 
late.  No  one  ever  heard  me  grouse  about  coming  back 
after  hours  to  straighten  up  stock  or  get  out  an  order. 
The  one  thing  that  I claim  brought  me  success  was  hard 
work  and  interest  in  my  job.”  Here  is  a man  drawing  down 
a big  salary  who  was  originally  a shoemaker.  I don’t 
suppose  he  would  be  as  well  off  had  he  remained  on  the 
bench  even  if  he  had  worked  as  hard,  but  we  cannot  tell. 
At  all  events  nine  out  of  every  ten  men  will  tell  you  it  is 
not  so  much  brains  as  work  that  counts. 


DO  IT  NOW 

Write  and  tell  us  what  you  think  of  “The  Shoe  and 
Leather  Journal”  and  its  work.  It  will  help  us,  it  will  help 
others,  it  will  help  YOU. 
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Majority  of  Retailers 
Made  Money  in  1920 

First  Six  Months’  Selling  Kept  the  Year’s 
Averages  Up — Prospects  for  the  Rest  of 
the  Winter — Opinions  as  to  Popular  Prices 
and  Grades  of  Shoes  to  Be  Demanded 

Replies  received  to  six  significant  questions  sent  out  by 
The  Shoe  and  Leather  Journal,  since  its  last  issue,  reveal 
certain  definite  results  of  the  past  year’s  trading  among  the 
boot  and  shoe  retailers  of  Canada  as  well  as  several  important 
tendencies.  Perhaps  the  most  interesting  phase  of  the  shoe 
business  for  1920  is  the  fact  that  notwithstanding  the  harass- 
ing conditions  through  which  the  trade  had  to  navigate, 
sales,  on  the  whole,  were  ahead  of  the  1919  record,  while 
net  profits  were  very  little  less  for  the  twelve  months’ 
activities.  This  might  be  taken  to  indicate,  more  than  any- 
thing else,  the  tremendous  pace  at  which  shoes  were  being 
retailed  prior  to  the  commencement  of  the  general  slackening 
of  trade,  but  for  the  fact  that  one  man  reports  that  he 
actually  did  better  during  the  last  six  months  of  the  year 
than  he  did  during  the  first  six  months.  This  was  not  done 
through  any  slashing  of  prices  on  the  part  of  this  lone  re- 
tailer, because  his  net  profits  for  the  whole  year  showed  up 
as  favorably  as  his  net  sales.  Most  retailers  in  the  larger 
centres  of  population,  however,  felt  the  slowing  tip  of  business 
when  the  slump  came  and  were  forced  to  sacrifice  profits 
for  the  moving  of  more  pairs  and  only  the  easy  selling  of  the 
first  six  months  of  the  year  saved  them  from  heavy  net 
losses  when  the  whole  year’s  accounting  was  made.  In 
the  smaller  towns,  as  was  to  be  expected,  business  through- 
out the  whole  year  was  more  even  and  normal.  In  these 
places  merchants  have  generally  come  through-  the  period 
with  fair  profits. 

Opinion  is  fairly  well  divided  as  to  what  to  expect  in 
the  way  of  business  during  the  next  two  months.  Many  say 
without  equivocation  that  they  expect  trade  to  be  better, 
while  about  as  many  others  seem  a little  afraid  that  business 
will  not  be  any  better,  though  no  one  replying  to  the  question 
goes  as  far  as  to  say  explicitly  that  he.  expects  a much 
worse  condition  than  has  prevailed  during  the  winter  up  to 
the  present.  One  or  two,  however,  while  not  pessimistic, 
write  the  word  “quiet”  after  the  question,  and  one  man 
writes  “below  1920,”  another  “perhaps  below,”  and  still 
another  “rather  poor.” 

.Stocks,  as  indicated  by  the  letters  from  retailers,  are 
still  a little  too  heavy  in  some  quarters  as  regards  the  higher 
priced  footwear,  but  the  more  staple  lines  seem  now  to  be 
in  fairly  normal  shape.  Some  merchants  have  top-heavy 
stocks.  That  is  to  say  they  have  too  many  high-priced  shoes 
and  below  the  usual  stock  of  staples.  Several  claim  to  be 
still  too  heavily  stocked  with  all  kinds  of  footwear.  The 
fact  that  some  are  still  carrying  the  better  grades  is  in- 
teresting when  the  answers  to  another  question  is  concerned. 
The  retailers  were  asked  as  to  the  trend  of  the  demand  by 
the  public  in  regard  to  prices  and  quality  and  without 
exception  their  replies  state  that  the  public  is  demanding 
good  shoes  but  at  lower  prices.  This  would  seem  to  in- 
dicate what  has  been  suggested  in  these  columns  on  several 
previous  occasions — -that  there  were  a great  many  people 
initiated  into  the  virtues  of  good  footwear  during  the  period 
of  easy  money.  During  the  war  and  immediately  after- 
wards thousands  of  people  bought  the  best  footwear  for  the 
first  time  in  their  lives.  They  have  found  that  they  bought 
better  than  they  knew  and  henceforth  nothing  short  of  the 
best  will  satisfy.  Naturally  they  want  to  get  those  shoes  as 
cheaply  as  possible  and,  believing  that  everything  has  become 
inflated  and  it  being  in  the  air  that  deflation  is  taking  place, 


they  will  bargain  a little  and  shop  around  more  than  has  been 
their  custom  of  late.  Those  who  have  such  footwear  still 
on  their  shelves  may  yet  dispose  of  it,  but  they  will  have  to 
watch  the  replacement  values  carefully  to  avoid  being  caught 
with  the  goods  while  the  other  fellow  supplies  the  demand 
for  good  footwear  at  replacement  prices. 

The  range  of  opinion  as  to  the  most  popular  price  for 
shoes  in  both  men’s  and  women’s  is  rather  wide,  though 
the  great  bulk  of  opinion  is  that  men’s  shoes  will  sell  best  at 
between  ten  and  twelve  dollars.  Some  say  eight  dollars, 
but  none  over  twelve.  Western  dealers  say  about  $15.00 
for  both  men’s  and  women’s.  In  women’s  the  range  is  wider, 
running  from  six  to  twelve  dollars,  with  the  greater  number 
■expressing  themselves  as  believing  that  shoes  priced  from 
nine  to  twelve  dollars  will  be  the  most  popular.  As  to  the 
class  of  footwear  tb  be  worn  most  retailers  are  guessing 
that  black  and  brown  brogues  will  be  again  popular  with 
both  men  and  women.  Cross  straps  in  kid  and  suede  are 
expected  to  be  mostly  worn  by  women  not  for  evening 
wear,  but  for  street  purposes  in  spring. 

The  questions  sent  out  by  The  Shoe  and  Leather 
J ournal  read  as  follows : 

1.  How  did  last  year  turn  out  with  regard  to  (1)  sales  and 
(2)  profits? 

2.  How  do  you  think  January  and  February  are  going  to 
turn  out  as  to  sales? 

3.  How  is  your  stock  (a)  on  higher  grade  goods  (b)  on  staple 
lines? 

4.  Do  you  find  people  demand  cheaper  shoes,  in  quality, 
or  good  shoes  for  less  money? 

5.  What  is  the  popular  priced  high  grade  man’s  shoe  and 
also  women’s  shoe? 

6. - What  do  you  think  will  be  the  most  popular  sellers  for 

spring  in  men’s  and  women’s?  ' 

In  answer  to  the  first  question  dealing  with  the  results 
of  last  year’s  business  the  replies  were  fairly  uniform  and 
showed  that  the  great  majority  of  shoe  retailers  made  money 
during  the  year.  Some  of  the  answers  in  more  detail  are  as 
follows:  Sales  about  the  same,  profits  less.  Turnover  a 

little  over  last  year  and  profits  about  the  same  as  we  work  on 
the  same  margin.  Sale^  larger,  profits  not  known  as  we 
take  stock  Feb.  1st.  Sales  better  than  1919,  profits  very 
good.  Sales  about  20%  ahead  of  year  before,  profits  about 
same  as  usual.  Sales  good,  profits  not  very  good  when  we 
consider  replacement  values.  Sales  ahead  of  1919,  profits 
about  10%  less  owing  to  closer  marking.  Year  not  ended 
till  January  31  but  total  for  eleven  months  ahead  of  1919 
and  profits  equally  as  good.  Sales  ljh%  less,  profits  3j%% 
less.  Sales  practically  as  large  as  1919,  and  regarding  profits 
do  not  think  they  will  be  as  large  as  a portion  of  stock  sold 
during  1920  was  cut  in  price  to  force  larger  selling. 

Regarding  the  question  as  to  what  is  to  be  expected  in 
the  way  of  business  during  January  and  February  here 
are  some  of  the  characteristic  replies: 

Less  than  last  year.  Rather  poor.  It  largely  depends 
upon  the  weather.  As  good  as  1919.  Not  above  the  average 
perhaps  below.  Fairly  heavy.  January  to  date  very  good; 
as  industries  resume,  indications  point  to  a pick-up.  It 
looks  as  if  January  and  February  would  be  below  1920,  buc 
we  are  anticipating  a good  Easter  business  in  March.  So 
far  sales  have  been  better  and  we  expect  them  to  continue  so. 
We  anticipate  January  and  February  to  be  quiet  months 
unless  special  inducement  to  force  sales  are  used. 

In  regard  to  the  condition  of  stocks  in  the  hands  of 
the  retailers  these  are  some  of  the  answers  received: 

Higher  grades,  rather  low;  staple  lines,  rather  low. 
Well  balanced  on  both  lines.  Higher  grades,  light;  low 
grades,  light.  High  grades,  a little  heavy  in  women’s  and 
low  in  men’s;  staple  lines,  about  average — not  so  high. 
High  grade,  fairly  heavy;  staples,  just  medium.  Higher 
( Continued  on  page  75) 
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Advertising  and  the 
Well-Conducted 
Retail  Store 

Success  of  the  Chain  Stores  Due  to  Inge- 
nuity in  Window  Dressing,  Store  Display 
and  Trick  Packages — By  A.  L.  TOWNS- 
END 

METHODS  of  merchandising  have  undergone  a great 
change  in  the  past  five  years,  and  a systematic 
study  of  conditions  in  five  large  cities  brings  out  the 
fact  that  certain  great  national  enterprises  owe  much  of 
their  success  to  a close  relationship  between  advertising 
schedules  and  the  policy  adopted  at  points  of  retail  distri- 
bution. 

When  the  first  cigar-store  chains  were  introduced  a 
cry  went  up  from  small  retailers.  Here  was  unfair  com- 
petition. Cries  of  “autocratic  methods,”  “trusts”  and 
“monoply”  were  heard  in  the  land.  One  by  one  the  small 
tobacco  shops  disappeared.  Only  the  sturdy  ones  could 
stand  the  impact  of  the  new  regime. 

We  are  living  in  an  age  of  expert  store  management, 
direction,  enterprise.  The  most  humble  meal  can  arouse  the 
appetite  if  the  accessories  are  wisely  arranged.  Here  is 
where  the  chain  store  forges  steadily  ahead.  There  can 
be  no  weak  links,  no  wishy-washy  management,  no  indifferent 
clerks  and  unprogressive  managers.  Incentive  comes  from 
one  central  station.  Each  store  must  measure  up  to  a 
certain  high  standard  of  efficiency,  or — the  chopping  block. 

Stores  Always  Attractive 

There  is  nothing  hit  or  miss  about  the  window  displays 
in  a chain-store  system.  Once  a month  new  material  is 
shipped  to  all  of  the  stores,  everywhere.  It  must  be  used. 
It  isn’t  hidden  in  the  basement  or  left  beneath  a counter. 

Through  all  this  operation  is  an  exceedingly  clever 
purpose — display  your  goods  to  the  best  advantage.  Make 
your  store  bright,  attractive,  individual.  Half  of  sales- 
manship, as  we  know  it  to-day,  is  in  the  physical  dress  of 
the  merchandise  and  of  the  retail  store.  People  are  won 
over  by  modernity,  by  neatness,  by  quick,  clever,  willing 
service. 

A sales  manager  of  a chain  store  system  made  this 
remark  to  the  writer: 

“Give  me  a certain  line.  I will  stock  up  ten  average 
drug  stores  of  the  old  regime  and  then  build  ten  competitive 
stores  of  the  new  type.  The  latter  will  inevitably  get  the 
business— get  it  in  a big  way,  despite  the  fact  that  the  other 
shops  keep  the  same  identical  line.  It’s  in  the  method  of 
display,  it’s  in  the  spectacular  stage  dress  of  the  store  and 
all  the  hundred  and  one  details  of  service  supplied  at  those 
stores.  Success  in  the  retail  business  is  now  largely  a matter 
of  store  management.  The  manufacturer  of  extensive 
lines  has  been  literally  compelled  either  to  go  into  the  chain- 
store  business  himself  or  to  link  up  with  men  who  can 
swing  and  conduct  it.  And  all  because  this  manufacturer 
has  tried  and  tried  in  vain  to  combat  the  laziness,  the 
indifference,  the  stupidity  of  a large  class  of  retail-store 
proprietors. 

“These  chaps  will  allow  their  stores  to  run  down; 
they  will  use  the  same  careless  window  trim  for  months  on 
a stretch,  they  will  arrange  merchandise  without  regard  to 
psychology,  they  will  neglect  to  use  the  services  that  are 
supplied  them,  in  most  cases,  free.  In  the  meanwhile, 
along  corner  an  organization  with  an  idea.  It  secures  the 
necessary  financial  backing,  it  takes  the  bull  by  the  horns. 


It  has  doubtless  reached  the  parting  of  the  ways,  appreciating 
that  it  must  strike  out  on  its  own,  and  to  hang  with  the 
small  retailer. 

“I  believe  we  have  reached  a point  in  merchandising 
where  the  window-dresser,  the  designer  of  novelty  displays, 
show  cards,  etc.,  and  the  upkeep  of  the  store  interior  are 
absolutely  indispensable.  It  means  a survival  of  the  fittest. 
Not  even  prestige  or  advertising  will  sell  an  increa  ing 
volume  when  other  units  fail  to  advance.  Advertising  is 
almost  helpless  in  certain  cities  where  the  store  the  market 
sees  it  well-nigh  irresistible.  The  temptation  to  go  in  and 
look  around  is  followed  by  the  desire  to  buy.  And  then 
comes  a set  buying  habit.  Most  people  make  their  purchases 
in  this  fashion.  They  buy  certain  goods  at  certain  stores 
and  learn  to  know  certain  clerks.  When  one  store  is  the 
snappiest,  prettiest,  most  modern  on  a street  or  in  a town, 
it  will  make  large  dents  in  the  sales  of  competitive  shops. 

“The  manufacturer  who  puts  out  a line  of  goods  and 
trusts  too  much  to  the  sale  of  them  in  ‘just  stores,’  hit  or 
miss,  will  soon  be  unable  to  cope  with  the  bigger  fellow 
who  has  organization  behind  him  and  who  creates  his  own 
atmosphere  for  his  own  goods,  in  defiance  of  the  indifferent 
methods  of  indifferent  storekeepers.  I do  not  contend  that 
this  new  system  will  ever  kill  off  the  independent  manu- 
facturer, but  it  will  inevitably  cause  him  to  jack  up  the  small 
merchant.  It  will  force  him  to  get  brighter  packages  and 
to  keep  changing  them  as  the  buying  mood  changes. 

“It  is  another  phase  of  Specialization.  Look  at  the 
chain  grocery  stores,  the  serve-yourself  groceterias!  They 
are  all  patterned  after  one  master  model.  Various  lines 
are  segregated.  If  a woman  wants  breakfast  food,  she  can 
see  all  of  the  various  makes  in  one  department — same  with 
soap  or  vinegar  or  anything  else.  So  important  has  the 
idea  become  that  many  manufacturers  are  originating  special 
department  displays,  where  they  have  a dozen  or  more 
different  products. 

“ The  drug  chains  Ijnow  the  wisdom  of  catching  popular 
fancy.  Men  do  nothing  else  but  analyze  buying  moods 
and  changed  conditions. 

“Then  there  are  the  shirt  shops  and  the  glove  shops- — 
— yes,  it  is  coming  to  be  quite  the  thing  for  manufacturers 
of  a fine  line  of  gloves  to  have  their  own  shops  in  each  town 
and  to  stage-manage  display  with  this  same  wonderful 
ingenuity. 

“More  than  one  of  the  chain  shoe  stores}— or  branch 
stores,  whichever  you  choose  to  call  them — issue  at  frequent 
intervals  most  elaborate  window  trims,  special  panels  for 
standardized  screens,  window  cards  and  seasonal  exhibits 
for  inside  the  store  and  out.  They  are  produced  in  bulk 
and  are,  therefore,  more  economical.  These  displays, 
together  with  the  numerous  other  special  features,  sometimes 
make  the  average  little  shop  seem  strangely  old-fashioned, 
obsolete. 

“To-day  a new  condition  exists.  If  the  small  retailer 
suffers,  and  if  the  manufacturer  wonders  why  his  advertising 
does  not  ‘pull’  as  it  should,  he  would  do  well  to  look  down 
Main  street  of  any  town  or  city  and  note  the  progressive- 
ness of  the  chain  store  in  the  things  that  it  does  and  the 
manner  of  doing.  Too  long  has  the  physical  appeal,  the 
appeal  to  the  eye,  at  the  point  of  consumer-contact  with 
the  goods,  been  neglected.” — Printers’  Ink. 


Guard  against  economical  methods  of  doing  your 
w'ork  that  lower  the  standard  of  your  business.  Investigate 
them  fully  before  adopting  them.  No  matter  how  much 
money  you  save  by  the  particular  operation  at  issue,  there 
is  not  much  economy  in  it,  if  it  lowers  the  standard  of  your 
work  and  gains  for  you  the  reputation  of  being  a poor 
repairer.  In  the  end  it  will  be  sure  to  prove  disastrous, 
because  it  is  the  satisfied  customers  that  come  back  and  they 
wrill  not  come  back  if  they  are  given  a poor  job. 
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Keep  Your  Feet  on 
the  Ground 

Keep  Stock  in  Liquid  Shape — Move  it  by 
Aggressive  Sales  Methods — Don’t  Cripple 
Spring  Selling  by  Starting  Late  Buying  — 
Be  Optimistic  and  Aggressive 

Business  men  are  getting  all  sorts  of  advice  these  days 
from  all  kinds  of  people  from  bank  presidents  to  editors  who 
know  about  as  much  regarding  retail  conditions  and  prospects 
as  they  do  about  Choctaw.  Some  of  these  wise  ones  tell  us 
that  the  present  slump  is  a temporary  re-actibn  from  ex- 
orbitant prices  and  that  we  shall  see  a return  to  higher  costs. 
Others  say  that  the  end  of  the  slump  has  not  yet  been  reached 
and  that  we  shall  see  lower  markets  still. 

Elaborate  arguments  about  trade  balances  and  ex- 
haustive dissertations  on  world  conditions  do  not  help, 
but  rather  confuse  those  who  have  to  do  with  buying  and 
selling  commodities  for  general  consumptions.  What  the 
retailer  wants  to  know  is  how  to  protect  himself  against  loss 
and  possible  insolvency  and  he  will  welcome  any  information 
that  will  afford  him  light  as  to  the  future  of  his  business. 

In  the  first  place  no  one  can  tell  how  long  the  present 
deflation  process  will  last.  The  hopeful  aspect  of  it  is,  that 
it  has  been  so  rapid  and  so  drastic  that  the  end  cannot  be 
as  far  off  as  though  its  progress  had  been  more  gradual. 
It  has  certainly  been  a rapid  tumble  and  the  chances  are  that 
the  next  few  months  will  see  the  worst  of  it  over. 

What  is  the  course  the  retailer  should  pursue  with  the 
uncertainty  still  ahead  of  him?  It  does  not  require  any 
particular  cleverness  to  suggest  one  or  two  things  that  call 
for  but  common  gumption.  The  first  thing  any  business 
man  should  do  in  face  of  a falling  market,  is  to  get  rid  of 
high  cost  stock  and  get  his  business  down  to  a turnover  on 
present  wholesale  prices.  The  mistake  nine  out  of  ten 
people  make  is  hanging  on  to  goods  or  property  after  its 
value  has  fallen,  in  hope  that  it  may  rise  again.  There  are 
a lot  of  merchants  “stock  poor”  today  just  as  there  are  a 
lot  of  people  land  poor  who  are  holding  on  to  property  they 
acquired  during  the  last  boom'.  It  ought  not  to  take  any 
argument  to  show  how  foolish  this  policy  is.  Get  the  stock 
down  to  the  present-day  basis  and  get  what  you  can  for  it. 
The  money  realized  on  it  will  enable  you  to  face  the  future 
no  matter  what  the  outcome  may  be. 

As  to  buying,  no  one  who  knows  present-day  conditions 
and  who  knows  the  state  of  the  public  mind  will  take  chances 
on  buying  more  than  he  can  see  a ready  sale  for.  For  im- 
mediate needs  on  staple  selling  lines,  those  who  are  considered 
wise  buyers  are  ordering  carefully  and  buying  frequently. 
It  is  no  time  either  for  large  stocks  or  speculative  buying. 
At  the  same  time  there  are  many  retail  shoe  merchants  who 
are  increasing  their  trade  with  all  the  discouragements  that 
are  common  just  now  to  the  shoe  business  as  to  many  others. 
During  the  past  month,  the  Shoe  and  Leather  Journal  has 
heard  from  quite  a number  of  those  who  announce  a sub- 
stantial increase  in  pairs  of  shoes  sold  during  November  and 
December.  This  result  was  not  accomplished  by  sitting 
still  and  talking  about  conditions  or  even  by  forced  sales. 
Those  who  have  made  headway  state  that  the  increased 
business  came  from  the  inauguration  of  an  aggressive  sales 
policy,  mainly  by  pushing  special  lines  and  putting  more 
ginger  into  their  advertising  and  selling  methods.  So  that 
it  is  possible  to  make  progress  under  unfavorable  conditions. 

As  to  buying  for  Spring,  there  is  no  reason  why  a mer- 
chant should  starve  his  trade  and  jeopardize  his  profits  by 
delaying  the  purchase  of  a reasonable  quantity  of  new  goods. 
In  fact  it  is  through  the  incoming  of  new  lines  that  many 
merchants  hope  to  sidetrack  the  continued  and  insistent 


demand  for  cheap  goods.  Both  men  and  women  have,  in 
recent  years,  come  to  regard  their  footwear  requirements 
more  seriously  than  ever  they  did  before.  They  are  ex- 
pecting to  blossom  forth  in  Spring  with  shoes  corresponding 
to  the  changes  made  in  their  other  apparel.  Be  sure  there 
will  be  the  usual  amount  of  new  fashionable  footwear  in 
demand  as  soon  as  the  warm  days  set  in  and  the  store  that  is 
prepared  to  meet  it  will  profit  accordingly.  With  nine  out 
of  ten  there  will  be  little  or  no  haggling  over  price  arid  so 
long  as  shoe  merchants  are  reasonable  in  the  profit  exacted, 
their  customers  will  be  satisfied  to  pay  what  is  asked  for 
shoes  that  please  them. 

From  the  number  of  new  late  samples  offered  by  shoe 
manufacturers  this  month,  there  is  abundant  opportunity 
for  a choice  of  new  lines.  The  only  difficulty  will  be  in 
getting  the  goods  through  on  the  short  time  left  for  Spring 
delivery;  but  as  preparation  has  already  been  made  for  the 
handling  of  considerable  volume  of  business  in  the  two 
months  yet  left  for  making  the  goods,  the  manufacturers 
will  be  equal  to  producing  them  in  time  for  the  Easter  trade. 

To  sum  up,  some  retailers  are  going  to  do  a satisfactory 
and  profitable  Spring  business.  It  will  be  those  who  make 
up  their  minds  to  work  systematically  and  vigorously 
towards  that  end.  They  say  that  all  things  come  to  the  man 
who  waits,  but  it  would  seem  that  they  come  just  now  to  the 
man  who  goes  out  and  hunts  them  up  instead  of  waiting  for 
them  to  come  knocking  at  his  door.  The  next  two  months 
will  tell  a tale  such  as  no  two  of  the  past  year  could  match. 


CALGARY  NOTES 

R.  P.  Davis,  of  the  20th  Century  Shoe  Repairing  Co., 
has  been  confined  to  his  home  by  a severe  cold  for  several 
days.  Mr.  Davis  was  the  first  man  in  Calgary  to  open  an 
up-to-date  shoe  repairing  shop. 

In  the  little  mining  town  of  Drumheller,  Alta.,  has  been 
opened  one  of  the  most  complete  Shoe  Repairing  Shops  in 
the  West.  K.  Andonoff,  the  proprietor,  has  installed  a 22  ft. 
Goodyear  Outfit  with  skate  sharpening  machine;  also  has 
an  up-to-date  hat  cleaning  department,  and  needless  to  say 
the  venture  has  proved  a success.  Mr  Andonoff  is  a hustler 
and  believes  in  having  the  latest  in  labor  saving  devices  and 
giving  his  patrons  the  best  that  money  can  buy. 

Joe  Epstein,  proprietor  of  the  Elbow  Shoe  Repair  Shops 
in  Calgary,  is  looking  forward  to  driving  a Nash  the  coming 
summer. 

Sam  McCracken,  of  Calgary  Saddlery  Co.,  has  been 
highly  honored  in  Masonic  circles  and  his  many  friends 
know  that  he  will  do  justice  to  his  new  office,  as  he  always 
has  been  a faithful  worker  in  any  line  he  has  attempted. 

E.  T.  Arnold,  of  the  O.  K.  Shoe  Co.,  has  the  sympathy 
of  a host  of  friends  in  the  serious  illness. of  his  wife. 


PRINTS  TRADE  MARKS  ON  SHOES 

A machine  for  printing  names  or  trade  marks  on  the 
linings  of  shoes,  recently  developed  in  Lynn,  is  interesting 
some  merchants.  They  consider  the  matter  of  setting  up 
machines  in  their  own  stores  and  printing  names  or  trade 
marks  on  their  own  shoes,  according  to  their  individual  desires. 

The  machine  may  also  be  used  for  printing  names  or 
trade  marks  on  heel  pads,  sock  linings  or  other  articles  of 
leather  or  cloth  or  heavy  paper.  It  will  emboss  with  gold 
leaf  as  well  as  print.  It  will  print  blue,  green  or  black. 


“Poor  lighting  conditions  in  your  workrooms  lead  to 
12  per  cent,  decrease  in  production,  25  per  cent,  increase 
in  spoilage  and  25  per  cent,  increase  in  the  number  of  acci- 
dents among  employees.”  So  advertises  a lighting  con- 
tractor who  makes  a specialty  of  lighting. 
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Quality  and 
Price  of  Shoes 

The  Demand  for  Cheap  Shoes  Lowers 
Quality — A Serious  Menace  to  Shoe  In- 
dustry— A Backward  Step  That  May  Take 
Years  to  Retrieve  A Manufacturer  Utters 
Warning 

A PROMINENT  shoe  manufacturer,  who,  by  the  way, 
was  not  talking  at  the  time  for  publicity,  made  the 
statement  the  other  day  that  the  shoe  industry  had 
received  a setback  during  the  past  year,  from  which  it 
might  take  some  time  to  recover. 

“When  the  Board  of  Commerce  fixed  ten  dollars  as  the 
point  of  demarcation  between  ordinary  and  luxury  foot- 
wear, they  started  something  that  immediately  made  itself 
felt  in  the  trade.  The  demand  for  shoes  to  sell  below  this 
limit  immediately  set  the  pace  for  shoe  manufacturing  and 
all  sorts  of  expedients  were  used  to  bring  the  wholesale 
price  below  seven  dollars.  There-  is  only  one  thing  to  do 
when  it  became  a matter  of  price  and  that  was  to  take  it 
out  of  the  shoe.  A premium  was  thus  set,  not  upon  mere 
evasion,  but  upon  the  successful  elimination  of  such  features 
as  had  hitherto  been  considered  essential  in  well  made  shoes 
of  the  character,  such  as  had  been  selling  at  twelve  or 
fourteen  dollars.  The  most  natural  thing  in  the  world 
was  that  the  retailer  and  manufacturer  should  conspire  to 
meet  the  overwhelming  desire  of  the  consumer  to  escape  the 
obnoxious  tax.  Thus,  for  months  before  what  is  called 
“price  deflation”  set  in,  this  was  in  progress  with  dire  results 
as  to  many  lines  that  had  been  previously  produced  with  a 
quality  and  thoroughness  of  shoemaking  that  were  no 
longer  possible. 

Lower  Standards  May  Come 

“The  onslaught  on  shoe  prices  that  started  last  summer 
and  which  has  continued  until  the  present  has  had  the 
effect  to  further  promote  this  tendency  to  take  out  of  the 
shoe  that  which  is  not  only  essential  to  its  giving  satis- 
faction to  those  who  buy  it,  but  the  whole  spirit  of  shoe- 
making is  apt  to  develop  a serious  change  for  the  worse. 
For  the  past  ten  or  twelve  years  there  has  been  a steady 
development  of  ideals  that  has  placed  shoe  manufacturing 
amongst  the  foremost  and 'most  efficient  of  our  industries. 
We  had  just  begun  to  find  ourselves,  as  far  as  making  the 
higher  types  of  footwear  is  concerned. 

“What  I am  afraid  of  is  that  this  persistent  hammering 
at  prices  to  which  most  of  us  are  yielding,  more  or  less, 
is  going  to  result  in  very  much  lowered  standards  both  as 
to  materials  and  workmanship.  Unless  both  leather  and 
wages  drop  to  the  pre-war  basis,  which  is  most  unlikely 
for  many  reasons,  shoe  manufacturers  are  not  going  to  be 
able  to  meet  the  demand  for  popular  priced  footwear  and 
produce  goods  equal  to  those  which  sold  twenty  or  twenty- 
five  per  cent,  cheaper  than  they  can  be  offered  for  to-day. 

The  Manufacturers  Cannot  Control  Demand 

“Shoe  manufacturers,  as  individuals,  can  do  very  little 
to  stem  this  tide  towards  pure  cheapness  that  has  seized 
upon  the  public.  They  have  to  make  goods  to  meet  the 
demands  of  the  distributor.  If  the  retailer  might  only 
be  persuaded  that  it  is  to  his  interest  and  that  of  his  cus- 
tomers as  well  as  of  the  entire  industry  that  the  cheapening 
process  should  be  curbed,  then  there  might  be  some  hope. 
But  to-day  shoe  selling  all  over  the  country  seems  to  be 
conducted  from  the  standpoint  of  not  “how  good”  but 
“how  cheap.”  Here  and  there  there  are  manufacturers  and 


dealers  who  have  not  bowed  down  to  this  Moloch  of  price, 
but  what  is  needed  is  a campaign  of  education  in  which 
both  the  manufacturers’  and  retailers’  associations  can 
co-operate  to  bring  back  a pride  of  product,  that  at  the 
present  time  seems  to  have  been  killed  by  ttie  frenzy  for 
goods  at  a price.”  

THE  OTHER  SIDE  OF  THE  QUESTION 

Editor  Shoe  and  Leather  Journal, 

Dear  Sir, — I was  amused  at  the  letter  in  a recent  number 
of  your  journal  in  which  a retailer  down  east  admitted  he 
had  been  beaten  by  a customer  with  a mail  order  catalog 
that  guaranteed  boys’  shoes  to  last  six  months.  One  reason 
I was  amused  was  that  it  does  seem  strange,fo  me  how  very 
prejudiced  the  local  retail  merchants  are  against  the  mail 
order  houses.  However,  that  is  aside  from  the  6 months’ 
guarantee.  It  happens  that  I was  once  connected  with  a 
mail  order  house  and  I know  something  about  these  guaran- 
tees. Here  is  the  way  they  figure  it.  A vast  majority  of  the 
shoes  so  guaranteed  will  last  for  6 months.  But  suppose 
25  or  50  pairs  out  of  every  thousand  pairs  sold  will  come  back, 
what  of  it?  That  will  not  break  the  house.  But  the  real 
facts  of  the  matter  are  that  dhe  number  that  come  back  is 
so  small  the  house  does  not  bother  about  them. 

Now  that  is  right  where  the  mail  order  houses  and  the 
big  houses  put  it  all  over  us  little  fellows  and  just  because  we 
allow  it.  In  my  opinion  T think  that  when  the  woman  came 
in  and  told  the  retailer  a mail  order  catalog  would  guarantee 
a pair  of  boots  for  6 months  it  would  have  been  good  business 
not  to  have  doubted  it  but  to  have  said,  “Sure  if  the  mail 
order  house  can  do  that  we  can.  We  can  meet  the  mail  order 
house  in  every  way.”  Put  up  a big  bluff.  Do  this  in  a 
jolly,  indifferent  way.  Suppose  he  did  lose  on  that  one  pair 
he  would  have  won  out  by  holding  the  customer.  The 
way  this  merchant  did,  he  admitted  the  mail  order  house  was 
doing  something  he  could  not  do  and  would  not  do.  He 
virtually  admitted  to  the  woman  that  his  shoes  were  not  so 
good  as  the  mail  order  house’s,  although  he  may  not  have 
thought  he  did  that.  Had  he  said:  These  shoes  are  every 

bit  as  good  as  the  mail  order  house  shoes  and  I can  guarantee 
every  guarantee  that  house  will  guarantee.”  That  would 
have  shown  her  he  knew  as  much  about  shoes  as  the  mail 
order  people  and  was  not  afraid  to  put  his  shoes  to  the  test. 

I consider  the  attitude  he  took  and  the  result  of  it  will 
be  a bad  advertisement  for  him,  for  that  woman  will  tell 
that  story  to  every  one  in  sight.  It  will  go  over  town  like 
wild  fire,  and  will  go  against  the  local  man  in  favor  of  the 
mail  order  house.  I hope  I am  w'rong,  but  if  I know  any- 
thing about  human  nature  that  is  the  way  it  will  work. 
When  a woman  or  man  receives  a pair  of  shoes  for  nothing 
and  the  joke  is  on  the  retailer  believe  me  that  is  going  to  be 
told,  and  the  telling  will  be  against  the  retailer. 

There  is  no  getting  away  from  it,  but  the  mail  order  house 
is  an  outgrowth  of  conditions  that  were  largely  made  by 
poor  service  in  the  smaller  places.  But  no  matter  what  the 
causes  were  of  bringing  the  mail  order  houses  into  ex- 
istence, the  fact  remains  that  they  are  here  and  are  here  to 
stay,  and  the  sooner  we  appreciate  this  fact  the  better  it  will 
be  for  us  and  it  is  bad  policy,  in  my  estimation,  to  fight  them. 
Better  by  far  jolly  your  customers  along,  and  tell  them  you 
can  meet  every  offer  the  M.  O.  houses  have  in  their  catalogs. 

Another  thing  I think  is  a good  plan.  I always  have  a 
M.  O.  Catalog  in  my  store.  I study  the  shoe  end  of  it  most 
carefully.  I know  every  bargain  there  is  offered  and  I know 
just  how  to  meet  it,  so  when  a customer  comes  in  and  men- 
tions M.  O.  goods_to  me  I get  the  catalog  and  ask  the  customer 
to  show  me  the  one  referred  to  and  I immediately  get  the 
shoe  I have  to  offset  this  ad  and  in  nine  cases  out  of  ten  can 
sell.  This  is  my  way  of  dealing  with  the  mail  order  house  and 
I think  others  will  find  it  equally  as  good. 

ANOTHER  RETAILER. 
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An  Attractive 
Window  Back 

A Very  Effective  St.  Valentine’s  Window 
Can  Be  Made  With  Little  Effort,  Using 
Materials  Already  In  Stock 

IN  the  preparation  of  this  design  we  are  assuming  that 
many  will  have  materials  on  hand  which  they  have 
made  and  used  for  other  windows,  and  with  just  a 
little  manipulation  will  be  able  to  construct  this  back- 
ground, thus  saving  time  and  material. 

A glance  at  the  design  will  give  the  window  trimmer  a 
good  idea  of  how  the  back  is  constructed.  From  time  to 
time  we  have  described  how  to  make  the  posts  or  end 
standards  shown,  but  in  case  some  may  not  have  these  in 
stock  or  may  not  remember  how  they  are  made,  we  will 
repeat  the  instructions.  The  size,  of  course,  will  be  deter- 
mined by  your  windows.  Having  decided  on  this,  take 
strips  of  wood  about  inch  and  a half  wide,  by  seven-eighths 
thick,  and  make  a framework  similar  to  a “Crate  for  pack- 
ing. Then  cover  with  wall  board.  Around  the  top  and 


plush,  velvet  or  even  nice  red  flanelette.  If  it  is  covered  it 
should  be  padded  with  batting  or  upholstering  material. 
This  must  be  done  carefully  to  prevent  it  from  being  lumpy. 
In  fact  it  will  be  best  to  do  the  “stuffing”  under  a piece  of 
jute,  or  rather  put  a piece  of  jute  over  the  filling  before 
tacking  on  the  outside  red  fabric.  The  jute  can  be  pulled 
tight  and  tacked  to  the  back.  The  matter  of  putting  on 
the  outer  covering  will  be  just  simply  to  tack  it  on,  pulling 
it  sufficiently  to  take  all  the  wrinkles  out  of  it. 

The  bouquet  of  flowers  at  the  side  of  the  heart  will  be 
artificial  and  blue  or  red  ribbon  may  be  used  as  shown  in 
the  design.  Little  red  hearts  may  be  dropped  on  red  cords 
from  the -caps  of  the  posts  as  shown,  and  it  will  be  well  to 
have  these  different  lengths.  These  hearts  need  not  be 
the  same  size,  in  fact  will  look  better  if  different  sizes  are 
used.  A number  of  these  may  be  dropped  the  same  way 
from  the  curtain  pole  and  hang  down  against  the  curtain. 
It  will  be  well  to  have  these  irregular  also. 

On  the  top  of  the  posts,  flower  pots  may  be  set,  which 
will  give  a finish  to  the  whole  design. 

Price  tickets  of  tiny  red  hearts  will  look  well  on  the 
goods  shown,  and  of  course  will  be  very  appropriate. 

St.  Valentine’s  Day,  while  not  a public  holiday,  fur- 
nishes ample  opportunity  for  decorating  purposes.  The 
little  emblems  of  hearts  and  darts,  cupids,  bows,  etc..-  are  all 


bottom,  for  a cap  and  base,  nail  pieces  of  seven-eighhts  stuff 
the  proper  width.  When  completed  paint  it  with  some 
light  color  of  wall  paint.  By  wall  paint  we  mean  the  kind 
that  can  be  mixed  with  cold  water  as  this  dries  quickly  and 
does  not  rub  off  readily.  In  making  these  posts  it  is  not 
necessary  to  cover  the  back  side  unless  they  are  seen  from 
che  inside  of  the  store. 

The  curtain  pole  may  now  be  attached  to  the  posts 
with  the  brass  sockets  obtainable  for  this  purpose.  If  you 
have  a nice  blue  or  purple  curtain  it  will  look  well  with  the 
red  heart.  And  if  the  posts  are  painted  a nice  light  buff 
color  the  contrast  will  be  very  effective.  In  the  event  of 
your  not  having  curtains  you  may  use  one  or  more  of  the 
panels  we  have  described  from  time  to  time  in  the  past. 
In  making  the  various  designs  of  backs  shown  in  this  journal 
it  will  be  well  to  keep  all  the  pieces  you  make,  for  they  will 
work  in  at  other  times  and  you  can  mix  them  up  frequently, 
furnishing  great  variety. 

The  back  now  is  all  done.  Next  is  the  making  of  the 
large  heart.  This  can  be  best  made  of  wall  board  as  it  is 
lighter  and  can  be  had  sufficiently  large  to  cut  out  of  one 
piece.  If  you  do  not  cover  this  heart  it  will  need,  to  be 
painted  a dark  red.  But  a much  prettier  effect  is  obtain- 
able when  the  heart  is  covered  with  some  material  like 


quite  workable  in  decorative  schemes,  furnishing  the  window 
trimmer  and  decorator  with  plenty  of  material  with  which 
to  do  effective  work.  The  color  that  should  dominate  all 
the  displays  should  be  red. 

It  is  possible  to  make  your  display  stands  take  on  the 
St.  Valentine’s  spirit,  using  wall  board  and  cutting  into 
heart  shapes  and  placing  these  on  the  top  of  the  stands. 
They  should  be  painted  red.  On  these  the  goods  may  be 
displayed.  It  will  be  a very  easy  matter  to  fasten  them 
to  the  stands.  A couple  of  tacks  in  the  back  part  of  the 
wall  board  to  keep  the  heart  from  slipping  off  will  be  quite 
sufficient.  When  painting  these  bits  of  wall  board,  care 
should  be  taken  to  paint  both  sides  to  prevent  the  board 
from  curling. 

With  these  suggestions  to  start  with,  there  seems  no 
reason  why  a live  display  man  should  not  be  able  to  arrange 
something  that  will  be  very  attractive  and  bring  business 
to  the  store. 


NOTE — When  you  have  a good  window  or  good 
advertising  stunt  write  and  tell  us  about  it.  It  will 
help  others — Be  a HELPER. 
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Announcement  of 
Winners  Shoe  Manu- 
facturers’ Prize  Essay 

Lucky  Writers  Win  Substantial  Rewards — 
Retailers  and  Clerks  Compete — Shoe  Trav- 
ellers Take  a Hand  in  Special  Subject 

THE  National  Advertising  Committee  of  the  Shoe 
Manufacturers’  Association  announced  last  August 
a series  of  competitive  essays  open  to  shoe  retailers 
and  their  clerks,  to  shoe  travellers,  and  to  school  children, 
on  the  subject  of  Made-in-Canada  shoes.  -The  subject 
allotted  to  shoe  retailers  and  shoe  clerks  was  “How  I Sell 
Made-in-Canada  Shoes,”  and  a prize  of  $25.00  was  offered 
for  the  best  essay  from  each  of  the  nine  provinces  with  a 
special  prize  of  $100  for  the  best  essay  amongst  the  nine 
winners.  The  contest  for  shoe  travellers  was  on  the  subject 
of  “Why  I Sell  Made-in-Canada  Shoes,”  a prize  of  $25.00 
being  allotted  for  the  best  treatment  of  the  subject  by  any 
shoe  traveller  in  any  part  of  Canada. 

Competitions  came  in  from  all  over  the  Dominion  and 
the  essays  were  handed  over  to  a committee  of  judges  con- 
sisting of  Messrs.  James  Acton,  of  the  Shoe  and  Leather 
Journal,  M.  O.  Hammond,  Financial  Editor  Toronto  Globe, 
and  J.  A.  Fullerton,  of  the  Music  Trades  Journal,  after 
the  names  and  addresses  of  the  authors  had  been  previously 
removed  from  the  papers  and  the  latter  duly  numbered. 
After  careful  perusal  the  following  judgment  was  handed 
in  to  Mr.  Alex.  Marshall,  Secretary  of  the  Publicity  Com- 
mittee, as  follows: 

Award  of  Judges 

Alex.  Marshall,  Esq.,  City. 

Dear  Sir, — We  have  carefully  examined  the 
essays  submitted  on  the  two  subjects— “How  I 
Sell  Made-in-Canada  Shoes”  and  “Why  I sell  Made- 
in-Canada  Shoes,”  and  beg  to  submit  the  following 
report : — - 

(1)  In  the  contest  “How  I Sell  Made-in-Canada 
Shoes,”  by  shoe  retailers  and  shoe  clerks,  the  fol- 
lowing are  the  best  essays  irt  each  respective 


province : 

Ontario Ill 

Quebec 115 

Nova  Scotia.. 102 

Prince  Edward  Island 110 

Alberta ....  105 

Saskatchewan  118 

Grand  Prize 111 


There  were  no  essays  submitted  from  New 
Brunswick,  Manitoba  or  British  Columbia. 

(2)  In  the  contest  “Why  I Sell  Made-in-Can- 
ada Shoes,”  by  shoe  travellers,  the  following  is  the 
best  submitted  in  the  Committee’s  judgment: 

No.  201. 

The  Committee  in  reaching  its  decisions 
accepted  the  standard  laid  down  for  each  essay  by 
the  Contest  Committee  as  follows: 

(a)  Its  value  from  the  standpoint  of  sales- 
manship. 

(b)  How  interestingly  the  story  was  told. 

(c)  Neatness,  spelling  and  punctuation. 

In  the  following  provinces  only  one  essay  was 


submitted- — Quebec,  Nova  Scotia,  Prince  Edward 
Island  and  Alberta. 

The  essays  were  numbered  and  without  distin- 
guishing marks  except  as  to  province. 

Respectfully  submitted. 

James  Acton  (Chairman) 

M.  O.  Hammond. 

J.  A.  Fullerton. 

Announcement  of  Names 

In  reply  to  the  announcement  of  the  judges’  award 
Mr.  Marshall  writes  the  following  letter  to  the  chiarman: — 
James  Acton,  Esq., 

The  Acton  Publishing  Co.,  Limited, 

549  King  St.  W.,  Toronto,  Canada. 

Dear  Mr.  Acton, — I have  your  letter  of  the 
3rd  inst.,  which  was  handed  to  me  on  Friday,  to- 
gether with  the  essays  which  you  and  your  con- 
freres, Messrs.  M.  O.  Hammond  and  J.  A.  Fuller- 
ton, were  considerate  enough  to  sit  in  judgment 
upon. 

You  will  no  doubt  be  interested  in  now  learn- 
ing, for  the  first  time,  the  names  of  the  winners  in 
the  respective  contests,  and  I have  pleasure  in 
giving  you  herewith,  as  item  (1)  the  names  and 
addresses  of  the  shoe  retailers  and  shoe  clerks  win- 
ning the  prizes  in  the  different  provinces,  and  the 
Grand  Prize  for  the  best  essay  in  the  contest. 

(1)  No.  Ill — H.  C.  Blachford,  286  Yonge  St., 

Toronto,  Ont. 

No.  115 — Walter  J.  Sutton,  Little  Pabos,  Co. 
Gaspe,  Que. 

No.  102 — Christina  McLean  Lawson,  Grafton, 
King’s  Co.,  N.S. 

No.  110 — A.  E.  McEachen,  Box  364,  Char- 
lottetown, P.E.I. 

No.  105 — T.  W.  Whittick,  Brown  Davies,  Lim- 
ited, Medicine  Hat,  Alta. 

No.  108— A.  F.  Sallows,  P.  O.  Box  607,  North 
Battleford,  Sask. 

In  item  (2)  I show  the  name  of  the  shoe  salesman 
who  won  the  contest  “Why  I Sell  Made-in-Canada 
Shoes”  for  salesmen  in  the  employ  of  manufac- 
turers or  jobbers. 

(2) -  No.  201 — R.  J.  Tretheway,  789  Hellmuth 

avenue,  London,  Ont. 

The  Committee  is  deeply  indebted  to  the 
judges  for  their  careful  analysis  of  these  essays,  and 
we  feel  sure  that  when  the  winning  essays  are  pub- 
lished that  the  judges’  choice  will  meet  with  general 
aproval. 

I am  taking  the  liberty  of  sending  a copy  of  this 
letter  to  Mr.  Hammond  and  to  Mr.  Fullerton  in 
order  that  they  may  know  that  their  co-operation 
with  you  was  fully  appreciated. 

Again  thanking  you,  I am,  yours  faithfully, 

Alex.  Marshall, 

Acting  Secretary, 

Nat.  Adv.  Com.  Can.  Shoe  Manufacturers’ 
Association. 

Toronto,  January  10th,  1921. 

* * * 

On  the  following  pages  the  two  first  prize  essays  are 
given— that  of  Capt.  H.  C.  Blachford,  of  Toronto,  and  Mr. 
R.  J.  Tretheway,  of  London.  Both  of  these  gentlemen  are 
amongst  the  best  known  in  their  class  in  Canada.  Capt. 
Blachford  is  the  Secretary  of  the  National  Shoe  Retailers’ 
Association  of  Canada,  by  the  way. 
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“A  Tussle  in  Salesman- 
ship for  Canadian  Pro- 
duced Footwear” 

Prize  Essay  by  Capt.  H.  C.  BLACHFORD, 
T oronto 

Salesman — Good-afternoon,  Madam ! 

Customer — (Somewhat  abruptly)  Have  you  any  good 
“American”  shoes?  I’ve  spent  all  morning  looking  for 
a decent  shoe  made  in  the  United  States  and  nobody  in 
this  town  seems  to  know  enough  to  carry  them.  Have  you 
got  such  a thing  in  this  shop,  before  I go  a step  farther? 

S. — Yes,  Madam, — we  always  carry  American  shoes, 
will  you  step  this  way  and  be  seated? 

C. — Don’t  show  me  any  Canadian  trash,  for  I won’t 
look  at  it ! 

S. — Here  is  a rather  nice  model  just  received  from 
New  York; — {showing  a somewhat  extreme  style)  but  we 
have  others  I will  show  you. 

C. — I don’t  like  this  one  at  all;  it  looks  just  like  one 
they  showed  me  in  the  shop  down  the  street  this  morning 
and  I found  out  it  was  made  right  in  Canada. 

S.- — Now,  here,  Madam,  (exhibiting  another  rather 
opposite  extreme  style  to  the  first)  is  one  of  our  newest 
styles  which  has  only  just  been  put  in  stock.  This  is  from 
Rochester. — (By  this  time  the  clerk  has  a left  shoe  removed 
and  is  noting  the  shape  of  the  foot  as  wrell  as  measuring  the 
foot  by  a new  rule — saying  but  little  while  this  is  done.) 
Might  I suggest  that  you  wear  a little  different  shape  shoe 
to  what  you  are  now  using  or  do  you  want  to  continue  to 
use  the  old  style  of  last? 

C.- — I don’t  care  what  it  is,  but  I won’t  look  at  any- 
thing but  an  American  last. — (This  word  “last”  gave  the 
clerk  an  inspiration). 

S.- — From  the  measure  of  your  foot  and  the  look  of 
your  arch,  I believe  we  have  just  the  shoe  for  you.  It  is 
a Brooklyn  last  but  naturally  it  is  quite  expensive  owing 
to  the  customs  duty,  30%,  exchange  rates  on  United  States 
currency,  as  well  as  the  freight  charges,  etc.,  but  it  is  a 
very  fine  shoe.  (By  this  time  the  mentioned  shoe  was 
produced.). 

C. — Now  that  is  more  comfortable,  what  price  are  they? 

S.- — These  are  now  $22  per  pair,  .they  are  the  best  we 
can  buy. 

C. — I won’t  pay  such  a price! — Show  me  something 
less  expensive. 

S. — The  nearest  to  that  style  is  one  that  we  have  had 
made  for  us  on  a special  last  and  very  similar  to  that  shoe. 
I will  show  it  to  you. 

C. — Don’t  show  me  any  more  $20  shoes! 

S. — Just  let  me  slip  this  shoe  on — it  is  the  one  I spoke 
of  just  now — How  is  that?  (After  fitting  the  shoe  properly 

C. — That  is  very  comfortable,  but  I suppose  it  is  an 
awful  price? 

S. — No  Madam,  it  is  very  reasonable  when  you  con- 
sider the  quality — It  is  only  $16. 

C. — How  do  you  account  for  that  if  it  is  an  American 
shoe? 

S. — This  one  is  a Canadian  shoe  made  over  an  American 
style  last. 

C. — Take  it  off!  Didn’t  I tell  you  I would  not  have  a 
Canadian  shoe? 

S.- — On  account  of  your  dislike  of  the  price  of  the 
Brooklyn  shoe,  I wanted  to  show  you  this  shoe;  as  we  feel 
it  is  such  a wonderful  improvement  on  what  we  used  to 
produce  in  Canada  a few  seasons  back  and  we  can  retail 
it  so  much  less  than  the  United  States  product.-— Let  me 


try  on  a shade  longer  and  narrower  shoe.  We  now  carry 
AAA  to  EE  in  this  line. — (while  trying  on  the  next  size) — 
One  scarcely  realizes  how  our  home  industry  has  improved 
of  late  years  and  how  the  various  factories  have  specialized. 
There  was  a time  when  a factory  endeavored  to  make  all 
styles  and  sizes  from  Babies’  size  “0”  to  Men’s  size  “12,” 
but  now  every  manufacturer  specializes  thus  giving  the 
retailer  and  public  a better  article  at  a lower  price. 

C. — -I  like  the  shoe  very  much  and  I like  the  price 
but  I want  an  American  shoe.  Thank  you,  I won’t  trouble 
you  any  further.  Please  put  on  my  old  shoe. 

S. — (While  doing  as  requested.) — I am  sorry  you  do 
not  care  to  patronize  home  industry  as  it  all  helps  our 
country  to  develop  and  we  are  now  very  proud  of  our  Can- 
adian manufactured  shoes.  We  would  be  very  glad,  how- 
ever, if  you  re-consider  your  decision,  in  favor  of  your  own 
comfort,  to  stand  back -of  this  shoe  in  every  way  and  we 
feel  confident  that  you  will  be  pleased  if  you  give  them 
just  a trial. 

C. — Well,  thank  you;  but  I think  I’ll  just  look  around 
and  see  first  if  I cannot  get  an  American  shoe  at  that  price 
and  in  that  shape  Both  suit  me  (weakening  a little  on 
her  former  decision).  You  might  just  put  that  pair  aside 
for  me  for  a day  or  so  and  I’ll  see. 

S. — Very  well,  Madam,  (but  making  a note  of  the 
stock  no.,  size  and  width,  he  puts  them  back  into  stock  in 
order  not  to  miss  a “certain  sale”  for  a “chance  uncertainty” 
as  there  is  but  one  pair  of  this  size  and  width  now  in  stock.) 


C. — (Just  a few  minutes  before  closing  time)  I want 
to  see  that  young  man  that  waited  upon  me  this  afternoon, 
— there  he  is ! 

S. — Good-evening,  Madam,  I’m  pleased  to  see  you 
return,  shall  I show  you  that  same  shoe? 

C. — I have  been  all  this  day  on  the  hunt  for  what  I 
thought  I needed  and  wanted,  but  I have  seen  nothing 
that  suits  me  except  that  one  pair  you  fitted  this  afternoon. 
I think  I’ll  try  them,  if  you’ll  exchange  or  refund  if  they 
do  not  suit  me  when  I get  them  home  and  try  them  on 
again? 

S. — I will  be  glad  to  mark  your  bill  with  a refund 
stamp  so  there  will  be  no  trouble  should  you  desire  to  return 
them;  but  I feel  quite  certain  you  will  not  do  so  when  you 
give  them  a good  try  on  at  home,  and  after  a fair  trial  in 
use,  I feel  still  more  convinced  that  you  will  be  a steady 
customer  for  this  particular  line.  I will  be  interested  to 
know  what  your  decision  is,  in  any  case,  if  you  care  to 
advise  me  later,  as  we  always  like  to  feel  we  are  interested 
in  our  customer’s  comfort  as  well  as  “foot-appearance.” 

C. — Thank  you,  I’ll  be  sure  to  let  you  know,  but  don’t 
be  surprised  to  see  me  back  for  a refund! 

S. — We’ll  see  to  that! — thank  you! — Good-evening! 
(Now  some  fifteen  or  twenty  minutes  after  regular  closing 
time.). 

Two  weeks  elapse  and  no  refund,  exchange  or  word 
from  Mrs.  “X,”  but  a telephone  call  one  morning  later. 


C. — May  I speak  to  clerk  Number  17? 

S. — This  is  clerk  number  17  speaking. 

C. — This  is  Mrs.  “X”  whom  you  will  remember  pur- 
chasing those  Canadian  shoes  from  you  some  three  weeks 
ago  when  I asked  for  American  shoes.  Do  you  remember 
me?' 

S. — Yes,  very  well,  how  are  the  shoes? 

C. — They  are  most  comfortable  and  I am  so  pleased 
that  I am  sending  my  sister,  who  also  has  trouble  to  get 
comfort,  and  appearance  combined,  down  this  afternoon 
for  a pair  like  mine.  Will  you  serve  her,  please? 

S. — I shall  be  glad  to  wait  upon  her  but  I must  tell 
you  the  price  of  that  line  has  advanced  a dollar  a pair  since 
you  purchased  yours. 

( Continued  on  page  75) 
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Why  I Sell  "Made  in 
Canada  Footwear 

Prize  Essay  by  R.  J.  TRETHEWAY, 
London,  Ont. 

DURABLE  and  comfortable  footwear  is  one  of  our 
greatest  necessities.  Everybody  from  the  infant  to 
the  centenarian  needs  footwear.  Poor  shoes  are  an 
injury  to  health  and  happiness,  while  good  footwear  is  indis- 
pensable. So  the  shoe  salesman  knows  he  is  selling  a neces- 
sity, not  a luxury,  and  has  that  much  more  confidence  in 
his  work. 

For  every  dollar’s  worth  of  goods  a nation  imports 
more  than  it  exports,  it  must  ship  gold  or  remain  in  debt 
to  the  creditor  nation,  and  keep  paying  interest.  This  is 
reflected  in  an  unequal  exchange  rate'  and  a depreciation 
of  the  national  currency  in  the  world’s  markets.  Besides, 
for  every  pair  of  shoes  of  foreign  make  sold  in  a country, 
one  pair  of  home  made  shoes  is  shut  out  with  all  the  loss  to 
home  labor  and  raw  material.  Here  again  is  a reason  for 
buying  and  selling  made-in-Canada  footwear. 

The  war  has  shown  us  how  desirable  it  is  for  a nation 
to  be  self-supporting.  All  articles  which  are  imported  add 
to  the  countries’  liabilities,  and  if  a blockade  occurs,  it 
may  mean  defeat  and  disaster. 

So  the  Canadian  salesman  of  Canadian  footwear 
knows  his  product  is  a national  necessity;  it  helps  make 
Canada  more  nearly  self-supporting,  and  it  helps  keep 
Canadian  currency  at  par  on  the  world’s  markets  by  help- 
ing to  balance  the  rates  of  exchange. 

At  present,  practically  all  the  raw  material  necessary, 
except  our  fine  colored  kid,  is  procurable  in  Canada.  This 
encourages  the  farmer,  as  it  gives  him  a market  for  cattle 
and  sheep  hides.  It  encourages-  the  tanner,  for  it  means 
a steady  and  growing  home  trade.  It  means  work  for 
textile  workers,  wire  nail  and  metal  workers,  machine 
manufacturers,  box  and  carton  makers,  coal  miners  and 
dealers,  and  an  army  of  clerks. 

Buying  foreign  goods  means  these  benefits  go  else- 
where and  we  must  export  our  raw  materials  to  pay  for 
our.  imports. 

Making  up  our-  own  raw  materials  gives  work  to  Can- 
adian workmen.  Every  pair  of  Canadian  shoes  sold 
actually  puts  money  in  the  pay  envelope  of  the  22,000 
Canadians  engaged  in  the  industry.  The  money  they 
receive  is  spent  in  Canada  for  other  Canadian  products. 
This  means  more  Canadian  workmen  are  sure  of  steady 
work  and  good  wages.  This  means  prosperity  and  happiness 
to  the  country  as  its  prosperity  depends  on  the  working 
classes,  both  agricultural  and  industrial. 

At  one  time  our  Canadian  shoes  were  at  a disadvantage 
because  our  Canadian  people  were  foolishly  misled  to 
believe  that  imported  shoes,  and  particularly  American, 
were  very  much  superior.  This  was  partly  true,  not  from 
the  standpoint  of  material  but  from  that  of  style  and  fit. 

For  a number  of  years  Canadian  manufacturers  paid 
very  little  attention  to  the  production  of  footwear  on  different 
widths.  Consequently  it  was  a difficult  matter  to  interest 
retailers  sufficiently  to  have  them  purchase  the  better 
grades  of  Canadian  shoes.  The  manufacturers  did  practi- 
cally nothing  towards  educating  the  general  public  to  look 
for  the  higher  grade  shoes,  particularly  from  the  standpoint 
of  style  and  fit. 

The  American  manufacturers  were  quick  to  discover 
the  fact  that  fine  footwear  was  not  being  featured  by  the 
Canadian  makers.  Therefore,  they  made  the  most  of 
their  opportunities  and  soon  their  high  grade  shoes  were 
displayed  by  most  of  our  leading  retailers.  Some  of  the 


retailers  actually  preferred  to  sell  the  foreign  shoe.  To 
advertise  the  sale  of  such  a shoe  seemed  to  give  him  added 
prestige.  He  overlooked  the  fact  that  buying  foreign 
shoes  meant  paying  duty  and  added  freight — freight  paid, 
mostly  to  foreign  roads — and  that  in  rebates,  repeats,  etc., 
dealing  with  Canadian  makers  was  more  convenient. 

In  order  to  meet  this  competition  and  mislead  the 
Canadian  public,  some  Canadian  makers,  at  the  request  of 
retailers,  stamped  their  product  American  or  foreign  made. 
Others,  more  far-seeing,  saw  at  once,  as  the  former  did 
eventually,  that  to  get  and  hold  this  trade  they  must  meet 
all  demands  and  so  build  up  a business  in  high  class  foot- 
wear which  would  meet  all  requirements  of  style,  fit  and 
wear.  This  they  have  accomplished  and  to-day  there  is 
Canadian  footwear  that  will  meet  the  demand  of  the  most 
critical  buyer.  Canadians  are  a well  dressed  people  and 
their  footwear  is  in  keeping.  The  Canadian  manufacture: 
is  at  last  awake  to  his  opportunity  and  is  keeping  abreast 
of  the  times,  if  not  leading,  in  the  creation  of  styles  and 
fashions.  Canada  nowq>roduces  footwear  of  every  desirable 
type  and  of  standard  quality,  in  all  grades. 

The  world  is  now  entering  an  era  of  great  commercial 
activity.  All  countries  are  striving  to  succeed.  Now, 
as  never  before,  every  nation  must  strive  to  be  first  and  to 
depend  as  little  as  possible  on  other  nations.  Canada  is 
vitally  interested  in  the  struggle.  She  is  engaged  in  a 
campaign  to  advertise,  “Made-in-Canada”  goods.  She 
wants  to  let  the  world  know  the  worth  of  Canadian  goods. 
Canada’s  troops  were  tested  and  not  found  wanting.  Can- 
ada’s labor  and  industry  is  now  under  test  and  Canadian 
manufacturers  and  workmen  must  keep  the  slogan,  “Made- 
in-Canada”  above  the  slightest  danger  of  reproach. 

Canadian  footwear  manufacturers  have  at  least,  $50,- 
000,000  invested.  The  success  of  this  “Made-in-Canada” 
campaign  is  almost  essential  to  their  continued  existence. 
They  are  prepared  to  live  up  to  their  promises.  The 
industry  has  arrived  at  a position  where  it  is  able  to  com- 
pete with  the  world’s  best.  In  proof  of  this  they  are  spend- 
ing large  sums  in  national  advertising,  showing  faith  in 
their  own  product. 

What  does  all  this  mean  to  the  salesman  of  Canadian 
footwear?  It  means  that  the  Canadian  public  are  being 
taught  the  value  of  Canadian  footwear,  for  Canadian 
shoes,  bought  once,  help  to  sell  themselves.  They  are 
no  longer  an  experiment.  They  are  more  easily  sold  every 
year  because  high  standard  production  and  the  first  class 
material  used,  as  well  as  careful  attention  to  correct  style 
and  fit  gives  the  assurance  that  “Made-in-Canada”  foot- 
wear will  please  the  wearer  in  every  detail.  Canadian 
made  shoes,  grade  for  grade,  are  the  equal  of  the  best  in 
the  world. 

The  war  has  given  us  all  a new  vision.  Previous  to 
it  we  were  a small  nation,  not  well  known  and  lacking 
confidence  in  ourselves,  without  which  no  success  is  possible. 
But  since,  all  is  changed.  Canada  has  been  written  large 
on  the  pages  of  the  world’s  history.  We  have  grown  up. 
We  have  a biggEr  place  to  fill,  a bigger  duty  to  perform. 
We  have  the  strength,  purpose,  and  self-confidence  of  the 
young  knight  who  has  just  won  his  spurs.  We  feel  we  have 
no  problems  we  cannot  meet  and  conquer.  So  our  people 
are  gaining  confidence  in  themselves,  their  own  endeavours, 
their  own  products.  It  is  a matter  of  national  pride  to 
make,  to  use,  to  sell  our  national  wares.  We  no  longer 
lack  the  keystone  of  all  business  success,  faith  in  our  own 
abilities.  The  manufacturer  has  confidence  in  Canadian 
labor  and  raw  material ; the  retailer,  confidence  in  the  manu- 
facturer, the  purchaser,  confidence  in  the  product,  for  he 
knows  'it  is  reliable  in  quality,  fit,  style  and  finish.  And  as 
for  me  the  salesman,  I have  confidence  in  Canada,  her 
future,  her  products,  in  the  Canadian  manufacturers, 
in  the  retailer,  who  sells  Canadian  goods  as  one  who  has 
( Continued  on  page.  75) 
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Workman’s 
Advisory  Council 

A Practical  Application  of  This  Idea  Being 
Tested  in  an  Ontario  Shoe  Factory 

These  days  when  economists,  efficiency  men,  commun- 
ists and  many  others  are  devising  ways  and  means  for  the 
improvement  of  conditions,  and  especially  among  workmen 
and  shop  workers,  this  bit  of  news  from  the  Hurlbut  Shoe 
Co.  Limited,  of  Preston,  Ontario,  will  be  interesting  to  others 
who  may  be  employers  of  labor.  The  company  write  us 
that  up  to  date  the  plan  has  worked  well.  No  further  com- 
ment seems  necessary.  We  publish  in  full  the  constitution 
of  the  council,  which  will  give. every  detail  of  its  workings. 

THE  ADVISORY  COUNCIL 

THE  HURLBUT  CO.  LTD.,  PRESTON 

1.  Purpose 

The  purpose  of  the  Advisory  Council  is  to  promote 
co-operation  among  the  workers  of  the  Company,  and  to  bring 
into  closer  relationship  the  workers  with  the  Management 
in  order  to  provide  effective  communication  and  means  of 
contact  between  the  workers  and  the  Management  on  matters 
pertaining  to  industrial  relations,  and  thus  have  the  best  pos- 
sible understanding  between  the  Management  and  the  work- 
ers in  order  to  bring  about  higher  wages,  greater  production, 
better  working  conditions,  general  welfare  of  the  workers, 
elimination  of  injustice,  and  a square  deal  for  all  alike. 

2.  Representation 

The  Advisory  Council  is  made  up  of  eight  members 
elected  by  the  various  Departments  on  the  basis  of  1 rep- 
resentative to  each  25  workers,  and  a Management's  rep- 
resentative. Officers  of  the  Company,  Dept.  Heads  and 
Assistant  Dept.  Heads,  are  not  eligible  to  act  as  representa- 
tives or  qualified  to  vote. 

Excepting  above,  any  worker  who  has  been  in  the 
Company’s  employ  for  three  continuous  months  and  is  a 
Canadian  citizen,  and  if  girl  is  18  years  and  if  man  is  21  years 
of  age,  is  qualified,  for  nomination  and  .election  as  represen- 
tative. 

Representatives  are  elected  for  a term  of  six  months, 
but  may  be  recalled  at  any  time  on  petition  signed  by  two- 
thirds  of  the  voters  in  the  division  and  approved  by  the 
Advisory  Council. 

3.  Elections 

Are  held  every  six  months,  in  January  and  July.  Every 
worker,  excepting  Officers  of  the  Company,  Dept.  Heads 
and  Assistant  Dept.  Heads,  has  a vote,  and  is  entitled  to 
vote  for  as  many  representatives  as  his  or  her  division  is 
entitled  to  have. 

Nominations  and  elections  are  by  secret  ballot. 

4.  The  Management’s  Representative 

The  Company  appoints  a Management’s  representative 
to  facilitate  close  relationships  between  the  Management  and 
the  workers’  representatives.  He  is  to  respond  promptly  to 
any  requests  from  representatives  for  information  that  they 
may  properly  have. 

The  Management’s  representative  has  the  right  in 
Council  meetings  to  move  or  second  any  motion,  but  has  not 
the  right  to  vote  on  any  motion. 

5.  Rights  and  Duties  of  Advisory  Council 

Meetings  of  Advisory  Council  are  held  every  Tuesday 
at  5 P.M.  and  adjourn  promptly  at  5.45  P.M.  unless  for 
special  cause  it  is  voted  to  hold  meeting  longer. 


At  the  first  meeting  of  hew  Council — a Chairman 
and  Secretary  are  elected  from  among  their  own  number. 

Committees — such  as  Suggestion  Committee,  Safety 
Committee,  etc.,  are  appointed- — preferably  from  workers 
outside  the  Council. 

The  Council  has  power  to  act  on  matters  of  special 
interest  to  workers  and  of  general  concern  to  the  Company 
as  follows : — 

1.  Grievances 

W ages — W orking  Conditions — Ch  arges — Discharges — • 
Discipline. 

Any  worker  having  a grievance  is  to  take  same  up 
with  Dept.  Head,  and  if  not  satisfied,  is  to  go  to  Employ- 
ment Manager,  and  if  is.  still  not  satisfied  may  appeal  to 
Advisory  Council,  whose  decision  shall  be  final.  The  Council 
may  call  whatever  witnesses  may  be  necessary  to  form  correct 
judgment  on  the  case. 

2.  Holidays 

Special — Annual. 

3.  Social 

Concerts — Picnic — Dances — Sports. 

4.  Physical  Welfare 

Accident  Prevention — First  Aid — Heating  and  Sani- 
tation-Lighting— Ventilation. 

5.  Fire  Prevention 

Fire  Brigade — Appliances — Fire  Drill — Fire  Preven- 
tion. 

6.  Increased  Production 

Attendance — Interest  in  Work — Quality — Quantity — 
Damages. 

7.  Suggestions 

Getting  Suggestions — Testing — Prizes. 

8.  Charitable  Collections 

Factory  Objects — Outside  Objects. 

9.  Veto 

The  Acts  and  legislation  of  the  Council  are  subject  to 
revision  and  if  circumstances  ever  warrant  it  to  veto  by  the 
Board  of  Directors  of  the  Company. 

■Jr  # v» 

The  Advisory  Council  has  existed  in  our  Company  for 
nearly  two  years  and  during  that  time  we  have  found  them 
act  very  fairly  and  very  sanely. 

Elections  are  held  every  six  months  to  promote  interest 
in  the  Council,  and  while  it  is  only  necessary  for  a worker  to 
have  been  three  months  with  the  Company  to  be  eligible  for 
election,  yet  almost  invariably  representatives  are  chosen 
from  workers  with  several  years’  service. 

The  Company  pays  all  time  or  piece-workers  at  the 
regular  time  rate  for  all  time  spent  on  Council  work. 

In  any  disputes  that  have  been  referred  to  the  Council 
an  earnest  effort  has  been  made  to  get  at  the  real  facts  of  the 
case  and  give  a fair  decision. 

The  Council  has  been  instrumental  in  initiating  the 
following:' — 

Securing  Coal  for  the  workers. 

Having  cash  prizes  awarded  at  periods  of  about  two 
months  for  the  best  Suggestions. 

Having  an  enonomy  bonus  started.  This  is  based  on 
cast  of  production  for  the  month  and  is  paid  as  a percentage 
on  wages. 

Having  an  attendance  bonus  paid.  This  is  based  on 
( Continued  on  page  75) 
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From  the  Traveller’s 
Point  of  View 

Opinions  of  a Shoe  Salesman  and  a Retail 
Merchant  Given  at  a Convention  of  the 
Shoe  Retailers  of  California — Contrasts 
Business  Nowadays  as  Against  Former 
Years 

unr  HINGS  have  changed  morally  and  financially  since 
I made  my  first  trip  on  the  road  some  thirty 
years  ago,”  said  Charles  R.  McWilliams,  salesman 
for  the  A.  E.  Nettleton  Co.,  at  the  last  California  Retail 
Shoe  Dealers’  Convention,  as  reported  in  the  Boot  and  Shoe 
Recorder.  “At  that  time  the  methods  of  doing  business 
with  the  retail  merchant  were  vastly  different  from  what 
they  are  to-day,”  he  continued.  “In  the  early  days  it  was 
more  often  the  case  that  the  retail  merchant  or  buyer  was 
more  influenced  by  good  fellowship  than  by  good  merchan- 
dise and  values.  The  travelling  salesman  was  more  likely 
to  get  business  on  that  account  than  any  other  way.  Now 
that  condition  has  changed  completely.  We  all  have  our 
likes  and  dislikes,  and,  all  things  being  equal,  the  good  fellow 
or  friend  stands  a better  chance  of  getting  business  than  the 
other  fellow.  It  is  the  man  who  has  a conscience,  who  is 
dependable,  and  who  does  not  misrepresent  his  merchandise, 
who  holds  that  friendship,  which  is  his  biggest  asset,  who 
usually  gets  there.  Confidence  between  buyer  and  seller 
will  get  a salesman  more  business  than  any  other  one  thing. 

“The  old-time  rounder  and  booze  fighter  are  things  of 
the  past,  and  thank  God  for  that.  The  old-time  retail  mer- 
chant, the  one  you  had  to  take  across  the  street  and  load  up 
with  drinks,  he,  too,  has  gone,  and  the  time  has  passed 
when  the  travelling  man  has  to  buy  his  way  into  the  good 
graces  of  the  buyer. 

“The  same  is  true  of  the  old  type  of  retail  merchant  who 
was  on  a par  with  the  old-time  travelling  man.  He,  too, 
has  been  relegated  to  the  noble  band  of  ‘has  beens.’  Many 
were  good  fellows,  but  poor  business  men,  and  were  the 
undoing  of  many  a promising  young  travelling  man  who 
tried  to  make  good  by  buying  booze  and  raising  h gen- 

erally. To-day  things  are  vastly  different  from  what  they 
were  in  the  early  days.  I have  known  the  time  when  it  was 
almost  impossible  to  interest  or  do  business  with  any  cus- 
tomer after  ten  o’clock  in  the  morning.  He  was  inclined  to 
put  you  off  from  day  to  day,  for  no  other  reason  than  that 
he  and  his  clerks  could  have  a good  time  at  my  expense. 

“ I don’t  mean  to  imply  that  they  were  all  of  that  calibre, 
but  there  were  plenty  of  them,  and  we  old-timers  are  the 
ones  who  know  it.  Fortunately  or  unfortunately  some- 
thing has  happened  to  put  more  backbone  into  the  policy  of 
doing  business  than  formerly.  To-day  the  travelling  man 
and  the  retail  merchant  are  working  together  to  the  same 
end,  whether  they  know  it  or  not. 

Courtesy  Due  Salesmen 

“If  there  is  any  one  thing  that  you  retail  merchants 
owe  the  travelling  man,  more  than  anything  else,  it  is  cour- 
tesy. His  time  may  be  as  valuable  as  yours,  and  I am  glad 
to  be  able  to  say  that  the  retail  merchant  is  realizing  this 
more  and  more.  Courtesy  costs  nothing.  The  lot  of  some 
of  us  may  not  be  as  rosy  as  yours.  We  are  all  striving  to 
make  good,  and  if  we  do  not  have  the  co-operation  of  you 
people  whom  we  call  upon,  it  makes  it  just  that  much  harder 
to  make  good.  I believe  it  is  to  the  advantage  of  every 
retail  merchant  to  give  any  line  the  ‘once  over’  where  it  is 
at  all  possible.  This  courtesy  will  cost  you  nothing,  and 
may  be  of  advantage  to  you,  if  for  nothing  else  than  to  keep 
abreast  of  the  times  and  see  what  the  other  fellow  is  doing. 


And  at  the  same  time  it  gives  the  travelling  man  the  satis- 
faction of  saying  to  himself,  if  not  to  his  boss,  ‘Well,  God 
knows  I tried.’  You  know  there  is  always  that  feeling  in 
a travelling  man’s  heart — ‘If  I could  only  have  shown  so 
and  so,  I might  have  sold  him.’  So  I am  asking  you  on 
behalf  of  the  travelling  man,  who  is  your  friend,  where  it  is 
possible,  extend  to  him  the  same  courtesy  that  you  would 
expect  were  you  in  his  same  position. 

“Let  us,  for  a moment,  analyze  the  situation  from  the 
retail  merchant’s  standpoint.  First — Do  you  buy  and 
carry  the  right  kind  of  merchandise?  Second — Are  you 
buying  too  many  shoes  for  the  amount  of  your  business? 
Third— Do  you  turn  your  stocks  often  enough?  And  last, 
but  not  least,  do  you  take  your  clerks  into  your  confidence 
enough? 

“The  buying  of  the  right  kind  of  merchandise  is  very 
essential,  because  you  must  study  the  class  of  trade  to  whom 
you  are  catering.  The  greatest  trouble  is  you  buy  too  many 
conflicting  lines;  that  is,  lines  with  the  prices  too  close  to  one 
another.  These  lines  should  be  weeded  out  and  boiled  down 
to  as  few  lines  as  possible.  But  don’t  overlook  the  fact  that 
style  is  the  first  essential  that  enters  into  the  merchandise, 
coupled  with  good  fitting  qualities. 

Frequent  Turnovers  Necessary 

“Every  merchant  should  turn  his  stock  not  less  than 
three  times,  and  the  more  often  the  better,  remembering 
that  a nimble  sixpence  is  better  than  a slow  farthing. 

“In  regard  to  your  clerks:  Do  you  give  them  the 

oroper  consideration  that  you  should?  Do  you  consult  with 
them  in  regard  to  the  setting  of  your  merchandise,  as  well 
as  talking  over  the  necessity  of  not  only  trying  to  give  the 
best  service  but  of  satisfying  the  customer  to  the  point  of 
having  him  come  again,  making  him  feel  at  home,  and 
educating  them  to  be  able  to  call  the  customer  by  name? 
This  all  goes  to  perfect  your  organization. 

“You  must  try  to  give  the  manufacturer  some  of  the 
advantages  gained  with  your  retail  experience,  for  without 
the  retail  knowledge  the  ordinary  manufacturer  would  be 
all  at  sea  in  regard  to  lasts,  patterns  and  fitting  qualities. 
You,  gentlemen,  are  helped  largely  by  the  travelling  man 
who  is  the  ‘ Man  Between,’  and  he  holds  to-day  an  enviable 
reputation,  because  he  has  become  a potent  factor  in  the 
world  of  commerce,  imparting  his  knowledge  through  his 
large  acquaintance  and  vast  territory  to  you  and  then  to 
the  manufacturer. 

“The  travelling  man  not  only  sells  you  his  shoes,  but 
sells  you  his  services,  and  becomes,  if  you  will  permit  him, 
as  much  a part  of  your  organization  as  those  clerks  who  are 
with  you  constantly.  Remember  the  large  majority  of  the 
travelling  men  calling  upon  you  are  out  at  their  own  expense, 
paying  anywhere  from  $5  to  $8  a day  for  sample  rooms, 
without  meals.  When  they  call  on  you  by  appointment  be 
sure  you  keep  it.  Buy  your  shoes  as  judiciously  as  pos- 
sible, and  don’t  get  ‘cancelitis’  before  the  copy  on  his 
order  book  gets  dry.  I want  to  say  that,  with  conditions 
as  they  exist  to-day,  the  excellent  feeling  self-evident 
between  the  buyer  and  the  seller  makes  it  a pleasure  for 
all  of  us  to  do  business;  and  it  is  good  to  know  the  whole- 
some good  feeling  and  understanding  between  merchant  and 
salesman. 

“It  seems  to  me  that  there  are  two  things  which  I feel 
duty  bound  to  touch  upon.  First,  returns  and  cancellations; 
second,  the  advantages  of  fine  shoes. 

“Cancelitis”  is  Treated 

“The  first  point  is  very  prominent  in  our  minds  at 
present,  as  there  is  quite  a tendency  on  the  part  of  the  trade 
to  cancel  or  return  goods.  (Statement  from  Allied  Shoe 
Industries.) 

“When  a little  uncertainty  as  to  future  business  arises, 
some  retail  merchants  seem  to  forget  their  good  manners, 
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and  have  a great  desire  to  cancel  or  return  goods  they  think 
will  bother  them.  When  an  order  is  placed  with  a manu- 
facturer, he  has  to  protect  himself  on  the  leather  and  mate- 
rials t©  cover  that  order.  This  has  reacted  to  the  benefit  of 
the  retail  merchant  in  a particularly  large  measure  during 
the  past  few  years.  I,  myself,  know  of  numerous  cases  where 
the  price  of  shoes  advanced  as  much  as  $2.00  per  pair  between 
the  time  the  order  was  placed  and  the  shoes  were  shipped, 
and  the  merchant  had  the  benefit  of  the  lower  price,  and 
naturally  enjoyed  a greater  profit. 

“Now  that  conditions  have  arrived  at  a temporary  lull 
and  some  uncertainty  exists,  the  retail  merchants  forget 
these  advantages  and  want  to  throw  shoes  back  on  the 
manufacturer  when  they  see  a possibility  of  things  going  the 
other  way.  This  is  manifestly  unfair. 

“Good”  Merchandise 

“I  know  that  we  have  received  letters  from  some  of  our 
dealers  who  want  to  return  shoes  because,  as  they  say,  the 
public  will  not  pay  over  $15.00  and  $16.00  for  shoes.  Cer- 
tainly they  knew  the  price  at  the  time  they  ordered  the  shoes, 
and  also  the  price  they  would  have  to  charge  the  public, 
and  it  is  a pretty  weak-kneed,  unreasonable  merchant  who 
will  ask  a manufacturer  to  take  shoes  back  on  such  an  excuse. 

“There  never  was  a time  in  the  history  of  the  retail 
trade  when  fine  shoes  sold  as  easily  as  they  do  to-day.  I 
know  that  in  my  own  store  sixty-five  per  cent,  of  the  entire 
sales  are  on  shoes  that  retail  from  $17.50  and  better,  and 
I carry  a long  range  of  prices  from  $10.00  up.  There  is  no 
getting  away  from  it,  gentlemen,  ‘Good’  merchandise  will 
do  more  to  establish  a sound  future  business  than  any  other 
one  thing  you  can  do.  Your  customers  will  repeat  on  you 
season  in  and  season  out,  and  I don’t  think  that  one  can  get 
very  far  toward  establishing  a sound  lucrative  business  unless 
he  delivers  merchandise  that  more  than  compensates  for 
the  slightly  greater  cost. 

“Apparently  not  a few  retail  merchants  believe  that 
orders  may  be  countermanded  by  them  without  entailing 
any  particular  hardship  upon  the  manufacturer  or  whole- 
saler, who,  they  seem  to  think,  can  reship  the  shoes  to  some- 
one else  with  little  inconvenience  and  slight  expense.  This 
is  far  from  being  the  case.  Such  action  is  unfair  to  the 
manufacturer,  wholesaler  and  retail  merchant,  arrd  is  not  in 


accord  with  good  business  practice.  It  is  one  of  the  greatest, 
if  not  the  greatest,  present-day  abuse. 

“Consider  it  for  a moment  from  the  standpoint  of  the 
manufacturer.  The  manufacturer  must  and  does  anticipate 
his  needs  for  his  season’s  business.  He  purchases  his  mate- 
rials and  adjusts  his  factory  organization  and  output  accord- 
ing to  orders  received.  He  cannot  cancel  and  rescind  con- 
tracts for  raw  materials,  nor  can  he  stop  the  customer’s 
order  after  it  has  been  put  into  the  factory.  To  attempt  to 
do  so  would  be  to  throw  his  entire  organization  out  of  gear. 

“When  orders  are  cancelled  or  when  merchandise  is 
returned,  such  merchandise  can  rarely  be  sold,  other  than  at 
a greatly  reduced  price.  This  means  the  sacrifice  of  profit, 
the  loss  of  selling  expense,  and  results  in  only  a partial  return  on 
the  cost  of  the  raw  material  and  labor,  or  the  finished  product. 

“How  does  this  practice  affect  the  retail  merchant? 

“It  is  the  cause  of  his  fiercest  competition,  for  it  pro- 
vides the  bulk  of  the  merchandise  exploited  and  widely  adver- 
tised by  the  so-called  sample  shoe  stores,  and  furnishes  the 
backbone  of  the  cut-price  sales,  both  of  which  do  so  much 
to  demoralize  the  legitimate  shoe  business.  We  protest  most 
emphatically  against  this  practice.  We  remind  the  retail 
merchant  that  his  order  is  placed  in  good  faith;  it  is  accepted 
m che  same  spirit,  and  all  the  terms  of  the  contract,  verbal, 
but  none  the  less  morally  binding,  should  be  rigidly  lived 
up  to  by  both  parties.  We  advocate  at  all  times  careful 
consideration  in  buying — purchases  limited  to  the  mer- 
chant’s actual  needs  and  power  to  pay.  In  fairness  to  all, 
the  merchant  should  do  his  thinking  before  the  contract  is 
made — not  afterwards.  He  should  never  cancel  after 
placing  orders,  except  the  seller  cannot  ship  within  thirty 
days,  as  agreed,  for  the  shoes  thus  thrown  on  the  market 
represent  a serious  loss  to  the  manufacturer,  or  wholesaler, 
and  show  up  sooner  or  later  in  the  merchant’s  home  town. 

“This,  in  a way,  gives  you  a synopsis  of  ‘The  Man 
Behind,’  and  in  conclusion  allow  me  to  say  a word  to  my 
fellow  travelling  man.  Cultivate  optimism.  Shut  out  all 
thoughts  of  weakness,  failure,  unhappiness,  envy,  greed  and 
malice.  They  are  all  pessimistic  qualities  and  breeders  of 
disease  and  discontent;  they  are  destructive;  they  are  our 
enemies.  Brand  them  whenever  they  try  to  gain  entrance 
into  your  mind.  They  are  thieves  of  our  happiness,  effi- 
ciency and  success.” 


WASHINGTON,  D.  C.,  Jan.  1,  1921 
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DOMINION  OF  CANADA 


To  UNCLE  SAM  Dr. 

GENERAL  MERCHANT 


TERMS  CASH — Exchange  Demanded  in  Advance. 


For  Exchange  only,  for  1920,  on  Goods  you 

could  have  bought  at  home 

$100,000,000 
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Ontario  Shoe 
Manufacturers  Meet 

Local  Association  Holds  Annual  Meeting — 
Representative  Attendance  — Important 
Resolutions  Passed  Election  of  Officers, 
etc. 

The  Annual  Meeting  of  the  Ontario  Shoe  Manufac- 
turers’ Association  was  held  January  12th,  in  Toronto.  The 
meeting  was  well  attended  by  representative  shoe  manufac- 
turers from  all  parts  of  the  Province,  and  many  important 
matters  of  business  were  dealt  with.  The  new  Officers  and 
Committee  for  1921  are  as  follows: 

Officers 

Hon.  Chairman,  A.  Brandon,  Brantford.  Chairman, 
F.  H.  Ahrens,  Kitchener.  Vice-Chairman,  S.  H.  Parker, 
Preston.  Directors:  F.W.  Manson,  Toronto;  W.  C.  Ackerman, 
Peterborough;  W.  H.  Duffield,  Hamilton;  J.  A.  Walker, 
Totonto;  E.  C.  Van  Geel,  Tillsonburg;  Secretary-Treasurer, 
Alex.  Marshall,  Toronto. 

Nomination  and  Resolutions  Committee 

A.  Brandon,  G.  W.  McFarland,  C.  E.  Hurlbut. 

Ontario  Representatives  to  Executive  Committee  of  Shoe 
Manufacturers’  Association  of  Canada 

F.  H.  Ahrens,  S.  H.  Parker,  G.  W.  McFarland,  A.  Bran- 
don, J.  A.  Walker. 

By  unanimous  resolution  the  following  letter  was  author- 
ized to  be  sent  to  the  Prime  Minister  of  Canada  and  the 
Prime  Minister  of  Ontario  and  other  members  of  the  Cabinet: 

“As  a result  of  world-wide  unsettled  market  conditions 
and  many  local  causes,  there  is  considerable  rtnemployment 
in  various  trades  at  different  points  in  Canada.  While 
business  men  are  practically  a unit  in  agreeing  that  fun- 
damental conditions  in  Canada  are  sound  and  hope  for  the 
Lrture  bright,  there  is  sometimes  found  an  undercurrent 
of  pessimism  brought  about  by  the  present  process  of  de- 
flation and  concurrent  unemployment. 

There  are  also  some  evidences  that  conditions  might 
readily  become  more  serious  if  this  pessimism  gained  much 
headway,  and  which,  if  it  became  prevalent,  would  tend,  by 
causing  further  timidity  on  the  part  of  buyers,  to  render 
much  more  serious  the  unemployment  situation. 

Just  after  the  Armistice  was  signed  a similar  wave  of 
pessimism  began  to  rise,  but  prompt  action  on  the  part  of 
Dominion  and  Provincial  Governments  in  advancing  their 
buying  programmes  helped  to  dispel  this  pessimism,  created 
opportunities  for  returned  soldiers  and  bridged  the  gap 
between  the  war  basis  and  the  peace  basis  in  industry. 

It  would  seem  that  just  such  another  situation  has 
arisen  in  which  public  opinion  is  looking  to  the  Govern- 
ment for  tangible  expressions  of  its  faith  in  the  soundness 
of  conditions  and  of  its  faith  in  the  future  of  Canada. 

May  we,  therefore,  suggest  that  one  of  the  forms  that 
this  expression  may  take  be  the  placing  by  Government 
departments  of  orders  or  contracts  for  necessary  materials 
and  supplies  required  for  the  carrying  on  of  the  Government’s 
business. 

As  shoe  manufacturers,  we  are  only  interested  in  an 
indirect  way,  but  we  believe  that  it  will  be  greatly  to  the 
advantage  of  the  whole  country  if  these  orders,  as  suggested, 
were  placed  for  delivery  in  advance  of  the  time  actually 
required. 

On  the  adoption  of  such  a policy  publicly  announced, 
unquestionably  a steadying  effect  would  soon  be  felt  with 
resulting  improvement  to  all  forms  of  industry  and  commerce. 


In  the  event  of  such  a policy  being  adopted,  we  venture 
to  say  that  the  confidence  exhibited  by  the  Government  in 
the  industrial  and  commercial  community  will  be  fully  justi- 
fied.” 

Another  resolution  on  the  remission  of  the  Luxury  Tax 
follows,  copies  of  which  are  also  to  be  sent  to  the  Prime 
Minister  and  Members  of  the  Cabinet. 

“WHEREAS  the  Government  of  Canada  has  seen  fit 
to  remit  as  of  date  December  20th,  1920,  the  so-called  Luxury 
Tax  on  shoes; 

AND  WHEREAS,  in  our  opinion,  an  unearned  stigma 
and  deterrent  to  business  have  been  removed  from  the 
shoe  trade  by  reason  of  its  remission ; 

AND  WHEREAS  the  remission  of  the  Tax  will  un- 
doubtedly be  followed  by  increased  trade  in  shoes  to  the 
ultimate  benefit  of  the  thousands  of  employees  engaged  in 
the  trade; 

BE  IT  THEREFORE  RESOLVED  that  the  Ontario 
Shoe  Manufacturers’  Association  in  Annual  Meeting  assem- 
bled record  its  approval  and  appreciation  of  the  action  on 
the  Government  in  this  respect; 

FURTHER  RESOLVED  that  a copy  of  this  resolution 
be  sent  to  the  Prime  Minister  and  other  Cabinet  Ministers.” 

The  Association  is  also  preparing  to  compile  a good  deal 
of  statistical  information  which  will  enable  its  members  to  be 
fully  conversant  with  the  conditions  of  the  shoe  trade  in 
Canada,  and  is  making  a number  of  recommendations  along 
similar  lines  to  the  Convention  of  the  Shoe  Manufacturers’ 
Association  of  Canada. 

Special  provision  was  also  madei  at  this  meeting  to 
enable  the  Entertainment  Committee  to  finance  the  Con- 
vention expenses.  Last  year  the  Ontario  members  were 
royally  entertained  at  Quebec  and  they  now  wish  to  re- 
ciprocate in  the  best  spirit  of  the  “bonne  entente.” 

The  following  members  attended  the  recent  convention 
held  in  Toronto  of  the  Ontario  Shoe  Manufacturers’  Asso- 
ciation : — 

F.  H.  Ahrens,  Charles  A.  Ahrens,  Limited;  G.  A.  Blach- 
ford,  Blachford  Shoe  Mfg.  Co.,  Limited;  A.  Brandon,  Bran- 
don Shoe  Co.,  Limited;  H.  C.  Dayfoot,  C.  B.  Dayfoot  & 
Co.;  F.  S.  Scott,  Getty  & Scott,  Limited;  W.  P.  Clement, 
Greb  Shoe  Co.,  Limited;  C.  B.  Hamilton,  W.  B.  Hamilton 
Shoe  Co.,  Limited;  N.  B.  Detwiler,  Hydro  City  Shoe  Mfrs., 
Limited;  A.  A.  Armbrust,  Lady  Belle  Shoe  Co.,  Limited; 
G.  H.  Ansley,  Perth  Shoe  Co.,  Limited;  P.  E.  Rivett,  Reli- 
ance Shoe  Co.,  Limited;  S.  H.  Parker,  Solid  Leather  Shoe 
Co.,  Limited;  E.  C.  Van  Geel,  Tillsonburg  Shoe  Co.,  Limited; 
W.  R.  Parker,  Walker,  Parker  & Co.,  Limited;  G.W. McFar- 
land, Williams  Shoe,  Limited. 


ORIGIN  OF  SHOES  AND  STOCKINGS 

The  origin  of  shoes  and  stockings  is  an  interesting 
story.  In  this  country  the  shoe  is  much  older  than  the 
stocking.  The  Indians  made  shoes  of  leather,  but  they 
did  not  know  how  to  make  stockings.  They  managed  to 
get  along  without  them. 

Early  colonists  wore  stockings  of  leather.  Various 
accounts  of  them  are  to  be  found  in  the  old  records.  Some 
were  of  “wash  leather.” 

Wool  stockings,  which  happen  to  be  popular  to-day, 
are  a genuine  colonial  fashion.  In  old  New  England,  boys 
as  wrell  as  girls  were  taught  to  knit  stockings.  Ben  Franklin 
knitted  stockings  when  he  travelled  by  slow  stage  coach. 

Sheep  were  raised  on  the  New  England  farm  and  sheared, 
and  the  wool  was  spun  into  yarn,  and  the  yarn  made  into 
stockings.  The  industry  was  protected  and  encouraged. 
During  one  period  in  colonial  history  selectmen  went  from 
door  to  door  to  make  sure  that  the  children  of  the  house 
knitted  stockings  daily.  Silk  stockings  appeared  among 
the  Anglo-Saxon  people  during  the  reign  of  Queen  Elizabeth, 
according  to  one  tradition. 
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Sir  H.  W. 

Trickett,  Limited 

Mr.  Oliver  Eatough,  J.P.,  on  Profit-sharing 
and  Works  Committee 

'"T'M4E  Annual  Meeting  of  the  Ordinary  shareholders  of  Sir 
H.  W.  Trickett,  Limited,  shoe  and  slipper  manufacturers, 
Waterfoot,  was  held  in  the  Bethel  Lecture  Hall,  Waterfoot, 
on  Tuesday,  December  21st. 

Mr.  Oliver  Eatough,  J.P.,  chairman  and  managing  director 
of  the  company,  presided,  and  there  were  also  present  Messrs. 
S.  0.  Ashworth,  J.  T.  Lord,  Stephen  West,  Albert  Ashworth  (di- 
rectors), and  Alderman  J.  H Lord,  Baeup,  auditor. 

The  Secretary  (Mr.  Stephen  West)  having  read  the  notice 
convening  the  meeting, 

Mr.  Eatough  said : This  is  the  seventh  annual  meeting  of 

the  shareholders  of  Sir  H.  W.  Trickett,  Limited,  that  I have  had 
the  privilege  and  pleasure  of  addressing  since  the  business  was 
formed  into  a public  company. 

Conditions  of  Trade 

I am  sorry  that  we  are  not  able  to  meet  together  to-day  under 
better  trade  conditions,  for  during  all  the  34  years  of  my  experience 
with  this  business  I have  never  known  the  trade  under  so  dark  a 
cloud  as  aA  present  exists.  Still,  this  world- wide  slump  in  business 
is  not  difficult  to  account  for,  if  we  only  give  a moment’s  thought 
to  the  great  upheaval  which  has  taken  place  during  the  past  six 
years. 

The  industrial  depression  which  we  are  at  present  passing 
through  has  been  mainly  brought  about  by  the  unsound  condition 
caused  by  the  abnormally  high  prices  of  goods,  coupled  with  the 
depreciated  rate  of  exchange,  tightness  of  money,  and  want  of 
confidence,  and  buyers  keeping  back  their  orders  m the  hope  that 
lower  prices  will  prevail  later.  These  matters  must  inevitably 
right  themselves,  but  how  soon  I dare  not  prophesy.  So  if  buyers 
could  be  encouraged  to  think  that  “rock  bottom’’  has  about  been 
reached,  and  that  in  their  own  interests  it  would  be  wise  not  to 
delay  ordering  any  longer,  then,  with  the  advent  of  the  New  Year, 
trade  would- begin  to  brighten  up. 

Present  kate  of  Exchange 

But  we  must  remember  that  as  an  exporting  country  we  can 
only  export  goods  according  to  the  ability  of  these  countries  to  pay, 
either  by  imports  or  cash.  To  my  mind  thp  greatest  obstacle  to 
any  marked  improvement  in  trade  generally  is  the  “unstableness” 
of  the  exchange.  The  world  is  hungry  for  British  goods,  and  until 
the  markets  have  been  replenished  I am  inclined  to  think  that 
whatever  the  rate  of  exchange  is  matters  very  little,  providing  for 
the-  next  year  or  so  the  rates  become  fixed,  for  the  same  rate  of 
exchange  would  apply  to  imports  as  well -as  exports.  It  is  this 
going  up  and  coming  down  that  makes  trade  impossible,  so  if  we 
could  only  get  stability,  confidence  would  be  again  restored,  and 
Britain’s  industries  would  once  more  flourish. 

It  may  interest  you  just  to  give  some  idea  of  the  effect  of  to- 
day’s exchange  in  determining  the  price  of  our  goods  landed  in  the 
various  Continental  markets.  Now  suppose  we  send  to  Italy  a 
consignment  of  our  velvet  or  white  canvas  shoes,  of  which  the 
wholesale  price  at  home  to-day  is  6s.  per  pair.  By  the  time  these 
shoes  were  on  sale  in  Milan,  the  equivalent  cost,  in  English  money, 
would  be  at  lest  33s.  per  pair.  The  same  shoes  sent  to  Germany 
would  be  90s.  per  pair,  and  should  they  go  to  Austria,  the  price 
in  Vienna  would  be  equal  in  English  money  to  500s.  per  pair,  or 
84  times  as  much  as  the  cost  at  Waterfoot.  The  landed  price  of 
these  same  goods  in  France  and  Belgium  would  be  about  17s. 
6d.  per  pair.  But  I make  bold  to  say  that  if  to-morrow  the  rate 
of  exchange  in  the  countries  mentioned  became  stabilized,  even 
at  the  rates  I have  based  my  illustration  upon,  we  could  at  once 
begin  to  ship  some  of  our  heavy  stocks  to  these  countries.  You 
will,  I hope,  now  be  able  to  understand  more  clearly  the  influence 
exchange  has  upon  determining  the  price  of  goods  shipped  to  the 
Continent.  So  the  moral  of  this  is  that  the  cheaper  we  can  pro- 
duce goods  in  this  country  the  better  chance  we  shall  have  of  con- 
tinuing our  export  trade. 

Two  Pleasing  Facts 

I was  very  pleased  to  read  the  other  day  the  welcome  news 
that  during  the  past  few  weeks  the  output  of  coal  has  been  consider- 
ably increased,  which  goes  to  prove  that  the  miners  are  playing 
the  game,  and  as  a result  they  are  benefiting  from  a financial 
standpoint.  Now  this  increase  of  output  is  bound  soon  to  have  a 
good  effect  on  business  generally.  It  is  also  satisfactory  to  learn 
that  last  month’s  export  of  British  manufactured  goods  was  34 
millions  sterling  in  excess  of  that  of  the  corresponding  month  of 
1919.  Now  these  two  fa.cts  are  very  encouraging. 


Another  thing  which  I have  seen  suggested,  which  might 
help  future  trading  with  other  countries,  and  particularly  with 
our  Allies,  *s  for  America  to  cancel  our  debt  and  we  to  cancel  the 
debts  of  France,  Belgium,  and  Itaiy . Now  if  this  were  done  it 
would  certainly  encourage  our  buying  of  goods  from  the  United 
States,  for  if  we  buy  goods  from  America  to-day  we  only  get,  for 
every  sovereign  we  spend,  about  14s.  6d.  m value.  So  this  means 
that  there  can  be  no  free  buying  of  American  goods  by  us.  Nor 
can  France,  Belgium,  or  Italy  buy  British  goods  as  freely  as  they 
would  like,  so  it  would  appear  to  be  good  business  on  the  part  of 
America  and  Britain  for  each  country  to  cancel  these  various 
debts,  thereby  making  it  easier  for  all  concerned  to  do  business 
together. 

Welfare  Work 

It  has  been  my  custom  to  give  a few  particulars  relating  to 
the  welfare  department,  but  I want  to  sum  up  in  one  word,  and  say 
that  this  department  has  rendered  good  service  to  many  of  our 
employees.  We  have  also  sent  to  the  widows  of  our  employees 
who  1(  st  their  lives  in  the  war  a Christmas  present,  as  last  year — 
nameiy  £5  to  each  widow,  with  an  additional  £3  for  each  child 
under  the  age  of  14. 

I cannot  pass  over  the  works  committee  without  stating  that 
in  my  opinion  this  committee  has  proved  of  great  assistance  in 
removing  small  grievances  which  otherwise  might  have  grown  to 
larger  proportions.  These  committees  work  on  the  lines  laid  down 
in  the  old  saying  that  “Prevention  is  better  than  cure.”  Then, 
I think  that  as  a result  of  our  meeting  together  in  committee  the 
workers  are  takmg  a greater  interest  in  their  work  and  obtaining 
a better  knowledge  and  understanding  of  the  difficulties  with  which, 
as  manufacturers,  we  have  to  contend.  This  means  that  they  as 
workers  and  we  as  employers  are  looking  at  both  sides  of  any 
difficulty  that  might  crop  up,  and  as  a consequence  we  are  able  to 
come  to  a clearer  and  better  decision;  for,  to  my  mind,- the  old 
method  of  expecting  the  workers  to  carry  out  all  instructions  simply 
because  they  had  been  told  to  do  so,  and  without  any  reasons 
being  given,  is  out  of  date,  as  to-day  the  worker  is  better  educated, 
and  I am  afraid  the  old  policy  would  not  do.  The  fact  of  both 
sides  meeting  together  has  resulted  in  more  co-operation  and  a 
closer  unity. 

During  the  year  I have  been  loyally  supported  by  the  manage- 
ment and  staff,  and  I beg  to  take  this  opportunity  of  thanking  one 
c nd  all. 

Before  making  any  reference  to  the  balance-sheet  I would 
just  like  to  make  this  statement — that  early  in  the  present  year 
your  directors  acquired  the  old-established  business  of  Samuel 
McLerie  and  Sons,  Limited,  Grove  Mill,  Bacup.  It  is  enough  for 
me  to  say  that  your  directors  believe  that  this  purchase  will  prove 
to  be  one  of  great  advantage. 

Tncrease  In  Capital 

You  will  be  asked,  later  in  the  meeting,  to  carry  certain  reso- 
lutions arising  out  of  the  proposed  increase  in  capital  from  £150,000 
to  £250,000.  That  means  the  issuing  of  75,000  Ordinary  shares  of 
£ 1 each,  which  will  be  offered  by  the  directors  at  the  price  of  26s . 
8d.  per  share  to  the  p esent  Ordinary  and  Preference  shareholders 
(or  theh  nominees)  at  the  rate  of  one  new  Ordinary  share  for  every 
two  shares  at  present  held  by  them,  such  offer  to  be  accepted  by  the 
members  or  their  nominees  wthin  14  days,  and  if  not  accepted 
within  that  time  shall  be  deemed  to  be  declined,  and  the  directors 
may  then  offer  the  shares  to  such  persons  and  at  such  prices  as  they 
from  time  to  time  may  think  fit. 

Employees’  Shares 

Then  your  directors  suggest  the  creating  of  25,000  Ordinary 
shares  of  a new  kind,  these  shares  to  be.  offered  to  employees  only, 
and  to  be  named  “Employees’  Shares”  and  sold  to  them  at  £1  per 
share,  with  certain  privileges  and  restrictions  which  I shall  mention 
later.  The  reason  for  offering  our  workpeople  these  shares  is  to 
help  to  promote  the  welfare  and  interests  of  those  in  our  employ, 
for  by  giving  them  a share  in  the  profits  of  the  business  you  help 
them  to  create  more  interest,  and,  as  a result,  raise  their  efficiency. 

One  thing  we  must  realize — that  industrial  peace  helps  to 
create  success  in  business,  so  the  more  we  take  our  employees  into 
consideration  Dy  encouraging  them  to  become  partners  in  the 
business,  the  sooner  shall  we  help  to  stamp  out  the  labor  unrest 
which  is  so  prevalent  to-day.  The  shares,  which  we  are  expecting 
our  workpeople  to  take  up  at  par,  will  have  the  right  to  the  same 
dividend  as  is  payable  on  the  Ordinary  shares  of  the  company. 
These  employees’  shares  do  not  carry  the  right  to  vote  or  attend 
shareholders’  meetings,  and  in  the  event  of  any  holder  of  these 
shares  leaving  our  employ  to  go  and  work  for  some  other  firm,  the 
shares  then  held  shall  be  rans ’erred  to  such  ether  employee  as  the 
directors  may  nominate  on  payment  of  the  amount  paid  up  thereon 
with  a proportionate  part  of  the  accruing  dividend  which  may  be 
declared  at  the  end  of  the  next  financial  year.  Any  employee 
retiring  from  work  or  becoming  disabled,  the  directors  may.  still 
allow  to  continue  his  holding  of  shares  in  the  company.  Should 
an  employee  die  whilst  holding  shares  the  directors  may  (at  their 
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discretion)  allow  the  widow,  or  any  dependent  of  the  deceased,  to 
continue  to  hold  such  shares  so  long  as  the  directors  may  decide, 
always  subject  to  the  same  conditions  of  transfer  as  if  held  by  an 
employee. 

Balance-sheet:  Value  of  Stocks 

I now  turn  to  the  balance-sheet,  which  shows  a net  gain  for 
the  year  of  £38,472  5s.  6d.,  against  £49.187  15s.  4d.  last 

year.  Before  arriving  at  this  amount  depreciation  of  £3,550  has 
been  allowed,  as  against  £3,000  last  year,  the  extra  amount  being 
in  respect  of  Grove  Mill,  Bacup.  The  reduced  profit  is  not  through 
any  shrinkage  in  the  turnover,  as  this  shows  a very  satisfactory 
increase.  The  fall  in  market  values  of  the  large  stocks  which  we 
have  to  carry  has  been  provided  for,  and  consequently  this  has  had 
an  adverse  effect  on  the  present  year’s  result.  But  I think  you 
will  agree  with  me  when  I say  that  this  puts  us  in  the  very  sound 
position  of  being  able  to  meet  the  future  with  stocks  valued  on  a 
sound  basis. 

You  will  have  noticed  that  the  buildings,  plant,  and  utensils 
have  been  valued  by  Messrs.  Lomax,  Sons,  and  Mills,  Bolton,  at 
£155,249  15s.  6d.,  and  Mr.  Lomax  assures  me  that  this  is  not 

a maximum  figure,  and  in  his  opinion  the  factories  could  not  be 
built  and  equipped  to-day  at  anything  like  the  amount;  so  at  this 
price  the  amount  is  one  of  a fair  commercial  value.  The  excess  of 
the  valuation  over  the  book  values  of  Gaghills,  Grove  Mill,  and 
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GOODS  ALRIGHT 

Above  we  show  the  copy  of  a letter  received  by  Mr.  Geo.  A. 
Slater,  who  recently  returned  from  the  Old  Country.  The  letter 
would  indicate  that  Mr.  Slater  found  his  stay  in  the  Old  Country  pro- 
ductive of  good  business',  but  probably  the  more  pleasing  feature  of 
the  letter  to  Mr.  Slater  and  the  other  good  shoemakers  of  Canada  is 
contained  in  the  words:  "We  received  the  goods  alright,  they  are 
splendid." 

Accrington,  amounts  to  £62,676  5s.  lid.,  which,  as  you  will 
notice  in  the  balance-sheet,  has  been  carried  to  a capital  reserve 
fund,  and  allowing  for  this  and  deducting  a full  year’s  depreciation, 
which  has  bee.n  charged  in  the  accounts  under  review,  the  whole 
of  our  mills  and  plants  stand  at  a nett  book  value  of  £89,022  17s.  7d. 

Reserve  Fund  and  Dividends 

You  will  have  noticed  that  last  year  the  reserve  fund  stood  at 
£10,000.  This  has  now  been  increased  to  £25,000,  which  is  the 
maximum  figure  which,  according  to  the  articles  of  association, 
had  to  be  set  side  out  of  profits  as  security  for  the  payment  of 
preference  dividends,  which  now  amount  to  £5,625  per  annum; 
so  that  this  reserve  at  the  present  time  secures  the  preference 
shareholders’  dividend  for  the  next  four  and  a-half  years.  They, 
therefore,  need  not  worry.  It  should  also  be  noted  that  although 
during  the  past  year  the  preference  dividend  has  been  increased 
from  6 per  cent,  to  per  cent,  and  the  ordinary  dividend  of  15 
oer  cent,  has  been  maintained,  a sum  of  no  less  than  £15,000  has 
been  transferred  to  the  reserve  fund,  and  the  amount  of  undivided 
profits  carried  forward  has  been  increased  from  £2,713  2s.  5d.  to 


£9,310  7s.  lid. — a sum  more  than  sufficient  to  cover  dividends 

at  the  same  rate  for  the  next  half-year,  and  in  addition  we  have 
paid  our  workpeople  a dividend  of  4 per  cent,  on  their  year’s  earn- 
ings, besides  allowing  the  foremen  and  under-foremen  an  interest 
in  the  profits,  which  amounts  totalled  together  exceed  £6,000. 

Our  total  assets,  without  a penny  for  goodwill,  now  amount  to 
the  large  sum  of  £505,428,  and  as  the  capital  in  the  business  at 
present  only  £150,000,  I think  it  will  be  well  to  adopt  the  pro- 
posals for  increase  of  a further  £100,000,  for  with  the  expansion 
of  our  business  and  an  increase  in  monetary  values  of  stocks  and 
outstanding  book  debts,  it  is  very  advisable  that  the  company 
should  be  placed  in  a strong  financial  position,  so  that  its  name 
and  reputation  can  be  maintained  in  the  future,  and  its  develop- 
ments encouraged  and  supported. 

I have  now  pleasure  in  moving  the  adoption  of  the  report. 

The  report  was  duly  seconded  and  carried. 

A resolution  was  afterwards  passed  increasing  the  capital  of 
the  company  to  £250,000. — London  Times. 


USE  GOOD  MATERIALS 

There  is  nothing  saved  by  buying  inferior  materials. 
No  matter  how  good  your  workmanship  may  be,  you  cannot 
make  a good  job  if  you  use  poor  materials.  They  are  bound 
to  give  poor  wear  and  as  a result  you  will  drive  trade  away 
from  your  shop.  On  the  other  hand,  if  you  buy  good 
materials,  and  put  your  best  workmanship  into  the  job, 
you  can  be  assured  of  a satisfied  customer,  and  satisfied 
customers  come  back.  That  is  what  counts.  Continued 
patronage  is  the  best  proof  of  good  work. 


FELT  SHOE  CONDITIONS 

The  new  season  for  felts  which  opens  this  month  promises 
to  be  more  interesting  than  it  has  been  for  several  years 
past.  Up  to  the  present  the  felt  business  has  been  in  a con- 
dition in  which  it  was  a question  of  getting  the  goods  rather 
than  price.  There  are  two  circumstances  this  year  which 
contribute  to  bring  felts  into  line  with  other  classes  of  foot- 
wear as  to  marked  conditions.  In  the  first  place  the  weather 
has  been  so  open  that  retailers  have  an  unusually  large  stock 
of  this  class  of  goods  on  hand  and  will  naturally  be  very  con- 
servative in  their  buying  ideas.  In  the  next  the  general 
tendency  to  hold  off  for  lower  prices  will  undoubtedly  mani- 
fest itself  in  this  as  in  other  lines. 

As  to  prices  a general  review  of  the  situation  would 
indicate  that  there  has  been  a reduction  of  from  ten  to 
twenty  per  cent  in  staple  lines  of  felt  boots  and  shoes  the 
average  being  around  fifteen  per  cent.  In  the  more  fancy 
grades  of  slippers,  “comfys”  and  so  forth  there  has  been 
practically  little  reduction  in  price  on  account  of  the  con- 
tinued high  cost  of  high  grade  materials.  For  instance  in 
chrome  soling  made  of  splits  the  price  has  gone  up  in  the 
past  few  weeks  on  account  of  the  limited  supply.  Tanneries 
have  been  running  on  short  time  and  felt  shoe  manufacturers 
have  been  compelled  to  bid  against  each  other  for  what 
stock  has  been  available  so  that  prices  are  slightly  higher. 
There  is  a reduction,  however,  in  the  best  lines  of  from  two 
to  three  per  cent. 

In  order  to  promote  interest  in  their  lines  felt  manu- 
facturers are  introducing  a number  of  new  features  in  both 
their  staple  and  high  grade  lines  and  the  competition  this 
season  will  be  rather  along  these  lines  than  with  respect  to 
price,  although  it  may  be  expected  that  there  will  be  some 
lively  competition  for  business  all  along  the  line.  As  far 
as  prices  are  concerned  manufacturers  have  brought  their 
lists  down  to  the  latest  wool  quotations  and  as  there  cannot 
be  any  market  changes  during  the  next  few  months  the 
figures  will  be  practically  stationary.  Nevertheless  large 
buyers  are  going  ahead  rather  cautiously,  which  may  result 
later  on  in  a rush  that  will  put  more  stiffness  into  the  felt 
market  as  well  as  leather.  While  manufacturers  anticipate 
a much  lighter  season  than  for  the  past  two  or  three  years, 
they  say  they  will  welcome  it,  as  the  rush  with  the  sudden 
changes  in  costs  have  made  felt  shoe  production  rather 
unsatisfactory. 
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There  is  nothing  cold 
in  Quebec  except  the 
weather. 

The  jobbers,  the  large 
buyers  and  those  other 
merchants  buying  in 
Quebec,  appreciate  the 
warm  cordial  treat- 
ment they  receive. 

Quebec  prices  and 
Quebec  merchandize 
are  “hot  stuff”  for 
those  in  search  of 
great  value. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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At  the  service  of  the  industry 


give  such  complete  satis- 
faction, that  this  branch  of 
our  service  is  becoming  such 
an  important  factor. 
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TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
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shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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TT  is  not  an  unmixed  evil  that  the  factor  of  price  should  enter  so  much 
A into  the  discussion  of  the  shoe  situation  to-day. 

A price  discussion  can  logically  lead  to  a statement  of  cost,  quality  of 
product  and  service. 

It  is  an  undeniable  fact  that  the  majoritv  of  Canadian  shoes  are  priced 
to  the  merchant  at  present  on  a lower  level  than  the  cost  of  materials  and 
production  would  warrant. 

The  inevitable  discussion  of  quality  can  be  well  borne  by  almost  any 
Canadian  shoe  factory  or  jobber  for  never  were  better  shoes  made  than  we 
are  making  to-day  Each  factory  has  extended  itself  in  the  production  of 
better  shoes. 

The  factor  of  service  is  not  so  completely  appreciated.  It  will  more 
than  repay  each  of  us  to  learn  just  how  we  can  serve  better. 

Clean  merchandise  delivered  on  time  in  good  condition  should  be 
the  starting  place.  It  should  be  the  primary  rule  of  the  trade. 
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PAT  APP'DFOR 


Be  Sure  to  See  This 
Tanguay  Specialty 

First,  this  hockey  bal  is  made  over  a last  that 
is  not  equalled  for  the  purpose — so  carefully 
lasted  that  it  holds  its  shape. 

Then  the  patent  quick  lacing  device  shown 
contains  many  selling  features. 

The  price  is  right. 


This  same  patent  lacing  feature 
is  found  also  in  Tanguay’s 
Woodman’s  or  Sporting  boot. 


Tanguay  Staples  for  Men  and 
Women  are  great  value  in  both 
McKays  and  Standard  Screw. 


JOS.  TANGUAY 

34  King  Street  (Cor.  St.  Dominique) 

QUEBEC,  P.Q. 
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SHOE  FACTORIES  IN  QUEBEC 
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QUEBEC 


MAROIS 


There  are  few  plants  in  Canada 
capable  of  giving  the  service 
Marois  offers  in  Welts,  McKays 
and  Standard  Screw  lines.  To-day 
we  still  maintain  our  reputation 
for  producing  excellent  values  in 
the  shortest  time. 


A.  E.  MAROIS,  LIMITED,  Quebec,  P.Q. 

Permanent  Sample  Rooms:  Shaughnessy  Bldg.,  137  McGill  St.,  Montreal ; 329  Jarvis  St.,  1 oronto 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lupien,  491  St,  Valier. 

Clement,  Oscar,  234  St.  Helepe. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  1’ Incarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  'Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


MAPLE  LEAF* 

^LEATH ER - 

J.  LUCIEN  BORNE/ 
^ QUEBEC  ^ 


(GLAZED  HORSE) 

MADE  IN  BLACK  AND  COLORS 


Borne’s  Surface  Kid  resembles  other  horse 
only  in  the  hide. 

The  process  of  tanning  is  used  by  us  exclu- 
sively and  has  resulted  in  unusual  leather. 


POSITIVELY 

THE  COLOR  GOES 
CLEAR  THROUGH. 
IT  NEVER  GETS 
GREY  AS  IT  WEARS 


fl  v I ya  l * 

' 
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Quick  Delivery 

to  the  Jobber 

AND 

Special  Prices 
i As  Well. 

The  prices  on  these  lots  for  rush  delivery  will 
open  your  eyes  if  you  can  assort  3,000  pairs 
amongst  the  following  lines  - 

McKAYS,  ETC. 

In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following  on  the 
above  basis : 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’ and  Gent’s  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

” 614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses’  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 

vScrew  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 

Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKay,  Louis 
Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 

500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 

MEN’S  WELTS 

No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

” 0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 

600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 

Firvst  Come,  First  Served, 
Wire  for  Prices. 


DUCHAINE  <&. 

195  De  la  Couronne 


PERKINS 

Quebec,  Que. 
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On  the  Way  to  Better  Business 

Practically  All  Branches  of  the  Trade 
Have  Cleaned  House  for  a Better  Year 


SINCE  the  new  year  we  have  made  a close  canvass  of  the 
tanning,  leather,  shoe-manufacturing  and  jobbing 
branches  of  our  trade.  At  the  same  time,  representa- 
tives of  the  Shoe  and  Leather  Journal  have  called  upon 
as  many  retail  merchants  as  time  permitted.  We  were 
seeking  further  information  on  values  and  the  quest 
developed  many  interesting  facts. 

Generally  speaking  our  trade  is  offering  better  value 
to-day  than  at  any  other  time  in  its  history.  That  does 
not  mean  that  we  find  prices  lower,  but  it  does  mean  that  in 
relation  to  the  purchasing  power  of  our  dollar,  values  are 
at  their  peak. 

The  Cost  of  a Shoe 

Some  months  ago  we  first  made  the  statement  that 
70%  of  the  cost  of  a shoe  to  the  consumer  represented  labor. 
The  statement  brought  forth  criticism  from  those  who 
lacked  the  inclination  to  analyze  it.  Subsequently  we  offered 
the  analysis  to  find  that  the  explanation  has  been  accepted 
by  the  critics  as  a fact.  By  labor  we  of  course  meant  every- 
thing, direct,  indirect  and  overhead  from  skinning  the 
animal  to  fitting  the  shoe.  We  believe  it  will  be  accepted  as 
a fact  that  generally  speaking  the  total  labor  cost  is  not  10% 
less  than  it  was.  Certainly  the  cost  of  all  labor  of  handling 
hides,  tanning,  shoemaking  and  distributing,  has  not  been 
reduced  by  10%.  We  doubt  if  the  saving  amounts  to  5%. 
Yet  we  find  the  1.35  calf  of  not  so  long  ago  selling  at  about 
fifty  per  cent  of  that  figure.  Top  grade  kid  that  brought 
1.30  is  offered  at  .90.  Cheaper  kids  are  reduced  to  a greater 
extent.  Horse  that  sold  at  .70  is  offered  at  .50.  Cheaper 
horse  is  away  off.  Side  leather  is  reduced  in  like  proportions. 
This  condition  in  the  leather  market  is  not  due  to  lower  costs 
alone.  It  is  the  result  of  the  recognition  on  the  part  of  the 
tanner  that  the  long-overdue  period  of  deflation  has  arrive  i 
and  regardless  of  the  cost  of  his  article  he  has  created  a 
deflated  price  as  low  as  could  be  made  without  bankrupting 
the  tanning  industry.  He  has  gone  the  limit  in  doing  all 
that  lies  within  his  province  to  make  it  possible  for  the 
consumer  to  buy  shoes  at  the  price  the  public  is  willing  to 
pay.  The  motives  have  not  been  altogether  philanthropic. 
The  keen  desire  to  help  bring  things  back  to  normal  so  that 
his  industry  could  again  operate  at  a profit  has  been  the 
main  spring  of  his  actions. 

The  Manufacturers’  Loss 

Let  us  see  what  the  shoe  manufacturer  has  done.  First 
we  must  admit  that  the  scarcity  of  orders  for  fall — and  many 
cancellations  and  the  smallness  of  spring  placings  have 
wrought  havoc  with  production.  It  has  been  a bitter  figh. 
in  most  factories  to  secure  adequate  production — from  a 
time  basis — from  the  staff  still  employed.  The  slowing  up 
of  labor  and  the  small  production  have  added  greatly  to 
overhead.  Labor  in  a few  cases  has  been  employed  at  a 
slight  reduction  in  wage,  but  if  the  total  of  productive  labor 
in  a shoe  be  as  high  as  1.50  a pair  an  extreme  reduction  of 
10%  can  only  mean  .15  saved  to  the  merchant.  Bear  in 
mind,  too,  that  many  factories  had  a supply  of  leather, 
supplies  and  findings  bought  near  the  top  of  the  market. 
Some  still  have  part  of  the  high  priced  material  to  work 
out.  Yet  we  find  the  maker  of  high  grade  men’s  welts 
selling  a shoe  formerly  j>riced  to  the  retailer  at  $15.00  for 
$9.00.  Another  prices  a $12.00  shoe  at  $7.80.  A maker  of 
women’s  welts  prices  a former  $14.00  shoe  at  $8.55.  A 
maker  of  women’s  turns  comes  from  $14.60  to  $8.90.  A men’s 
welt  has  come  from  $11.20  to  $7.35,  another  from  $11.10 
to  $7.10.  A women’s  $9.15  line  is  now  $6.20.  A man’s' 


$8.60  is  now  $5.65.  These  reductions  are  all  greater  than 
the  facts  as  met  by  the  manufacturer  would  warrant.  They 
represent  in  most  cases  a loss  that  it  will  take  more  than 
one  season  to  overcome.  This  loss  is  taken  by  the  maker 
in  the  hope  that  the  merchant  will  take  advantage  of  it  and 
once  more  the  clatter  of  machinery  will  be  heard  throughout 
his  factory. 

The  Jobbers’  Loss 

The  jobber  has  taken  a loss  just  as  . severe.  One  jobber 
whose  stock  in  May  stood  at  $550,000  stood  as  of  January 
1st  increased  in  book  value  by  only  $35,000  in  spite  of  the 
fact  that  his  pairs  on  hand  had  increased  by  several  times 
ten  thousand — he  was  one  of  the  good  sports  who  didn’t 
try  to  cancel  an  order  given  and  accepted  in  good  faith. 
Another  jobber  has  reduced  his  pairage  on  hand  by  14% 
but  his  inventory  is  now  only  63%  of  what  it  was.  Every 
pair  in  hand  has  been  reduced  from  18%  to  30%  below  last 
years  figures.  These  losses  taken  by  the  jobbers  have  come 
out  of  both  accrued  profits  and  capital  account.  They  seem 
to  have  gone  the  limit. 

The  felt  shoe  and  slipper  manufacturers  are  just  going 
the  trade  with  reductions  varying  from  zero  to  25%  de- 
pending upon  the  class  of  goods.  Conditions  do  not  point 
to  a possible  further  reduction  for  at  the  most  another 
season. 

It  certainly  appears  as  if  the  production  and  distributing 
end  of  this  business  has  assumed  all  the  loss  it  can  bear. 

Yet  we  find  shoes  selling  at  retail  in  some  stores  at 
almost  the  same  old  prices — $12.00,  $15.00,  $18.00,  $20.00, 
$22.00  and  $25.00.  Our  representative  in  a Montreal  store 
priced  a pair  of  women’s  calf  10"  shoes  for  which  the  clerk 
asked  $30.00  and  had  the  audacity  to  say  that  the  talk  of 
lower  prices  on  good  shoes  was  all  newspaper  propaganda. 
As  a matter  of  fact,  our  representatives  in  several  different 
parts  of  Canada  found  one  well  known  man’s  welt  selling 
at  $10.50,  $11.75,  $12.00  and  in  one  place  $15.50.  We 
found  another  man’s  shoe  selling  at  $8.95,  $10.50  and  $12.50. 
We  found  a woman’s  high  grade  welt  priced  all  the  way 
from  $10.00  to  $16.00.  We  saw  one  merchant  sell  a man’s 
brogue  that  cost  him  $8.35  for  $17.50,  and  we  saw  another 
merchant  sell  a bal  that  cost  him  $9.60  for  $11.25.  You 
will  notice  that  we  have  given  the  extremes  in  every  case 
quoted  and  we  admit  frankly  that  the  merchant  asking  the 
top  juice  was  very  scarce.  But  so  was  he  asking  the  bottom 
price.  There  was  one  outstanding  fact — the  merchants 
who  were  offering  goods  on  a replacement  basis,  or  even 
shading  it  a little,  were  moving  their  stock. 

We  are  on  the  way  to  better  business  in  our  trade.  The 
speed  with  which  we  get  there  now  depends  upon  general 
conditions  plus  the  retail  merchant.  Many  of  the  merchants 
have  figured  the  whole  thing  out  for  themselves  and  decided 
that  half-way  measures  will  not  do.  They  have  seen  that 
if  they  are  to  remain  in  business  in  a healthy  way  they  have 
„o  take  a loss  sometime  in  their  high  priced  merchandise 
and  have  made  up  their  minds  to  do  it  now. 

To  any  merchant  who  finds  that  business  is  falling  off 
in  pairs  sold,  we  recommend  that  he  take  his  inventory  at 
replacement  values  . and  then  figure  just  a little  less  profit 
than  has.  been  his  habit  the  last  couple  of  years.  There 
are  people  in  every  community  who  need  shoes  and  who  will 
buy  them  in  response  to  a genuine  reduction. 

If  your  trade  is  keeping  up,  you  are  fortunate  and  prob- 
ably won’t  need  the  medicine.  If  it  is  “sick”  and  falling 
away,  the  sooner  the  pill  is  taken  the  sooner  you  will  be  on 
the  way  to  health  and  better  business. 
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A.  E.  MAROIS,  LIMITED 


WM.  A.  MARSH  $ CO.,  LIMITED 


Ouebec-made  shoes  represent  20%  of  the 
total  output  of  all  Canadian  factories. 


ONESIME  GOULET 


M'. 

rv.y.v 
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Last  season  there  were 
more  Hockey  Boots 
produced  and  delivered 
from  this  factory  be- 


cause- 


See  the  new  line  of 
Hockey  and  Sporting 
Boots  and  you  will 
know  why  at  a glance. 


J.  E.  SAMSON  Enr., 


20  Arago  St. 
QUEBEC,  P.O. 
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Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 


The  “Maryon”  Shoe 

Women’s  McKays 
in  the 

Better  Grades 
Featured 
Exclusively 
in 

All  Colors 
of 

J/ode  Kid 


Write  for 
Stock  Folder 


WACHANCE  & TANGUAY  70  bi^YbuEctpeoave 
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Values  for 
Spring  Delivery 
are  better  than 


ever. 


The  majority  of  the  trade  who  have 
seen  our  lines  have  been  freely  admitting 
that  our  values  are  close. 


See  the  line  before  the  end  of  January 

Making  Welts,  McKays  and  Standard  Screw 
For  Men,  Boys,  Youths,  Little  Gents, 
Women  and  Misses. 


LAGACE  & LEPINAY 

22  St.  Anselme  Street 
QUEBEC,  P.Q. 
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Known  Uniform  Quality 
Glazed  Kid 

Side  Leathers 

Glove  Leathers 

MONTREAL  and  QUEBEC 


LEATHER  & FINDINGS 


For  the  Jobber 


Men’s  and  Boys’  Welts,  Women’s 
Mock  Welts,  McKays  and 
Standard  Screw  for  Men, 
Women,  Misses,  Boys,  Youths 
and  Children. 


We  are,  and  have  for  some  time  been 
A solid  line  of  Pegged  Shoes  for  offering  extremely  close  values 

Men  and  Women.  „ . , .. 

for  spring  delivery. 


OINES1ME  GOULET 

575  St.  Valier  St.  Quebec 
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ADVERTISING  INDEX 

(QUEBEC  CITY) 


Blouin,  Pierre,  Reg’d 66 

Borne,  Lucien  59 

Children’s  Shoe  Mfg.  Co 68 

Duehaine,  Ludger  68 

Duc'haine  & Perkins  60 

Goulet,  Onesime  66 

Lagace  & Lepinay 65 

Lachance  & Tanguay 64 


Marois,  A.  E.,  Limited 58 

Routier,  Luc  6S 

Ritchie,  Jno.,  Co.,  Limited 62 

Roy,  Chas.  E.,  & Co 68 

Samson,  J.  E.,  Enr 63 

Stobo,  J.  M.,  Co.,  Limited 67 

Tanguay,  Jos 56 

United  Shoe  Machinery  Co.  of  Canada,  Limited 54 


For  good  shoemaking, 
Stobo  prices  represent 
the  lowest  possible 
point. 

Prices  are  right. 


.V> , 


■ * - * • « / ■ » r 
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Good  shoe-making  requires  time. 
Rome  wasn’t  built  in  a day. 

We  can  still  deliver  for  Spring 
but  urge  immediate  placing. 


The  J.  M.  STOBO  CO.  Limited 

92  Arago  Street  - Quebec 


3/THE  *51 
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A Medium 

This  is  the  time  above  all  others 
when  an  honestly  made 
medium  priced  line 
such  as  ours 
should  be  in 
YOUR 

line.  | 

McKays  for  Women,  Misses,  Children 

CHILDREN’S  SHOE  M’F’G  CO.  I 

LIMITED 

11  Belleau  St.,  Quebec 

- - Ib 

The  January  buyer  will  find 
good  profit  possibilities  in 
our  closely  priced  line  of 
McKays  and  Standard 
Screw  for  Men,  Boys  and 
Youths. 

LUC  ROUTIER 

56  Colom  b,  QUEBEC 
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CHAS.  E.  ROY  & CO. 

(REG.) 

DEALERS  IN 

New  and  Second-Hand  Machinery 

Leather  and  Shoe  Findings 

Let  us  know  your  requirements 
We  may  have  what  you  want 

31  Colomb  St.  QUEBEC  CITY 


NEBRASKA  MAY  LEGISLATE  ON  SHOE  HEELS 

A bill  has  been  introduced  in  the  State  Legislature 
prohibiting  the  sale  and  manufacture  of  all  heels  for  women’s 
shoes  more  than  an  inch  high.  The  bill  is  submitted  by 
the  State  Osteopaths’  Association  and  various  women’s 
clubs. 

Passage  of  the  measure  would  radically  change  the 
sales  of  shoes  throughout  the  State.  Shoe  men  state  that 
only  10  per  cent,  of  the  shoes  sold  in  Nebraska  are  of  the 
brogue  or  one-inch  heel  wing-tip  type. 

The  majority  of  heels  worn  are  the  so-called  “military” 
heels,  which  are  one  and  five-eighths  inches  high.  French 
heels  on  boots  and  evening  slippers  go  as  high  as  two  and 
one-half  inches. 
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British 

Columbia  News 

Business  Steadily  Picking  Up  — British 
Columbia  Retailers  Carry  on  Aggressively 
Weather  Somewhat  Unpropitious-  Busi- 
ness Increase  Last  Year  Our  Own 
Correspondent 

IF  a stranger  asked  any  business  man  in  British  Columbia 
“How’s  business?”  the  reoly  would  be  “Good,— better 
than  expected,  and  away  ahead  of  last  year,  so  far  as  the 
holidays  are  concerned.” 

Leading  retail  merchants  state  that  the  business  situ- 
ation of  British  Columbia  has  been  improving  steadily 
for  some  time,  and  conditions  did  not  justify  the  cry  of  “blue 
ruin”  that  some  of  the  pessimists  indulged  in.  In  fact, 
despite  the  unsettled  state  of  the  markets  and  credit 
restriction,  business  had  held  up  in  the  Province  to  a re- 
markable degree.  Many  of  the  retail  merchants  reported 
that  up  to  a week  before  Christmas  they  were  rather  alarmed 
at  the  slow  buying  they  experienced,  but  that  at  a week 
before  Christmas  the  rush  suddenly  commenced  and  was 
maintained,  and  what  is  better  yet,  is  still  being  maintained 
during  the  month  of  January.  There  were  many  contribu- 
tory causes  to  this  sudden  change  for  the  better,  the  chief 
among  them,  the  removal  of  the  luxury  tax;  although  this 
sensational  feature  of  the  Christmas  trade  is  not  news,  it 
may  be  interesting  to  note  that  the  retail  merchants  of 
British  Columbia  claim  to  be  largely  responsible  for  the 
Federal  Government’s  “change  of  heart”  in  this  connection. 

On  the  occasion  of  the  Premier’s  visit  to  British  Col- 
umbia, the  retail  merchants  staged  a selling  demonstration 
for  the  Premier’s  benefit  at  the  Hotel  Vancouver.  So  in- 
terested was  the  Premier,  that  a second  demonstration  was 
“pulled  off”  for  the  benefit  of  himself  and  his  friends,  and 
furthermore,  the  Retail  Association  in  Vancouver  arranged 
to  stage  these  selling  demonstrations  showing  the  evils  of 
the  luxury  tax  system  in  every  other  part  of  the  Province 
where  the  Premier  stopped  to  hold  his  political  meetings. 
Therefore  the  Retail  Merchants’  Association  of  Vancouver 
are  jubilant  over  a result  which  they  believe  they  were 
largely  instrumental  in  bringing  about. 

At  a recent  luncheon  of  the  Retail  Merchants’  Association 
a notice  of  motion  was  given  regarding  clerk’s  wages  for  the 
corning  year,  and  that  a joint  movement  take  place  on  the 
part  of  the  merchants  to  retain  their  staff  after  the  holiday 
trade,  unless  absolutely  impossible  to  do  so.  It  was  thought, 
however,  that  such  a resolution  was  unwise,  as  it  in  some 
measure  brought  moral  pressure  on  merchants  who  desired 
absolute  independence  in  thought  and  action  on  such  matters. 

The  reference  to  the  matter,  however,  has  likely  done 
good,  as  numerous  merchants  have  reported  that  if  they 
could  possibly  avoid  it,  they  did  not  intend  to  swell  the  army 
of  unemployed  in  the  City.  It  also  had  the  effect  of  killing 
the  rumor  that  a large  number  of  employees  were  to  be 
discharged. 

One  of  the  best  items  of  news  in  the  industrial  world  is 
that  Coughlan’s  Shipyard  started  active  operation,  and 
seven  hundred  men  are  being  added  to  the  staff,  while  the 
good  wages  being  paid  in  this  yard  are  not  to  be  reduced. 

There  seems  to  be  general  belief  that  prices  in  most 
commodities  have  about  reached  their  lowest  level,  for  the 
present  at  least,  and  in  some  cases  where  a violent  break 
has  taken  place,  there  will  be  a re-action  upwards.  At 
this  writing,  the  reports  are  drifting  in  from  Eastern  Canada 
and  United  States  that  business  is  not  as  good  as  it  should 
be,  that  it  was  disrupted  and  that  some  of  the  factories  are 
closing  down.  If  these  reports  are  true,  the  condi  ions  re- 


ferred to  are  not  reflected  in  British  Columbia,  which  may  be 
another  illustration  of  how  slow  Western  Canada  generally 
is  to  reflect  outside  conditions.  British  Columbia,  too,  de- 
pends for  her  prosperity  to  a great  extent  on  the  wheat  situ- 
ation, more  or  less,  so  though  lumber  may  be  said  to  be  the 
backbone  of  the  Province  industrially,  the  lumber  business 
itself,  outside  of  the  trans-Pacific  trade,  depends  very  largely 
on  the  wheat  situation.  To  sum  up,  in  the  words  of  the 
Secretary  of  the  Retail  Merchants’  Association,  “It  is  grad- 
ually being  borne  in  upon  the  minds  of  the  business  commun- 
ity that  British  Columbia  is  to-day  in  a sound  position,  and 
is  likely  to  tide  over  the  present  re-adjustment  period  with  a 
minimum  disturbance.  It  is  probable  that  the  failures  for 
the  month  of  January  will  be  heavier,  being  the  period  im- 
mediately following  inventories  and  stock-taking.  The 
heavy  reduction  necessary  in  writing  down  stock  values 
must  unfavorably  affect  the  financial  position  of. a number 
of  firms  who  have  misjudged  the  market  trends  and  got 
caught  with  heavy  stocks  of  merchandise  at  high  prices.” 

There  is,  however,  every  reason  to  believe  that  condi- 
tions will  settle  at  this  turn  of  the  year,  and  that  there  will 
be  an  upward  trend  in  commercial  activities. 

The  “Sun”  newspaper  prints  a heavily  leaded  front 
page,  double  columned  editorial,  headed  “Variation  in 
prices  causes  suspicion,”  as  follows: 

“Raw  sugar  is  4 cents  in  Cuba,  while  refined  is  14  cents 
in  Vancouver;  that  molasses  is  one  cent  per  gallon  f.o.b. 
Cuban  ports,-  and  is  selling  in  Vancouver  for  70  cents  per 
gallon;  bituminous  coal  is  selling  for  $4.50  in  Eastern  coal 
mining  regions  and  $9.75  at  the  mine  on  Vancouver  Island, 
forcing  the  Vancouver  City  retailer  to  add  to  that  the  cost 
of  transportation  and  distribution;  live  pork  is  being  sold 
by  the  farmer  for  9 cents,  while  bacon  and  ham  cost  55,  60 
and  70  cents  in  Vancouver,  and  when  these  reports  are  read 
by  the  public  they  lose  confidence. 

These  factors  may  be  small  in  dollars,  but  are  beyond 
question  of  great  force  in  shaking  PUBLIC  CONFIDENCE. 
For  instance,  one  of  the  most  direct  influences  upon  PUBLIC 
CONFIDENCE  is  the  attitude  of  the  Banks.  If  all  the 
Banks  in  Vancouver,  except  one  or  two,  were  disposed  to 
help  in  the  restoration  of  business,  still  those  one  or  two,  by 
strenuous  demands  for  money,  forcing  the  sacrifice  of  safe 
securities  to  obtain  cash,  prophesying  failures  and  threat- 
ening lawsuits,  can  do  untold  harm  in  preventing  the  return 
of  PUBLIC  CONFIDENCE.  This  is  absolutely  true, 
even  though  their  demands  relate. only  to  hundreds,  whereas 
millions  are  outstanding.  Little  things  look  large  on  a 
troubled  financial  horizon. 

Although  Vancouver  may  be  condidered  a dry  town  as 
far  as  Prohibition  is  concerned,  it  is  certainly  a very  wet 
burgh  otherwise.  For  four  months  ending  December  31st 
35  inches  of  rain  has  fallen,  and  to  September  31st  the  pre- 
vious four  months  created  a record.  In  September  a pre- 
cipitation of  10J/2  inches  was  recorded,  October  showed 
7 inches,  November  8 inches,  and  December  10.68  inches, 
the  average  rainfall  in  Vancouver  for  the  year  is  57  inches, 
and  what  has  all  this  got  to  do  with  Shoes  and  Leather? 
It  meant  a big  demand  for  rubber  goods,  and  heavier  lines 
of  footwear.  January  has  been  clear  and  cold.  In  previous 
months  the  merchants  were  able  to  clean  out  a long  line  of 
the  heavier  goods,  and  what  is  most  satisfactory,  the  public 
seems  to  be  coming  to  the  relief  of  the  retailers  as  the  season 
advances,  for  January  has  shoen  a satisfactory  demand  for 
fancy  dress  shoes,  and  exceptionally  good  demand  for  even- 
ing wear  and  dress  goods.  The  general  run  of  trade  have- 
done  25%  more  business  in  dollars  than  they  did  last  year, 
and  what  is  more  encouraging,  the  demand  is  being  sustained, 
though  the  line  of  goods  purchased  have  varied  considerably. 
The  leading  shoe  firms  in  Vancouver  are  as  follows:  Wilson’s 
Twin  Shoe  Store;  Johnson’s  Big  Shoe  House;  James  Bay; 
American  Kay  Boot  and  Shoe  Store;  Ingledew;  Starks’ 

( Continued  on  page  78) 
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Shoe  Manufacturers’ 
Convention 

Convention  to  be  Held  in  Toronto  at  the 
King  Edward  Hotel,  Tuesday  and  Wed- 
nesday, January  25  and  26 

THE  Second  Annual  Meeting  of  the  Shoe  Manufac- 
turers’ Association  of  Canada  will  be  held  in  Toronto 
at  the  King  Edward  Hotel  on  Tuesday  and  Wednes- 
day, January  the  25th  and  26th.  Great  preparations  have 
been  made  to  make  this  a profitable  and  enjoyable  event. 
Excellent  speakers  have  been  secured  to  deal  with  subjects 
of  vital  importance  to  the  individual  members  as  well  as 
the  trade  in  general. 

It  is  expected  special  cars  will  be  requisitioned  to  convey 
the  members  from  Qubec  and  Montreal  and  among  those 


F.  S.  SCOTT 
President 


who  have  already  signified  their  intention  to  be  present  are. 

Montreal — Narcisse  Gagnon,  Wilfrid  Gagnon,  Joseph 
Daoust,  John  McIntyre,  T.  H.  Rieder,  W.  A.  Angus,  T.  H. 
Lane,  Ralph  Locke,  W.  F.  Martin,  Raoul  Lanthier,  Henri 
Viau,  T.  Gagnon,  W.  Hebert,  C.  H.  Deguise,  W.  J.  Venor, 
Albert  Tetrault.  Quebec— Mr.  and  Mrs.  J.  E.  Warrington, 
Mr.  and  Mrs.  J.  M.  Stobo,  Luc  Routhier,  C.  E.  Carpentier, 
Laurent  Blondeau.  St  Hyacinthe — J.  A.  Cote,  Eugene  Cote. 
Fredericton — John  D.  Palmer.  Amherst,  N.S.  C.  S.  Suth- 
erland. ^^Hebron,  N.S. — K.  E.  Crosby.  Kitchener  E.  C. 
Greb,  E.  A.  Clement,  N.  B.  Detwiler,  Fred  H.  Ahrens,  A.  A. 
Armbrust.  Galt— F.  S.  Scott,  W.  G.  Fallen,  F.  R.  Delafield, 
A.  M.  Stuart.  Peterborough — B.  F.  Ackerman.  St.  Thomas 
A.  G.  Metcalf. 

The  following  program  will  give  some  idea  of  the  subjects 
to  be  considered  and  business  to  be  taken  up. 

PROGRAM 

Tuesday,  January  25th,  1921 

9.00  a.m.  Registration  office  opens  Ground  Floor,  King 
Edward  Hotel,  and  will  remain  open  all  day 
10.00  a.m.  First  Business  Session 

1.  Address  of  Welcome  by  Mr.  F.  H.  Ahrens, 
President  Ontario  Shoe  Manufacturers’  As- 
sociation 


2. 

3. 


12.30  p.m. 

2.00  a.m. 

1. 

2. 

3. 

4. 

7.00  p.m. 


Mr.  T.  L.  Church,  Mayor  of  the  City  of  Toronto 
Reading  of  minutes  of  First  Annual  Meeting 
Reports : 

(a)  Secretary-Treasurer,  Mr.  Henri  Viau 

(b)  National  Advertising  Committee,  Mr.  J.  D. 
Palmer. 

(c)  Tariff  Committee,  Mr.  John  A.  Walker. 
Convention  Luncheon,  King  Edward  Hotel 
Second  business  session 

Address  by  the  President,  F.  S.  Scott 
Unfinished  Business 
Election  of  Officers 
New  Business 

Dinner  at  King  Edward  Hotel,  tendered  by 
Beardmore  & Co. 


Wednesday,  January  26th,  1921 

10.00  a.m.  Third  Business  Sesson 
Trade  Problems : 

Address  on  Upper  Leather  Conditions,  Hon. 

E.  J.  Davis,  Newmarket 
Address  on  Sole  Leather  Conditions 
Address  on  Forecast  of  Shoe  Conditions,  Mr. 

F.  H.  Knowlton,  Montreal 

Address  on  Shoe  Conditions  in  Great  Britain 
Address  on  Factors  in  Cost  Accounting 
Address  on  Peculiarities  of  Quebec  Market,  Mr. 
Chas.  Holmes,  Vice-Pres.  Le  Prix  Courant, 
Montreal 

1.00  p.m.  Convention  Luncheon  at  the  King  Edward 


JOS  DAOUST 
Vice-President 


2.00'p.m.  Fourth  Business  Session 

Continuation  of  morning  session 
Co-operation  Within  and  Without: 

Address  by  Mr.  James  Acton,  President  Acton 
Publishing  Co. 

Resolutions : 

1.  Tariff 

2:  Business  Profit  War  Tax 

3.  Sales  Tax 

4.  Income  Tax 

5.  Government  Orders 

6.  Allowances  on  Sales  Prices 
Suggestions  To  Incoming  Executive 
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General  Discussion  Pertaining  to  the  Affairs  of 
the  Association. 

6.30  p.m.  Convention  Banquet 

Address  by  Sir  Henry  Drayton,  Minister  of 
Finance 

The  following  telegram  was  just  received  from  Montreal 
as  we  were  going  to  press : 

Other  subjects  for  Convention  are  Peculiarities  of 
the  Quebec  Market  by  Charles  Holmes,  Vice-President  of 
Le  Prix  Courant.  Forecast  for  Coming  Year  by  F.  W, 


King  Edward  Hotel,  Toronto, 
where  Convention  will  be  held. 


Knowlton,  Montreal.  How  to  find  a Customer  by  Peter 
A.  Doig,  President  National  Shoe  & Leather  Travellers’ 
Association  of  Canada.  The  Leather  Market  by  speakers 
to  be  announced. 

Beadmore  & Co.,  Toronto,  are  tendering  the  Convention 
a complinentary  dinner  on  Tuesday  evening,  and  Sir  Henry 
Drayton  is  the  guest  of  honor  at  the  Wednesday  night 
banquet. 

The  Toronto  members  are  making  preparations  to 
look  after  the  visitors  and  make  their  stay  interesting  and 
worth  while.  They,  as  members  of  the  Association,  extend 
a hearty  welcome  to  every  shoe  manufacturer  in  Canada  to 
come  to  this  convention.  The  Executive  of  the  association 
emphasizes  the  importance  of  a large  attendance,  feeling 
that  every  manufacturer,  whether  a member  of  the  Associa- 
tion or  not,  should  be  there  and  benefit  by  the  exchange  of 
views  with  friendly  competitors,  for  such  “Comings  together” 
cannot  help  but  be  productive  of  great  good  to  each  individ- 
ual as  well  as  the  entire  trade. 

Fix  the  dates  in  your  mind,  Jan.  25  and  26.  The  place — • 
Toronto. 

Shoe  Style 
Suggestions 

As  Indicated  by  the  Various  Style  Shows 
— Reports  Seem  to  Indicate  Revival  of 
Interest  in  Spring  and  Summer  Models 

THE  style  situation  seems  to  be  clearing,somewhat  of 
late  and  it  is  now  possible  to  make  a better  guess  as  to 
what  lines  are  going  to  be  in  most  demand  for  the 
coming  Spring  business.  Many,  for  the  last  few  months, 
have  been  inclined  to  the  belief  that  brogues  were  not  yet 
dead  and  that  there  would  be  a considerable  demand  for 
this  style  of  footwear,  both  for  men  and  for  women.  As  the 
season  draws  nearer,  however,  it  becomes  more  and  more 
apparent  that  for  those  who  are  not  yet  tired  of  the  brogues, 
'a  somewhat  modified  style  will  be  worn.  The  perforations 


will  not  be  so  ornate  and  there  will  be  more  circular  whole 
quarter  oxfords,  while  the  ball  strap  will  more  or  less  take 
the  place  of  wing  tips.  A few  shoes  will  be  made  with  the 
outside  ball  straps,  but  most  of  them  will  have  the  imitation 
straps  which  will  also  be  a little  cheaper. 

Welt  shoes  will  be  mostly  worn  in  these  nodified  brogues 
and  the  other  more  mannish  effects  in  footwear,  as  well  as  in 
the  staple  oxfords  and  pump  effects. 

Blucher  welt  oxfords  are  in  favor  for  street  wear  and  are 
made  in  dressy  three-eyelet  patterns  as  well  as  the  five-  and 
six-eyelet  patterns.  Strap  patterns  are  still  in  favor  with 
women  in  spite  of  their  long  run  and  in  the  larger  centres 
turns  in  strap  effects  will  be  in  demand  and  will  probably 
outsell  other  lines,  with  the  tongue  effects  running  a good 
second. 

As  for  the  light,  mock  turn  variety  in  dressy  patterns, 
which  will  be  a little  less  costly  than  the  good  turn  shoes,  the 
McKays  will  have  the  run. 

When  the  sport  shoes  are  considered,  it  is  apparent  that 
they  are  going  to  cover  a wider  range  than  ever  before  and 
will  reflect  the  brogue  in  their  perforations  in  foxing  and  tips. 
Costumers  predict  a good  season  for  the  separate  skirt  and 
fancy  sweater  and  this  is  the  feature  that  will  control  the 
sport  shoe  patterns.  Sport  shoes  will  be  worn  on  the  street 
with  these  sport  skir.ts  and  ball’  straps  are  mentioned  as  the 
probable  favorites  instead  of  the  wing  tip  shoes. 

Toes  are  now  inclining  towards  the  recede  type  and 
medium  narrow  effects,  both  in  turns  and  welts  for  the 
dressy  lasts.  The. welt  lasts  for  street  oxfords  are  medium 
width  with  long  sloping  recedes  or  walled  effects  on  the  sides 
of  forepart. 

Turning  to  the  question  of  heels,  it  is  on  the  cards  that 
few  welts  will  have  a heel  of  two  inches,  the  range  being  from 
about  seven-eighths  to  one  and  three-quarters.  Perhaps  the 
real  favorites  will  be  14/8  and  15/8,  while  the  largest  single 
( Continued  on  page  77) . 
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Annual  Meeting  of 
Toronto  Shoe 
Retailers 

Annual  Meeting  and  Dinner  a Big  Success 
Big  Crowd,  Good  Speeches,  Good  Singing 
and  Good  Cheer 

THE  annual  meeting  and  dinner  or  the  Toronto  Shoe 
Retailers’  Association  was  held  in  the  Board  of  Trade 
Rooms,  on  Wednesday  evening,  January  19,  and  the 
members  turned  out  in  full  force.  Dinner  was  served  at  6.30 
and  Walter  Burnill,  the  president,  was  in  the  chair.  Alfred 
Collett  was  at  the  piano  and  led  the  choruses  and  you  will 
think  the  shoe  retailers  of  Toronto  never  had  a care  or  a 
speck  of  trouble  in  their  lives  the  way  they  sang.  Everybody 
sang  and  everybody  was  full  of  good  cheer.  Gordon  Collett 
rendered  a couple  of  songs  that  were  greatly  appreciated  and 
G.  E.  Lockwood  also  delighted  the  gathering  with  a couple 
of  bass  solos. 

Mr.  Burnill,  in  a short  speech,  welcomed  the  members 
and  others  and  expressed  delight  at  having  so  many  present. 
He  said  it  manifested  something  of  the  growing  interest  that 
was  being  taken  in  the  association.  He  also  spoke  briefly  of 
the  advantages  of  an  organization  of  this  kind.  He  was  a 
member  of  the  Repairmen’s  Associa.tion  and  the  repair  men 
had  reaped  much  benefit  from  their  organization  and  there 
was  no  reason  why  this  association  should  not  benefit 
greatly  by  being  in  existence.  He  proved  himself  to  be  an 
excellent  toastmaster  and  kept  things  moving  all  the  time 

Speeches  Were  in  Order 

Several  short  and  crisp  speeches  were  given  by  members 
of  the  association  expressing  their  confidence  in  the  organi- 
zation irrespective  of  the  fact  that  few  meetings  had  been 
held  during  the  year.  Mr.  Budreo,  the  active  secretary,  in 
his  report  reviewed  some  of  the  work  that  had  been  done. 
He  pointed  out  that  when  exigencies  arose  it  was  a good  idea 
to  handle  the  matter  through  the  association,  as  it  gave 
presfige  to  the  w-ork.  He  cited  the  case  which  the  association 
now  was  prosecuting  for  false  advertising.  It  would  not  be 
at  all  likely  that  any  one  man  would  want  to  take  steps  in  a 
matter  of  this  kind,  but  with  the  Association  there  was 
better  chances  of  accomplishing  something.  He  regretted 
that  the  case  had  been  laid  over  which  prevented  him  from 
reporting  what  had  been  accomplished. 

A very  unique  feature  of  the  gathering  was  the  special 
invitation  extended  two  of  the  oldest  men  in  the  retail 
shoe  business  to  be  present  and  say  a few  words  reminiscently. 
These  men  were  Mr.  Jas  Jupp,  Sr.,  and  Mr.  St.  Leger,  Sr. 
It  was  truly  interesting  to  hear  these  men  tell  of  the  retail 
shoe  business  of  half  a century  ago,  the  days  when  men  and 
boys  and  bosses  and  everybody  worked.  Worked  hard  and 
long.  Stores  opened  at  seven  o’clock  in  the  morning  and 
closed  at  ten,  and  maybe  eleven  and  not  infrequently  at 
twelve.  Then  they  told  of  prices  of  shoes  which  to-day  would 
hardly  pay  for  a pair  of  shoe  laces  and  certainly  not  for  the 
buckles  on  a pair  of  pumps.  And  not  one  of  them  said: 
“Ah!  them  wuz  the  good  old  days,”  but  on  the  other  hand 
were  glad  that  those  times  were  gone  for  ever  and  that  while 
there  may  be  objections  in  some  ways  to  present  conditions, 
on  the  whole  there  is  a great  improvement  on  the  times  when 
they  were  doing  pioneering. 

Mr.  James  Actofi,  editor  of  the  Shoe  and  Leather 
Journal,  was  jjresent  and  spoke  briefly  on  “Organization.” 
Mr.  Carr  of  “Footwear  in  Canada,”  responded  to  a request 
from  the  chairman  to  say  a few  words. 


The  executive  was  much  gratified  with  this  meeting, 
reeling  it  was  the  best  the  Association  had  held  and  after 
some  business  routine  had  been  concluded,  God  Save  the 
King  closed  a very  enjoyable  evening. 

The  following  officers  were  elected  for  the  coming  year: 
Geo.  St.  Leger,  president;  J.  C.  Budreo,  vice-president; 
Harry  Scythes,  secretary;  Thos.  Kelley,  treasurer;  A.  J. 
Chessum,  sergeant-at-arms.  Executive  committee:  Messrs. 
McLelian,  Woods,  Marshall,  Laird  and  Sproul. 

The  meeting  expressed  surprise  that  Mr.  Chappie  was 
not  in  attendance,  and  on  inquiry  it  was  learned  that  he  was 
hit  by  a street  car  while  on  his  way  to  the  meeting  and 
received  severe  injuries.  He  was  taken  to  his  home. 

Shoe  and  Leather 
Trade  Jottings 

What  is  Seen  and  Heard  on  the  Street — 
Talk  of  the  Store,  Warehouse  and  Factory 
Business  Steadily  on  the  Mend — Daylight 
Ahead 

TAKING  it  by  and  large  the  first  two  weeks  of  the  New 
Year  have  given  unmistakable  indications  that  we  are 
decidedly  over  the  worst  of  the  deflation  period  and 
the  outlook  grows  brighter  each  week.  Retailers  as  a whole 
report  good  business  for  the  last  two  months  of  the  old  year 
and  claim  that  since  the  first  of  the  month  there  has  been 
quite  a tendency  towards  greater  normality.  As  a result, 
retail  buying  has  improved  according  to  the  wholesale  people 
who  also  say  that  payments  are  quite  ahead  of  expectations. 
While  the  weather  has  not  been  exactly  in  favor  of  the  sale 
of  ordinary  lines  of  footwear,  and  rubbers  have  had  more  call 
than  leather  goods  for  the  first  ten  days  of  the  month,  the 
change  to  colder  weather  promises  a steady  resumption  of 
ordinary  business. 

Shoe  Manufacturers  Hopeful 

Word  comes  from  the  Eastern  centres  that  business  is 
looking  up.  A number  of  jobbers  have  been  in  Montreal 
and  Quebec  and  have  placed  orders.  They  report  an  acceler- 
ation of  business  amongst  manufacturers,  some  stating  that 
they  have  now  enough  business  ahead  of  them  until  the  first 
of  May.  Dealers  as  well  as  jobbers  are  still  acting  cautiously, 
although  there  seems  to  be  abundant  evidence  that  the 
apathy  and  uncertainty  of  the  past  three  or  four  months 
have  given  way  to  interest  and  actual  willingness  to  take 
chances  on  the  market.  Manufacturers  are  standing  pretty 
firm  on  prices  and  say  they  are  figuring  their  costs  upon  the 
actual  costs  of  leather  and  other  essentials.  They  claim 
that  prices  have  touched  bottom  as  far  as  leather  costs  are 
concerned,  notwithstanding  their  policy  of  holding  off  and 
working  one  tanner  against  another.  There  does  not  seem 
to  be  the  uncertainty  that  prevailed  in  December  and  as 
manufacturers  are  now  buying  for  the  balance  of  their  spring 
requirements,  there  will  be  no  disposition  on  the  part  of 
leather  men  to  give  way. 

A Tanner  Talks — A prominent  tanner,  speaking  of  the 
situation,  saii:  “I  think  things  are  on  the  mend  all  around. 
I am  convinced  that  by  the  end  of  March  or  the  beginning  of 
April,  we  will  see  the  last  of  the  wave  of  depression  and  will 
be  looking  back  upon  the  period  of  deflation,  slump  or  what- 
ever you  call  it,  with  equanimity.  I think  May  will  see 
conditions  throughout  Canada  in  other  lines  besides  leather 
and  shoes,  so  much  improved  that  we  will  forget  all  our 
troubles  and  move  forward  with  confidence.  I think  we  will 
( Continued  on  page  78) 
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Your  Stock  at 
Inventory 

Do  You  Know  How  Much  Stock  You 
Should  Have  at  Inventory? — A Difficult 
Problem 


“I  WOULD  LIKE  THE  OPINION  OF  SOME 
RETAILERS  ON  HOW  MUCH  STOCK  A STORE 
SHOULD  HAVE  AT  INVENTORY,  DOING  A 
BUSINESS  OF  ONE  HUNDRED  THOUSAND 
DOLLARS,  ($100,000)  IN  A CITY  OF  SIXTY 
THOUSANb  PEOPLE,  AND  SEVENTY-FIVE 
PER  CENT  OF  THE  TRADE  IS  HIGH  GRADE 
AND  REQUIRE  UP-TO-DATE  SHOES  AT  ALL 
TIMES.” 


THE  above  is  a copy  of  a letter  sent  us  by  a retailer  and 
which  is  a difficult  question  to  answer.  The  difficulty 
arises  from  the  fact  that  local  conditions  may  change  the 
complexion  of  the  situation  very  materially.  In  other  words, 
what  would  be  applicable  in  one  locality  might  not  be  so 
practical  in  another.  However,  we  have  consulted  a number 
of  retailers  and  find  opinions  vary  greatly.  This  variation 
is  due,  no  doubt,  to  the  different  methods  of  conducting 
business.  There  are  those  who  carry  larger  stocks  than 
others  and  do  not  figure  on  such  quick  turnovers  as  do  some 
who  carry  much  smaller  stocks.  Then  shoes  are  hard  lines 
on  which  to  hit  an  average,  for  the  number  of  pairs  figures 
potentially  in  the  making  up  of  any  stock  while  the  grade 
may  affect  or  change  the  amount  of  money  involved.  The 
matter  of  turnover  is  very  important  and  the  location  of  a 
store  will  greatly  affect  this.  For  example,  the  merchant 
located  down  town  in  a city  of  60,000  will  be  able  to  turn  his 


stock  oftener  than  a merchant  situated  farther  out  in  the 
same  place. 

During  the  last  year  it  has  not  been  possible  to  make  so 
many  turnovers  in  a year  as  formerly.  While  the  down- 
town merchant  may  be  able  to  make  turnovers  two  and 
half  or  three  times  in  a year  the  average  merchant  will  be 
doing  quite  well  if  he  has  two  complete  turns. 

The  problem  can  be  figured  out  best  in  the  following 
manner.  It  may  be  taken  for  granted  that  twice  a year 
would  be  a fair  turnover  in  a business  this  size  in  a city  of 
sixty  thousand.  This  would  mean  according  to  the 
estimate  given  that  seventy-five  thousand  dollars  of  the 
sales  were  in  high  grade  goods  and  twenty»five  thousand  in 
staple  lines.  It  is  probable  that  if  business  is  done  on  a 
systematic  basis  forty  per  cent  has  been  added  in  the  case 
of  fine  shoes  and  say  thirty  per  cent  in  staples,  so  that  invoice 
values  would  stand  at  about  $54,000  for  fine  goods  and  $20,000 
for  staples.  If  there  is  a complete  turnover  twice  a year 
these  figures  could  be  cut  in  two,  so  that  $27,000  stock  for 
high  grade  goods  and  $10,000  would  be  sufficient.  As 
the  high  grade  shoes  would  probably  turn  a little  more  rapidly 
it  would  be  safe  to  say  that  a stock  of  $25,000  in  these  lines 
would  be  ample,  while  the  heavier  grades  might  require  a 
little  more.  However,  the  figure  $35,000  for  inventory  is 
a fair ‘basis  and  its  reduction  would  depend  entirely  upon 
the  movement  of  the  goods.  It  may  be  pointed  out  that  the 
average  turnover  in  the  retail  shoe  store  is  much  less  than 
twice,  but  under  favourable  conditions  such  as  that  mentioned 
by  our  correspondent  two  and  a half  times  ought  to  be 
realized,  by  live  merchandizing  methods.  This  would 
mean  that  a stock  of  $30,000  or  even  less  would  carry  the 
business. 


A quick  way  to  get  the  exact  shape  of  a patch  is  to 
take  a piece  of  chalk  and  mark  on  the  shoe  the  size  of  the 
patch  needed.  Carefully  set  a piece  of  leather  over  the 
chalk  marks,  flesh  side  down,  and  press  the  hand  hard 
against  the  leather  for  a few  seconds.  This  will  cause  the 
chalk  marks  to  be  transposed  to  the  piece  of  leather.  With 
the  scissors  you  can  then  cut  a patch  which  is  the  desired 
shape. 
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Commercial  Travellers 
(Eastern  Section) 

Hold  Smoker 

Meeting  Was  Held  in  Montreal  and  Was 
a Big  Success — About  Seventy-five  Travel- 
ers Present 

ON  January  the  5th  the  Eastern  Section  of  the  National 
Shoe  and  Leather  Travellers’  Association  held  a 
meeting  at  the  Windsor  Hotel  which  took  the  form 
of  a smoker-concert-business-and-social-affair.  The  presi- 
dent of  the  Eastern  Section,  R.  L.  Savage,  occupied  the 
chair  and  in  his  usual  good  manner  kept  things  going  all 
the  time.  The  musical  part  of  the  program  was  very  high 
class  and  greatly  enjoyed.  It  consisted  of  violin  numbers 
and  a male  quartette,  which  were  exceptionally  good. 
Chorus  singing  by  the  members  was  also  a feature  of  the 
evening.  A buffet  luncheon  was  served  and  the  entire 
evening  was  greatly  enjoyed. 

Mr.  Savage,  the  president,  welcomed  the  boys  briefly 
and  explained  that  the  meeting  would  be  a regular  one  held 
every  last  Saturday  of  each  month  and  the  luncheon  would 
cost  $1.50,  but  it  was  worth  every  cent  of  it.  Music  would 
also  be  provided  and  a generally  good  time  enjoyed.  By  this 
means  the  membership  would  be  greatly  increased.  He 
spoke  of  many  things  that  would  likely  be  taken  up  in  a 
business  way  before  long  and  an  advisory  board  would 
likely  be  appointed  to  confer  with  members  on  matters 
pertaining  to  commissions,  etc.  He  suggested  that  if  any 
one  had  any  suggestions  to  give  they  would  be  welcomed,  for 
these  were  big  problems  that  were  difficult  to  handle  and 
needed  careful  attention. 

Peter  Doig  was  present  and  gave  one  of  those  happy 
speeches  which  only  Peter  can  give.  He  explained  that  the 
films  that  were  taken  at  the  Shoe  Fair  would  soon  be  ready  to 
show  in  Montreal  and  he  advised  that  the  retailers  as  well  as 
the  travellers  see  these  exhibited. 

George  Gales,  President  of  the  Retailers’  Association  of 
Canada,  was  present  and  was  asked  where  the  next  annual 
shoe  convention  would  be  held.  This  matter  was  left  to  the 
Executive  of  the  Shoe  Retaliers’  Association  of  Canada  to 
decide.  Mr.  Gales,  however,  suggested  that  travellers  take  a 
vote  on  it.  It  was  also  suggested  by  Mr.  Gales  that  the  travel- 
lers appoint  a sub-committee  of  about  three  members  to  take 
the  matter  up  with  the  Retailers'  Association  executive.  He 
pointed  out  that  there  was  more  than  voting  needed.  It 
was  necessary  to  find  out-  if  a certain  city  wanted  the  con- 
vention, whether  it  could  handle  it,  whether  it  had  space 
and  hotel  accommodation,  all  of  which  had  to  be  considered. 
The  committee  was  finally  appointed  consisting  of  Messrs 
Scott,  Martineau  and  Dionne. 

The  Hon.  Mr.  Winfert,  M.P.,  who  was  present,  gave  a 
very  interesting  address.  In  part,  he  said:  He  had  been  asked 
to  speak  cheerfully  and  avoid  politics.  He  wanted  to  stick 
to  shoes.  In  Canada,  he  continued,  the  basis  of  trade  was 
good.  260,000,000  bushel  wheat  crop  in  the  West  against 
193,000,000  in  1919.  We  must  go  carefully,  however,  and 
not  do  rash  things.  He  quoted  Sir  Frederick  Taylor- 
Williams,  General  Manager  of  the  Bank  of  Montreal,  as 
saying,  “There  is  no  reason  for  pessimism,  but  there  is 
reason  for  sober  thought  while  we  take  stock  of  our  resources. 
Debts  have  been  incurred  and  there  is  nothing  to  do  but  to 
repair  the  damage,  retrench  and  confidently  work  out  our 
salvation.”  While  this  is  the  situation  in  a nutshell,  you 
will  see  we  cannot  pass  from  war  conditions  in  a moment. 
We  must  be  cautious  and  have  every  hope  in  the  future  and 
not  expect  too  immediate  results. 


Shoes  are  a necessity  of  life,  but  no  sane  person  should 
expect  their  prices  should  drop  to  pre-war  status  by  a magic 
touch.  Every  one  must  have  shoes,  but  if  they  are  to  be 
purchased  at  prices  that  will  ruin  the  manufacturer,  then  the 
working  man  will  not  be  able  to  obtain  the  money  to  purchase 
them,  no  matter  at  what  price  they  sell. 

He  suggested  that  our  trading  should  be  greater  with 
Europe  than  heretofore.  As  those  countries  got  into  shape 
to  deal  with  us  we  should  encourage  trade,  for  our  money 
was  worth  more  there  than  in  the  U.  S. 

Mr.  Rinfert  took  up  the  trade  situation  from  several 
angles  and  held  his  hearers  intensely  interested  through  out. 

Peter  Doig  followed  and  supported  the  Hon.  Gentleman, 
saying  that  what  was  needed  now  was  men  with  bigger  vision 
than  provincial.  Men  who  would  look  at  Canada  as  a 
whole,  and,  if  this  is  done,  the  narrow-minded  fellow  will 
fall  into  the  background  and  in  time  business  will  be  normal 
and  failures  will  be  few  and  far  between. 

The  meeting  broke  up  with  votes  of  thanks  to  the 
speakers  and  by  the  entire  company  singing  God  Save  the 
King. 


UNEMPLOYMENT  AND  MADE  IN  CANADA 

Just  now,  when  there  is  so  much  talk  of  unemployment, 
a.  glance  at  the  import  figures  is  illuminating.  The  total 
imports  of  goods  into  Canada  for  the  year  ending  October 
31st,  1920,  was  $1,339,627,508  as  against  $900,018,292  for 
the  year  ending  October  31st,  1919,  an  increase  in  the  value 
of  our  purchases  from  other  countries  of  $439,609,216. 

Supposing  half  of  these  imported  articles  could  have 
been  made  in  Canada,  amounting  to  about  $700,000,000,  it 
is  estimated  that  employment  might  have  been  given  to  at 
least  140,000  people  for  a year.  This  actually  amounts  to 
one-fifth  the  entire  production  of  our  factories  in  1918, 
which  is  placed  at  $3,500,000,000. 


TWO  LARGE  MODERN  PLANTS 

The  Cobourg  Felt  Company,  for  the  first  time  in  its 
history,  expects  this  year  to  be  able  to  give  its  customers 
service  in  quantity  as  well  as  quality.  The  Cobourg  plant 
will  be  devoted  to  staple  felts  and  leather  soled  goods,  while 
the  Port  Hope  factory  will  manufacture  only  the  finer  lines 
of  boudoir  and  other  soft  soled  goods.  Their  new  lines 
embrace  several  new  productions  that  will  keep  this  Com- 
pany’s product  well  to  the  front.  Mr.  A.  J.  Kimmel  is  a 
pioneer  in  the  business,  it  being  thirty-seven  years  since  he 
became  identified  with  the  manufacture  of  felt  footwear  and 
he  is  as  proud  of  the  personal  friendships  he  has  built  up  in 
the  business  as  he  is  of  he  high  place  K.  B.’s  have  taken  in 
the  Canadian  trade. 


VISITOR  FROM  THE  WEST 

R.  Hard,  manager  of  the  shoe  department  of  the  Nation 
& Shewan  department  store,  Brandon,  Man.,  has  been  on 
a i-rip  east  doing  some  buying  and  looking  over  the  shoe 
conditions  comparatively  with  the  west.  Mr.  Hard  is  an 
enthusiastic  westerner  and  has  no  complaint  to  offer  about 
business.  The  shoe  department  of  the  above  firm  had  not 
been  pushed  so  much  as  it  should  have  been  and  he  has  been 
very  successful  since  taking  hold  of  it.  He  has  persuaded 
the  company  to  bring  the  department  to  the  front  of  the 
store  and  they  have  installed  all  new  fixtures,  which  will  add 
to  the  appearance  of  the  place  and  no  doubt  to  increasing 
business.  They  will  greatly  increase  their  stock  now  that 
they  are  better  situated  to  handle  the  increasing  trade. 


Hon.  E.  J.  Davis,  of  the  Davis  Leather  Co.,  is  spending 
a few  months  in  California. 
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WHY  I SELL  “MADE  IN  CANADA”  FOOTWEAR 

{Continued  from  page  44) 

the  interests  of  his  customers  at  heart,  in  the  satisfaction 
of  the  people  who  buy  and  wear  Canadian  shoes.  So  I 
go  about  my  work  happy  and  contented  in  the  belief  that 
I am  selling  a product  which  will,  if  put  to  the  test,  excel 
that  of  any  country  whose  goods  are  sold  on  the  Canadian 
market  to-day. 

So  I sell  “ Made-in-Canada ” footwear  because: 

I believe  a country  should  have  good  footwear  for  health 
and  happiness. 

I believe  a country  should  be  as  nearly  self-supporting  as 
possible. 

I believe  that  home  products  should  come  first  where  at  all 
equal  to  foreign. 

I believe  the  high  cost  of  living  will  be  lowered  by  buying 
at  home  and  so  cutting  down  adverse  exchange  rates. 

I believe  that  Canada  does  produce  as  good  or  better  foot- 
wear as  is  offered  elsewhere. 

I believe  in  'Spending  our  money  at  home  for  Canadian 
labor,  material,  and  transportation. 

I believe  the  Canadian  manufacturer  deals  squarely  with 
his  employees,  the  retailer,  and  the  public. 

I believe  Canadian  retailers  can  and  do  make  better  profits 
on  Canadian  shoes. 

I believe  the  Canadian  buying  public  is  awake  to  the  fact 
that  Canadian  shoes  are  like  Canadian  character  in 
general — thoroughly  reliable. 

I believe  that  as  a Canadian  I can  best  sell  Canadian  goods 
to  Canadian  people. 


MAJORITY  OF  RETAILERS  MADE  MONEY  IN  1920 

{Continued  from  page  37) 

grades,  over  stocked;  staples,  well  stocked.  We  kept  our 
high  grade  and  staple  lines  up  by  buying  carefully.  Higher 
grades,  a very  few  of  them;  staples,  in  very  fair  shape. 
Our  stock  is  heaviest  on  high  grade  lines  but  as  we  have 
bought  practically  no  fine  lines  to  come  in  for  spring,  we 
will  be  able  to  use  those  lines  carried  over  from  1920  for 
this  year’s  spring  stock.  Our  stock  is  much  lower  than 
ordinarily. 

When  it  comes  to  question  number  four,  which  asks 
as  to  the  class  of  shoes  most  demanded,  by  the  public  at 
the  present  time  in  regard  to  quality  and  price,  the  answers 
show  a surprising  unanimity.  Good  shoes  for  less  money 
is  the  burden  of  the  replies  received  to  this  question.  This 
is  how  the  answers  run:  Good  shoes  for  less  money.  No. 

1 grade  at  4th  grade  prices,  it  being  very  hard  to  sell  at  any 
price.  Reliable  shoes  at  less  money.  Good  shoes  for  less 
money.  Mostly  good  shoes  for  less  money.  Good  shoes 
for  less  money.  The  highest  grades  at  half  the  prices  of  a 
year  ago.  Our  people  are  demanding  not  cheaper  quality 
shoes,  but  good  shoes  for  less  money.  Cheaper  in  price  but 
not  in  quality.  We  find  nobody  asking  for  cheaper  shoes, 
but  everyone  asks  for  better  shoes  for  less  money. 

What  is  the  popular  priced  man’s  shoe  and  also  women's 
shoe?  Well,  here’s  how  some  retailers  answer  the  question: 
Men’s  $8  to  $10;  women’s  $7  to  $10.  Seven  dollars 
to  nine  dollars  is  all  the  people  think  they  should  pay  for 
the  very  best.  From  $5  to  $10,  $12  appears  to  be  the  limit. 
About  $10  in  both  lines.  From  $6  to  $12.  Gentlemen’s 
$10  to  $12;  ladies’  $9  to  $11.  We  find  the  popular  prices 
for  both  men’s  and  women’s  good  shoes  is  $10  to  $12.  Both 
appear  to  have  dropped  to  $9,  $10  and  $11.  The  average 
price  today  is  practically  $10  for  men  and  $12  for  women. 
A large  western  dealer  says  $15.00  for  both  men’s  and  women’s. 

If  you  want  to  know  what  are  likely  to  be  the  most 
popular  sellers  next  spring  consider  well  what  is  written 
here  as  the  opinion  of  prominent  shoe  dealers: 

That  is  the  question  that  is  bothering  most  retailers 


today,  along  with  what  grade  the  public  will  settle  on,” 
says  one  man,  and  “Hard  to  say,”  says  another,  while  still 
another  says  “Cannot  say  yet.”  However,  here  are  the 
opinions  of  several  men  who  were  able  to  make  a good  guess  *. 
Brown  brogue  oxfords  in  women’s;  also  kid  oxfords  and 
pumps;  in  men’s  brown  brogue  bals  and  oxfords;  also  black 
calf  bals  and  brown  bals  in  narrow  toes.  There  is  not  much 
change  from  last  year — browns  and  blacks.  Blacks  and 
browns,  kids  and  calfs — conservative  sellers,  not  fancy 
designs.  In  women’s  we  are  not  yet  able  to  determine 
what  lines  will  be  most  popular,  but  think  that  oxfords  in 
blacks  and  browns,  for  street  wear,  with  cross  straps  in  kid 
and  suede  seem  to  have  a call  for  evening  wear.  We  may 
say  that  we  anticipate  that  brogues  for  women,  particularly 
in  oxfords,  will  still  be  favorites;  oxfords  and  boots  in  the 
Cuban  heel,  in  brown  and  black  will  sell  strongest.  Colon- 
ials will  be  the  only  lines  on  which  the  Louis  heel  will  be 
used;  in  men’s  conservative  English  type  of  boot,  perfectly 
plain  and  somewhat  shorter  than  the  very  narrow  shoes  of 
extreme  length  shown  will  be  the  best  sellers.  Another 
successful  retailer  has  the  demand  worked  out  thus : Men’s 

- — Brown,  high,  30%;  low,  30%.  Black  calf,  high,  10%; 
low,  10%.  Kid,  low,  10%;  high  10%.  Women’s — Brown, 
high,  10%;  low,  30%.  Black  calf,  high,  5%;  low,  10%. 
Kid,  low,  25%;  high,  20%. 

A prominent  Winnipeg  man  says,  “If  I could  answer 
this  I could  make  a fortune.” 


WORKMAN’S  ADVISORY  COUNCIL 

{Continued  from  page  43) 

a worker’s  attendance  record  and  is  figured  as  a percentage 
on  wages  paid  for  the  period.  A perfect  record  entitles  the 
worker  to  an  extra  week’s  pay  every  six  months,  and  grad- 
uates down  in  proportion  to  worker’s  record  of  attendance. 

This  has  resulted  in  an  improvement  in  our  attendance 
of  about  300%. 

Have  started  an  Employees’  Sick  Benefit  and  Shareout 
Club.  This  was  started  in  1920  in  a small  way  and  was 
quite  successful.  Several  sick  claims  were  paid  and  dividend 
paid  at  the  end  of  the  year.  This  year  they  expect  to  double 
the  membership. 

In  a great  many  minor  details  the  Council  have  made 
improvements — such  as  Accident  Prevention,  Fire  Preven- 
tion, Working  Conditions,  etc. 

The  Hurlbut  Co.  has  always  tried  to  develop  the  spirit 
of  co-operation  with  their  workers,  and  the  Council  seems 
to  realize  this  and  value  the  power  that  has  been  granted 
them,  and  endeavor  to  use  it  for  the  best  advantage  of  all 
concerned. 


“A  TUSSLE  IN  SALESMANSHIP  FOR  CANADIAN 
PRODUCED  FOOTWEAR” 

{Continued  on  page  43) 

C. — -That  will  be  quite  satisfactory  if  she  receives  as 
much  comfort  as  I have,  she  will  not  object  to  the  extra 
dollar. 

S. — I am  glad  you  are  so  pleased  with  our  Canadian 
product. 

C. — Thank  you,  I am,  but  don’t  tell  my  husband,  for 
he  knows  I always  demanded  American  shoes  and  it  would 
not  do  for  him  to  know  I have  been  converted.  Good- 
morning, and  thank  you ! 

On  our  salesman’s  part — Courtesy,  judgment,  patriot- 
ism, interest,  fitting  ability  and  care  are  exhibited. 

On  the  customer’s  part — Complete  satisfaction. 

The  above  is  but  one  of  many  instances  of  daily  sales 
in  a large  Retail  Shoe  Establishment. 
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Canadian  Felt 
Industry 

Brief  History  of  Its  Origin  and  Develop- 
ment Now  a Large  and  Growing  Industry 
— Canada  Makes  the  Finest  as  Well  as 
Most  Staple  Requirements 

IT  is  not  beyond  the  memory  of  some  of  the  oldest  inhabi- 
tants of  Canada  to  recall  the  first  felt  that  was  manu-rac- 
turcred  in  the  Dominion,  when  the  first  crude  felt  foot- 
wear was  made  in  the  then  village  of  Berlin  by  the  father  of 
this  Canadian  industry,  the  late  John  Haller.  It  is  a far 
cry  from  the  primitive  little  plant  in  the  little  country  com- 
munity where  something  quite  resembling  a shoe  was  turned 
out  of  a thick  hairy  material  and  designed  to  defeat  the  onset 
of  Jack  Frost  upon  the  feet  of  the  wearer  to  the  large  output 
of  not  only  heavy,  comfortable,  warm  felt  boots  made  for 
the  man  who  is  much  in  the  open  in  winter  but  the  dainty, 
cosy,  stylish  slippers  for  milady’s  boudoir  wear  which  are 
turned  out  by  the  thousands  of  pairs  by  expert  workmen 
housed  in  the  most  modern  of  factories,  which  number  about 
a dozen  for  all  Canada. 

As  intimated  above  the  first  attempt  at  felt  foo  wear 
st  essed  warmth  and  although  the  resuh  filled  the  bill  well 
from  that  standpoint  alone  the  felt  shoes  of  that  day  prob- 
ably would  not  make  a hit  in  the  style  shows  of  to-day. 
The  early  attempts  were  not  only  revolutionary  in  that  they 
aimed  at  making  shoes  from  an  entirely  new  material,  but 
the  material  itself  was  a new  product.  The  story  of  the 
making  of  felt  is  an  interesting  one  and  may  be  told  here 
briefly. 

Few  people  who  wear  or  use  articles  made  from  felt 
stop  to  think  that  before  the  article  can  be  made  the  felt 
must  be  made  and  the  fur  or  hair  from  the  hides  of  many 
animals  of  foreign  breeding  must  be  imported.  Felt  is 
made  by  uniting  by  pressure,  heat  and  moisture  the  fibres  of 
wool  or  fur  into  a compact  material.  This  process  is  known 
as  the  felting  process,  and  requires  considerable  technical 
skill.  The  hair  must  be  first  mixed  until  they  are  so  tangled 
up  as  to  make  what  appears  to  be  a solid  bulk  of  loose,  soft 
cloth  material.  This  material  must  then  be  wound  on  a 
roller  and  then  put  through  a felting  machine  where  the  heat, 
moisture  and  pressure  make  it  into  the  thick,  closely-packed, 
strong  finished  product. 

It  is  the  only  finer  grades  of  felt  that  can  be  used  for 
the  making  of  hats  or  shoes  and  that  used  for  shoes  is  made 
from  wools  which  may  have  come  from  almost  any  point  of 
the  compass,  but  as  the  felt  is  being  made  in  Canada  the  wool 
will  be  sure  to  have  come  a long  distance,  because  Canadian 
manufacturers  have  to  get  raw  material  from  Russia,  Africa, 
Persia,  Cape  of  Good  Hope  and  South  America.  The 
domestic  wools  of  Canada  have  not  what  is  called  in  the 
trade  the  proper  “fulling”  qualities  for  making  the  felt  firm 
and  strong. 

It  is  about  seventy  years  since  Joh-n  Haller  began  making 
felt  for  hats  for  the  Mennonites  in  the  then  small  village  of 
Berlin,  Ontario,  and  which  is  now  the  thriving  city  of  Kitch- 
ener. It  would  not  have  taken  a tremendous  felt  factory  to 
have  supplied  the  whole  Dominion  with  hats  in  1850,  but 
John  Haller  d’d  not  confine  himself  to  the  making  of 
hats.  He  shortly  afterwards  began  making  felt  boots  by 
hand.  His  first  efforts  were  long,  seamless  affairs  which 
would  be  considered  pretty  crude  in  these  modern  days, 
but  which,  no  doubt,  were  then  looked  upon  as  a considerable 
achievement.  This  method  was  continued  for  about  ten 
years  when  machines  for  the  making  of  the  boots  were  intro- 
duced. The  factory  then  employed  about  ten  hands  and 
were  able  to  supply  an  ever-widening  field  with  warm  foot- 


wear. In  1865  the  business  had  grown  to  such  an  extent 
that  expansion  was  necessary  and  accordingly  a company 
was  formed  to  develop  the  industry.  Under  the  mamage- 
ment  of  the  company  about  a hundred  pairs  of  boots  were 
made  every  day. 

Later  the  industry  saw  the  formation  of  the  Berlin 
Telt  Boot  Co.,  with  a capitalization  of  $100  000.  The 
superintendent  of  the  new  company  was  Mr.  George  Rumpel 
and  the  process  of  making  long  boots  was  patened  about 
this  time  by  the  company.  Mr.  Haller  started  up  again  in 
a small  way  on  his  own  and  gave  the  larger  company  some 
opposition,  but  the  latter  finally  had  the  field  all  to  itself 
again.  About  one  hundred  hands  were  employed  about  this 
time  and  the  company  was  about  the  only  one  in  Canada 
making  felt  boots.  Mr.  Rumpel  had  been  the  domin- 
ating influence  in  the  enterprise  and  subsequently  bought 
out  the  other  interests  and  under  his  personal  manage- 
ment enlarged  and  improved  the  business.  It  was  at  about 
this  stage  of  the  industry’s  development  that  the  product 
of  the  factory  began  to  take  on  the  more  modern  aspect  and 
when  something  other  than  heavy  frost-proof  boots  were 
coming  from  the  factory.  New  materials  began  to  be 
introduced  and  the  product  began  to  take  on  an  artistic 
aspect. 

At  various  times  and  at  a number  of  places  competition 
was  set  up,  but  it  was  not  until  twenty  years  ago  that  this 
pioneer  felt  house  had  any  serious  competition.  In  1900 
Mr.  A.  J.  Kimmel,  who  had  been  with  the  Berlin  Felt  Boot 
Co.  as  accountant  and  sales  manager,  organized  the  Elmira 
Felt  Co.,  Limited,  at  the  village  of  that  name.  The  firm’s 
efforts  met  with  success  and  in  1907  Mr.  Kimmel  organized 
The  Kimmel  Felt  Co.,  and  started  operations  at  Kitchener, 
and  a little  later  the  three  felt  companies  mentioned  above 
were  all  brought  together  under  the  name  of  the  Consoli- 
dated Felt  Company,  Limited. 

Other  firms  have  since  entered  the  field  and  all  seem  to 
prosper  through  the  great  improvements  and  increasing 
popularity  of  their  products. 

Mr.  George  Rumpel,  after  the  date  of  the  organization 
of  the  Consolidated  Company,  started  another  felt  factory 
his  own  and  had  with  him  his  son,  G.  H.  Rumpel.  They 
erected  a modern  plant  and  made  a high-class  product.  The 
Great  West  Felt  Co.,  Limited,  was  organized -in  1910  and 
has  had  marked  success.  They  have  a capacity  of  about 
800  pairs  a day  and  under  the  management  of  Mr.  Oscar  H. 
Vogt,  makes  high  grade  felt  and  felt  shoes  and  slippers. 

Other  firms  now  well  established  in  the  felt  business 
are  the  Drosch  Felt  Shoe  Co.,  Stratford  and  Milverton, 
the  Oscar  Rumpel  Felt  Co.,  Kitchener,  Cobourg  Felt  Co., 
Ltd.,  Cobourg,  Ames-Holden  Felt  Co.,  Kitchener,  Ham- 
burg Felt  Boot  Co.,  New  Hamburg,  Canada  Felting  Co.,  Ltd., 
St.  Jacobs,  Ont. 


The  Weekly  Bulletin  of  the  Department  of  Trade  and 
Commerce,  commercial  intelligence  branch,  says:  Boots  and 
shoes  of  leather  were  imported  into  former  Hungary  in  1914 
to  the  value  of  $10,176,600,  of  which  Germany  supplied 
$1,380,000;  Great  Britain,  $383,200,  the  United  States  $174,- 
000,  and  the  remainder  chiefly  from  Austria.  In  the  same 
year  Great  Britain  also  supplied  $5,800  worth  of  rubber 
footwear  out  of  a total  import  valued  at  $244,600  mostly 
from  Austria.  There  should  be  openings  for  Canada  in  the 
future  in  both  of  these  lines.  The  import  restrictions  now 
confined  importations  of  leather  boots  and  shoes  to  those  with 
lining  consisting  mainly  of  paper  tissue.  Leathers  are  also 
required  for  the  Hungarian  industry  which  imported  before 
the  war  to  the  extent  of  about  $16,000,000  a year.  Patent, 
lacquered  and  glove  leathers  are  not  now  permitted  to  be 
imported.  The  leather  imports  in  1914  were  valued  at  $15,- 
306,000,  of  which  Austria  supplied  $13,231,000,  Germany 
$1,550,000,  and  Great  Britain  $300,000.” 
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U.S.  Convention  and 
Shoe  Fair  Great 
Success 

Large  Attendance  and  Spirit  of  Optimism 
Bespeaks  Better  Business  in  the  Immediate 
Future 

THE  morning  of  January  10th  witnessed  the  opening  of 
the  largest  and  most  magnificent  Shoe  and  Leather  Fair 
ever  held  in  the  history  of  the  industry.  It  was  opened 
with  a great  burst  of  music  and  amidst  the  most  beautiful  floral 
display.  No  expense  was  apparently  spared  in  order  that 
it  might  excel  anything  previously  held.  It  would  be 
impossible  to  point  out  any  singularly  striking  features  as 
everything  was  far  beyond  the  expectation  of  the  thousands 
in  attendance  who  travelled  from  all  points  of  the  continent 
to  hear  and  see  what  the  outcome  was  to  be  after  six  or 
eight  months  of  the  worst  gruelling  the  shoe  industry  prob- 
ably ever  has  gone  through. 

Among  the  shoes  displayed  were  many  novelty  lines 
that  have  been  produced  within  the  past  few  months  in  a 
desperate  effort  to  create  business;  but  these,  for  the  most 
part,  were  not  shoes  that  sold.  Buyers  held  very  close  to 
the  more  staple  lines. 

The  auditorium  and  Mechanics’  Hall,  which  buildings 
adjoined  one  another,  were  divided  into  sections  representing 
the  different  sections  of  the  industry  according  to  their 
location,  and  apparently  each  district  endeavored  to  outdo 
.the  other,  not  only  with  regard  to  display  of  shoes  but  in  the 
preparation  of  their  booths. 

The  New  England  States  in  one  section  probably  had 
the  most  business-like  looking  display,  while  the  St.  Louis 
group,  from  the  floral  and  artistic  standpoint,  had  probably 
the  most  interesting  section.  The  Shoe  Magnates  from 
Brooklyn  had  a wing  all  to  themselves,  very  beautifully 
decorated,  and  held  their  own  style  show  each  morning  and 
afternoon,  showing  shoes  to  be  worn  on  all  occasions,  and 
costumes  with  which  they  were  to  be  worn ; but  probably  the 
most  interesting  item  in  the  entire  fair  to  the  many  retail 
merchants  was  the  model  shoe  store  in  the  basement  of  the 
auditorium,  showing  ideal  window  displays,  interior  layouts, 
etc.  We  doubt  if  there  was  a retailer  in  attendance  who  did 
not  spend  considerable  time  studying  the  model  store. 

Before  the  fair  had  ended  the  general  spirit  of  optimism 
had  developed,  creating  a feeling  among  all  ends  of  the  trade 
that  possibly  the  turning  point  in  business  conditions  had  been 
reached,  as  we  believe  there  was  a feeling  before  the  show 
commenced  that  there  was  little  hope  of  business  picking  up 
very  much  within  the  next  month.  This  was  proven  to  be 
wrong.  Whether  the  retail  merchants,  when  they  arrived  at 
the  Convention  and  Show,  had  any  intention  of  placing 
orders  we  cannot  tell,  and  naturally  we  would  like  to  give 
the  enterprise  credit  for  stirring  up  business,  as  according  to 
a statement  made  to  the  press  by  James  P.  Orr,  last  year’s 
President  of  the  Retailers’  Association,  there  were  over 
three  million  dollars’  worth  of  shoe  orders  placed  during  the 
four  days  of  the  Convention.  His  statement  was  as  follows: 
“The  buying  movement  which  opened  up  at  the  Milwaukee 
convention  was  very  encouraging  to  manufacturers  and 
retailers  alike  and  retailers  will  now  an  icipate  their  require- 
ments and  shoe  factories  will  open  up.  Steady  employment 
for  workers  will  result.  Retailers  will  now  average  their 
losses  as  tanners  and  manufacturers  have  done  and  business 
will  proceed  on  an  even  keel.” 

With  regard  to  the  Convention  sessions,  the  many  excel- 
lent addresses  delivered  during  these  sessions  were  any  one 


of  them  worth  the  attendance  at  the  convention.  Un- 
fortunately space  in  this  particular  issue  of  our  paper  will 
not  permit  of  our  reproducing  these,  but  many  of  the  most 
important  ones  will  follow  in  later  issues  of  the  Shoe  and 
Leather  Journal. 

With  regard  to  the  entertainment  in  connection  with 
this  convention,  sufficed  to  say  that  no  one  individual  was 
able  to  participate  in  it  all,  as  there  was  something  doing  in 
every  corner  at  all  times  and  unfortunately  a man  could 
only  be  in  one  place  at  a time.  Talent  from  all  over  the 
United  States  was  employed,  who  supplied  amusement  to 
the  delegates  after  their  day’s  business. 

We  believe  that  never  did  a Shoe  and  Leather  Fair  and 
Retailers’  Convention  accomplish  more  than  the  1921  Con- 
vention did  to  pull  the  shoe  business  from  the  rut  into  which 
they  had  got  themselves. 

We  trust  that  the  improvement,  as  we  believe  it  will 
be,  is  a permanent  one. 


HAPPIER  FEET 

Everett  Dunbar,  the  footologist,  of  Lynn,  Mass.,  sends 
an  interesting  New  Year’s  greeting  to  shoe  men  and  shoe 
wearers. 

“Happier  feet  foi»one  and  all  is  my  New  Year’s  wish,” 
says  the  footologist.  “I’ve  handled  shoes  for  more  than 
fifty  years,  and  I’m  amazed  at  the  amount  of  misery  they 
cause,  when  they  might  add  a small  measure  to  human  happi- 
ness. 

“Consider,  if  you  will,  the  human  foot  as  God  made  it, 
and  the  shoe,  as  man  makes  it.  The  forepart  of  the  foot  is 
U-shaped,  yet  men  persist  in  making  shoes  with  V-shaped 
toes.  Especially  is  this  true  of  women’s  shoes.  Putting  a 
U-shaped  foot  into  a V-shaped  shoe  is  worse  than  putting  a 
square  peg  into  a round  toe. 

“I’ll  not  discuss  the  sinfulness  of  high  heels,  and  the 
wretchedness  they  cause.  Everybody  knows  about  that. 
Fallen  instep  arches  are  plentiful,  but  worse  than  fallen 
instep  arches  are  fallen  forepart  arches,  caused  by  wearing 
V-shaped  shoes  on  U-shaped  feet,  and  by  wearing  shoes  that 
twist  the  toes. 

“I’m  thankful  to  say  that  at  the  beginning  of  the  new 
year  there  seems  to  be  new  interest  in  straight  last  shoes, 
the  same  as  we  custom  shoemakers  produced  in  the  good  old 
days  that  have  gone.” 


SHOE  STYLE  SUGGESTIONS 

{Continued  from  page  yi) 

seller  now  is  the  12/8,  but  they  will  be  lower  as  the  season 
advances.  This  year  the  Cuban  is  to  be  the  favorite  and 
so  the'  all-leather  Louis  heels  will  be  scarce,  although  some 
wood  Louis  heels  are  being  shown  for  Spring.  They  run 
from  13/8  to  15/8.  The  leather  Cubans  of  the  higher  type 
have  a medium  top  piece  and  are  slightly  concave  and  are 
set  well  forward.  The  lower  ones  are  longer  and  wider  on 
top  and  have  straighter  sides. 

There  are  still  some  Louis  heels  in  turn  footwear,  which 
run  to  two  and  a quarter  inches,  but  not  so  many  as  in  the  two 
inch  and  lower  styles.  The  baby  Louis  heels  are  popular, 
but  they  show  some  variation  and  are  higher  than  the  strictly 
Baby  Louis  of  one  and  a half  inches. 

As  to  shades  for  footwear  for  the  season,  tans  are  likely 
to  be  the  strongest  and  blacks  may  be  much  weaker  than 
heretofore.  Grey  and  brown  suede  will  be  in  demand. 

Mr.  Foot,  of  the  T.  Eaton  Co.,  Winnipeg,  has  been  east 
on  a buying  trip. 

Harry  Dallas  was  in  Montreal  and  Quebec  recently  on 
business. 

C.  L.  Owens,  of  the  Owens-Elmes  Co.,  has  gone  to  the 
coast  on  a business  trip. 
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WE  WANT  EXPERIENCED  SHOE  SALESMEN  (who 
know  real  merchandise)  to  handle  as  side  line  our  com- 
plete line  of  shoe  findings.  Everything  for  the  retailers, 
including  overgaiters.  References  required  with  appli- 
cation. We  want  hustlers.  Territory  now  open:  New- 
foundland, Quebec  Province  (not  including  Quebec 
City),  Manitoba,  Western  Nova  Scotia,  New  Brunswick, 
Saskatchewan.  Alberta,  British  Columbia,  Northern 
Ontario,  and  other  parts.  Canadian  Shoes-Findings- 
Novelty  Co.,  2 Trinity  Square,  Toronto. 


WANTED — Line  of  shoes,  or  a similar  line  from  manufac- 
turers or  jobbers,  on  a commission  basis,  for  British 
Columbia,  Spring  1921.  Can  give  good  references,  and 
pay  for  samples  if  necessary  to  do  so.  Twenty  years’ 
experience  on  the  road.  Reply  to  1131  McKenzie  St., 
Victoria,  B.C. 


BUSINESS  MAN  going  to  England  in  February  would  like 
to  take  some  business  commission  for  manufacturer  or 
private  person.  Will  handle  on  commission  or  stated 
sum.  Address  Box  918  Shoe  and  Leather  Journal, 
545  King  Street  West,  Toronto. 

TRAVELLER  WANTED — -To  sell  the  cheapest  and  best 
silk  Oxford  laces,  also  cotton  laces.  Good  commission 
paid.  Shoe  traveller  preferred.  Address  “Laces,”  Box 
1934,  Montreal. 

YOUNG  MAN,  at  present  superintendent  of  a high  grade 
welt  and  turn  factory,  desires  to  make  a change.  I am 
very  well  acquainted  with  cost  and  production  systems, 
and  also  in  buying  of  all  supplies,  and  would  be  exception- 
ally well  qualified  as  assistant  to  the  manager  of  any 
high  grade  factory.  Am  willing  to  go  anywhere  where 
there  is  a good  chance  for  promotion  and  am  willing  to 
go  at  a reasonable  salary.  Apply,  Box  920,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 


BRITISH  COLUMBIA  NEWS 

{Continued  from  page  6q ) 

Shoe  Store;  McRobbie’s  Walk-over  Shoe  Store;  Cluff  Shoe 
Company;  H.  D.  Rae;  James  Goodwin;  Hudson’s  Bay 
Company.  These  firms  certainly  reflect  the  trade  for  the 
whole  of  British  Columbia  for  January,  and  those  who  were 
interviewed  said  that  as  far  as  these  ten  houses  were  con- 
cerned, they  were  confident  that  the  market  was  rapidly 
assuming  a.  confident  and  more  conservative  tone,  and  if 
anything  there  was  a tendency  to  higher  prices. 

This  is  all  the  more  remarkable  in  the  face  of  a certain 
amount  of  needless  and  unnecessary  price-cutting  by  one  or 
two  wholesale  firms.  It  is  a well-known  fact,  that  travel- 
lers have  not  been  able  to  sell  goods  for  Spring  delivery,  but 
evidently  in  isolated  cases,  certain  wholesalers  have  instructed 
their  travellers  to  force  the  market.  These  firms  are  not 
numerous,  but  are  sufficiently  aggressive  to  disconcert  the 
smaller  firms  and  cause  some  anxiety  to  the  larger  ones  who 
are  very  anxious  to  unload  their  present  stock  before  making 
new  purchases.  In  some  cases  these  price-cutting  firms 
were  selling  certain  lines  of  goods  at  $3.00  a pair  lower  than 
the  prices  fixed  by  their  competitors.  Eliminating  this 
feature  of  the  situation  the  market  has  been  very  steady. 

In  the  case  of  every  one  of  the  larger  merchants,  goods 
have  been  marked  down  sufficiently  low  to  pay  for  over- 
head expenses  only  eliminating  the  profit  getting,  until  the 
business  was  on  a sounder  foundation.  These  conditions 
prevailed  during  the  Christmas  trade  and  are  being  continued. 
Prices  will  not  go  lower,  but  higher,  if  the  jobber  and  manu- 
facturers keep  their  heads,  and  help  the  retailers  out  until 
the  Spring  trade  opens  up.  The  general  run  of  trade  shows 
a steady  improvement,  and  the  merchants  are  determined 
to  play  safe,  and  as  one  of  the  merchants  expressed  himself, 
“For  that  reason  the  trade  is  marking  time.”  Splendid 
results  have  been  obtained  by  the  Retail  Merchants’  As- 
sociation, who  have  organized  a shoe  and  leather  section  to 
meet  periodically  and  discuss  the  situation,  and  this  organ- 


ization does  everything  in  their  power  to  encourage  the 
smaller  stores  to  face  the  situation  unafraid,  convincing 
them  if  they  take  the  cue  from  the  bigger  stores,  they  will 
avert  the  calamity  of  slaughter  sales,  which  are  certainly 
not  in  evidence  up  to  date. 


SHOE  AND  LEATHER  JOTTINGS 

{Continued  from,  page  72) 

find  that  the  depression  has  been  good  for  the  shoe  and 
leather  trades.  It  has  sloughed  off  the  poison  of  inflation 
that  was  bound  sooner  or  later  to  destroy  safe  business. 
Building  from  now  on  will  be  steady  and  sure.”  Asked  as 
to  hide  conditions,  he  replied:  “Hides  are  a by-product. 
When  shoe  manufacturers  and  tanners  had  to  stop  making 
leather  and  shoes  on  account  of  the  lack  of  demand,  the 
packers  and  butchers  had  to  go  on  taking  hides  on  account 
of  the  demand  for  meat.  These  hides  and  skins  have 
accumulated  until  they  are  lower  a good  deal  to-day  than 
they  were  before  the  war.  But  as  soon  as  they  are  wanted 
for  leather  you  will  see  the  market  move  up  to  more  normal 
conditions.  Prices  quoted  now  are  more  nominal.  Tanners 
are  waiting  until  they  see  a regular  run  of  business  ahead  of 
them  before  they  tackle  the  problem  seriously.  When  the 
buying  begins,  you  will  see  an  upward  movement.  In  the 
meantime,  tanners  and  shoe  manufacturers  have  learned 
their  lesson  andlare  going  ahead  cautiously.” 

LATE  TRADE  NOTES 

W.  A.  Hamilton,  of  the  W.  B.  Hamilton  Shoe  Cc., 
Toronto,  has  just  returned  from  a business  trip  to  Montreal 
and  Quebec. 

J.  A.  Kimmell  was  among  the  business  visitors  to 
Montreal  and  Quebec  last  week. 

Bob  Henderson,  late  with  the  Robt.  Simpson  Co.  Mail 
Order  Shoe  Department,  is  now  salesman  for  J.  E.  Samson. 
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TORONTO  REPAIR  MEN’S  MEETING 

My,  oh  My,  but  didn't  the  Toronto  Shoe  Repairers’ 
Association  start  off  with  a big  meeting,  the  first  of  the  year 
1921.  The  meeting  was  held  in  the  regular  meeting  place 
but  a larger  room  was  secured  to  accommodate  the  big  crowd 
that  was  out.  It  was  ladies’ night  too.  The  Association  first 
met  and  had  a short  business  session,  then  the  meeting  was 
thrown  open  or  turned  into  an  informal  reception  and  the 
ladies  were  welcomed  by  the  president,  Mr.  Burnett,  who 
makes  a good  chairman  for  such  occasions  as  this. 

Mr.  Ozard,  one  of  the  members  of  the  association,  a 
young  man  who  has  a good  business  in  the  city,  is  an  ac- 
complished player  on  the  Hawaiian  guitar.  Not  alone  is 
he  a good  player  but  he  is  a good  teacher,  and  the  result  of 
this  little  accomplishment  is  that  he  has  organized  a company 
of  about  15  players  and  singers  who  use  the  Hawaiian  in- 
struments with  wonderful  success  both  in  instrumental 
selections  as  well  as  for  accompanying  the  singing.  Mr. 
Ozard  very  graciously  brought  this  organization  to  the 
meeting  and  rendered  many  very  pleasing  selections  that 
greatly  pleased  the  members  present.  The  company 
joined  lustily  in  the  choruses  led  by  the  orchestra. 

When  the  evening  was  partly  spent  refreshments  were 
served  and  every  one  seemed  to  enjoy  this  part  of  the  even- 
ing’s fun  very  much.  After  this  there  were  several  short 
addresses  by  members  of  the  association,  who  told  some- 
thing of  the  benefits  of  the  organization.  The  orchestra 
then  furnished  more  music,  after  which  a rousing  vote  of 


be  some  very  important  matters  to  come  up  that  will  affect 
every  member  of  the  association. 


NEW  BUYERS  OF  UNIVERSAL  MACHINES 

The  following  repair  men  have  recently  purchased 
Universal  outfits:  E.  Currell,  Mount  Dennis,  Ontario,' 
Universal  model,  F.  K.  Finisher  complete  with  skate  grinder. 


Universal  Skate  Grinder 


W.  T.  Webber,  Toronto  West,  same  outfit  as  Mr.  Currell. 
J.  T.  Olsen,  Chatham,  N.B.,  model  F.  F.  Universal  finisher. 

The  Universal  Shoe  Machinery  Co.  claim  to  have  the 
only  skate  grinding  machine  made  in  Canada  as  an  in- 
dependent unit.  It  is  known  as  their  Model  S.  Skate  Grinder 
and  is  mounted  on  two  strong  legs  and  has  a wooden  shelf 
on  which  the  skates  may  be  laid  before  and  after  grinding. 
One  of  the  features  claimed  for  this  machine  is  that  it  can 
be  operated  where  there  is  no  finisher.  This  means  that 
rinks,  sporting  goods  stores,  in  fact  any  place  where  grinding 


Universal  Finisher 


thanks  was  tendered  Mr.  Ozard  and  his  players  and  the 
meeting  resolved  itself  into  a little  dancing  party. 

There  is  every  reason  to  believe  the  association  will 
make  even  greater  strides  this  year  than  it  has  done  in  the 
past.  It  is  away  to  a good  start,  all  the  officers  being  present 
and  manifesting  great  interest.  If  all  the  meetings  this  year 
are  as  full  of  enthusiasm  as  was  this  one  there  will  be  doings 
all  year. 

The  next  regular  meeting  will  be  held  on  the  28th  of 
January  in  the  Foresters’  Hall,  22  College  St.,  and  every 
shoe  repairer  in  the  city  is  invited  to  be  there.  There  will 


may  be  done  may  install  it,  in  which  case  the  machine  would 
be  run  with  a motor  1 attached  by  two  brackets.  The 
machine  is -also  furnished  with  a countershaft  which  can  be 
coupled  to  any  finisher  countershaft  and  run  with  a clutch. 
The  clutches  are  similar  to  the  finisher  clutches.  The 
machine  is  built  for  hard  work  and  is  equipped  with  the 
perforated  table  and  chain  oilers. 

This  company  is  making  a Model  S.  Stitcher  which  they 
expect  to  have  on  the  market  some  time  in  February.  They 
expect  to  have  one  of  these  demonstrated  in  Montreal  and 
possibly  Toronto  before  very  long. 
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TENAX  SOLES 

AND 

“SCOOP”  HEELS 


Can  People  See 

Your  Sign? 

People  Go  Where  They  Know 
They  Can  Get 

The  Best  Material  and  Workmanship 
TENAX  SOLES  and  “SCOOP”  HEELS 

are  the  best  material  and  they  make 
neat  repairing  easy 


Gutta  Percha  & Rubber,  Limited 

HEAD  OFFICES  AND  FACTORY:  TORONTO 
Branches  in  Leading  Canadian  Cities 


Mention  “ Shoe  and  Leather  Journal ” xvhen  writing  an  advertiser 
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ANNUAL  MEETING  OF  HAMILTON  REPAIR  MEN 

On  Jan.  the  11th  the  association  held  the  annual  election 
of  officers,  the  following  being  elected:  President,  T. 

Grayson;  Vice-president,  A.  Charlesworth ; Sec.-Treas,  A. 
W.  Wilton.  Auditors,  Mr.  M.  Chapman,  Mr.  R.  K.  Newton; 
Executive  Committee,  T.  H.  Revell,  J.  Thornton,  W. 
Wharrad,  H.  Henderson,  C.  Hunt. 

Twenty-one  members  turned  out  and  the  meeting  was 
a good.  one.  The  Secretary-Treasurer’s  reports  were  read 
and  were  heartily  concurred  in  by  those  present. 

The  Secretary’s  report  briefly  touched  upon  various 
events  during  the  year — the  banquet,  the  picnic  and  the  trip 
to  Brantford. 

It  showed . there  was  an  average  attendance  at  the 
twenty-one  meetings  during  the  year  of  15. 

Twenty-three  names  were  added  to  the  roll  and  seven 
were  dropped. 

The  financial  report  showed  a good  condition  and  is 
well  prepared  to  carry  on  for  another  year.  The  following 
resolution  was  carried,  and  heartily  cheered:  “That  this 

association  desires  to  place  on  record  its  appreciation  of  the 
manner  our  president,  Mr.  Henderson,  has  conducted  the 
business  and  meetings  of  this  association  during  the  past 
year;  his  fairness  and  impartiality  has  been  a pleasure  to 
all  members.’’ 

Those  present  also  authorized  an  honorarium  to  be 
given  to  Secretary-Treasurer  for  services  rendered  during 
the  year. 

It  has  been  decided  that  all  members  secure  a rubber 
stamp,  to  be  used  on  all  sewn  work,  so  that  those  members 
doing  stitching  will  know  when  they  are  doing  stitching  for 
members,  all  work  not  thus  stamped  being  refused  by  them, 
the  idea  being  that  those  shoe  repairers  who  are  not  members 
of  the  association  will  be  unable  to  get  their  work  stitched. 

Our  next  meeting  is  Tuesday,  Jan.  25th. 

MEETING  OF  ENGLISH  SHOEMEN 

At  a meeting  of  the  Small  Heath  Boot  Trades’  Asso- 
ciation, England,  Mr.  J.  Ellis,  in  the  course  of  an  address 
on  wrinkles  he  had  learned  during  his  nearly  forty  years’ 
experience  of  the  trade,  said  that  in  hand-sewn  boot- 
making, if  the  grain  of  all  insoles  were  cleaned  off  they 
would  not  crack.  Insoles  should  be  damped  and  well  ham- 
mered so  that  they  would  stretch  to  the  full  before  being 
put  on  the  last.  The  welt  should  be  cut  at  a very  sharp 
angle;  the  welt  being  wet  and  the  insole  dry,  a strong  thread 
well  pulled  home  would  bed  the  tWo  together.  In  sewing, 
the  left-hand  thread  should  be  put  through  first  and  followed 
by  the  right.  In  this  way  a smaller  stitch  was  shown  which 
was  better  for  picking  up.  In  the  welt  stitches  round  the 
toe  the  awl  pierced  the  insole  close  together  and  caused 
the  formation  of  a series  of  ,V’s.  There  was  thus  always  a 
tendency  to  pull  thread  through  the  insole,  but  if  a piece  of 
string  was  used  and  passed  under  every  loop  it  reinforced 
it  so  that  it  was  impossible  to  pull  thread  through. 

Inregardto  stiffeners  they  should,  Mr.  Ellis  said,  always 
be  reversed  as  compared  with  a factory  made  boot,  for  if 
the  grain  were  placed  facing  inwards  the  seat  would  not 
break  out.  The  toe  puff  should  be  inserted  grain  side  up  with 
the  edge  of  the  grain  taken  off;  this  prevented  the  puff  curl- 
ing owing  to  hot  feet.  For  filling,  he  recommended  leather 
dust,  boiled  oil,  and  wax;  or,  better  still,  Swedish  pitch  made 
into  a smooth  paste  and  spread.  To  get  a really  good  edge 
the  flesh  should  be  taken  off  the  bottom  sole;  this  would 
provide  a solid  and  close  edge  that  would  never  give.  Pegs 
should  be  placed  in  an  oven  overnight  to  dry,  because  when 
pegged  boots  were  worn  in  wet  weather  the  pegs  being  dry 
absorbed  water  and  the  subsequent  swelling  caused  them  to 
hold  firm.  In  order  to  render  boots  waterproof,  a,  coat  of 


solution  should  be  applied  and  a thin  sheet  of  rubber  inserted 
before  putting  the  sole  on.  Uppers  should  be  treated  with 
paraffin  wax  and  vaseline. 

Turning  to  repairing,  Mr.  Ellis  said  the  best  way  to 
remedy  a soft  toe  was  to  block  a puff  on  the  last  and  then 
push  it  inside  the  boot,  leaving  it  sufficiently  long  to  enable 
a row  of  stitches  to  be  placed  across  it.  In  the  case  of  a hole 
in  a toe  cap,  the  ‘stitches  should  be  cut  up  and  a patch 
inserted  long  enough  to  go  under  the  hole  and  to  leave  suffi- 
cient to  stitch  under  the  toe  cap  when  finished.  For  a heel 
which  had  gone  under,  the  heel  should  be  lifted  up  at  the 
back  and  a piece  of  split  cane  driven  half-way  under  to  form 
a new  shank.  This  defect  was  usually  caused  by  a short 
shank.  Cane  was  advised  because  it  was  straight  grained 
and  would  split  straight . The  best  way  to  render  “ Dri-ped  ’ ’ 
pliable  was  to  warm  it  over  gas — not  plunge  it  in  hot  water. 
If  a sewing  machine  missed  an  occasional  stitch,  the  trouble 
could  be  prevented  by  soldering  a small  piece  of  tin  on  to 
the  opposite  side  of  the  shuttle  to  the  point.  This  caused 
the  point  to  run  close  round  the  side,  and  it  would  always 
pick  up  the  loop  and  thus  save  the  expense  of  a new  shuttle. 
When  a new  lacing  hook  was  wanted  and  the  hole  was  on  the 
large  side,  an  eyelet  should  first  be  inserted.  In  repairing, 
it  was  foolish  to  build  a boot  up  where  the  walker  had  worn 
it  through.  If  a man  wore  a hole  right  through  under  the 
big  toe  it  should  not  be  filled  up,  for  the  wearer  might  walk 
in  pain  till  his  foot  had  found  its  natural  level.  If  his  boot 
was  as  comfortable  after  being  repaired  as  it  was  before,  the 
repairer  concerned  would  soon  get  a good  name  as  a cap- 
able craftsman. 


YOUNG  B.C.  HUNTSMAN 

In  this  illustration  is  shown  a 200-pound  deer  which 
was  killed  by  the  14-year  old  lad  standing  beside  it.  The 
kill  was  made  with  a number  20  single  bore  shot  gun  with 
number  4 shot.  The  lad’s  father,  also  shown,  has  a repair 
shop  in  Vancouver  and  Bert,  the  son,  in  addition  to  being 
some  sportsman,  also  does  a considerable  amount  of  finishing 


A youthful  British  Columbia  sportsman 


of  the  repair  work  after  his  school  hours.  The  father  culti- 
vates a 10-acre  fruit  ranch  at  Burnaby,  B.C.,  in  addition  to 
running  his  repair  shop. 


82 


THE  SHOE  AND  LEATHER  JOURNAL 


A PROGRESSIVE  REPAIR  ADVERTISER 

Out  in  Edmonton,  Alta,  is  a repair  shop  that  is  well 
named.  It  is  called  the  Progressive  Shoe  Repairing  Co. 
It  is  run  by  Robert,  William  and  Stuart  Lamb.  Mr.  Stuart 
Lamb  has  some  progressive  ideas  about  advertising  as  well 
as  about  rejuvenating  shoes.  He  will  sometimes  slip  a 
picture  from  a magazine  then  take  a picture  of  a shoe  and 
paste  it  onto  the  first  picture  and  have  a cut  made  of  the 
combination.  The  cut  shown  in  their  ad  here  reproduced 
is  of  this  type.  It  is  well  done.  You  will  notice  the  shoe 
is  a black  one  and  stands  out  very  prominently  from  the 
picture  of  the  young  woman  holding  it. 

In  writing  us  they  ask  our  opinion  of  this  ad.  We 
candidly  think  it  a really  good  one.  In  the  first  place  Mr. 
Stuart  chose  a very  attractive  young  woman  whose  pose 
makes  her  look  right  straight  at  you.  That’s  an  advantage 
with  which  to  start.  It  is  a fact  that  the  direction  in  which 
a person  in  a picture  is  looking  will  direct  your  attention  in 
that  same  way.  In  this  case  the  young  woman  is  looking 
straight  at  you,  which  directs  your  attention  to  yourself 
and  interests  you  immediately.  She  having  gotten  you 
interested  you  next  look  to  see  what  she  has  so  prominently 


AH  we  bsV  of 
you  i»  one  trial 
order  to  ensure 
your  future 
patronage 

j THE 
l ORIGINAL 

AND  ONLY 

Progressive  Shoe  Repair.  Established  1910 
EDMONTON'S  BEST  SHOE  MAKERS 

10050  105th  STREET.  PHONE  2235 

Just  South  off  Jasper 


A very  attractive  advertisement  of  Lamb  Bros.,  Edmonton. 


in  her  hand  and  immediately  see  it  is  a pump,  and  it  stands 
out  so  black  it  impresses  itself  on  your  mind.  If  this  pump 
had  been  weak,  that  is  faint  or  even  no  blacker  than  the  cut 
of  the  the  young  woman,  it  would  not  have  been  nearly  so 
impressive. 

The  ad  copy  is  well  written.  There  is  just  that  air 
of  independence  about  it  that  makes  good  advertising. 
It  says  in  spirit  that  if  you  do  not  patronize  them  YOU  are 
the  loser.  They  do  not  beg  you  to  come.  They  say: 
“YOU  be  the  judge.”  They  are  so  confident  of  their  work 
that  all  they  ask  is  one  trial  and  they  will  not  worry  about 
the  rest.  They  are  perfectly  independent  about  it.  They 
know  what  they  can  do  and  they  want  you  to  know  and  you 
to  judge.  The  fact  that  they  have  been  going  ten  years  is 
pretty  good  evidence  that  these  Lambs  know  their  business 
pasture  field. 

The  name  and  address  and  everything  of  that  character 
are  all  well  brought  out.  They  do  not  leave  you  to  doubt 
about  their  location.  So  many  merchants  have  the  idea  in 
their  minds  that,  “Every  one  knows  where  we  are  located,” 
that  they  do  not  put  full  directions  on  their  ads  The 
truth  is  you  cannot  make  this  matter  too  plain.  On  this 


ad  you  have  the  street,  the  number  of  the  store  and  the 
telephone,  and  fearing  lest  you  may  not  know  just  exactly 
where  10050  on  105th  street  may  be  located  they  make  it 
nice  and  plain  for  you:  “Just  South  of  Jasper.” 

Now  about  the  medium.  We  are  one  of  the  few  who 
believe  in  program  advertising.  This  ad  appears  in  a theatre 
program.  We  know  some  of  the  best  advertising  authorities 
do  not  recommend  program  advertising.  Our  contention 
is  that  very  many  people  read  theatre  program  ads  while 
waiting  for  the  show  to  begin,  for  many  people  go  early  to 
such  places.  Having  nothing  to  do  after  looking  over  the 
bill  they  will  read  the  ads.  There  are  also  a great  many 
programs  taken  home  and  will  be  referred  to  for  a little  time. 
Of  course  the  cost  must  not  be  extortionate. 

The  next  kind  of  program  is  for  some  local  cause  or 
concert,  for  which  space  will  be  sold  at  from  one  to  three  or- five 
dollars.  These  programs  as  a straight  advertising  medium  are 
not  worth  the  paper  they  are  printed  on,  but  as  a keeper  and 
winner  of  good  will  they  are  worth  a very  great  deal.  Mrs. 
Jones  and  Mrs.  Small  form  a committee  to  solicit  advertising 
for  the  program  for  the  Q.  W.  X.  Association’s  concert  and 
both  go  into  Mr  Brown’s  store  for  an  ad.  Mr  Brown  says: 
“Why  sure,  I shall  be  delighted  to  take  a half  page.  How 
much  is  it?  Oh  that’s  all  right.  How  are  you  getting  along 
with  your  soliciting?  That’s  real  nice,  I’m  glad  to  hear  it. 
I’ll  pay  you  now.  I like  to  have  these  things  done  with. 
Just  wait  a moment  and  I’ll  write  you  the  copy,  then  it  will 
all  be  settled,”  and  Mr.  Brown  writes  the  following  copy: 
“Special  for  patrons  of  this  concert.  We  will  sell  the  big 

package  of for  23  cents,  or  two  for  45  cents,  the  regular 

price  is  25  cents  each.  This  special  offer  is  to  patrons  of 
this  concert  only  and  will  last  for  the  balance  of  the  week 
after  the  concert.” 

Mrs.  Small  and  Mrs,  Jones  are  delighted  and  go  out 
and  as  they  are  walking  to  Black’s  store  Mrs.  Small  says 
to  Mrs.  Jones:  “Wasn’t  he  just  perfectly  lovely.  He  is 
always  just  like  that.  I do  so  like  to  deal  there,”  and  by 
this  time  they  are  into  Black’s.  They  tell  Mr.  Black 
their  mission  and  ask  for  an  ad.  Black  does  not  mince 
things.  “Well  no,  I can’t  afford  to  take  it.  There  are  so 
many  things  coming  along  these  days.  You  know  you 
can’t  go  into  everything.  Anyway  we  never  advertise  in 
programs.  They  are  positively  no  good  as  an  advertising 
medium.  We  never  use  ’em.”  And  Mrs.  Jones  and  Mrs. 
Small  walk  out  and  they  do  not  feel  so  well  as  when  they 
eft  Mr.  Brown’s  store.  And  as  they  walk  along  this  time 
Mrs.  Jones  says  to  Mrs.  Small:  “Say,  wasn’t  that  the  limit. 
He’s  just  always  that  way.  Too  mean  to  live  and  too 
healthy  to  die.  I’ll  never  buy  another  thing  in  his  old  store. 
I don’t  buy  much  there  anyway  and  I’ll  cut  it  all  out  now. 
It  wouldn’t  have  hurt  him  to  have  taken  a quarter  page 
anyway.  So  different  from  Mr.  Brown,”  and  Mrs.  Small 
replies:  “I  should  say  so.  I’ll  not  buy  anything  there  any 
more  either.” 

Now  right  here  is  where  program  advertising  pays. 
Mr.  Black  didn’t  think  the  good  will  of  Mrs.  Jones  and  Mrs. 
Small  was  worth  two  or  three  dollars.  In  fact  Mr.  Black 
didn’t  figure  the  value  of  these  women’s  good  will  at  all. 
But  it  was  certainly  worth  all  a small  ad  would  cost.  And 
they  will  tell  this  to  many  people  and  the  good  will  of  the 
people  to  whom  they  tell  it  will  be  affected.  And  in  addition 
to  Mr.  Brown  retaining  the  good  will  of  these  woman  he 
actually  sold  goods  with  the  ad  because  of  the  special  price 
and  the  unique  way  he  did  it.  But  we  do  not  advocate 
price  cutting  for  shoe  repair  men,  we  simply  cited  this  case 
as  an  illustration  of  general  program  advertising. 


The  Kaufman  Rubber  Co.’s  Toronto  Branch  is  now 
situated  at  80  Bay  St.,  with  the  same  telephone  number. 
They  were  doing  business  in  the  present  stand  with  a new 
stock  of  goods  within  twenty-four  hours  after  their  recent 
fire,  which  destroyed  their  old  premises  on  York  Street. 


J.  Settle  is  showing  the  Murray  Shoe  samples  at  the 
Queen’s  Hotel,  Toronto. 

There  is  a change  reported  in  the  business  of  Alex. 
Gauthier,  Jonquieres,  Quebec. 

The  Perth  Shoe  factory  has  re-opened,  and  will  be  in 
full  operation  in  a very  short  time. 

S.  H.  Parker,  of  the  Solid  Shoe  Co.,  Preston,  was  calling 
on  the  wholesalers  of  Toronto  recently. 

Articles  are  running  in  papers  all  over  Canada  that  in 
Montreal  shoe  prices  are  being  slashed. 

Jas.  Lawther,  representing  the  Hartt  Boot  and  Shoe  Co., 
was  at  the  King  Edward,  Toronto,  last  week. 

The  representative  of  the  Hector  Shoe,  Montreal,  was 
in  Toronto  last  week  calling  on  the  jobbers. 

It  is  reported  that  the  Samuel  Segal  stock  of  shoes  in 
Toronto  were  advertised  for  sale  by  auction. 

There  is  a new  company  formed  in  Toronto  under  the 
name  of  The  Empire  Shoe  & Slipper  Co.,  Limited. 

W.  C.  Myers  has  his  sample  room  open  at  the  Queen’s 
Hotel,  Toronto.  He  is  showing  the  Parisienne  lines. 

Geo.  E.  Scott,  representing  The  McFarlane  Shoe  Co., 
Montreal,  is  showing  his  samples  at  the  Queen’s  Hotel, 
Toronto. 

Geo.  Wilkinson,  that  hustling  shoe  merchant  of  Windsor, 
Ontario,  was  on  a little  inspection  and  buying  trip  to  Toronto 
last  week. 

H.  B.  McGee,  who  represents  the  Perth  Shoe  Co.,  was 
showing  the  Perth  lines  at  the  King  Edward  Hotel,  Toronto 
last  week. 

Earle  E.  Fullerton,  of  the  Industrial  Export  Co., 
Montreal,  was  looking  after  a little  business  in  Toronto 
last  week. 

C.  Coles,  of  Brantford,  was  in  Toronto  last  week  doing 
a little  buying  and  looking  over  the  samples  the  travellers 
were  showing. 

Jas.  Sutherland,  who  represents  the  Geo.  A.  Slater  Co., 
Montreal,  was  showing  his  samples  recently  at  the  Queen’s 
Hotel,  Toronto. 

G.  H.  Ansley,  managing  director  of  the  Perth  Shoe  Co., 
was  in  Toronto  attending  the  meeting  of  the  Ontario  Shoe 
Manufacturers. 

A man  in  Winnipeg  was  arrested  as  a vagrant  for  trying 
to  sell  the  shoes  he  was  wearing.  He  tried  in  two  shoe 
shops  but  was  unsuccessful. 

There  was  a fire  in  the  shoe  factory  of  The  Guenette 
Co.,  Montreal,  recently  which  caused  considerable  damage 
to  the  stock  and  machinery. 

Armand  Bastien,  moccasin  maker  of  Loretteville, 
Quebec,  spent  several  days  last  week  in  Toronto  with  his 
representatives,  Ross  & Shaw. 

A $300,000  fire  damaged  the  tannery  of  F.  C.  Parker 
& Sons,  of  Woburn,  Mass.  A considerable  amount  of 
finished  leather  was  destroyed. 

W.  Edwards,  that  Getty  & Scott  traveler  with  the 
genial  smile,  was  displaying  the  G.  & S.  lines  at  the  King 
Edward  Hotel,  Toronto,  last  week. 

W.  Waller,  manager  of  the  Robt.  Simpson  Shoe  Depart- 
ment, Toronto,  has  been  a victim  of  grip  for  a week  or  more 
and  confined  to  his  home  that  period. 

C.  H.  Sager,  of  Deseronto,  was  a business  visitor  in 
Toronto  one  day  last  week.  Mr.  Sager  says  that  he  does 


not  complain  of  the  business  that  is  coming  his  way  in 
Deseronto. 

E.  T.  Donovan,  of  the  Talbot  Shoe  Co.,  St.  Thomas, 
was  in  Toronto  on  business  last  week,  and  could  have  been 
seen  in  the  sample  room  of  A.  A.  Orendorff. 

W.  V.  Ecclestone,  manager  of  the  T.  Eaton  Co.’s  shoe 
department,  Toronto,  was  in  New  York  and  other  eastern 
states  cities  recently  on  a buying  and  inspection  trip. 

The  Empire  Shoe  and  Slipper  Manufacturing  Co., 
Limited,  Toronto,  have  received  a provincial  charter  to 
carry  on  business  of  manufacturing  shoes  and  slippers. 

A fire  did  considerable  damage  to  “The  Bootery,”  a 
shoe  store  situated  at  235  St.  Catherine  street,  Montreal. 
The  fire  was  going  quite  a while  before  if;  was  discovered. 

A.  E.  Elmer,  representing  Duchaine  & Perkins,  of 
Quebec,  was  at  the  Queen’s  Hotel,  Toronto,  last  week.  He 
also  paid  a business  visit  to  Hamilton  after  leaving  Toronto. 

R.  W.  Ashcroft,  Director  of  Publicity,  Ames-Holden- 
McCready  System,  Montreal,  Canada,  has  been  appointed 
Assistant  to  the  President  of  that  company,  in  addition  to 
his  other  duties. 

The  shoe  travellers  are  out  now  in  goodly  numbers. 
They  are  a most  optimistic  bunch  of  fellows.  Even  when 
orders  do  not  pour  in  they  wear  that  smile  of  contentment 
that  spells  orders  soon  or  later. 

W.  T.  Fegan,  past  president  of  the  Canadian  Shoe 
Retailers’  Association,  was  empanelled  on  the  special  jury 
to  make  inquiry  into  the, death  of  the  two  Toronto  women 
through  a special  blood  treatment. 

A.  A.  Orendorff,  who  represents  the  Talbot  Shoe  Co.,  of 
St.  Thomas  (formerly  the  E.  T.  Wright  Co.)  was  at  the  King 
Edward  Hotel,  Toronto,  last  week  displaying  samples.  A. 
A.  says  he  has  no  kick  about  business. 

W.  Moore,  of  Barrie,  was  in  Toronto  recently  on  a 
business  trip  and  also  doing  a little  buying  at  the  same  time. 
Mr.  Moore  says  Barrie  is  a good  shoe  town,  and  business  is 
just  as  good  there  as  in  any  other  town. 

Ingraham’s  store  in  Calgary  was  robbed  recently  of 
about  30  pairs  of  shoes.  The  robbers  made  a clean  get 
away.  They  entered  by  breaking  a pane  of  glass  out  of 
a window  at  the  back.  The  rest  was  easy. 

A report  that  the  Tebbutt  Shoe  factory  of  Three  Rivers 
h'ad  been  closed  is  denied  by  Mr.  Tebbutt,  who  asys  that 
the  usual  afrnual  stock  taking  inventory,  for  which  they 
always  close  for  a week  or  so,  is  all  the  factory  has  been  idle. 

A.  B.  Rannard,  of  the  Rannard  Shoe  Co.,  Winnipeg,  is 
going  east  about  the  20th  of  January  and  will  visit  Mon- 
treal and  New  York,  then  sail  on  the  Megantic  for  a 26  days’ 
cruise  among  the  British  West  Indies.  Mrs.  Rannard  will 
accompany  him. 

Down  in  St.  John’s,  Nfd.,  the  Imperial  Tobacco  Co.’s 
coupon  store  has  a display  of  Archibald  Bros,  shoes  in  their 
window  to  boost  buying  at  home.  Newfoundland  is  keeping 
up  with  Canada  in  advertising  home  goods.  The  Archibald 
plant  is  situated  at  Harbor  Grace. 

For  selling  boots  as  “solid  leather  throughout,”  though 
as  a fact  they  contained  inner  soles  of  cardboard,  a boot 
dealer  name  Geo.  Hull,  of  60  Stoke  Newington  road,  was, 
at  the  West  London  Police  Court,  fined  £10  and  ordered 
to  pay  £44  costs.  It  was  admitted  that  defendant  had 
advertised  “solid  leather”  boots  at  20s.  per  pair,  and  a 
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manufacturer  said  he  made  the  boots  for  defendant  at  17s. 
a pair. 

The  Scroggins  Shoe  Co.,  of  Galt,  Ontario,  has  been 
incorporated  in  Ontario  under  the  name  of  Scroggins  Shoe 
Co.,  Limited.  The  provisional  directors  are  Geo.  Turnbull, 
Alexander  Campbell  Fleming,  Ruben  Alfred  Briscoe,  William 
Douglas  and  Phillip  Scroggins,  all  of  the  city  of  Galt. 

The  Central  Leather  Co.,  at  a recent  meeting  of  the 
Board  of  Directors  in  New  York,  elected  Geo.  W.  Childs, 
President,  to  fill  the  vacancy  created  by  the  death  last  July 
of  Walter  S.  Hoyt.  Mr  Childs  was  also  elected  president  of 
the  United  States  Leather  Co.,  and  the  Union  Tanning  Co. 

The  Amherst  Boot  & Shoe  Co.,  of  Amherst,  N.S.,  have 
just  closed  the  year  with  the  greatest  volume  of  business 
they  have  done  in  the  53  years  they  have  been  in  business. 
That  speaks  well  for  the  company  when  it  is  understood 
that  some  factories  have  been  closed  for  some  time  during 
the  year. 

In  Calgary  there  is  an  organization  connected  with 
the  50th  Battalion,  which  has  a canteen  fund  from  which 
it  purchases  a pair  of  shoes  for  each  kiddie  whose  father 
was  killed  or  died  while  a member  of  this  battalion.  This 
was  done  both  last  Christmas  and  tjhe  Christmas  of  1919. 
Good  act. 

A full  blooded  Indian,  son  of  a chief  of  the  Winnebago 
tribe  of  the  Oneida  reservation  of  Wisconsin  and  graduate 
of  Carlisle,  is  shoe  repairing  in  a window  in  New  York  and  is 
dressed  in  full  Indian  costume.  He  attracts  great  crowds 
and  says  he  obtains  as  much  fun  from  Watching  the  crowds  as 
they  do  from  watching  him. 

An  expert  has  declared  that  the  water  of  Vancouver 
and  district  is  most  suitable  for  the  purpose  of  a tannery; 
this,  plus  the  fact  of  the  availability  of  hemlock  bark, 
so  necessary  to  this  business,  the  large  number  of  hides 
available  and  the  wonderful  geographical  position  of  Van- 
couver is,  he  says,  the  very  best  reason  that  B.C.  should 
have  a large  tannery. 

The  staff  of  the  Vancouver,  B.C.,  branch  of  Ames- 
Holden-McCready  System  Limited  presented  their  popular 
manager,  Mr.  Fred  A.  Richardson,  with  a handsomely  fitted 
club  bag  as  a mark  of  their  esteem.  Mr.  George  Robinson, 
office  manager,  on  behalf  of  the  travellers  and  staff  made 
the  presentation  and  Mr.  Richardson  suitably  replied. 
Mr.  Richardson  has  been  with  the  Ames-Holden-McCready 
Co.  for  twenty-eight  years. 

In  Stl  John’s,  Nfld.,  there  is  a campaign  on  against 
imported  shoes,  and  one  article  says  that  imported  shoes 
are  made  of  paper  or  the  worst  kind  of  leather  on  the  inside, 
and  as  soon  a's  they  get  wet  they  fall  to  pieces.  Nothing 
but  the  best  materials  go  into  shoes  made  at  the  local 
factories.  As  the  imported  shoes  referred  to  will  include 
some  from  Canada  there  will  be  some  Canadian  makers 
who  will  not  relish  this  broad  statement  in  which  they  are 
included. 

John  J.  Owens,  shipper  for  the  St.  John,  N.B.,  branch  of 
the  Ames- Holden- McCready  Ltd.,  died  on  Friday  afternoon, 
January  14,  at  the  St.John  Infirmary,  after  a brief  illness 
with  pneumonia.  Mr.  Owens  was  with  the  Ames-Holden 
people  at  St.  John  for  the  last  four  years  and  held  the  esteem 
of  his  employers  and  all  the  members  of  the  staff.  He  was 
only  twenty-six  years  of  age.  A particularly  sad  feature 
of  his  death  is  the  fact  that  he  was  married  only  a few  months 
ago  to  Miss  Violet  Brennan.  Besides  his  wife  he  leaves 
two  sisters  and  two  brothers. 


VANCOUVER  NOTES 

Dr.  Stork  also  left  a baby  daughter  at  the  home  of  A. 
Mason,  Davie  St. 

Business  for  the  Christmas  and  New  Year  season  is 
reported  to  be  equal  to  that  of  previous  years.  Purchases 


were  not  quite  so  numerous  but  were  of  a more  sub- 
stantial nature,  and  made  much  more  useful  gifts. 

Mr.  Baldwin,  of  the  United  Shoe  Machinery  Co.,  is 
paying  a visit  to  this  city  on  behalf  of  the  Company. 

W.  W.  Goodman,  one  of  the  partners  of  Goodwin  Good 
Shoes,  Hasting  St.,  Vancouver,  was  presented  with  a baby 
daughter  on  January  1st. 

Clearance  sales  are  very  prominent  features  with  most 
all  stores,  who  are  putting  considerable  stress  upon  the 
reduction  of  manufacturers’  prices. 

T.  Milner,  of  Kerrisdale,  has  again  been  successful  in 
taking  prizes  with  his  dogs.  Mr.  Milner  specializes  in 
Yorkshire  terriers;  he  recently  refused  $150.00  for  one. 


ANOTHER  GOOD  SHOWING 

Dear  Sir: 

Just  received  my  December  15th  issue  of  the  “Journal” 
and  glancing  through  it  the  article,  “Can  you  show  an 
increase,”  caught  my  eye. 

Just  to  let  you  know  there  are  others  I might  say  that 
with  us,  business  has  been  particularly  good  this  Fall  and 
Winter  so  far. 

Of  course  we  attribute  this  to  the  fact  that  when  the 
present  condition  loomed  up,  we  started  to  get  from  under. 
We  took  delivery  of  all  our  Fall  goods  (with  the  exception 
of  one  or  two  lines  which  were  away  late),  but  at  the  same 
time  did  not  hang  on  to  see  what  was  going  to  happen, 
we  started  to  readjust  our  prices,  and  to  let  the  people  know 
it  too. 

Consequently  for  October  and  November  we  doubled 
our  last  year’s  business  and  for  December  and  Christmas 
business  we  show  a 15%  increase.  Not  bad  considering 
that  we  have  considerably  more  opposition  this  year  than 
last. 

Yours  respectfully, 


INTO  A NEW  FIELD 

The  many  friends  of  Chester  F.  Craigie  will  be  interested 
in  knowing  and  may  possibly  be  surprised  that  he  has  left 
the  shoe  industry.  He  has  been  ten  years  connected  with 
the  shoe  business,  having  been  connected  with  such  good 
firms  as  Utz  & Dunn,  Rochester,  N.Y.,  four  years,  Rice  & 
Hutchins,  Inc.,  Boston,  four  years  manager  of  the  Educator 
Shoe  Department,  and  over  two  years  with  the  Ames-Holden- 
McCready  Co.,  Montreal.  A little  reflection  will  show  that 
Mr.  Craigie’s  present  move  is  possibly  only  a logical  result 
of  his  training  while  with  these  firms,  for  he  devoted  his  time 
to  the  merchandising  and  advertising  ends  of  the  business. 
He  has  now  made  a partnership  witji  Ross  O.  Stevenson,  of 
the  Dominion  Advertisers,  232  St.  James  St.,  Montreal, 
He  holds  the  position  of  Vice-President  of  the  company 
and  will  take  charge  of  the  sales  and  promotion  work. 

There  seems  no  reason  in  the  world  why  Mr.  Craigie 
will  not  make  a success  of  this  new  work.  He  knows  ad- 
vertising and  merchandising,  and  as  he  has  had  such  a long 
association  with  shoes  it  will  be  only  natural  that  he  will 
devote  considerable  energy  in  developing  high  class  publicity 
among  the  shoe  manufacturers.  There  certainly  is  a big 
field  for  this  and  Mr.  Craigie’s  experience  and  training 
abundantly  qualifies  him  for  this  special  duty. 


This  fact  should  be  significant.  Sears,  Roebuck  & Co., 
Chicago  mail  order  concern,  has  closed  its  shoe  factory  in 
Holbrook,  Mass.,  and  that  plant  is  now  offered  for  sale. 
It  is  reported  that  the  company  will  buy  its  shoes  in  the 
open  market.  The  plant  had  been  operated  for  10  years, 
manufacturing  men’s  shoes.  When  a mail  order  house 
with  the  machinery  for  selling  that  this  house  has  closes  its 
shoe  factory,  after  being  in  operation  for  ten  years,  it  will 
cause  manufacturers  concern. 
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JB-O-HP  IBJUSja 


Make  This  Test  Yourself 

Take  a sample  of  McKay  Flexwelt— “the  welt  with  the  notches.”  Turn  it  as  you  would  in  using  it  on  narrow- 
toed  shoes.  Note  that  the  notches — an  exclusive  feature  of 

McKAY  FLEXWELT 

permit  you  to  turn  it  sharply  without  bulging— that  it  lies  flat  and  folds  evenly.  Note  how  flexible  it  is— yet  not 
too  soft.  And  note  the  high  quality.  Write  for  a sample  to-day  and  make  this  interesting  test. 

BROCKTON  WELTING  CO. 

—incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  & MERRILL,  Inc.,  210  Broad  St.,  Lynn,  Mass. 

SALES  OFFICES:  BOSTON.  185  Essex  St.:  PHILADELPHIA.  S.  W.  Cor.  5th  and  Arch  Sts  • CINCINNATL  410  East  8th  St  • 
MILWAUKEE.  258-260  Fourth  St.:  ST.  LOUIS.  1419  Olive  St.;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St! 

FOREIGN  REPRESENTATIVES:  ENGLAND,  Messrs.  Pearson  Robinson  Arterton,  4 Albion  St.,  Leicester. 

FRANCE,  Louis  Dubois,  47  Rue  des  Petites  Ecuries.  Paris. 


MEETING  OF  REPAIR  MEN  IN  ENGLAND 

At  a recent  meeting  of  the  Midland  District  Council 
held  at  Shrewsbury,  England,  the  following  prices  were 
decided  on  as  being  the  lowest  a member  should  ask:  Men’s 
soled  and  heeled,  7/6  ($1.87),  women’s  5/-  ($1.20).  One 
member  held  out  for  8/-  ($1.92).  John  Mundy,  the  general 
secretary,  was  present.  He  accompanied  the  delegation 
that  visited  Canada  last  May. 

Another  good  idea  was  advanced  byC.  W.  Bush,  who 
is  generally  looked  upon  as  having  “something  up  his  sleeve,” 
and  came  out  with  a proposition  that  the  Council  arrange 
for  lectures  or  demonstrations  from  which  Associations 
could  choose  for  their  coming  winter  session.  This  was 
educational  propaganda.  His  suggested  subjects  were: 
Bend  cutting  and  reduction  of  waste,  window  dressing, 
pump  repairing,  bookkeeping,  how  to  advertise,  costings  and 
how  to  work  them,  factory  methods  applied  to  repair  shops, 


leather  and  its  qualities,  Trade  Board  regulations,  boot 
repairing  from  the  health  point,  and  organization  of  a repair 
shop.  To  these  were  added  John  Mundy’s  experiences  in 
America,  and  the  proposition  was  accepted.  Rugby  was 
accepted  for  next  meeting  place. 


Beware  of  the  bottom  finish  that  soils  carpets.  Some 
house  shoes  are  finished  with  waxy,  greasy  material,  and 
finished  floors,  oilcloths, -etc.,  are  ruined  by  them,  and  the 
inevitable  result  is  that'  the  repairer,  who  should  have 
known  better  if  he  had  not  been  so  thoughtless,  is  liable  to 
lose  a customer.  The  natural  finish  is  the  thing  in  such 
special  cases,  and  being  set  quite  hard  will  adhere  to  the 
bottom  and  will  not  leave  it  on  smooth  surfaces . nor  on 
rough  pavement.  It  is  called  natural  finish  because ‘it  is 
composed  of  a thin  layer  of  gloss  of  colorless  matter,  leaving 
the  natural  color  of  the  leather  to  show  through. 


Davies  & Co. 


LIMITED 

BRISTOL,  - ENGLAND 


Importers  and  Distributors 
of  All  Descriptions  of 


Leather 


Branches:  London,  Leicester,  Northampton 


Cable  Address: 
“HEMLOCK,  Bristol” 


Codes:  Wldehrnok 
A.  B.  C.,  Fifth  Edition 


NEW  CASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors,  White.  Black. 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits. 
Indias,  Heavy  Leathers,  Skivers,  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 


NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W\,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 
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Beco  Leathers 

The  Line  of  Solid  Merit 


HEAVY  LEATHERS 
Elk,  Kangaroo 

and 

Box  Grain 

Blacks  and  Colors 
Sides  and  Bellies 
Shoulders  and  Splits 

White  Chrome  Sheep 

COLLAR  LEATHER 
KIPS 


THE  BERNARD  COMPANY 

111  LINCOLN  ST.,  BOSTON,  MASS. 


I 
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Store  Windows 


artistic,  modern  and  business  producing 
— that’s  what  our  special  glass  used  in 
conjunction  with  Zouri  Metal  Store 
Fronts  will  give  you.  Let  us  prove  it. 
Send  for  our  latest  catalogue. 


CONS  OLI  DAT  ED 
PLATE  GLASS  CO 

OF  CANADA  LIMITED 
WINNIPEG  TORONTO  MONTREAL 


“Best  Everyday”  and  “Aurora”  Shoes 


Shoe  merchants  who  are  building  a steady  permanent  business  will  do  well 
to  see  our  line  of  “Best  Everyday”  and  “Aurora”  Shoes.  They  are  unexcelled. 

The  “Best  Everyday”  is  a shoe  for  regular  wear — neat,  comfortable,  giving 
long  service.  The  “Aurora”  is  a shoe  with  an  added  touch  of  style  for  more 
select  wear  but  still  embodying  the  honest  Sisman  Shoemaking.  These 
shoes  will  appeal  to  a large  majority  of  your  buyers  and  will  please  in  every 
particular. 

Your  Jobber  Has  Them 

THE  T.  SISMAN  SHOE  CO.,  LIMITED 

AURORA,  ONTARIO 
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ST.  HYACINTHE  , 

CANADA 


rpOR  a good,  sturdy,  staple  shoe  which 
* will  satisfy  the  majority  of  buyers  as  to 
Style,  Comfort  and  Service,  you  will  find 

YAMASKA  BRAND  SHOES 

answer  admirably.  They  have  a reputa- 
tion for  honest:  shoemaking  extending  over 
fifty  years.  You  may  back  them  to  the 
limit  for  RELIABILITY — they’ll  respond 

LA  COMPAGNIE  J.  A.  & M.  COTE 

St.  Hyacinthe  - - - Quebec 
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I Evans’  Kid  for  Better 

1 Shoemaking 

IT  ID  shoes  occupy  a very  important  place  in  this  season’s 
shoe  production.  In  Fine  Footwear  Kid  is  particularly 

1 prominent. 

Wise  shoe  manufacturers  and  shoe  retailers  will  meet  this 
POPULAR  demand  with  the  PREFERRED  Kid— Evans’  Kid. 

The  manufacturers  who  use  it,  and  they  include  the  best  in 
I the  trade,  find  it  superior  in  quality  and  in  a class  by  itself 

1 for  beautiful  finish. 

Results  will  warrant  your  specifying  Evans’  Kid. 

I John  R.  Evans  Leather  Co.  Limited 

214  LEMOINE  STREET  ::  ::  MONTREAL 

1 
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Pattern  Service 


WE  believe  that  we  have  an  unusually 
good  pattern  service  to  offer.  Many 
of  the  most  particular  shoemen  have 
found  us  willing  and  able  to  work  with 
them  in  the  production  of  practical,  attrac- 
tive patterns  that  fit. 


We  will  be  glad  to  hear  from  any  manufacturer 
looking  for  better  patterns  and  better  service. 


Conaway -Wads  worth  Pattern  Co.  Limited 


223  McGILL  STREET 

MONTREAL,  QUE. 


Rooms  11  and  12 

GUS  LOSSMAN,  Manager 


There  is  Trade- 
Pulling  Power  in 
YALE  SHOES 


High-grade  McKays 
For  Men  and  Boys 


The  Yale  Shoe 

Galt 


There  is  the  pulling  power  of  attractive 
style,  together  with  exceptional  value. 
There  is  the  trade  building  power  of 
complete  satisfaction  in  service  to  every 
wearer.  The  Yale  Shoe  Merchant  has  a 
line  that  will  win  and  hold  the  best  trade. 
See  our  samples  NOW. 

Mfg.  Co.,  Limited 

Ontario 
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SHOE  STORE  SUPPLIES 

OF  EVERY  DESCRIPTION 

OVERGAITERS,  LECGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz. : 

Alberta  and  British  Columbia  Manitoba  and  Saskatchewan 

G.  F.  Wadsworth  - C.  S.  Page 

Western  Ontario  Eastern  Ontario  Ottawa  Dist.  8{  Eastern  Townships 

R.  J.  McAllister  L.  M.  Savage  James  Leddy 

Quebec  City  & Eastern  Quebec  Lower  Provinces  Northern  Quebec 

J.  B.  Crochier  . A.W.  Gardner  Leo.  De  Celles 

City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 

L.  H.  PACKARD  & CO  .,  Limited 

Montreal 


We  Have  a Large  Stock 

of  Boots,  Oxfords,  Brogues 
and  Ties  in  Brown 
and  Black  Kid 

1st  Quality,  on  latest  styles  of  lasts, 
at  prices  based  on  to-day’s  market 
values  of  leathers  and  other  materials. 

Your  enquiries  solicited  for 
Spring  Sorting  requirements. 

VT e will  be  glad  to  submit 
samples. 

Canadian  Shoes  Limited 

TORONTO  CANADA 
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Sixty-Five  Years’  Experience 

When  you  buy  a TAYLOR  SAFE  you  get  the 
benefit  of  our  65  years’  experience  in  safe  building. 


A TAYLOR  SAFE  represents  the  most  advanced 
scientific  methods  of  fire  cpnstruction. 

It  provides  a repository — for  your  documents  and 
other  valuable? — that  resists  the  hottest  fire  and 
greatest  fall. 

TAYLOR  SAFES  are  made  in  forty  different 
sizes. 


Write  for  quotations  on  Taylor  Safes 
and  Steel  Cabinets. 

J.  ® J.  Taylor,  Limited 

TORONTO  SAFE  WORKS 
Toronto  - Ontario 

BRANCHES:  — MONTREAL,  WINNIPEG,  VANCOUVER 


Reliability 

is  the  keynote  in  the  production  of 

ACKERMAN  SHOES 

The  quality  material  and  the  honest 
shoemaking  that  go  into  every  pair 
make  them  the  shoes  that  you  can 
recommend  with  absolute  confidence. 

Both  in  STYLE  and  in  VALUE  they 
are  the  strongest  sales-makers  you  can 
feature  in  Staple  Footwear. 

Men’s,  Boys’,  Youths’,  Little  Gents’ 


Agents  for  Peterboro  District  for 
Dominion  Rubber  System  Products. 

Maple  Leaf  Brandi  Rubbers,  Fleet  Foot 
Outing  Shoes 


B.  F.  Ackerman,  Son  & Co.,  Limited 

PETERBORO,  ONT.  Western  Branch,  REGINA,  SASK. 

MAKERS  OF  THE  “PETERBORO”  SHOE 
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WORLD 

WIDE 


That’s  a broad  expression,  but  not  an  inch  too 
broad  for  Collis  Leather  reputation.  Wherever  the 

BEST  COLORED  CALF 

is  known  in  the  shoe  world,  Collis  Leather  is  known. 

Their  popular  browns  Nos.  2 — 3—22  and  17  make 
up  in  the  most  stylish  fashion,  cut  economic- 
ally and  work  easily  and  quickly. 

If  you  specify  COLLIS  vou’ll  specify  the  best. 

Collis  Leather  Company,  Limited 
Aurora,  Ont.,  Canada 


STANDARD 
SCREWED 
SHOES 

IN 

MEN’S,  BOYS’,  YOUTHS’, 
LITTLE  GENT’S 
AND  CHILDREN’S 

A.  A.  COTE  & SON 

LIMITED 


ST.  HYACINTHE, 

QUEBEC 


McKAY 
SEWED 
SHOES 

IN 

MEN’S,  BOYS’,  YOUTHS’, 
LITTLE  GENT’S 
AND  CHILDREN’S 


Manufacture  lines  of  Staple  McKay  Shoes  in  Men’s,  Boys’,  Youths’,  Little  Gent’s  and  Children’s,  as  well  as  a Strong  Line  of  Heavy 
Working  Shoes,  out  of  best  Chrome  Side  Tanned  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices,  Standard  Screwed  Soles,  Stitch 
Aloft,  Natural  Finished  Bottoms,  so  that  buyer  con  see  the  nature  of  leather  and  know  what  he  is  buying.  That’s  the  line  for  you. 


Direct  Importers 
of  Hides 

Direct  Importers 
of  English  and 
Australian  Leather 


Boston  Hide  & Leather  Company,  Inc. 

20-24  East  Street,  Boston,  Mass.,  U.S.A. 

SOLE  and  UPPER  LEATHER 

Agents  for  HENRY  BOSTON  & SONS,  Ltd.,  Liverpool,  Eng. 


Ordinary  hemlock  tanned  sole  leather  may  be  said 
to  be  hardened  without  any  material  alteration  of  its  nature 
by  the  following  treatment:  Prepare  a bath  as  follows: 
Slaked  lime,  }4  pound;  sal.  soda,  2 pounds;  water  gallon. 
Boil  together,  cool,  and  add  slaked  lime,  yi.  pound;  water, 
gallon.  Put  the  leather  into  this  for  three  days,  then 
remove  and  put  it  into  a bath  of  slaked  lime,  3 pounds; 


water,  iy£  gallons,  and  let  it  soak  in  this  for  from  two  days 
in  summer  to  three  days — or  even  four  days — in  winter. 
When  taken  out  of  this,  pass  through  water  heated  to  about 
180  degrees,  F.,  and  then  pass  between  heavily  weighted 
rolls,  or  if  a denser  material  is  demanded,  press  in  a hydraulic 
press.  When  subjected  to  the  latter,  a product  nearly  as 
hard  as  vulcanite  is  obtained,  but  one  still  possessing  the 
appearance  and  nature  of  leather  quite  distinctly. 
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Y our  W indows 

need  more 

Attention! 

Mr.  Shoe  Retailer 

This  book  of 

Shoe  Window  Displays 

was  written  for  you! 

NEW  IDEAS  AND  METHODS. 
ORDER  NOW! 

Post  Paid,  $2.75 

U.S.  FUNDS 

FRANK  P.  TAYLOR 

381  Washington  Street  Boston,  Mass. 

CANADIAN  SHOES-FINDINGS  & NOVELTY  CO. 

2 Trinity  Square  TORONTO 

Canadian  Representatives. 


Edwards  & Edwards  Limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  MeEntyre,  Limited  - Montreal,  Que. 
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Beal’s 

Shoepacks 

for 

Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 

The  R.  M.  Beal  Leather  Co. 

...  A , Limited 

Lindsay,  Ont. 


CLARKE  Sf  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  8f  Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


COLONIAL  HIDE  COMPANY 

MONTREAL  PACKER  HIDES. 
CALFSKINS  AND  HORSE  HIDES 
OUR  COUNTRY  AND  OUTSIDE  CITY  HIDES 

Switches  and  dewclaws  off. 

Well  fleshed  of  excess  meat. 

Lead  in  quality  andcondition. 

Liberal  yields  to  the  tanner. 

274  Wellington  St.,  Montreal,  P.  Q. 

Quebec,  P.  Q.,  St.  John,  N.  B.  Three  Rivers,  P.Q. 

Ottawa,  Ont.  Peterboro,  Ont.  Windsor,  N.  S. 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


JOHN  McENTYRE,  LIMITED 

LEATHER  and  SHOE  GOODS 
28  St.  Alexander  Street 
MONTREAL 


PLANTS 

Rubber  Cement  Factory 
26  Gladstone  Ave. 


TANNERY 
1704  Iberville  St. 


INFOOT  BRAND 

British -made 


SOFT-SOLE  SHOES 
in  Kid,  Silk  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES 
Sizes  1-6,  Black  and  Tan  Leathers 

INFANTS’  FOOTWEAR  LTD. 

London,  England 
GREENE-SWIFT  BUILDING 
LONDON  - CANADA 
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Ross  & Shaw 

Successors  to  Chas.  F.  Ross 
Sole  distributors  for  Canada  of 

Armand  Bastien  ) Indian  Lorette, 

and  Bastien  Bros, ) P.Q. 

Jack  Buck,  Elk  and  Moose  Moccasins,  Snow  Shoes, 

Chrome  Tanned  Shoepacks  and  Indian  Slippers 

Also  the  famous  Indian  Moccasins  that  will  not  harden. 

32  FRONT  STREET  WEST,  - - - TORONTO 


MORSON,  BOSWELL  & COMPANY 

IMPORTERS 

64  Wellington  St.  West  St.  Nicholas  Building 

TORONTO  MONTREAL 

We  Specialize  in 

CLOTH  SHOE  TOPPING— Black  and  all  Colors 
COTTON  SHOE  LININGS  GAITER  CLOTHS 


WILSON  <&  CANHAM,  Limited 

HEAD  OFFICE  - TORONTO,  CANADA 

Shippers  of  HIDES,  CALFSKINS,  PELTS,  WOOL, 
SHEEPSKINS,  RAW  FURS,  ETC.,  ETC. 

Main  Office  for  Australasian  Branches  - - AUCKLAND,  N.Z. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

' OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


J.  HARDY  SMITH  $ SONS  H,DE  “L1 i“TH“ 

CABLES:  HIDES  LEICESTER.  Hi  ' a.  Y m a T?  ' 

CODES:  MARCONI,  BENTLEY,  LIEBER.  D6lgrdV6  Vl&tC,  L61C6St61%  Lllg. 
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“ALL  ABO  ARD!”  Direct  through  Connections  from  “HO  Ot  IO  BEAMHOUSE’ 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 

International  Hide  Merchants 


PARIS  HAVANA  BASLE 


NEW  YORK 


CHICAGO 


“We  deliver  what  you  buy” 


INDEX  TO  ADVERTISERS 


Page 

Ackerman,  B.  F.  Co.,  Limited  — 91 

Aird  8?  Son 20 

Ames-HoIden-McCready,  Limited 22 

Ault,  A.  W.  Co.  Limited 5 

Beal,  R.  M.  Leather  Co 94 

Bell,  J.  8i  T.,  Limited  7 

Bernard  Company,  The  86 

Blachford  Shoe  Mfg.  Co.,  Ltd 51 

Blouin,  Pierre  66 

Borne,  Lucien_ 59 

Boston  Hide  & Leather  Co.  92 

Breithaupt  Leather  Co. I.F.C. 

Brockton  Rand  Co. 23 

Brockton  Welting  Co . 85 

Canadian  Footwear  Co 27 

Canadian  Consolidated  Rubber  Co 34 

Children’s  Shoe  Mfg.  Co.,  Ltd 68 

Clarke  Si  Clarke 94 

Clarke,  A.  R..  Co.,  Ltd O.B.C. 

Cobourg  Felt  Co.,  Ltd. 6 

Colonial  Hide  Co _ 94 

Conaway-Wadsworth  Co.__ 89 

Condensed  Ads 78 

Consolidated  Plate  Glass  Co 78 

Corson  Shoe  Mfg.  Co 16 

Cote,  J.  A.  Si  M 88 

Cote  Si  Son,  A.  A.,  Ltd 92 

Damon,  F.  W ,. 93 

Duchaine  Si  Perkins 60 

Daoust,  Lalonde  Si  Co 25 

Davis,  A.,  Si  Son 17 

Davies  Si  Co 85 

Duchaine,  Ludger „ 68 


Page 


Duclos  8f  Payan 3 

Eagle  Shoe  Co.  Ltd  11 

Edwards  Si  Edwards  93 

Evans,  John  R.,  Leather  Co 88 

Ficq  A.  en  Zoon 94 

Foerderer,  Robt.  H.,  Inc 24 

Goulet,  Onesime 66 

Gutta  Percha  Si  Rubber,  Ltd  80 

Hall  8i  Hodges 29 

Handelon  Si  Staff — 93 

Hardy,  Smith  Si  Sons 95 

Independent  Rubber  Co — 31 

Infants’  Footwear  Limited 94 

International  Supply  Co. _. 33 

King  Bros 95 

Lachance  Si  Tanguay 64 

La  Duchesse  Shoe  Co 28 

Lagace  Si  Lepinay,  Reg.._ 65 

Lennox,  John,  Co.,  Ltd 26 

Lawrence,  A.  C.,  Leather  Co.,  Ltd. 21 

Marois,  A.  E.,  Ltd 58 

McEntyre,  John 94 

McLaren,  J.  A.  Co.,  Limited .12,  13 

MacKenzie,  Crowe  Si  Co.,  Limited  18 

McKeen,  C.  E„  Co 32 

Montreal  Heel  Co. 91 

Morson'8,-  Boswell 95 


Page 


New  Castle  Leather  Co.,  Inc... 85 

Packard,  L.  H.,  Si  Co.,  Limited 90 

Perth  Shoe  Co.,  Ltd 9 

Queen’s  Hotel 71 

Regina  Shoe  Co.,  Ltd 4 

Ritchie,  John  Co 62 

Robinson,  Jas.,  Co.,  Ltd 14,  15 

Ross  Si  Shaw 95 

Routier,  Luc 68 

Roy,  Chas.  E 68 

Samson,  J.  E 63 

Schmoll  Fils  Si  Co. 96 

Scott  Chamberlain,  Limited 19 

Sisman,  T.,  Shoe  Co 87 

Star  Shoe  Co 30 

Stobo,  J.  M.,  Co.,  Ltd 67 

Tanguay,  Jos 56 

Taylor,  F P._ - 93 

Taylor,  J.  & J.,  Limited 91 

Tetrault  Shoe  Mfg.  Co.,  Ltd. — 8 

Trickett,  Sir  H.  W.,  Limited 10 

United  Shoe  Machinery  Co 54,  I.B.C. 

Wilson  8i  Canham,  Ltd ’. 95 

Williams  Shoe  Limited 17 

Yale  Shoe  Mfg.,  Co.,  Limited 89 


THE  SHOE  AND  LEATHER  JOURNAL 


'fix  TEMPS 
;S  TARCENT 

SEMEU.ES : ! 

: :S 


If"  QUIT  r GOODYEAR 
METIER.;  WELT 
iMDILIXUBl  'SERVICE 
;!  MATERIEL:  STAT1CN 

■GOODYEAR  HLRC 


STATION 

SERVICE 


| TIME 
MONEY 

SOLES 

i SAVED  HERE 

IIgcoom  ini 

PROCESS 


IBOST  DOBBLI 

I SHOES 

WE  REBUltl 


NOUS 


REPAIR 


GOODYEAR 

SYSTEM 


mm* 

SANS  c 


shoe  mfabShg  l!  |goo  dy  e ar  I 


SYSTE IYI j ; M ftCHINERYj ] 


AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


There  is  plenty  of  proof  why  Clarke's 
Patent  MUST  be  good. 

It  is  not  only  made  from  the  best  of 
carefully  selected  skins  but  the  Clarke 
Process  is  the  final  word  in  patent  leather 
production. 

It  is  made,  sold  and  used  more  exten- 
sively than  any  other  patent  in  the  British 
Empire. 

Make  up  your  samples  for  the  coming 
season  with  Clarke’s  Patent  and  they 
cannot  be  improved  upon  for  Appearance, 
Quality  or  Value. 


E.  Clarke  & Company,  Itmiteb 

Toronto 

^ranches  at  jllontreal  atib  Quebec 

Largest  Producers  of  Patent  Leather  in  the  British  Empire 


THE 

THIRTY-FOURTH  YEAR 


TORONTO,  < 
FEBRUARY  1st,  1921 
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In  one  way  are  Bennett  Counters  unusual — 
they  are  made  from  a fibre  produced  solely 
for  use  in  shoe  counters.  They  carry,  con- 
sequently, a broad  gauge  guarantee. 


BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Ontario  Office 
108  Ahrens  Street  West 
Kitchener 


Sales  Office 
59  St.  Henry  Street 
Montreal 


/ \ - I / fl . V M 

Made  in  Canada  by  the  Largest  Shoe 

1^ 

1 

Fibre  Makers  in  the  British  Empire 

)J( 

mm 
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ACTON  PUBLISHING  CO. 


LIMITED 


TORONTO 


MONTREAL 
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Manufacturers  Using 

Trent  valley 

Oak 

Sole  Leather 

ARE  ASSURED  OF 

HIGHEST  QUALITY 

AND 

LONGEST  WEAR 

It  Cuts  to  Figures 

MANUFACTURED  BY 

The  Breithaupt  Leather  Co.  L imited 


Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock 


Quebec 
Burk’s  Falls 
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KID  KIP 

If  you  have  not  used  this  new  production  in 
upper  leather  there  is  a surprise  in  store  for 
you  when  you  make  its  acquaintance. 

You  will  be  delighted  with  its  splendid  work- 
ing qualities  and  you  will  be  proud  to  place 
in  your  medium  fine  lines  shoes  made  from  this 
fine  finished,  soft,  pliable  leather.  It  will  out- 
wear Kid. 

Results  are  proving  to  an  ever  growing  num- 
ber of  manufacturers  all  our  claims  regarding 

Kid  Kip. 

Made  in  two  weights,  one  for  men’s  and  one 
for  women’s  shoes. 

Samples  and  prices  submitted 

DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES: 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Canadian  Footwear” 
SATISFIES  the  Wearer 

That  is  the  secret  of  its  growing  popularity 
and  of  its  success  as  a profitable  selling  line 
it  always  satisfies  in  style,  price  and  wear. 

That  is  why  you  can  choose  from  our  ex- 
tensive range  of  Fine  and  Medium  McKays, 
the  shoes  that  will  quicken  and  increase  your 
turnover  in  Women’s  and  Children’s  Lines. 

Get  our  latest  prices.  They  are  truly  re- 
markable. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 


Mention  "Shoe  and  Leather  Journal’’  when  zvriting  an  advertiser 
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Keep  Up 
Quality 

The  customer  that  stays  is  the  one 
that  pays.  In  all  your  Spring  and 
Summer  requirements  insist  on 

DAVIS  CALF 

Our  “Royal  Purple”  and  “Duchess” 
are  leaders  for  the  coming  season. 
Ask  to  see  samples  in  these  lines. 


Davis  Leather  Company 

Limited 

Newmarket  - - Ontario 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Sturdy  Wear,  Snug  Fit,  Trim  Shapes 

These  features  as  embodied  in  the  Extensive  Line  of 


INDEPENDENT  RUBBERS 

is  an  assurance  of  their  all  round  satisfaction  to  dealer  and  wearer. 
Nothing  could  be  more  convincing  as  to  the  merits  of  these  rubbers 
than  the  growing  success  retailers  are  having  in  handling  them. 


Late  Winter  and  Spring  are  great  rubber  wearing  and  rubber 
selling  seasons.  It  is  easy  to  get  the  trade  with  Independents,  but 
it  is  IMPORTANT  that  you  keep  your  lines  well  assorted.  QUICK 
RELIABLE  SERVICE  are  strong  points  with  each  of  the 


INDEPENDENT  WHOLESALERS 


Amherst  Boot  fit  Shoe  Co.,  Limited 
Amherst  Boot  fit  Shoe  Co.,  Limited 
Brown,  Rochette,  Limited  - 
James  Robinson  Co.,  Limited  - 
Locke  Footwear  Co.,  Limited 
J.  A.  McLaren  Co.,  Limited 
White  Shoe  Co.,  Limited 


Halifax,  N.S. 
Amherst,  N.S. 
Quebec,  Que. 
Montreal,  Que. 
Montreal,  Que. 
Toronto,  Ont. 
Toronto,  Ont. 


C.  Weaver  - - - - - • Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  - - London,  Ont. 

T.  Long  fit  Brother,  Limited  - Collingwood,  Ont. 

Kilgour  Rimer  Co.,  Limited  - - Winnipeg,  Man. 

Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask. 
Dowers  Limited  -----  Edmonton,  Alta. 
The  J.  Leckie  Co.,  Limited  - - - Vancouver,  B.C. 


The  Independent  Rubber  Co.  Limited 

Merritton  - - Ontario 
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ANY  merchants  throughout  Canada  have  be- 
come familiar  with  our  line  ol  Bench  Made 
Turns,  which  we  do  not  hesitate  to  say  are 
the  best  shoes  ever  produced  in  Canada — 
some  merchants  say — even  in  the  United 
States. 


ANNOUNCEMENT 

In  addition  to  our  line  of  Bench  Made  Turns  we  have 
equipped  our  factory  to  make  the  same  Live  Styles  in  what  is 
termed  "Team  Made  Turns.”  These  will  sell  at  several  dollars 
less  than  the  STRICTLY  Bench  Made  Shoes,  so  that  we 
would  strongly  urge  all  retailers  to  see  this  line  before  placing 
orders  for  Spring  Shoes.  Prices  will  range  from  $6.50  to  $10.00 
and  you  have  our  guarantee  that  these  shoes  will  maintain 
the  high  standard  of  OWENS-ELMES  quality. 

Be  first  to  have  this  line  in  your  city. 


OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 

Owkws  °Fjmr§ 

Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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NOW  THEY  CAN  BE  HAD 

Again  available  for  the  Canadian  Trade  are  the  Inter- 
nationally Known  and  Universally  Worn 

TRICKETT’S  SLIPPERS 


New  Stylish  Patterns,  Beautiful  Fabrics 
and  Good  Values 

are  being  shown  in  our  new  range.  They  will  strengthen 
the  already  enviable  reputation  which  Trick ett’s  Slippers 
enjoy  with  the  Canadian  Trade.  These  Stylish,  Com- 
fortable, Serviceable  Slippers  will  easily  take  the  top 
position  as  popular  sellers  wherever  shown. 

See  the  Full  Range  of  Trickett’s  at  your  Jobbers 

Because  they  are  sure  to  sell  and  because  the  values  are 
exceptional,  you  are  playing  safe  making  an  extensive 
selection  NOW. 

* 

Sir  H.  W.  TRICKETT,  Limited 

WATERFOOT  (Near  Manchester),  ENGLAND 

Canadian  Representative  - - J.  S.  ASHWORTH.  16  Manchester  Building,  Toronto 
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The  Vogue 

of 

The  Sabot 


Undoubtedly  there’s  a 
strong  demand  for  the 
unusual  for  Spring  in 
Women’s  Shoes. 

Straps  and  strap  effects 
are  in  strong  demand. 


The  ^merchant  interested  in  maintaining  his 
reputation  with  the  better  trade  will  find  much 
to  ’'appeal  to  him  in  the  New  Bell  Samples. 


& T.  Bellf  Limited 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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La  Duchesse 
Shoes  Ofjfer 
Great 
Prospects 


They  not  only  hold  promise  of  real 
selling  advantages,  but  they  always 
make  good. 

The  high  standard  of  value,  un- 
varying throughout  the  entire  range 
of  McKays,  Turns  and  Welts,  places 
La  Duchesse  Shoes  in  the  front 
rank  of  medium  footwear,  popular 
and  reliable. 

We  are  serving  the  Jobbing  Trade 
with  one  of  its  strongest  selling  lines 
and  the  shoe  retailer  cannot  select 
safer  merchandise. 


La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 


’i 
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Look  these  Oxtords  over  and 
get  some  now  for  your  Easter 
trade.  They  are  absolutely 
new  stock. 

5008  — Women’s  Duchess  Brown  Calf  Brogue 
Oxford,  slip  soles,  rope  stitch.  Last  94. 
D.  width.  Sizes  2-7.  Price $6.  0 

5014 —  Royal  Purple  Rena  Oxford  single  sole. 

Last  406,  C and  D width.  Sizes  2-7. 
Price $5.65 

5015 —  Duchess  Calf  Oxford,  as  5014,  on  last  92. 

C width.  Sizes  2-7.  Price $5.65 

5009 — As  above,  in  genuine  kangaroo.  Last  406. 
C and  D width.  Sizes  2-7.  Price... -$5.50 

5013 — Royal  Purple  one  eyelet  tie,  with  silk 
ribbon  lace.  Last  406.  C width.  Sizes 
2-7.  Price $5.85 

5011 — Genuine  Kangaroo  one  eyelet  tie,  with  silk 
ribbon  lace.  Last  408.  C and  D widths. 
Sizes  2-7.  Price „_.$5.70 


5004 — Royal  Purple  Calf,  8K  in.,  1^'oxed  Bal., 
imitation  wing  tip,  single  sole,  14/8  Opera 
Heel,  Last  404,  width  C Sf  D,  sizes  2 -i. 


GET  THIS  RIGHT.  EVERY  STOCK  SHOE  WE  OFFER 
IS  A REGULAR  LINE  MADE  ONLY  FOR  YOUR  BETTER  TRADE 

MADE  ONLY  BY 

EAGLE  SHOE  COMPANY,  LIMITED 
587  Beaudry  Street 


MONTREAL. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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THE 

SOURCE  OF  GOOD 
PRINTING 

Are  you  careful  enough  in  the  buying 
of  your  printing? 

Do  your  Catalogues,  Folders,  Station- 
ery, etc.,  convey  that  impression  that 
means  so  much  to  the  publicity  of 
your  business? 

Acton  Printing  is 
Good  Printing 

The  kind  of  Printing  that  stands  out 
and  makes  prominent  the  house  that 
sends  it  out. 

Acton  Service  covers  every  printing 
need. 

COLOR  WORK  A SPECIALTY 


Acton  Publishing  Company,  Limited 

Printers , Designers,  Publishers 

545-549  King  Street  West  Lemoine  and  St.  Nicholas  Sts. 
Toronto  Montreal 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiset 
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The  Newest 
In  the  Popular 
Sabot= — — 


have,  just  now,  something  of  vital 
* * interest  to  the  Shoemen  who  will  cash-in 
on  the  fact  that  in  Turns,  Welts  and  McKays 
the  trade  is  alive  to  the  coming  demand  of 
women  for  a Sabot  effect  that  will  be  fashion- 
able but  not  too  extreme. 


We  have  developed  a last  that 
fits  the  style  in  every  particular. 
It  has  the  necessary  graceful 
lines,  will  give  plenty  of  room 
and  will  hold  closely  to  the  foot. 
It  is  particularly  developed  for 
this  current  style. 


Coupled  with  this  last  we  have 
a pattern  that  is  positively  the 
last  word.  No  pattern  so  well 
lends  itself  to  the  possibilities 
of  this  vogue.  Of  course  it  can 
be  adapted  to  your  own  lasts, 
if  you  wish. 


We  will  be  glad  to  talk  this  service  over  with  any  manufacturer 
interested.  We  suggest  an  early  letter. 


REMEMBER-YOUR  INTERESTS  ARE  OURS 


United  Last  Co.  Limited 

MONTREAL  - - - CANADA 


Mention  "Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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| “Made  in  Canada” 

1 M J§}  I "he  Advertised  Shoes 

The  Known  Shoes 
The  ^yante(j  shoes 

in  all  sizes 

1 For  BOYS  and  GIRLS 

vSl  The  sizes  2 Jj  to  7 for  large  growing  girls 

9^0  ttgBp  are  a new  acquisition  to  Chums  line. 

^ have  proven  their  merit  so 

convincingly  that  dealers 
from  coast  to  coast  make  them  their 
| leading  Juvenile  line. 

In  their  production  nothing  is  over- 

| Charles  A.  Ahrens,  Limited 

| 

nil  minium iiiiiiiiihiiiiiiiiiiiiiiiiiiiii 

i 
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MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


metropolitan 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


There  is 
SATISFACTION 
In  Every  Pair 

The  sterling  qualities  in 
Daoust  Lalonde  Shoes  are 
there  as  the  result  of  shoe- 
making which  in  every 
detail  measures  up  to  the 
very  best  standards.  They 
are  qualities  that  include 
fine  style  and  dependable 
wear  and  win  for  these 
shoes  staunch  friends  with 
the  most  successful  dealers 
and  the  most  particular 
wearers. 


These  are  the  shoes  to  stimulate  trade  and  to  produce  re-sales. 

We  are  at  your  service  to  give  you 
quick  deliveries  on  orders  needed  in 
a hurry  to  fill  up  your  lines  for  Spring. 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 


Mention  “Shoe  and  Leather  Journal ’’  when  writing  an  advertiser 
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It  is  natural  to  find  that  even  at 
this  late  date,  some  of  the  mer- 
chants have  yet  to  place  their 
spring  business. 

Those  of  you  who  want  March 
or  early  April  delivery  will  do 
well  to  remember  that  they  can 
find  unusual  help  by  consulting 
with  us. 

Our  stock  is  well  supplied  with 
lines  particularly  suited  to  this 
year’s  spring  trade  and  our 
manufacturers  are  in  a good 
position  to  serve  you  for  those 
shoes  that  must  be  made  up. 


We  Carry  the  Stock. 


lames  !lo  1 )inson  Com  pan y 


Limited 


m McOILL  STREET 


MONTREAL 
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During  the  past  period  of  un- 
settled conditions  we  stood  firm 
and  accepted  delivery  of  every 
pair  of  shoes  we  had  on  order. 

We  kept  faith  with  both  merchant 
and  ipanufacturer. 

On  top  of  this,  when  taking 
inventory,  we  met  conditions  as 
they  are  and  priced  our  shoes  in 
line  with  the  market. 

The  result  is  that  we  have  a clean 
stock,  well  sized,  which  is  at 
your  service  to  ship  without 
delay. 


Our  Prices  Are  Interesting 


mnlWS 


Limited 


184  McGILL  STREET 


Company 


MONTREAL 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  256  Lemoine  St.,  Montreal,  P.Q. 

RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

9 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 
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THE  BETTER  RETAILERS 
SAY!  GRIFFIN  POLISHES 

(One  for  every  different  kind  of  leather) 

SELL  Quickly-*-Bring  Back  the  Customer 


OR 1 FF||\ 

In-Er-Tube  ® ShoeCream 


GRIFFIN 

“RAPID” 

BLACK 

A Quick  Dye  Jet 
Black,  (No  Odor) 


THREE 

FAST 

SELLERS 


GRIFFIN  “IN-ER-TUBE” 

BLACK  SHOE  CREAM  POLISHES  EASY 

Requires  No  Liquid*— Soft  to  the  Last 


SERVICE 
ADEL.  1731 
“ 4194 


Writs  for  Catalogue  and  Trial  Order 
Griffin  Polishes  of  Quality  Now 


GRIFFIN  LOTION 
CREAMS 
"All  in  One” 
SOFTENS,  CLEANS, 
POLISHES 

White,  Black,  Light 
Tan,  Dark  Brown, 
Light  Gray,  Dark 
Gray,  etc. 


THE  CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 


2 TRINITY  SQUARE 


TORONTO,  CANADA 


. Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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CORRUGATED  FIBRE 

SHIPPING  CONTAINERS 

The  ideal  way  to  pack  and  ship  footwear. 

in  floor  space. 

in  packing  expenses. 

in  shipping  charges. 

—against  damage  to  goods. 

III  1 I against  loss  through  pilfering. 

A A A A — against  delay  in  shipments. 

—WRITE  FOR  PRICES  AND  SAMPLES— 

CORRUGATED  PAPER  BOX  CO. 

Toronto,  Canada  Limited 

An  all  Canadian  Company  Financed  by  Canadian  Capital 


The  Spat  Style  Q 

' You  know  now  what  the  style  is  | 

to  be  if  you  saw  the  Milwaukee  H 
Convention.  Otherwise  write 
us  at  once  for  Samples  and  Quotations. 


Question 

Answered 


1921 


“RIGHT-FORM”  C.S.F.  (Regd.) 


Guaranteed  the  Best  Value,  Finest  Fitting  Quality  Cloth,  Newest  Styles 

SOLE  OWNERS  11  RIGHT  - FORM  ” C.S.F.  (Regd.)  SPATS 

ORIGINATORS  OF  WIDE  CALF  SPATS 

Write  for  Samples  now  and  Quotations.  Once  you  see  them  you  will  buy 
Hold  your  order  till  you  see  Real  Merchandise  and  Better  Values 

NEW  REDUCED  QUOTATIONS  on  Shoes,  Findings,  Overgaiters,  Novelties,  Shoe 

Store  Supplies,  Polishes,  etc. 

CHILDREN’S  SHOES — 4 to  also  Soft  Soles,  Specially  Priced 

Service — Adelaide  1731  - 4194 


THE  CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 

2 TRINITY  SQUARE  - - TORONTO,  CANADA 
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Williams  Shoes 

- j \ is*? 

A dependable  line  of  Staple  Shoes  is  most  essential 
to  the  retail  shoe  merchant  in  his  desire  for  a 
successful  business. 

Dealers  have  found  the  Williams  Line  to  be  a won- 
derful one  for  VALUE  and  thoroughly  dependable 
in  every  way.  The  reason  is  obvious — giving  high- 
est quality  materials  and  minute  attention  to  every 
detail  of  shoemaking  will  result  in  shoes  which  will 
please  the  ultimate  wearer  in  Style,  give  dollar  for 
dollar  Value  plus  Comfort  and  Long  Service. 

Investigate  the  Williams  Line  to-day. 

WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 


When  You  Use  Evans’  Kid 


You  are  taking  a safe  step  in  the  direction  of  successful 
shoemaking. 

You  are  turning  out  a shoe  whose  beautiful  finish  will  actually 
make  it  notable — and  its  outstanding  appearance  will  be  matched 
with  worthy  wear. 

With  all  signs  pointing  to  a more  extensive  demand  than  ever 
for  Kid  Shoes  the  keenest  discrimination  is  important  in  selecting 
your  Kid.  EVANS’  KID  will  be  your  inevitable  choice — because 
it  represents  quality  and  value  at  its  best. 

John  R.  Evans  Leather  Co.  Limited 

214  LEMOINE  STREET  ::  ::  MONTREAL 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Misses’  High  Cut  Gun  Metal  Blue. 
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These  are  but  two  of  over  a dozen  lines  in  stock  ready  for  immediate  ship- 
ment— lines  which  will  be  in  great  demand  for  Easter  and  Sprmg  business. 

As  an  inducement  to  buy  now  from  stock,  we  have  priced  them  below  our 
regular  selling  price.  If  you  have  not  already  received  a booklet  illustrating 
them  all,  write  for  one. 


Perth  Shoe  Company,  Limited 

PERTH  ::  ONTARIO 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 


H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Classic  Shoes  in  Stock 

What  Sizes  Do  You  Need? 

FILL  IN  YOUR  STOCK  NOW 
WITH  THESE  FAST  SELLERS 


3000 — Girls’  Gun  Metal  Bah  McKay  8-1 0J^ 

$3.20 

4000— Misses’  “ 

a 

11-2 

3.70 

3157 — Girls’  Kid  H.  C.  Bah 

4 4 

8- 10  ^ 

3.35 

4157— Misses’  “ 

4 4 

11-2 

3.90 

4195 — Misses’  Patent  H.  C.  Bal. 

4 4 

11-2 

3.70 

“IN  STOCK”  DEPT. 

GETTY  & SCOTT,  LIMITED 

GALT,  ONTARIO 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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ROBERT  H.  FOERDERER 


PHILADELPHIA 


INCORPORATED 


PENN.,  U.S.A. 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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AT  Shoes  are  Made 
in  Canada  by 

/V  ND  the  Regal  reputation 
1 even  strengthened  by  t 


CORSON 


/V  ND  the  Regal  reputation  is  fully  maintained  or 
1 even  strengthened  by  the  material  and  work- 
manship which  Corson  Shoemakers  put  into  these 
fine  Canadian-made  Shoes.  In  point  of  Style  they 
lack  nothing  of  that  distinctiveness  that  characterizes 
all  Rega1  Shoes  and  which  makes  them  interna- 
tionally . recognized  as  leaders  in  Footwear 
Fashions.  No  shoes  are  more  dependable  in  building 
up  the  better  grade  trade.  No  selling  arrangement 
is  more  satisfactory  for  the  dealer  than  the  propo- 
sition put  up  by  Corson. 


Write,  Wire,  or  Phone  for  Latest  Prices 


TORONTO 


STIRLIMC 


ROAD 


MANUFACTURED 


UNDER  LICENCE 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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H O.  McDowell 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 
KITCHENER.  ONT. 


eunc  MACHINERY,  FINDINGS 
OMUL.  AND  FACTORY  SUPPLIES 


H N.  Lincoln 


BRANCH 

566  ST.  VALIER 
QUEBEC 


REPRESENTING 

American  Lacing  Hook  Co., 

Waltham.  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago.  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

.Boston.  Mass. 
Inks.  Stains.  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co. 

Boston.  Mass 
Ceroxylon.  the  Perfect 
Liquid  Wax 

Dean.  Chase  Co.. 

Boston,  Mass. 

Shoe  Goods. 

Cotton  Threads 

The  Louis  G.  Freeman  Co.. 

Cincinnati.  Ohio. 
Shoe  Machinery 

Hazen.  Brown  Co  , 

Brockton,  Mass. 
Waterproof  ''  ox  Toe  Gum 
Rubber  Cement 

Lynn  Wood  Heel  Co. 

Keene.  N.H. 
Wood  Heels  and  Die  Blocks 

Markem  Machine  Co.. 

Boston.  Mass. 
Marking  and  Embossing 
Machines.  Compounds. 
Inks.  etc. 

M H.  Merriam  & Co.. 

Boston.  Mass. 
Binding.  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Goodyear 
Insoles 

The  S.  M.  Supplies  Co- 
Factory  Supplies, 

Needles,  etc. 

H.  S.  & M.  W.  Snyder,  Inc. 

Boston,  Mass. 
Kids,  Cabrettas  and  Florse 

J Spaulding  & Sons  Co. . 

N.  Rochester.  N.H. 
Guaranteed  Fibre  Counters 
Fibre  Innersoling 

Textile  Manufacturing  Co- 

Toronto,  Ont. 

Shoe  Laces 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 
MAIN  OFFICE 

154  NOTRE  DAME  ST.,  WEST 

MONTREAL 


In  addition  to  the  lines  shown  in  the  list 
of  Houses  we  represent  and  for  which 
we  are  Exclusive  Agents,  we  carry  large 
stocks  of  Specialties. 

We  are  ready  to  Serve  You  Right  on  any 
of  the  following  lines.  Ask  for  Samples 
and  Prices  or  send  us  a trial  order. 


Belting 

Oak  Tanned  - Tannate 

Belt  Hooks  and  Pliers 

Bows  - all  sizes 

Breasting  Knives 

Crayons  - Marking  for 
Leather  and  Rubber 

Cheese  Cloth 

Cover  for  Linings 

Covering  Paper 


Dry  Paste  Stickfast 
Kegs  and  Bbls. 
Silkolene  Silk  Wipers 
Sponges 

Dressing,  Gumming 

Tag  Holders 

Tarred  Felt 

Thread  Cotton 
for  Puritans 

Tubes  for 

all  Perforators 


L'nited  Stay  Co., 

Cambridge.  Mass. 
Leather  and  Imit.  Leather 
Pacing,  Welting,  etc. 

Safety  Utility  Economy  Co. 

Boston.  Mass. 

Electric  Heating  Equipment 


SOLE  CANADIAN  AGENTS 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 

Mention  "Shoe  and  Leather  Journal’  when  writing  an  advertiser 
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THE  Ames  Holden  McCready  system 
of  distribution  represents  the  utmost 
in  service  to  the  Shoe  Merchant  in  Canada. 

Branches  placed  at  distributing  centres 
across  Canada  are  ready  to  serve  at 
)Our  call. 

The  completeness  of  our  stocks  permits 
sorting  at  all  times. 

The  extreme  values  we  are  now  offering 
should  appeal  to  the  man  who  has  yet 
to  finish  his  Spring  placing. 

Address  your  nearest  branch. 


Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 


Eg 


Mention  “Shoe  and  Leather  J ournal”  when  zvriting  an  advertiser 
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The  history  of  the  day’s  business 

E.very  time  a sale  is  recorded  on  an  up-to-date  National 
Cash  Register,  a complete  record  of  the  sale  is  printed 
on  a strip  of  paper  inside  of  the  register. 

This  strip  of  paper  is  called  the  detail-strip. 

It  shows  how  much  business  is  done  during  certain  hours, 
or  during  the  merchant's  absence. 

It  cannot  be  removed  or  changed  without  the  merchant’s 
knowledge. 


SACh-4.50 
-D  MS-0.00 
RB  -*-2.23 
SDCh-3.75 
RA  *-4.08 
RE  *-0.75 
RD*-1.00 
SE  Ch-1.25 
RB  ★-5.75 
RD  ★-0.47 
RA  ★-1.25 


-0012 
-0013 
-00  14 
-0015 
-0016 
-0017 
-0018 
-0019 
-0020 
-002  1 
- 0022 


RB *-2.50  -0001 
SARc  12.00  '0002 
RE  *-0.75  -0003 
RA *-1.25  "0 c 04 
SE Ch-7.45  -0005 
RD  *-0.33  -ooo6 
RD *-4.25  -0007 


RAPd-0.50  -0008 
RD *-0.89  -o°°9 
RB *-0.1 5 -ooio 
RE  *-5.35  -0011 


It  prevents  the  cash  drawer  being  opened  without  a per- 
manent record  being  made. 

At  the  end  of  the  day,  the  merchant  takes  the  detail- 
strip  out  of  the  register  and  files  it  away. 

It  gives  him  a permanent,  unchangeable  history  of  each 
day’s  business. 


This  is  a section  of  the 
detail-strip.  For  each 
transaction  it  shows  (1) 
whether  a receipt  or  slip 
was  issued,  (2)  the  initial 
of  the  clerk,  (3)  the  kind 
of  transaction,  (4)  the 
amount,  and  (5)  the 
number. 


The  detail-strip  is  only  one  of  the  many  features  which 
make  up-to-date  National  Cash  Registers  a business 
necessity. 


Let  our  representative 
show  you  how  it  will  help 
you  make  more  money. 


We  make  cash  re^istets  for  every  line  of  business 

NAT  I ONAL 

CASH  REGISTER  CO. 

OF  CANADA  LIMITED 


Mention  “Shoe  ami  Leather  Journal’’  when  writing  an  advertise, 
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v 


C.H.ALDEN  CO 


m 


/CONCENTRATION  of  our  efforts  has 
enabled  us  to  offer  that  which  the  times 
and  the  trade  require. 


■i*  -I-  4* 


—best  quality  of  Stock  with  our  Standard  of  Work- 
manship, at  prices  lower  than  could  have  been  accom- 
plished in  any  other  way. 


4*  -I- 


We  are  also  able  to  give  quick  deliveries  on  certain 
lines.  But  this  is  not  in  any  way  an  in-stock  proposition. 


This  illustration  represents  one  of  the  styles  that 
can  be  delivered  promptly,  made  in  Black  Vici. 


FACTORY 
ABINGTON,  MASS. 


BOSTON  OFFICE 
10  HIGH  STREET 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Mr.  Retailer,  why  not  handle 
Union-Made  Shoes  and  have 
a Strong  Selling  Point? 

Customers  are  not  over-plenty  these  days.  Then  why  not  take 
advantage  of  our  Nation-Wide  Advertising  Campaign  now  going 
on,wherein  our  Representatives  are  advising  Labor  Union  Members 
to  Buy  Union-Made  Shoes.  Thousands  of  working  people  are 
being  talked  to  each  week,  with  the  Buying  of  Union-Made  Shoes 
as  the  Chief  Argument.  We  did  not  Profiteer  in  Wages  during 
the  war  period.  We  did  not  secure  advances  in  wages  within  50 
or  60  per  cent,  of  the  advanced  cost  of  living,  and  asked  only  for 
wage  lists  that  would  hold  after  the  war  period,  when  nearly 
normal  conditions  prevailed.  We  Played  Fair,  kept  the  factories 
running,  and  did  not  hold  up  producers  with  unfair  war  demands. 

Our  Representatives  are  now  engaged  in  an  organized  campaign 
to  bring  this  home  to  all  members  of  organized  labor  bodies — with 
an  emphatic,  urgent  call  upon  them  to  buy  only  shoes  bearing 
our  stamp.  Therefore,  Mr.  Shoe  Retailer,  if  you  want  the 
Business  order  shoes  bearing  the  Union  Stamp. 


Boot  and  Shoe  Workers’  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET  BOSTON,  MASS. 

COLLIS  LOVELY,  - General  President 
CHAS.  L.  BA1NE,  General  Secretary-Treasurer 
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THOSE  RUSH  ORDERS 

You  are  probably  one  of  the  many 
shoemen  whom  light  ordering  for 
Winter  has  left  with  stocks  in- 
complete both  in  styles  and  sizes. 
Stocktaking  too  has  likely  revealed 
many  gaps  in  your  lines  that  need 
filling  up  for  Spring  Trade.  We  are 
at  your  service  to  supply  you  with 

The  Sure  Selling  Lines 
You  Need  in  'a  Hurry 

Whether  your  needs  be  in  Heavy  Felt 
Footwear,  Fine  English  Cozy  and 
Boudoir  Slippers  or  any  other  special 
winter  lines  we  can  supply  them 
at  the  shortest  notice  with  trade- 
winning productions. 

Prepare  now  to  tone  up  your  Boot 
and  Shoe  Lines  for  Spring.  Up-to- 
the-minute  styles  in  Fine  Footwear 
and  thoroughly  reliable  productions 
in  staples  are  ready  for  your  selection 
from  our  complete  stock  at  prices 
that  spell  VALUE  and  PROFIT- 
ABLE SALES. 

You  take  no  chance  on  SERVICE  or 
GOODS  when  you  order  from  Lennox 


JOHN  LENNOX  & CO. 

Hamilton  - - - Ontario 
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Patent  Colt 
Patent  Kid 
Patent  Sides 

^(jRDife 

KID  MFG] 

mw 


CALF,  KIP  and  SIDES 


Black  and  Colors 
Boarded  & Smooth 


Calf  Linings -Elk  Sides -Splits 


/aYE:S\ 

(tanning) 


The  Extensive  BEEBE  line  includes  also: 

Black  and  Colored  Sheepskins — Chrome  Sole  Leather — Cotton  Findings 

LUCIUS  BEEBE  & SON 

129  SOUTH  STREET  BOSTON,  MASS. 
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OSHAWAj 


J CANADA 


CHROME  PATENT  SIDES 
DULL  CHROME  SIDES 
BRIGHT  BOARDED  SIDES 
RETAN  STORM  LEATHER 
CHROME  TONGUE  SPLITS 

TAN  CHROME  SIDES 
MAHOGANY  CHROME  SIDES 
ROYAL  PURPLE  CHROME  SIDES 
ELKS,  various  colors 
WHITE  BUCK 


The  High  Standards 
Persistently  Adhered  to 
In  The  Production  Of 
Robson  Leathers  Make 
Them  Outstanding  In 
Appearance  and  Superior 
In  Durability. 

Robson  Colored  Sides 
Feature  the  Shades  That 
AreFashion’s  Choice. 


ROBSON  LEATHER  CO.  LIMITED 


MONTREAL 


OSHAWA 


QUEBEC 


SHOE  STORE  SUPPLIES 

OF  EVERY  DESCRIPTION 


OYERGAITERS,  LEGGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 
The  following  will  represent  us  in  their  various  territories — Viz. ; 


Alberta  and  British  Columbia 
G.  F.  Wadsworth 

Western  Ontario  Eastern  Ontario 

R.  J.  McAllister  L.  M.  Savage 


Manitoba  and  Saskatchewan 
C.  S.  Page 

Ottawa  Dist.  &{  Eastern  Townships 
James  Leddy 


Quebec  City  & Eastern  Quebec 
J.  B.  Croehier 


Lower  Provinces 
A.W.  Gardner 


Northern  Quebec 
Leo.  De  Celles 


City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 


L.  H.  PACKARD  & CO  Limited 

Montreal 
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FELT  FACTS— 


Each  season  Belt  Eootwear  selling  becomes  a 
greater  factor  in  the  successful  shoeman’s  business. 
Merchants  zvho  are  making  the  most  out  of  the 
Felt  Shoe  and  Slipper  Department  are  those  who 
handle  K.B.  in  preference  to  any  others. 

K.B.  workmanship  is  highest  class , the  materials 
are  first-grade  only,  and  the  styles  are  outstand- 
ing for  attractiveness. 

The  K.B.  range  in  extensiveness  covers  everything 
from  the  most  modern  Fancy  “ Kumfy”  and  Bou- 
doir slipper  in  all  colors  for  indoor  comfort,  to  the 
warm  heavy  staple  lines  for  coldest  outdoor  wear. 
An  array  of  strong  selling  models  that  meet  the 
needs  of  every  Dealer  and  satisfy  every  customer. 

liiiiiiiiiiimmiiiiiiiiiiimmiimiiiiiiiiiimmiimiiiiiiiimiiiiiiiiiiimiiiiiiiiiiimiimm 


FACTORIES : GOBOURG  and  PORT  HOPE 
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1921  STILL  MORE  IN  QUANTITY 
Season  STILL  BETTER  IN  QUALITY 


iiiimiiinimiiiimimmmimmimmmimmDiEiDiDimiiimimmmuimimmmmiim 


The  K.B.  line  for  1921-1922  season  sets  a higher 
standard  than  ever  for  K.B.  Quality  and  Value. 
Two  Factories  specializing  separately  in  soft  sole 
lines,  and  heavy  staples  with  a manufacturing 
equipment  and  capacity  that  will  insure  uniform 
High-grade  Product  and  guaranteed  delivery  dates. 

The  Leading  Shoe  Jobbing  Houses  throughout 
Canada  are  showing  K.B.  Samples  NOTH. 

Do  not  let  late  ordering  limit  your  chances  of 
getting  your  supply  of  K.B.  See  the  samples  now 
and  play  safe  by  making  your  selection  early. 
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Feature 


THE  NAUGAHYDE  BAG 

this  Spring 

Make  your  store  the  headquarters  for  Travellers’  Requisites  by 
specializing  on  THE  NAUGAHYDE  BAG. 

The  Naugahyde  is  a bag  so  sturdy  and  durable — so  well  made 
throughout — so  handsome  in  appearance — that  you  can  feature 
it  and  recommend  it  to  every  customer. 

THE  NAUGAHYDE  BAG  is  fused  all  in  one  piece — is  AB- 
SOLUTELY WATERPROOF —and  is  finished  with  attractive 
brass  fittings  and  lining.  . 

It  is  made  in  popular  sizes  for  men  and  women— and  priced 
so  that  every  sale  gives  you  a good  profit.  Feature  THE 
NAUGAHDYE  BAG  this  Spring,  and  let  it  build  up  your 
trade  in  Travellers’  Requisites.  Full  details  may  be  had  by 
writing  to  the  nearest  Dominion  Rubber  System  Service  Branch. 


DOMINION  RUBBER  SYSTEM 

SERVICE  BRANCHES 

are  located  at 

HALIFAX  ST.  JOHN  QUEBEC  MONTREAL  OTTAWA 
TORONTO  HAMILTON  BRANTFORD  KITCHENER  LONDON 
NORTH  BAY  FORT  WILLIAM  WINNIPEG  BRANDON 
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THE  SIGNS  OF  DAWN 

It  is  somewhat  early  yet  for  any  definite  manifestations  of  reviving  business  but  there  are 
unmistakable  indications  of  a steady  but  sure  return  to  normality. 

In  the  first  place  the  staple  commodity  of  this  continent  and  of  the  world — wheat — gives 
every  indication  of  a brighter  future  than  seemed  possible  a month  ago,  and  the  chances  are  that 
within  the  next  two  or  three  months  cereals  and  produce  generally  will  reach  a stronger  and  more 
stable  basis. 

Amongst  the  key  industries,  that  of  steel  has  [begun  to  show  [unmistakable'  recuperation  and 
the  influence  is  being  felt  in  various  allied  interests.  Through  all  branches  of  trade  there  is  a 
decidedly  better  feeling  and  therefore  an  increased  disposition  to  buy,  not  only  for  present  but 
future  needs. 

At  the  present  moment  there  is  not  any  noticeable  movement  in  merchandise  but  undoubtedly 
with  the  Sales  that  have  been  in  progress  for  the  past  few  months  and  the  cleaning  up  that  has  been 
taking  place  since  stock-taking,  there  must  be  a demand  for  staple  goods  that  will  be  accentuated 
with  the  near  approach  of  spring. 

A prominent  Harvard  University  authority  on  trade  and  economic  conditions  makes  the 
confident  statement  that  within  two  months  we  will  have  passed  into  a new  era  of  business  and 
will  have  very  largely  forgotten  the  trying  experiences  of  the  past  six  months. 

What  must  be  borne  in  mind,  however,  is  that  business  this  year  will  find  itself  upon  an 
entirely  different  basis  from  that  of  its  immediate  predecessors.  Success  is  going  to  call  for  a 
policy  of  keener  aggressiveness  that  will  put  indifference  and  faulty  methods  at  considerable  dis- 
advantage. Those  who  are  depending  upon  the  methods  of  men  that  brought  business  in  the  period 
of  iqi8-iq20  will  experience  a rude  awakening. 

Get  down  to  brass  tacks  and  see  that  the  hammer  hits  every  head. 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
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The  Quebec 
Prize  Winner 

“How  I Sell  Made-in-Canada  Shoes”  As 
Viewed  by  a Retailer  in  the  Province  of 
Quebec  By  WALTER  J.  SUTTON,  Little 
Pabos,  Gaspe  Co.,  Quebec. 

EVERY  salesman  has  a peculiar  way  of  presenting  his 
wares  to  the  public.  Some  appeal  to  the  eye  by  show- 
ing their  goods,  others  to  the  ear  by  praising  their 
goods,  whilst  more  appeal  to  the  touch  by  making  their 
customers  inspect  their  wares.  Every  shopper  may  be 
sympathetically  touched  by  one  of  these  chords  and  a good 
salesman  always  emphasizes  the  one  which  seems  keenest 
in  his  client. 

An  experienced  salesman  can  quickly  find  out  how  to 
appeal  to  each  individual,  and  having  had  considerable 
practice  with  different  customers,  I seldom  fail  in  my  judg- 
ment. (Some  lad,  eh?)  Now  as  my  object  in  writing  this 
is  to  tell  you  how  I sell  made-in-Canada  footwear,  I will  do 
my  utmost  to  define  my  methods  of  sale  as  clearly  as  possible. 

For  the  twofold  reason  ofclearness  and  precision  I will 
simply  relate  how  I deal  with  the  different  kinds  of  customers 
I see  throughout  the  day,  thereby  giving  a general  idea  of 
my  mode  of  selling  made-in-Canada  footwear. 

On  entering  the  store  I put  everything  in  order — sweep 
the  floor,  dust  the  counters,  arrange  all  the  displays — thereby 
giving  an  appearance  of  tidiness  and  cleanliness,  which  is 
an  important  factor  in  the  sale  of  footwear  as  well  as  other 
goods.  I then  await  my  customers. 

My  first  caller  is  usually  a man  on  his  way  to  work. 
He  asks  for  a pair  of  good  strong  working  boots  and  I immedi- 
ately show  him  the  boots  which’  I think  will  suit  his  require- 
ments. Then  I point  out  to  him  all  the  good  qualities 
of  the  boot,  tell  him  they  are  Canadian-made,  and  that  by 
buying  Canadian-made  shoes  he  saves  the  expense  of  cus- 
toms, ta^es  and  delivery  charges,  which  are  imposed  on 
imported  goods,  and  I tell  him  also  that  by  made-in-Canada 
shoes  he  obtains  footwear  which  are  as  good  if  not  better 
than  imported  ones,  and  at  lower  prices.  After  examining 
the  boots  a while,  he  buys  them  and  leaves  the  store  a 
satisfied  customer.  Next  is  a little  girl,  who,  not  knowing 
her  needs,  will  give  me  a note  something  like  this: — 

Dear  Sir,- — Please  let  my  little  girl  choose  a 
pair  of  shoes  to  her  own  taste,  subject  to  my 
approval. 

Yours  truly, 

Mrs.  X. 

I do  not  talk  quality  and  price  to  this  customer,  how- 
ever, for  it  would  only  be  useless  to  me  as  well  as  uninter- 
esting to  the  child,  but  instead  I show  her  all  the  shoes  I 
have,  make  her  fit  on  a few  pairs,  and  let  her  choose  a pair 
herself.  After  she  has  chosen  a pair  I pack  them  up,  and 
with  a curt  “good  morning”  she  departs.  I then  turn  to 
my  next  customer — a little  boy  who  has  been  waiting  for 
some  time — and  after  making  some  apology  for  having  kept 
him  waiting,  I asked  him  what  he  wanted.  “Mother  says 
for  you  to  give  me  a pair  of  boots,  size  3,”  said  the  child. 
“Yes,”  I reply,  “but  what  kind  of  boots  do  you  want?” 
"Well,  mother  told  me  to  choose  a pair  I would  like,  so 
would  you  please  let  me  see  those  you  have?”  “Sure  my 
lad;  just  a minute.”  Here  again  I know  it  is  useless  to  talk 
business  to  him,  so  I just  fit  on  a few  pairs  on  him  and  let 
him  choose  a pair  himself,  but  telling  him  at  the  same  time 
which  pair  fits  him  best  and  that  they  are  good  boots  and 
why  they  are  good,  i.e.,  because  they  are  made  in  Canada, 


a place  where  we  see  them  made.  He  soon  makes  his  choice 
and  leaves  the  store,  anxious  to  get  home  to  show  his  pur- 
chase. 

I then  replace  with  similar  boots  the  places  left  vacant 
by  my  recent  sales. 

I soon  see  a young  lady  about  to  enter.  I do  my  utmost 
to  wear  a smile  and  think  over  my  plans  for  a successful 
sale,  as  these  customers  require  extra  attention.  She  enters, 
and,  after  a formal  greeting,  she  asks  for  a pair  of  boots — 
“the  latest  out.”  Experience  has  taught  that  style  is  a 
lady’s  first  consideration  when  shopping,  so  I base  my 
arguments  of  sale  on  style.  I show  her  the  boots  which 
are,  as  she  asked,  the  “latest  out.”  I tell  her  that  they 
are  the  season’s  latest  models  and  are  very  fashionable. 

I also  tell  her  they  are  made  in  Canada.  She  kind  of  hesi- 
tates at  this  and  says  “I  would  prefer  an  American-made 
shoe.’’  “Yes,”  I replied,  “that  is  a common  prejudice  cer- 
tain people  have  for  Canadian  foowtear,  for  they  seem  to 
believe  that  Canada  is  backward  in  style,  to  use  a modern 
expression,  “behind  the  times.”  But  to  convince  you  of 
this  mistaken  belief  I will  show  you  the  latest  style  books 
and  let  you  see  for  yourself  that  Canadian-made  footwear  is 
really  up-to-the-minute.”  I then  show  her  the  books  and 
after  she  has  seen  that  the  boots  we  have  are  assuredly  the 
latest,  she  buys  them  and  is  quite  satisfied  with  her  pur- 
chase. She  returned  later  in  the  evening  with  her  girl  friend, 
who  also  bought  a pair.  Immediately  after  her  departure 
a young  man,  fashionably  attired,  enters  the  storg.  One  can 
see  at  a glance  that  he  is  very  up-to-date,  and  when  he  asks 
for  a pair  of  neat-fitting  boots  I know  that  he  also  is  particu- 
lar about  style.  I put  on  the  counter  the  men’s  most  fash-- 
ionable  shoes.  He  takes  a hurried  glance  at  all  of  them, 
but  I notice  he  takes  a second  look  at  the  “Scottish  brogue,” 
and  he  seems  to  be  impressed  by  their  style.  “This  is  our 
most  fashionable  boot,”  said  I.  “It  is  the  very  latest  and 
is  made  in  Canada.  It  has  not  as  yet  appeared  in  the  States, 
and  this  is  sufficient  proof  for  you  to  know  it  is  the  latest 
style.”  I also  show  him  the  good  points  of  this  shoe,  and 
being  favorably  impressed  by  their  attractiveness,  he 
decides  to  take  them. 

I did  not  have  any  trouble  with  my  recent  customers 
but  here  comes  “trouble  personified.”  She  is  a middle- 
aged  woman  and  by  her  dignified  air  one  can  easily  know 
she  is  one  of  the  fussy  kind.  She  enters  the  store  and,  after 
looking  around  to  see  if  everything  is  to  her  taste,  she  comes 
up  to  the  counter.  “I  want  h pair  of  fashionable  boots, 
size  2,  for  my  little  daughter,”  says  she.  I show  her  a pair 
and  tell  her  they  are  the  best  Canadian-made  shoe  we  have. 
But  no  sooner  said  than  she  replies:  “I  simply  don’t  want 
Canadian-made  shoes  for  I really  must  have  imported 
shoes.”  Now  this  is  the  way  I treat  this  customer.  “Yes, 
madam,”  I reply,  “but  why  do  you  insist  on  getting  imported 
footwear?  Perhaps  you  think  that  they  are  of  higher  grade 
and  more  stylish,  but  really  they  are  not,  and  let  me  prove 
this  statement.  First,  as  to  quality.  Examine  this  boot 
and  see  for  yourself  the  grade  of  leather  in  it;  also  look  at 
well  sewn  seams  and  good  workmanship.  Now,  as  to  style 
look  through  these  style  books  and  see  the  very  same  style 
of  boots  as  I am  just  showing  you.  As  I have  proven  that 
they  are  equal  to  imported  shoes,  I will  tell  you  another 
reason  why  you  should  buy  Canadian  shoes;  it  is  because 
price  is  an  important  factor  in  shopping  nowadays  and  made- 
in-Canada  footwear,  although  as  good  as  any  other,  costs 
less  because  there  are  no  taxes,  transportation  charges  and 
other  expenses  which  are  added  to  the  prices  of  imported 
goods.”  She  took  tjie  boots,  also  a pair  of  slippers  and  a 
pair  of  shoes. 

Perhaps  my  readers  may  think  I alwrays  make  a suc- 
cessful sale  with  every  caller.  No,  I don’t,  for  I occasionally 
fail,  but  I can  truthfully  say  that  in  these  cases  either  the 
( Continued  on  page  87) 
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Saskatchewan 
Prize  Essay 

Entry  in  the  Essay  Contest  by  the  Shoe 
Manufacturers’  Association  of  Canada,  on 
the  Subject  “How  I Sell  Made-in-Canada 
Shoes”  A.  F,  SALLOWS,  North  Battleford, 
Saskatchewan 

YOU  ask  what  arguments  and  tactics  I use  in  selling 
made-in-Canada  shoes?  Well,  in  the  first  place  I am 
a Canadian,  or  if  not  a Canadian,  I live  here  and  my 
interests  are  here — it  is  to  my  benefit  that  we  sell  as  much 
Canadian-made  goods  as  possible.  In  the  second  place  I 
have  discovered  that  arguments  in  salesmaking  should  be 
very  brief  and  to-the-point.  No  customer  appreciates  a 
fusillade  of  statistics;  much  less  so  the  “peculiar,  crochety, 
short-tempered”  type. 

I find  that,  as  a rule,  when  a customer  enters  our  store 
he  or  she  has  a fairly  definite  idea  of  the  goods  required.  It 
is  from  this  description  that  the  clerk  must  work.  I have 
found  it  of  infinite  value  to  keep  on  hand  a number  of  up-to- 
the-minute  shoe  journals,  catalogues  and  style  books,  of  both 
Canadian  and  foreign  footwear.  Then  when  a customer 
demands  an  imported  shoe,  in  a certain  style  and  make,  I 
refer  to  these  catalogues,  showing  cuts,  together  with  des- 
criptions of  the  footwear  and  compare  the  Canadian  wear 
with  the  foreign.  The  customers  are  usually  astounded  at 
the  many  distinctive  lines  made  in  Canada  and  I find  that 
this  can  be  shown  to  much  greater  advantage  by  the  use  of 
the  manufacturers’  own  catalogues. 

Not  long  ago  a lady  entered  our  store  and  asked  for  a 
new  creation  in  an  imported  shoe — one  she  had  seen  illus- 
trated in  a magazine.  I at  once  referred  to  my  collection  of 
shoe  journals  and  trade  circulars,  finding  an  .exact  cut 
therein. “Yes,  that  is  just  what  I want — and  no  other.” 
“Well,”  I said,  “Here  is  a replica  of  that  shoe  and  manufac- 
tured in  Canada.”  I fitted  the  shoe.  The  customer  was 
surprised.  In  style,  quality  and  workmanship,  the  Can- 
adian was  equal  to  the  foreign.  “This  must  be  something 
new  for  Canadian  manufacturers  to  lead,”  she  remarked. 
But  I assured  her  that  this  was  a product  from  an  industry 
established  long  before  Confederation.  The  shoes  were  sold ; 
another  item  on  my  tally,  another  customer  satisfied. 

Then,  again,  there  is  the  person  who  prefers  an  imported 
shoe  even  if  the  same  tjhing  were  also  manufactured  in 
Canada.  To  this  type  I -flraw  special  attention  to  the 
national  economic  and  financial  benefits  derived  from  pur- 
chasing Canadian  products.  How  every  cent  spent  on 
Canadian  goods  is  re-spent  in  Canada,  for  Canadian  materials 
and  Canadian  labor.  This  sound  argument  appeals  to  most 
buyers,  for  the  large  majority  owe  their  livelihood  to  the 
country  in  which  they  reside. 

As  an  example:  An  impatient,  irate,  gentleman  desired 
an  imported  shoe — not  because  of  style  or  quality,  but  simply 
because  it  was  “imported.”  I showed  him  some  Canadian- 
made  lines  which  fitted  perfectly  and  suited  too — all  but  the 
“nationality.”  “I  have  always  worn  that  imported  shoe 
and  will  not  change  now,”  he  averred,  “in  fact,  I have  been 
sending  away  for  them  this  last  decade.”  “Oh,”  I answered, 
“Do  you  realize  that  you  have  been  paying  about  one-third 
or  more  the  price  of  that  shoe  in  taxes — in  duty?  If  you 
were  to  add  the  amount  of  that  duty  to  the  same  priced  shoe 
here,  this  is  the  kind  and  quality  of  Canadian  footwear  you 
would  be  wearing.”  I produced  a shoe  of  much  better 
quality  than  the  one  he  had  wanted.  It  was  a fine  vici  kid, 
in  an  elegant  finish  and  with  fine  style.  He  tried  it  on; 
walked  out  a wiser,  pleasanter,  and  better-shod  man. 

New  creations  in  footwear  appear  just  as  soon  in  the 


Canadian  shoe  world  as  in  any  other.  True,  the  vast 
numbers  of  periodicals  in  other  countries  serve  to  spread  the 
news  quicker,  possibly,  than  our  own  do,  but  the  advertising 
in  these  same  organs  can  be  utilized  in  selling  more  Canadian 
footwear.  In  my  work  it  is  my  duty  to  display  our  lines 
within  the  store  and  windows.  I make  use  of  the  popular 
magazine  cuts  and  fashion-plates  by  placing  them  with 
similar  Canadian  goods  and  drawing  public  attention  by 
some  card  reading  “New  creations  in  footwear — Canadian 
made.”  The  customer  is  more  content  if  the  Made-in- 
Canada  goods  has  the  style  and  appearance,  which  they 
certainly  have. 

A store’s  guarantee,  backed  by  the  manufacturer’s 
warrant  is,  perhaps,  the  most  solid  argument  in  selling  shoes. 
Our  firm  does  not  hesitate  to  ofier  restitution  for  any  defic- 
iency in  the  goods.  We  have  handled  our  lines  now  for 
years  and  have  every  confidence  in  the  quality.  The  makers 
are  usually  only  too  glad  to  examine  any  returned  footwear 
and  either  repay  the  same,  or  replace  it.  But  give  your 
customer  a perfect  fit  in  the  style  of  shoe  he,  or  she,  wants: 
place  the  firm’s  name  behind  the  goods  and  I find  that  there 
will  be  no  need  to  muster  arguments  for  the  next  sale. 

I have  been  selling  shoes  now  for  some  years  and  I push 
Canadian  lines  instinctively.  We  are  all  brothers  and  sisters 
in  this  Dominion  of  ours  and  I feel  that  every  last  one  of  us 
would  always  use  Canadian  goods  if  the  facts  of  the  case 
were  properly  presented,  with  the  advantages  pointed  out. 
Canadian  industries  must  grow — and  Canada  with  them. 

Nova  Scotia 
Prize  Essay 

Maritime  Lady  Tells  How  She  Sells  Made- 
in-Canada  Shoes — A “Bachelor  Girl’s” 
Opinion  of  Patriotic  Salesmanship  — By 
MISS  CHRISTINA  McLEAN  LAWSON, 
Nova  Scotia 

I HAVE  reached  the  age  where  I consider  myself  entitled 
to  the  honorable  degree  of  B.G.,  consequently  my 
memory  can  carry  me  back  over  a considerable  period 
but  not  quite  as  far  as  to  recall  to  my  recollection  just  when 
or  to  whom  I made  my  first  sale  of  footwear. 

My  father  has  been  for  the  past  thirty-seven  years  a 
general  merchant  in  a small  country  village  of  Nova  Scotia, 
and  ever  since  I acquired  the  ability  to  count  I have  acted 
as  his  assistant.  Our  stock  consists  more  of  the  necessities 
than  of  the  luxuries  of  life,  and  holding  a prominent  position 
on  our  shelves,  is  a stock  of  made-in-Canada  shoes.  In 
making  a sale  of  these  most  necessary  articles  of  wearing 
apparel  I feel  that  in  some  ways  I hold  the  advantage  over 
some  of  the  many  city  and  town  clerks.  In  the  first  place 
I can  make  quicker  sales  for  the  simple  reason  that  our 
stock  is  small,  so  selections  are  easier  made.  Then  again, 
to  live- in  the  city  is  “to  know  and  not  be  known,”  while  to 
live  in  the  country  is  “to  know  and  to  be  known.”  For 
example,  say  we  have  a customer,  Abner  Andrews  by  name. 
Abner  wishes  to  purchase  a pair  of  shoes  and  comes  to  our 
store  to  make  the  purchase.  I have  probably  known  Mr. 
Andrews  all  my  life  and  know  exactly  how  many  young 
Andrews  there  are  dependent  on  him  for  footwear.  • As 
Abner  selects  and  tries  on  his  boots  I carelessly  take  down 
from  the  shelves  a few  pairs  of  the  boots  in  sizes  he  is  likely 
to  be  interested  in  of  children’s  wear,  remarking  as  I do 
so  that  we  have  just  gotten  in  some  first-class  Made-in- 
Canada  children’s  boots  if  he  should  happen  to  want  to  get 
a pair  for  Gertie  or  Bertha  or  whatever  happens  to  be  the 
( Continued  on  page  87) 
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Fundamentals 
of  Successful  Selling 

The  Factors  in  a Sale — Getting  Action  in  a 
Sale — Advertising  and  Salesmanship — Not 
. What  You  Know  But  What  You  Do  Counts 

- By  HARRY  NEWMAN  TOLLES 

THERE  are  three  elements  in  every  sales  transaction. 
First,  there  is  the  salesman,  the  party  of  the  first  part, 
the  one  that  negotiates  the  transaction.  Second, 
there  is  the  customer,  or  the  prospect,  the  party  with  whom 
you  negotiate  the  transaction.  Third,  there  is  the  article, 
the  goods,  or  the  idea  that  you  want  to  get  the  customer 
to  accept. 

Now  if  there  is  anything  doing  it  is  when  the  salesman’s 
mind  meets  the  customer’s  mind  over  the  proposition,  and 
there  the  sale  is  made  (the  speaker  represented  the  three  fac- 
tors by  three  parallel  lines,  the  center  one  being  the  goods). 
Parallel  lines  will  never  meet.  Y ou  may  have  the  best  sales- 
man in  the  world,  you  may  have  the  best  article,  you  may 
have  the  best  kind  of  prospect,  but  unless  there  is  a bending,  a 
meeting  of  the  minds,  there  never  can  be  a sale.  So  sales- 
manship is  really  the  meeting  of  minds. 

The  first  party  to  whom  a man  must  sell  his  pro- 
position is  himself.  As  Elbert  Hubbard  used  to  say,  “Do 
you  believe  in  the  goods  you  are  handing  out?”  That  is 
the  first  test.  The  second  is,  you  must  sell  yourself  to  the 
prospective  purchaser.  Now  don’t  you  see  when  the  sales- 
man believes  in  his  proposition  and  the  customer  believes 
in  the  salesman,  how  easy  it  is  to  get  the  customer  to  believe 
what  the  salesman  believes? 

Just  keep  this  classification  in  mind,  and  we  will  center 
our  thoughts  upon  the  sale  itself,  the  stages  through  which  the 
mind  passes  when  a decision  is  reached.  T shall  only  hit 
the  high  spots  of  the  sale  in  the  steps.  There  are  four  distinct 
steps.  In  order  to  get  at  this,  think  of  something  that  you 
have  purchased,  some  article  that  was  really  sold  to  you. 
You  did  not  purchase  the  article  before  you  desired  it; 
you  did  not  desire  it  until  you  were  interested  in  it,  and  you 
were  not  interested  in  it  until  your  attention  was  called  to  it. 
Reverse  that  and  you  have  an  absolute  law  of  sale.  I care 
not  whether  you  are  selling  ribbon  or  railroads,  automobiles 
or  flying  machines,  the  mind — not  sometimes,  but  always — 
passes  through  those  four  distinct  stages. 

The  first  is  “favorable  attention.”  If  a glass  is  full  of 
water  you  can  not  get  any  more  water  in  the  glass  until  the 
water  is  spilled;  and  if  the  prospect’s  mind  is  full  of  other 
things  you  can’t  get  your  ideas  into  his  mind  until  his  mind  is 
spilled.  Therefore,  the  successful  salesman  is  the  one  who 
knows  how  to  spill  favorably  and  pleasantly  the  mind  of  the 
other  fellow. 

The  next  thing  is  to  get  his  “interest”;  and  that  is 
nothing  more  than  favorable  attenton  plus.  His  mind  is 
spilled;  he  is  mentally  leaning  forward.  He  is  ready  to 
listen  to  what  you  have  to  say.  Then  you  must  get  him  to 
“desire,”  and  that  is  favorable  attention  and  interest  plus. 

There  are  two  evils  in  closing  business,  or  getting 
“action.”  One  is  that  you  talk  the  fellow  up,  up,  and  get 
him  almost  to  the  last  step  and  then  his  mind  falls  back  into 
the  abyss  of  indifference. 

The  other  is  that  you  talk  him  up,  up,  up,  and  then  you 
turn  right  around  and  talk  him  out  again.  There  are  more 
sales  lost  through  overtalking  than  undertalking,  a great 
many  times  over.  I am  more  and  more  impressed  as  I 
study  the  subject  that  salesmanship  is  more  of  deeds  and  less 
of  words.  The  time  of  the  verbal  cyclone,  the  human 
windmill  and  the  veritable  talking  machine  in  salesmanship 
is  over.  This  is  a “know  why”  age,  The  prospect  wants  to 


know  why  he  should  purchase,  and  it  is  points  that  we  want 
rather  than  words. 

You  will  remember  the  three  factors  of  the  sale — the 
salesman,  the  goods  and  the  customer.  Under  the  goods,  the 
subject  that  helps  us  most  is  commercial  logic  in  its  two 
branches,  analysis  and  synthesis.  First,  how  to  analyze 
your  proposition  into  its  selling  points,  and  then  how  to 
- construct  a logical  presentation.  When  you  analyze  your 
proposition  there  are  points  that  arouse  interest,  there  are 
points  that  create  desire  and  still  others  that  impel  action. 

In  order  to  make  the  steps  of  the  sale  stand  up  you  must 
cement  them  together  with  the  cement  of  “confidence. “ 
You  will  remember  that  I said  the  salesman  must  believe  in 
his  proposition.  That  is  confidence.  He  must  get  the 
customer  to  believe  in  him.  That  is  confidence.  Con- 
fidence permeates  every  step  of  the  transaction.  You 
have  never  bought  anything  unless  you  had  confidence  in 
the  salesman  or  in  the  reputation  of  the  house,  or  the  goods. 

Confidence  only  gets  business.  It  doesn't  keep  it. 
Therefore  we  must  build  the  pillars  of  support,  and  these 
pillars  are  “satisfaction.”  Confidence  gets  business  and 
satisfaction  keeps  it.  Now  in  order  to  make  this  sale  stand 
up  real  well  we  need  a foundation,  and  that  foundation  is 
the  heart  of  the  institution  about  which  we  were  speaking  a 
few  moments  ago.  It  is  the  service  of  the  article  and  the 
house  back  of  it. 

The  foundation  of  the  sale  is  the  service  that  is  rendered 
in  quality,  plus  quantity,  plus  mode  of  conduct.  The  sub- 
foundation is  the  total  of  all  the  individuals  in  the  institu- 
tion. Show  me  that  institution  where  every  one  from  porter 
to  president  is  rendering  service,  doing  his  full  share  in  serving 
the  public,  and  I will  show  you  where  your  sales  stand  up  and 
where  satisfaction  must  be  the  result.  Then  when  satisfac- 
tion is  rendered,  confidence  is  maintained,  and  that  fellow's 
mind  is  on  the  purchase  point  of  your  proposition  at  all  times. 

Coming  back  to  the  glass  of  water,  illustrating  the  cus- 
tomer’s mind:  If  you  want  to  fix  that  customer’s  mind  so 

that  your  competitor  can  not  spill  it,  then  fill  his  mind  full 
of  an  appreciation  of  your  service,  and  seal  it  tight  with 
satisfaction.  Satisfaction  is  the  seal  that  keeps  the  cus- 
tomer’s mind  closed  against  the  competitive  proposition. 

Consciously  or  unconsciously  this  law  of  sale  operates  in 
every  successful  transaction.  Let  us  see  how  the  journalist 
uses  it: 

Advertising  is  salesmanship  by  the  printed  route. 
The  bold  face  and  the  illustrations  are  calculated  to  get  the 
attention  of  the  reader;  the  secondary  captions  or  large 
print  arouse  interest  by  telling  a little  more  of  the  story. 

There  is  a difference  between  the  spoken  and  printed 
salesmanship  in  that,  in  most  instances,  all  that  the  ad- 
vertisement can  do  is  to  get  attention,  interest  and  create  a 
certain  amount  of  desire — sometimes  more,  sometimes  less. 
But  the  action  part  has  to  wait  until  the  prospect  is  in  the 
presence  of  the  merchandise,  or  until  he  has  a contract  in 
hand,  when  the  real  decision  and  action  take  place. 

So  in  conclusion,  let  me  say  that  there  are  only  three 
things  a man  needs  to  know  and  one  thing  to  do  in  order  to 
be  successful  in  selling. 

First  he  must  know  himself,  and  develop  the  qualities  and 
capacities  which  will  serve  to  give  him  the  power  to  persuade. 

Second,  he  must  know  his  business  from  the  raw  material 
to  the  finished  product.  He  must  be  able  to  discern  what  are 
those  salient  selling  features — “points,”  if  you  please — which 
are  best  suited  to  create  the  four  mental  steps  which  the  mind 
must  go  through. 

Third,  he  must  know  human  nature.  In  personal  sales- 
manship he  must  size  up  his  prospect  individually,  being  able 
to  determine  instantly  what  are  the  avenues  of  least  resist- 
ance in  getting  his  ideas  across. 

But  a man  may  know  himself,  know  the  other  fellow  and 
still  fail  unless  he  applies  the  knowledge.  It  is  applied  knowl- 
edge that  is  power.-^  Inland  Printer. 
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American  Shoemen 
Gather  at  Milwaukee 

Tenth  Annual  Convention  Gives  Business 
the  Needed  Stimulus  to  Set  Retailers  Buy- 
ing and  Factory  Wheels  Turning  Magni- 
ficent Entertainment  Features — Immense 
Displays  — Large  Attendance — Resolutions 
Passed 

BUSINESS  started  with  a rush  at  the  Tenth  Annual 
Convention  of  the  National  Shoe  Retailers’  Assoc- 
iation of  America,  at  Milwaukee,  January  10  to  13, 
inclusive,  when  hundreds  of  retailers  in  attendance  placed 
orders  for  immediate  delivery  of  large  consignments  of  boots 
and  shoes.  The  Convention  seemed  to  provide  just  the 
needed  stimulus  to  business  and  from  the  amount  of  placing 
done  it  seems  certain  that  trade  is  again  opening  up.  The 
arrangements  for  the  entertainment  of  the  delegates  sur- 
passed anything  before  attempted  and  with  the  attention 
that  was  given  to  the  displays  by  the  manufacturers  of 
footwear,  if  adequate  description  could  be  given  of  these 
features  it  might  appear  that  the  whole  affair  was  more  of  an 
exhibition  and  carnival  than  a convention,  but  taking  the 
number  and  quality  of  the  addresses  and  reports  into  con- 
sideration it  will  be  seen  that  the  various  features  were  not 


much  out  of  keeping  with  the  general  scheme  of  the  Con- 
vention. 

The  dates  set  for  the  American  Convention  were  in  such 
close  proximity  to  the  publication  date  of  the  Shoe  and 
Leather  Journal  that  they  precluded  the  possibility  of  our 
representative  at  the  Convention,  Mr.  J.  C.  Acton,  sending 
in  time  for  our  last  issue,  anything  more  than  a very  brief 
general  announcement  of  the  big  gathering,  but  a complete 
report  has  been  prepared  for  this  issue  and  will  be  found  on 
subsequent  pages,  not  in  the  order  of  the  programme,  but 
as  a group  of  addresses  and  reports,  each  under  its  own 
heading,  and  include  a synopsis  of  the  reviews  given  before 
the  Convention  by  the  State  Presidents,  the  address  of  the 
National  President,  Jas.  P.  Orr,  a summary  of  the  address  by 
Norman  H.  Johnson  on  “Business  in  the  Re-constrution 
and  Re-adjustment,”  another  splendid  address  by  John  N. 
Vandervries,  of  the  National  Chamber  of  Commerce  on 
“The  Need  of  Business  Unity;”  an  address  by  James  S. 
Kemper  on  “Insurance — a Cross  Section  of  Trade  Co- 
operation;” President  Orr’s  talk  on  “Financing  a Shoe 
Business;”  John  H.  DeWild’s  address  on  “Boosting  Business 
Through  Proper  Advertising;”  “Clean  Stock,  Leaders  and 
Special  Sales,”  by  H.  E.  Fontius;  “The  Psychology  of  Sales 
and  Advertising,”  by  David  A.  Mosessohn;  “Good  Taste 
and  Good  Style,”  by  Edna  Woolman  Case,  editor  of 
‘Vogue;’  “My  Dealings  with  my  Manufacturers,”  by 
Seaton  Alexander,  of  Wheeling,  W.  Virginia,  the  report  of 
the  Styles  Committee,  “How  to  Protect  Shipments  from 
Thieves,”  by  T.  E.  Pratt,  a short  review  of  the  Open  Forum, 
“Government  and  Business,”  by  J.  L.  Lenroot,  United 
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States  Senator  from  Wisconsin;  “From  The  Manufacturers 
Standpoint,”  by  F.  A.  Miller,  of  Columbus,  Ohio,  and  a 
summary  of  the  important  resolutions  passed  by  the  Con- 
vention. 

* * * 

NATIONAL  PRESIDENT’S  ADDRESS 

Among  the  outstanding  features  of  an  address  before 
the  tenth  annual  Convention  of  the  National  Shoe  Re- 
tailers’ Association  of  the  United  States,  held  at  Mil- 
Milwaukee,  Wis.,  January  10  to  13,  inclusive,  delivered  by 
President  James  P.  Orr,  of  Cincinnati,  Ohio,  was  his  re- 
futation of  the  charges  of  profiteering  brought  by  the  press 
and  public  against  shoemen.  President  Orr,  after  summariz- 
ing briefly  the  history  of  the  growth  of  the  N.S.R.A.  and 
thanking  its  members  in  behalf  of  its  officers  for  their  loyal 
support,  said  that  a year  ago  the  bombardment  of  pro- 
fiteering charges  against  the  craft  was  at  its  peak.  Preachers 
of  a false  school  of  economics  had  been  hurling  Anathema 
at  the  system  of  distribution  until  the  hard-driven  public 
found  no  dirth  of  argument  that  all  the  ills  of  high  prices, 
due  to  natural  war-time  conditions,  were  to  be  laid  at  the 
retailer’s  door.  “As  individual  merchants  and  through 
our  National  Association  we  have  been  striving  continu- 
ously, and  with  no  let-up  of  effort,  to  bring  our  business 
safely  through  the  trying  situation,”  said  President  Orr, 
who  continued  to  criticize  the  Lever  Act  and  to  point  out 
that  had  it  not  been  for  the  common  sense  and  fairness  of 
judicial  authorities,  shoemen  would  have  been  in  a still 
worse  predicament.  The  President  further  stated  that 
Attorney- General  Palmer  seized  a propitious  moment  to 
gracefully  retire  a lost  cause  at  a time  when  the  natural  law 
of  supply  and  demand  began  to  exercise  its  first  manifest- 
ations with  the  turning  downwards  of  the  markets  of  the 
world  when  he  ordered  the  dissolution  of  the  Fair  Price 
Commissions  and  that  this  official  took  a parting  shot  in 
a formal  statement  which  took  upon  the  commission  full 
credit  for  the  initial  price  recessions. 

“In  the  course  of  the  Senate  investigation,”  said  the 
President,  “of  the  shoe  and  leather  industry,  which  occupied 
many  weeks  during  the  early  part  of  1920,  data  was  presentd 
in  the  form  of  evidence,  which  has  been  printed  in  a gov- 
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ernment  report  and  which  showed  that  out  of  more  than 
20,000  retail  shoe  stores  which  the  public  had  been  led  to 
believe  were  one  and  all  heartless  profiteers,  the  government 
had  brought  scarce  a half  dozen  definite  prosecutions,  and 
had  secured  convictions  in  only  two  cases  under  the  Lever 
Act  where  shoes  were  the  commodity  involved.”  He  went 
on  to  say  that  the  report  had  never  been  given  much  pub- 
lication. This  report  and  the  withdrawal  of  the  Fair  Price 
Commissions  mark  the  beginning  of  the  solution  of  the  so- 
called  profiteering  problems,  he  said,  but  the  effect  of  an 
indictment  by  public  opinion,  however  false,  wrould  last  for 
some  time. 

Continuing,  President  Orr  said,  “We  must  know  and 
realize  that  the  consuming  public  is  master  of  our  destinies, 
and  our  standing  in  the  community  and  in  the  financial 
world  will  be  gauged  by  the  extent  to  which  we  have  the 
confidence  of  the  public.  Good-will  is  a priceless  asset  and 
good-will  simply  construed  means,  confidence  which  the 
people  repose  in  you.  If  they  have  been  taught  to  believe 
your  advertisements,  realize  that  your  prices  are  fair,  that 
your  merchandize  has  always  given  full  value,  you  will 
continue  to  receive  their  patronage  and  fortune  will  smile 
upon  you  in  ,a  degree  corresponding  to  which  that  is 
extended.  In  a collective  sense,  it  would  appear  that  the 
craft  has  lost  that  confidence  in  a measure.  I think  that 
the  insiduous  propaganda  inaugurated  at  Washington  was 
largely  responsible,  but  whatever  it  was,  charges  of  unfairness 
and  profiteering  were  hurled  at  some  of  our  merchants  who 
had  been  in  communities  for  years  and  who,  heretofore, 
enjoyed  a reputation  beyond  suspicion.  The  result  of  it  all 
was  that  the  buying  public  lost  confidence  in  us,  and  went  on 
a strike,  and  business  is  feeling  to-day  the  effect  of  that 
strike.” 

President  Orr  then  dwelt  at  some  length  upon  what.was 
to  be  done  to  help  restore  confidence.  “That  the  deflation 
that  has  set  in  will  be  of  untold  assistance,”  he  said,  “there 
is  no  doubt  but  it  will  take  more  than  that — it  will  take  every 
ounce  of  our  energy  directed  toward  extraordinary  good 
service — better  than  ever  if  possible.  All  coupled  with  the 
fact  that  we  must  do  our  best  to  assist  the  country  through 
its  period  of  deflation,  and  set  aside  our  personal  interests 
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to  see  that  normal  prices  and  normal  conditions  are  quickly 
restored.  Then  the  suspicion  directed  against  the  shoe 
business  will  disappear.” 

Taking  up  the  relations  of  the  retailer  to  the  manu- 
facturer, Mr.  Orr  said  that  the  two  were  completely  inter- 
woven. “We  could  not  exist  without  them,”  he  said, 
“Neither  could  they  exist  without  us.  We  are  accused  by 
them  of  unethical  and  unfair  practices  since  the  decline  in  the 
prices  of  shoes  started.  They  stand  accused  of  the  same 
offens.e  during  the  years  of  war  when  the  prices  were  advanc- 
ing. There  probably  were  charges  on  both  sides  which 
could  have  been  sustained,  but  I believe  that  in  the  vast 
majority  of  cases  the  charges  were  groundless.”  The  speaker 
promised  every  ^co-operation  in  getting  back  to  a better 
understanding.  “We  will  ask  our  members  to  respect  all 
contracts  and  obligations,”  he  said.  “We  will  ask  that  the 
manufacturers  do  the  same  toward  usv  Let  us  eliminate 
differences,  put  aside  suspicion  and  distrust  and  approach 
each  other  with  the  thoughts  of  mutual  helpfulness,  each 
willing  to  make  all  proper  concessions  necessary  to  the 
establishment  of  harmonious  relations.” 

Speaking  of  cancellations,  President  Orr  said  that  they 
had  been  felt  in  all  industries  and  that  the  country  was  not 
facing  a condition  of  overproduction  and  that  there  was  no 
reason  for  the  falling  off  of  business  other  than  the  lack  of 
confidence.  “We  believe  that  the  Convention  will  stand 
four-square  for  honesty  in  merchandizing,”  said  the  speaker, 
“observing  all  ethics,  asking  only  that  we  be  treated  with 
the  same  consideration ; t'hiat  our  goods  be  delivered  to  us  on 
time  and  as  represented;  that  we  be  not  exploited  for  the 
benefit  of  manufacturers.” 

Further  along  in  his  address,  Mr.  Orr  said  that  the 
Association  believed  that  the  retailing  of  shoes  was  a great 
art  and  a great  science.  He  attributed  this  to  the  fact  that 
the  retailer  must  be  a specialist.  He  said  it  was  through  the 
retailer  that  the  manufacturer  learned  the  wants  and  pre- 
ferences of  the  people.  He  went  further  and  declared  that 
the  science  of  selling  would  develop  still  further  and  that  it 
was  with  this  thought  in  mind  that  the  merchant  took  the 
trouble  to  attend  Conventions. 

Dealing  with  the  factory  chain  stores,  President  On- 
said  that  he  thought  the  retailing  of  shoes  should  be  left  to 
the  retailers.  He  said  that  where  the  chain  store  obtained, 
there  was  no  progress  in  footwear.  “It  isn’t  that  we  fear 
his  competition  so  much,”  said  the  speaker,  “as  we  fear  the 
industry.  We  believe  factory  chain  stores  would  soon  mean 
standardization  that  would  dull  -the  creative  genius  of  the 
makers  of  shoes.” 

Members  of  the  Advisory  Board  of  the  N.S.S.A.,  who 
are  state  presidents  each  gave  short  addresses  before  the 
Convention.  Frank  P.  Meyer,  of  Danville,  111.,  secretary- 
treasurer  and  chairman  of  the  Board,  was  the  first  of  the 
State  Presidents  to  speak  and  confined  his  remarks  to  Assoc- 
iation affairs.  A1  Katschinski,  of  San  Francisco,  extended 
an  invitation  to  the  Convention  to  meet  in  California  and 
urged  members  to  take  an  active  part  in  politics  to  the  end 
that  they  might  be  purified:  “Missouri  is  called  the  Show- 
me-State,”  said  President  Chas.  E.  Williams,  “That  is, 
because  she  has  so  much  to  show.”  He  went  on  to  say  that 
his  State  was  self-sustaining  in  every  way.  Missouri  Assoc- 
iation is  to  take  in  Kansas  and  Oklahoma  in  March. 

Henry  E.  Hagan,  introduced  as  “The  Silver  King  of 
Boston,”  made  a plea  for  keeping  men  with  no  axes  to  grind 
at  the  head  of  the  Association  and  President  William  C. 
Schlaefer,  of  the  Wisconsin  Association  gave  the  delegates  a 
welcome  to  Milwaukee.  President  Harry  Boyd,  of  the 
Pennsylvania  Association,  said  his  Association  was  in  favor 
of  the  present  method  of  electing  officers.  He  also  issued  an 
invitation  to  all  to  attend  the  State  Convention,  February 
21  and  22.  President  Edward  Herstler,  of  the  Iowa  Assoc- 


iation wanted  to  know  if  the  shoe  dealers  were  going  to  have 
the  courage  to  prove  to  the  public  and  the  press  that  there  is 
less  profiteering  in  the  shoe  business  than  graft  in  politics. 
W.  T.  Head,  of  Oklahoma,  after  standing  for  ten  seconds 
said:  “I  cannot  hand  out  the  bull  like  the  rest  of  these  men, 
so  I will  sit  down.”  He  was  as  good  as  his  word. 

Hon.  T.  J.  Jackson,  of  Michigan,  said  he  came  from  the 
State  where  they  used  to  make  automobiles  and  predicted 
a membership  of  1,000  for  his  State  Association.  “If  there 
ever  was  a,  time  when  we  needed  to  get  together  on  a plan  of 
efficient  service,  it  is  now,”  he  said. 

* •*  * 

CONFIDENCE — JUDGMENT — PATRIOTISM — 
HONESTY 

Business  men  know  little  of  Government  and  Govern- 
ments know  too  little  of- business.  For  that  reason  the 
address  of  Senator  Irving  Lenroot,  of  Wisconsin,  at  the 
Convention  of  the  N.S.R.A.,  at  Milwaukee  was  particularly 
interesting.  He  analyzed  one  of  the  chief  difficulties  of  the 
present  situation  as  the  desire  of  everybody  who  had  any- 
thing to  sell  demanding  the  highest  prices  while  at  the  same 
time  asking  the  lowest  price  for  everything  he  had  to  buy, 
Lower  prices  can  only  harm  one  class  of  people;  those  in 
debt,  said  the  Senator.  He  suggested  a formula  for  real 
prosperity.  “I  advise  Confidence — confidence  in  our  future; 
confidence  in  our  country;  and  confidence  in  each  other. 
Take  losses  as  you  must,  but  remember,  these  losses  will 
be  more  imaginary  than  real.  Remember  that  few  have  an 
abundance  of  everything  necessary  for  the  comfort  of  man, 
and  all  that  is  needed  is  distribution  among  our  people, 
endeavoring  to  secure  to  every  man  who  has  rendered 
service  in  production,  transportation  and  distribution  his 
just  share. 

“The  next  word  in  my  formula  is  “Judgment.”  Keep 
cool,  and  your  heads  high.  The  man  who  loses  his  head 
in  a storm  is  always  the  first  to  meet  disaster.  Study  bus- 
iness conditions,  and  remember  that  people  must  be  fed, 
clothed,  and  provided  with  shelter  in  the  future  as  in  the 
past,  and  that  whoever,  year  in  and  year  out,  assists  in 
providing  these  necessaries  will  be  recompensed  for  it. 

“This  is  no  time  for  re  kless  plunging  of  any  sort. 
Don’t  carry  too  much  sail,  but  neither  scud  before  the  wind 
with  bare  poles.  You  will  likely  be  wrecked  upon  a rocky 
reef  if  you  do. 

“Next  comes  “Patriotism.”  Do  you  say  that  in  these 
times  of  business  distress  you  have  no  time  to  give  to  service 
of  country?  There  never  was  greater  need  of  true  pat- 
riotism than  to-day.  Don’t  you  remember  how  during  the 
war  you  gave  your  time  and  effort  to  service  of  country? 
Arid  the  sacrifices  you  made  for  it?  How  you  neglected 
your  business  in  Liberty  Loan,  Red  Cross  and  other  war 
drives!  And  don’t  you  remember  how  in  that  work  you 
came  to  know  and  love  your  fellowmen  as  you  never  had 
before? 

“And  this  brings  me  to  the  next  word:  “Business 

Honesty.”  We  seem  to  be  in  an  era  of  lawlessness  and 
crime  throughout  the  country.  Never  were  the  papers  so 
full  of  accounts  of  crime.  Never  has  obedience  to  law 
seemed  so  slightly  regarded.  And  this  disregard  to  law, 
contempt  for  legal  obligations,  seems  to  have  struck  business 
men  as  well  as  others.  There  can  be  no  security  in  business 
there  can  be  no  confidence  between  men  until  high  standards 
of  business  are  restored.  The  man  who  deliberately  breaks 
a contract  freely  entered  into  helps  to  destroy  all  business 
relations.  He  injures  himself  as  well  as  others,  for  some 
day  he  will  enter  into  a contract  that  might  be  ruinous  to 
him  if  the  other  party  should  break  it.  We  must  have  hon- 
esty in  business  or  we  will  have  chaos  in  business.  As  a 
people,  we  must  be  honest  in  our  relations  with  each  other, 
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and  honest  in  our  relations  with  our  Government  if  we 
would  prosper.” 

* * * 

BUSINESS  STABILITY  ABOUT  NEXT  AUGUST 

An  address  before  the  Convention  of  the  National 
Shoe  Retailers’  Association,  at  Milwaukee,  which  caused 
considerable  comment  was  that  delivered  by  Norman 
H.  Johnson,  of  the  Southern  Wholesale  Drygoods  Assoc- 
iation, on  ‘‘Business  in  the  Re-construction  and  Re-adjust- 
ment.”  While  Mr.  Johnson  made  a number  of  good  points 
and  his  adress  contributed  a great  deal  to  the  success  of  the 
Convention,  its  influence  was  considerably  offset  by  seeming 
contradictions  in  his  remarks.  At  the  outset  Mr.  Johnson 
said,  in  effect,  that  no  one  need  think  themselves  smart  for 
having  made  money  during  the  late  boom  times.  They 
could  not  have  helped  it,  he  claimed.  He  explained  inflation 
in  this  manner:  ‘‘We  were  at  war.  War  is  waste.  The 
Government  wanted  production.  The  Government  was 
responsible  for  inflation.  When  a million  pairs  of  shoes 
were  wanted,  the  Government  could  not  go  to  the  manu- 
facturer who  had  the  largest  volume  and  the  greatest  econo- 
mies and  fix  a price  because  if  it  had  been  done  so  it  would 
have  broken  the  small  fellow,  so  in  order  to  encourage 
production  the  prices  made  by  the  War  Industries  Board 
were  upon  the  basis  of  the  most  inefficient.  It  had.  to  be 
done  upon  that  basis  and  no  other.”  Mr.  Johnson  seemed 
to  think  that  explained  everything.  “That  absolutely 
clarifies  the  situation,”  he  said. 

The  speaker  went  on  to  say  that  the  Government  was 
well  protected  because  it  put  on  an  excess  profits  tax.  He 
said  that  the  period  of  inflation  was  over  now,  however,  and 
although  some  people  tried  to  prove  that  what  was  the 
matter  with  America  to-day  was  a mental  condition,  he  only 
wished  that  that  were  true,  and  continued  thus:  “During  1919 
and  1920,  if  there  was  one  characteristic  that  was  despicable, 
one  that  absolutely  permeated  from  the  humblest  menial  to 
the  greatest  industrial,  it  was  that  spirit  of  take  it  or  leave  it 
and  the  other  be  damned.”  He  did  not  explain  why  he  did 
not  think  this  attitude  of  business  was  a mental  state.  Then 
he  went  on  to  explain  “ this  mental  atmosphere,”  saying 
“In  the  early  part  of  1919  a wave  spread  all  over  this  country 
that  prices  had  to  come  down,  but  upon  the  power  of  analysis, 
there  ought  to  have  been  spread  all  over  this  country,  ‘The 
war  is  over  and  millions  have  been  wasted,  but  prices  must 
go  on.’” 

In  regard  to  the  demand  for  goods  Mr.  Johnson  said: 
“Scarcity  in  this  country  was  not  really  felt  until  about 
April  1919.  Every  industry  in  America  from  1915  was 
giving  20%  of  its  production  into  the  hands  of  the  public 
through  distributive  channels,  and  80%  was  going  for  war. 
Now  we  come  back  and  a wave  of  mentality  spread  over  the 
country.  Fundamental  conditions  were  good.  Commod- 
ities were  at  a high  price.  Manufactured  articles  became 
depreciated.  The  war  was  over,  then  came  a clamor  for 
prices  to  come  down,  and  you  saw  the  rise  and  peak  of 
prices  from  March,  1919,  15%  by  June,  20%  by  August  and 
reached  its  peak  about  June,  1920.  Then  in  1920  you  had 
more  business  than  you  could  handle.  You  were  fed  up  on 
scarcity  dope.  You  were  told  that  if  you  didn’t  buy  you 
would  not  be  able  to  get  merchandise  and  you  bought  your 
head  off.  The  increased  production  in  1920  in  every  line  in 
America  was  two  and  one  half  times  greater  than  it  was  at 
the  apex  and  the  high  volume  required  for  war  purposes.” 

Going  into  world  conditions  Mr.  Johnson  said  that 
there  was  an  excess  of  coffee,  grain  and  hides  in  South  Amer- 
ica ; too  many  hides  and  too  much  wool  and  grain  in  Australia ; 
an  excess  of  sugar  in  Cuba;  too  much  silk  in  Japan;  too  much 
textile  stuffs  in  England  and  that  America  was  overstocked 
with  everything.  Mr.  Johnson  then  went  into  the  labor 
question  declaring  that  for  the  last  five  years  labor  had  had 
but  one  maxim — “More  pay  and  less  work.”  At  the  end  of 


the  year  just  closed,  he  said,  there  were  two  million  skilled 
workmen  unemployed.  The  speaker  said  that  his  firm  did 
a business  of  a billion,  one  million  dollars  last  year  and  that 
the  depreciation  since  September  15  had  been  62% — a 
world’s  record.  He  was  positive  consumers  would  no  longer 
buy  at  high  prices.  There  had  been  8,881  failures  in  the 
United  States  and  for  the  last  quarter  there  were  ,3,498. 
The  average  failure  was  $37,000.  The  total  failures  amount- 
ed to  $128,544,334,  or  fifteen  million  dollars  more  than  for 
1919.  “We  have  all  lost  our  bearings,”  said  Mr.  Johnson, 
“and  now  there  is  a time  coming  when  keenness,  competition, 
study,  knowledge  of  these  things  will  absolutely  survive. 
Be  thankful  the  time  has  come  when  lounge  lizards  and  the 
incompetents  will  be  like  the  drones  around  the  hive.  The 
time  has  come  when  service,  the  thing  that  made  America 
great,  is  the  thing  that  must  perpetuate  America.  Let's  get 
back  to  the  old  school  where  you  had  to  study,  where  you 
had  to  work,  where  you  had  to  advertise.  Salesmanship, 
rhe  lost  art,  must  be  recovered.” 

Speaking  of  abnormal  prices  Mr.  Johnson  said:  “As 
commodities  have  become  sub-normal,  you  are  saying  all 
the  time,  ‘Yes,  they’ve  got  to  come  down.’  But  when? 
You  got  it  “when.”  and  you  got  it  a darned  sight  sooner 
than  you  expected,  but  it  came,  and  if  you  fight  the  natural 
law  of  deflation,  you  are  going  to  lose  out  in  the  struggle. 
You  won’t  survive.  You’ve  got  to  mark  your  goods  in  line 
with  the  inventory  that  you  closed  on  December  31st,  plus 
a profit.” 

Referring  to  the  position  of  labor  the  speaker  said: 
“Mills  resume  this  week  in  the  textile  industry  from  three 
days  to  six  days.  This  is  a great  bulk  of  the  employment. 
The  men  who  go  back  to  work  are  going  to  make  money. 
Furthermore,  with  22J^%  reduction  in  wages  and  the  cost 
of  living  down  47%  they  will  be  better  off  than  ever  they 
were.  “Much  has  been  said,  but  your  profits  have  not  been 
made  upon  your  purchases  as  a whole.  They  were  made  on 
your  twelfth  of  a dozen  and  your  sixth  of  a dozen,  and  I will 
say  this,  that  there  never  has  been  a time,  and  there  never 
will  be  a time,  when  the  retailer  will  mark  up  if  he  can 
undersell  the  other  fellow.  He  won’t  do  it.” 

In  summing  up,  Mr.  Johnson  said  that  if  shoe  merchants 
did  fifty  per  cent,  of  their  1920  business  during  the  first  six 
months  of  1921,  they  would  know  they  were  safe.  “Along 
in  July  or  August  there  is  going  to  come  a stabilizing  in- 
fluence. Things  will  have  reached  their  level.  Labor  will 
have  been  deflated.  Commodities  will  be  selling  nearer  in 
line  with  their  true  value.  The  hardest  thing  in  the  world 
is  to  teach  a man  to  take  a loss.  If  business  was  always  in  a 
state  of  upheaval  there  would’nt  be  any  merchants  left. 
The  Government  would  come  in  and  make  values,  but  we 
don’t  want  to  get  it  to  a system  of  that  kind.  We  want  to 
keep  the  ingenuity,  the  brain  and  all  that  is  in  the  merchant.” 

• • • 

NEED  OF  BUSINESS  UNITY 

At  the  Milwaukee  Convention,  John  V.  Vandervries, 
of  the  National  Chamber  of  Commerce,  made  some 
observations  on  the  need  of  business  unity.  He  said 
in  effect  that  in  earlier  days  men  and  merchants  could  more 
easily  work  independently  than  they  could  to-day.  The 
early  business  man  found  a virgin  country  and  money  was 
easily  made  out  of  the  country.  Business  passed  further  and 
further  westward  into  new  territory  until  finally  the  Pacific 
coast  was  reached  and  business  men  began  to  feel  a little 
restriction  to  their  operations.  It  was  then  that  the  first 
need  of  business  unity  was  felt.  Various  ways  of  overcoming 
these  drawbacks  were  tried  but  it  was  found  that  because 
the  idea  was  new,  mistakes  were  made  and  the  public  began 
to  clamour  for  restrictions  on  these  contributions.  The 
Government  was  forced  by  public  opinion  to  take  action, 
and  again  mistakes  were  made.  Always  inexperience  over- 
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did  it  with  bad  results.  In  attempting  to  throttle  evil 
practises  in  certain  businesses  the  Government  throttled  all 
business,  which  led  to  a distrust  of  the  Government  by 
business.  Business  then  tried  to  circumvent  legislation  and 
then  began  distrust,  one  business  with  another,  until  the 
whole  fabric  of  confidence  was  shaken.  One  section  of 
business  or  business  interests  from  one  section  of  the  country 
would  go  to  Washington  to  try  to  get  through  selfish  legis- 
lation. This  led  to  the  Chamber  of  Commerce  idea  which 
aims  to  have  stabilizing  effect  on  business. 

Mr.  Vandervries  went  on  to  say  that  10  or  15  years  ago 
competition  was  so  strong  in  America  that  essentials  were 
overlooked  for  non-essentials.  The  seller  went  to  the  buyer 
and  offered  any  conditions  if  he  would  only  buy.  This  was 
the  beginning  of  the  cancellation  evil.  The  seller  offered  to 
take  back  the  goods  if  they  were  not  disposed  of  by  the 
retailer  and  so  the  idea  became  a fixed  one  and  is  now  always 
expected.  The  war  brought  greater  unity.  Men  were 
called  together  and  again  got  down  to  essentials.  They 
began  to  study  cost  systems,  cutting  out  of  useless  styles, 
etc.  It  was  a good  housecleaning.  Men  learned  that  as 
they  gave  more  time  to  things  which  affected  their  industry 
as  a whole  the  lesser  differences  as  between  individual 
competitors  dwindling  into  insignificance. 

In  regard  to  the  future  the  speaker  said  that  he  believed 
that  American  business  men  were  going  to  operate  more 
upon  this  broader  principle  and  be  less  narrow  and  selfish. 
He  advised  taking  up  the  matter  of  cancellation  by  the 
Association  and  dealing  with  it  in  a broad  manner. 

* » » 

GROUP  INSURANCE  IOR  SHOE  RETAIIERS 

Insurance — a cross  section  of  trade  co-operation,  was 
the  title  of  an  address  before  the  National  Shoe  Retailers’ 
Convention,  at  Milwaukee,  given  by  James  S.  Kemper. 
After  telling  his  audience  of  the  benefits  of  an  Association, 
the  speaker  said  that  the  United  States  Chamber  of  Commerc 
was  about  to  build  in  Washington  a home  for  American 
business,  the  headquarters  of  the  Chamber  and  that  was 
going  to  serve  notice  to  all  and  sundry  that  it  was  there  to 
stay.  He  said  further  that  that  was  the  word  that  the  Shoe 
Retailers’  organization  must  send  out.  The  insurance 
department  would  help  make  the  organization  permanent. 
He  then  gave  facts  and  figures  from  the  lumber  industry  to 
show  that  group  insurance  had  many  advantages.  He  said 
that  the  lumbermen  had  been  told  that  “the  losses  cost 
them  75  cents  and  they  would  have  to  load  that  for  an 
expense  ratio  of  10  per  cent.”  They  added,  he  said,  60 
cents  for  expense,  7 cents  for  profit,  7^2  for  reserve,  making 
in  all  $1.50.  Then  to  make  it  scientific,  they  added  another 
nickel  and  told  us  our  basic  rate  for  lumber  fire  insurance 
was  $1.55 — that  was  the  lowest  rate  at  which  they  could 
be  written. 

“We  cut  the  expense  rate  in  two  in  our  own  Company,” 
said  Mr.  Kemper,  “and  showed  that  the  cost  loss  was  wrong 
• — instead  of  being  '5  cents  it  should  be  25  cents.  We  have 
cut  the  cost  from  $1.55  minimum  20  years  ago  to  50  cents.” 
He  went  on  to  say  that  what  had  been  done  for  the  lumber- 
men could  be  done  for  shoemen.  “We  have  improved  the 
physical  risk  and  there  are  fewer  fires,”  he  continued.  “By 
cutting  the  cost  in  two  the  individual  has  been  able  to  buy 
more  insurance,  which  has  improved  his  credit.”  Mr. 
Kemper  then  showed  the  danger  of  placing  insurance  with 
foreign  companies,  citing  the  operations  of  the  Germans 
through  information  gained  through  insurance  placed  with 
German  companies. 

“We  started  out  a year  ago,”  said  Mr.  Kemper,  “to  do 
something  on  the  proposition  to  give  the  shoe  men  their  own 
fire  insurance.  Previously,  we  had  helped  them  place 


insurance  with  a group  of  strong  mutual  companies,  but  in 
1920  we  had  our  own  shoe  dealers  national  underwriters. 
We  have  built  it  up  from  150  policy  holders  to  over  850 
policy  holders  and  before  we  leave  Milwaukee  we  expect  to 
have  over  a thousand.  So  far  we  have  been  able  to  make  a 
saving  of  25%  in  cash  to  the  people  who  have  taken  out 
policies.  Our  income  on  this  business  last  year  was  less 
than  $60,000  and  losses  a little  over  $6,000 — 12  per  cent. 
Taking  into  account  all  expenses  and  all  losses,  the  difference 
amounted  to  61  per  cent  and  as  we  develop  in  this  work,  and 
carry  our  own  lines  without  any  re-insurance,  I think  we  are 
safe  in  predicting  that  we  will  be  able  t,o  cut  the  cost  in  two 
for  the  shoe  men.  When  that  happens  the  stock  companies 
are  not  going  to  pass  it  by  unnoticed. 

* * * 

OPEN  FORUM  AT  CONVENTION 

Many  retailers  contributed  to  the  Open  Forum  dis- 
cussion that  was  a feature  of  the  Milwaukee  Convention. 
W.  Willson,  of  Boston,  emphasized  the  need  of  distinguishing 
sales  records,  not  only  by  the  dollars  and  cents  total  of 
trade,  but  by  the  number  of  pairs  sold  as  well.  In  former 
times,  when  shoe  prices  were  standardized,  a single  record 
was  sufficient  to  enable  the  merchant  to  see  how  business 
was  going,  but  with  advancing  prices,  both  records  are 
needed.  He  himself  always  sets  a monthly  quota  to  work 
for. 

Other  merchants  complained  of  propaganda  that 
indicted  the  shoe  merchants  of  profiteering.  “Propoganda 
has  killed  our  good  will,  but  propaganda  can  restore  it,” 
suggested  one  dealer. 

* # # 

ADVERTISING  IS  A BOOSTER 

One  well  qualified  to  speak  on  this  subject  was  John 
H.  DeWild,  of  Minneapolis,  who  addressed  the  shoe- 
men  at  Milwaukee  on  “ Boosting  Business  Through 
Proper  Advertising.”  At  the  outset  Mr.  DeWild  said  he 
found  that  most  of  the  successful  merchandising  and  adver- 
tising plans  and  ideas  followed  out  by  the  large  successful 
merchants  are  just  as  practical  as  in  the  smaller  towns  and 
cities.  The  greatest  trouble  with  the  smaller  merchant,  he 
said,  was  that  he  seldom  had  a definite  merchandising  policy 
or  advertising  campaign,  and  added  that  it  took  brains  to 
be  a retail  merchant  these  days.  It  is  impossible  to  conduct 
a retail  store  without  a definite  working  plan  and  those  who 
are  succeeding  are  taking  some  larger  store  as  their  ideal. 
You  must  plan  ahead  at  least  a year,  and  this  should  include 
your  advertising.  You  should  decide  how  much  you  are 
going  to  spend  on  advertising  and  what  that  advertising  is 
going  to  be. 

First  decide  upon  the  minimum  that  will  carry  your 
message  to  the  greatest  number  of  possible  customers  at 
the  lowest  cost  per  individual.  In  most  communities  it  is 
the  newspapers  that  should  be  used.  It  is  the  cheapest 
medium  if  it  covers  your  field.  The  newspaper  campaign 
should  provide  for  seasonable  advertising  and  here  is  where 
most  shoe  retailers  fail  to  take  advantage  of  their  opportunity 
at  the  beginning  of  each  style  season,  Easter,  summer  and 
fall.  People  are  interested  in  new  footwear  when  they  are 
considering  clothing  Styles. 

Special  sales,  such  as  birthday  sales  and  inventory 
sales  afford  opportunities  for  the  shoemen.  These  sales 
need  not  be  clearance  sales.  The  merchant  should  send  out 
supplementary  literature  in  addition  to  his  newspaper  ad- 
vertising, such  as  personal  letters,  folders,  booklets,  etc. 
A merchant  should  have  a mailing  list  containing  the  names 
of  prospective  customers.  If  it  is  too  expensive  for  one, 
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other  merchants  may  be  induced  to  join  you.  A mailing 
machine  will  pay  for  itself  in  a year. 

A merchant  must  also  be  familiar  with  types,  cuts  and 
layouts.  Every  merchant  should  know  what  constitutes 
a good  advertisement.  Your  advertising  should  reflect  the 
personality  of  your  store  and  its  merchandise,  and  except 
for  special  sales  and  very  large  announcements  advertise- 
ments should  always  follow  the  same  general  typographical 
style.  Buy  your  own  type  if  necessary.  For  $50  or  $60 
you  can  get  sufficient  for  display.  It  is  much  better  to 
illustrate  and  describe  a number  of  different  styles  and 
models.  Cuts  of  different  construction  should  not  be  used 
in  the  same  advertising.  Go  into  detail  in  describing  quality 
leathers  and  styles.  Closely  set  advertisements  are  best 
adopted  for  sales  purposes.  It  is  better  to  list  a good  number 
of  articles,  taking  in  a number  from  each  department.  Large 
bold  price  figures  are  best  when  the  advertisement  is  simply 
a price  proposition  without  much  description.  It  is  best 
for  special  sales. 

Mr.  DeWild  advocated  a good  stock-keeping  record 
so  that  the  lines  which  were  not  moving  would  be  detected 
and  by  looking  over  the  stock  frequently  the  delinquents 
could  be  picked  out  for  special  sale.  Push  stock  when  it 
first  begins  to  drag,  was  his  cryptic  way  of  stating  the  case. 
New  styles  should  be  featured  as  early  as  possible  and  a 
merchant  should  not  wait  until  the  big  city  stores  started 
advertising  and  then  follow  with  his  copy.  It  is  better  to 
be  a few  weeks  in  advance.  If  a cut  is  necessary  on  a line 
of  goods  be  sure  you  cut  deep  enough  at  the  start.  Describe 
the  goods  fully,  leaving  nothing  for  the  customer  to  guess 
and  above  all  do  not  generalize.  It  won’t  pull  any  more. 
You  should  have  a large  supply  of  single  column  cuts. 
The  size  of  the  advertisement  should  be  decided  after  every 
thing  else  has  been  prepared. 

The  speaker  said  he  found  that  many  merchants  got 
their  advertising  copy  from  the  mail  order  catalogues. 
Others  use  an  advertising  service  and  others  keep  clippings 
of  a'ds  they  see  in  papers  and  magazines.  It  is  best  to  des- 
cribe your  goods  in  your  own  language,  if  possible.  Plan 
your  ad  on  letter-size  paper  and  never  send  your  copy  in 
on  a sheet  of  wrapping  paper.  The  copy  is  better  written 
half-size  letter  paper  but  a “lay-out”  should  be  made 
besides.  Ask  your  printer  about  mechanical  possibilities. 
Be  careful  about  writing  headings  and  sub-headings.  Be 
sure  they  will  go  in  the  space  intended. 

* * •* 

STYLES  COMMITTEE  REPORTS  TO  CONVENTION 

Smarter  styles  in  men’s  shoes  and  a stronger  tendency 
to  Cuban  heels  and  tongue  effects  in  women’s  shoes 
were  forecasted  in  the  report  of  the  Styles  Committee 
of  the  N.S.R.A.,  at  the  Milwaukee  Convention.  The  com- 
mittee suggested  as  the  business  slogan  of  the  year,  “Sane 
optimism  and  styleful  footwear  in  order  to  keep  the  shoe 
business  on  the  map.  There  is  no  place  for  pessimism.” 
“Leaders  in  all  branches  of  the  shoe  and  leather  trade 
recognize  the  importance  of  creating  and  developing  smarter 
styles  in  men’s  shoes,  which  has  been  neglected  for  the  past 
several  years,”  the  committee  reported.  “Lighter  shades  of 
material  should  be  emphasized  more  as  they  make  real 
smart  shoes.  Cordovan  is  on  the  decline,  but  grain  and 
boarded  leathers  of  the  medium  and  lighter  shades  are  on 
the  increase. 

“There  is  an  opportunity  for  developing  new  patterns 
and  combinations  of  leathers  for  street  shoes  as  well  as 
sport  shoes.  Retailers  should  work  individual  style.  This 
will  put  the  men’s  shoe  business  in  the  style  class.  Prom- 
inent retailers  and  leading  makers  have  already  recognized 
this  important  style  feature.  Plenty  of  punchings,  pinking 
and  perforations  are  necessary  in  style  shoes,  with  a generous 
use  of  brass  eyelets.  The  tendency  is  away  from  narrower 


toes  and  there  is  a chance  for  development  of  new  lasts 
with  shorter  foreparts.  These  styles  are  obtainable  in  all 
grades  of  dependable  shoes,”  says  the  report. 

The  heel  situation  still  dominates  the  style  question  in 
women’s  shoes.  The  demand  for  heels,  it  was  Suggested, 
should  be  about  60  per  cent,  for  Cuban,  25  per  cent,  for 
Baby  Louis  and  15  per  cent.  High  Louis.  The  length  of  the 
vamp  should  be  medium.  As  for  patterns,  oxfords  in  leather 
of  tan  calf,  both  dark  and  light  shades,  black  kid  and  brown 
kid  will  probably  be  the  best  sellers.  Oxfords  with  Cuban 
heels  will  be  especially  popular.  Purchase  of  about  90  per 
cent,  straps  and  10  per  cent,  pump  or  tongue  effects  was 
advised  in  novelty  footwear,  although  tongue  effects 
will  strengthen  as  the  season  progresses.  Whites  will,  of 
course,  be  the  big  feature  in  May,  June,  July  and  August 
and  merchants  were  advised  to  buy  now  with  a view  to 
having  cash  to  stock  whites  in  the  summer. 

* * # 

SOMETHING  ABOUT  STYLE  AND  GOOD  TASTE 

You  cannot  coerce  fashion.  That  is  what  Edna  Wool- 
man  Case,  New  York  City,  editor  of  “Vogue”  told  the 
shoemen  at  Milwaukee.  She  said  the  mode  is  not  made 
by  coming  to  an  arrangement  or  conniving.  Fashions 
are  made  by  a few  distinguished  women  taking  a fancy  to  a 
certain  kind  of  a hat,  dress  or  shoe  and  wearing  it.  They 
are  imitated  by  others  and  so  the  style  is  made.  There 
are  now  designers  in  nearly  every  country  in  the  world  and 
while  the  French,  generally  speaking,  still  lead  the  world,  the 
taste  of  their  most  distinguished  patrons  cannot  be  dictated. 
After  going  into  an  argument  she  had  with  a shoe  trade 
paper  over  certain  styles  printed  in  her  paper,  the  speaker 
said:  “Many  women  still  prefer  the  long,  slender  vamp. 
The  real  truth  seems  to  be  that  a new  style  comes  slowly,  by 
demand;  then  manufacturers  over  manufacture  to  meet  it, 
and,  naturally,  they  try  to  force  that  style  to  the  very  end  so 
that  nothing  may  be  lost.  But  prestige  is  lost.  To  refuse 
to  look  ahead  and  to  insist  .upon  selling  an  exaggerated 
style,  or  any  style,  which  the  public  would  willingly  cease 
buying,  is  a sign  of  a second-rate  shop ; and  to  create  an  ugly 
style  simply  for  the  sake  of  novelty,  and  force  it  upon  the 
market,  is  a sign  of  second  rate  taste.  I wonder  if  it  is  too 
retopian  a view  to  suggest  that  some  day  a censorship  board 
of  good  taste  might  be  established  in  the  commercial  world, 
to  pass  upon  models  that  should  or  should  not  be  offered  to 
the  public.”  She  went  on  to  say  that  this  would  not  make 
good  taste  in  some  people  but  that  it  would  prevent  some 
things^  being  placed  upon  the  market.  She  laid  great  stress 
upon  the  appropriateness  or  use  to  which  an  article  of  cloth- 
ing was  to  be  put.  She  claimed  that  sandals  and  thin 
stockings  were  all  right  to  go  to  an  afternoon  musicale  in  if 
the  wearer  motored  to  the  scene  of  the  function.  If  she  had 
had  to  wade  through  snow  they  would  not  have  been  the 
proper  things  to  wear.  For  walking  out  she  should  have  a 
sensible  skirt  and  sensible  heels — not  ugly  thick  shoes,  but 
well-shaped  thick  ones.  Stockings  of  good  thickness  too,  or 
gaiters.  The  trouble  is  to  convince  the  girl  who  has  to  go  to 
work  of  these  facts.  The  speaker  thought  here  was  a field 
for  the  manufacturers  if  they  thought  they  could  dictate 
fashion.  “Sights  in  our  towns  are  appalling,”  said  the 
speaker,  “but  why  are  such  styles  on  the  market  at  all ? ”-I 
hold  no  brief  for  the  French  last,  but  it  cannot  be  denied  it  is 
having  an  influence  upon  feminine  footwear.  To-day  the 
smartest  women  in  New  York  are  wearing  for  walking  a 
low-cut,  flat-heeled,  sturdy  looking  shoe  with  moderately 
short  vamp  and  rounded  toe,  and  with  three  straps,  each 
fastened  with  a tiny  harness  buckle  across  the  instep. 
Good  looking,  plain  colored  woolen  stockings  clocked  with  a 
harmonizing  silk  are  worn  with  these.  For  dress  occasions 
and  evening  wear  these  are  a multiplicity  of  new  models, 
many  of  them  quite  fancy  in  design  with  strappings  and 
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pipings  or  underlays  of  contrasting  kids  and  fabrics.  As 
long  as  these  things  are  left'  exclusive  they  will  remain  in 
style,  but  should  manufacturers  begin  to  make  them  for 
general  trade  they  will  go  out  of  style.” 

“No  matter  what  Mr.  Kipling  may  say  about  the 
Colonel’s  lady  and  Judy  O’Grady  being  sisters  under  their 
skins,  the  Colonel’s  lady  is  never  going  to  admit  it,  when  it 
comes  to  what  she  and  Judy  O’Grady  wear  over  their  skins,” 
said  the  speaker. 

“Fashion,  like  v/ater,  flows  downward,”  she  continued. 
“It  is  a narrow  stream  which  has  its  rise  in  very  high  places, 
frequently  its  source  may  be  traced  to  a single  beautiful  and 
highly  placed  woman  of  the  world.  From  her  friends,  who 
copy  her,  it  gains  momentum.  From  that  point  it  flows 
more  or  less  swiftly,  downward.  Popularity  means  the 
same  to  style  as  the  ocean  means  to  a river — oblivion.” 

* # ■* 

SYSTEMATIC  FINANCING  METHODS  IN  RETAILING 

In  advocating  a budget  system  for  the  shoe  retailer. 
James  P.  Orr,  President  of  the  National  Shoe  Retailers’ 
Association,  said  at  the  Convention,  he  thought  banks  and 
their  relation  to  business  should  be  put  in  the  same  category 
as  fire  and  water.  They  made  good  servants,  but  bad 
masters,  and  he  went  on  to  show  that  the  subject  does 
not  usually  receive  enough  consideration.  It  was  the  usual 
policy,  he  said,  for  a merchant  to  buy  until  his  money  ran  out 
and  then  to  go  to  the  bank  and  get  more.  This  works  all 
right  as  long  as  business  is  good,  but  when  a slump  comes 
the  bank  then  becomes  the  master. 

Banks,  the  speaker  said,  must  turn  over  its  capital 
rapidly  to  meet  the  needs  of  the  whole  community.  They 
don’t  want  to  tie  it  up  for  long  at  a time.  Every  business 
has  its  season’s  for  needing  more  capital.  The  fact  that 
they  do  not  all  come  at  the  same  time  is  fortunate.  At 
certain  seasons  the  manufacturer  needs  funds,  at  other  times 
the  jobber,  and  again  the  farmers  to  move  their  crops. 

There  is  a certain  amount  of  merit  in  the  refusal  of 
banks  to  make  the  obtaining  of  money  too  easy.  It  would 
tend  to  over-expansion.  Too  much  money  is  bad  for  a 
business  as  well  as  for  a nation.  It  leads  to  extravagance 
and  inflation.  We  will  be  better  off  when  money  is  more 
difficult  to  obtain.  “I  think,”  said  Mr. . Orr,  “that  the 
situation  can  best  be  met  by  the  budget  system.  Lay  out 
your  purchases  in  advance,  estimating  the  capital  you  are 
going  to  require,  basing  the  entire  procedure  on  the  business 
done  the  year  before.  The  last  few  years  have  been  difficult 
in  this  respect  but  the  way  is  clear  now.  As  long  as  a 
merchant  is  expanding  on  his  own  capital  he  is  safe.  Bus- 
iness has  always  been  more  or  less  of  a gamble  and  a man 
should  think  twice  before  gambling  with  other  people’s 
money. 

The  speaker  advised  the  shoemen  to  play  the  game 
safely  and  not  complain  when  money  seemed  a little  tight. 
Running  a bank  was  not  one  grand  sweet  song  and  dance, 
he  said,  and  added  that  he  felt  sure  the  banks  wanted  to 
finance  a man  up  to  the  full  measure  of  his  requirements. 
All  they  asked  was  to  be  made  safe. 

* * * 

TO  PREVENT  PILFERING 

“How  to  Protect  Shipments  from  Thieves”  was  the 
subject  of  a short  address  by  T.  E.  Pratt,  Chief  Special 
Agent  of  the  Chicago,  Burlington  and  Quincy  Railroad,  at 
Milwaukee.  “Make  your  claims  of  the  railroads  promptly. 
We  are  sometimes  a long  time  paying  them,”  advised  Mr 
Pratt.  Mr.  Pratt  also  advised  shippers  to  watch  their 
teamsters  carefully.  Many  a railroad  had  been  accused  of 
laxity  in  guarding  shipments  when  the  shipper’s  osyn  team- 
sters were  the  blame  for  loss.  He  concluded:  “I  know  that 
by  the  co-operation  that  has  been  talked  of  here  and  by  you 


gentlemen  making  your  complaints  to  the  special  agents 
department  of  the  railroad  that  we  can  reduce  to  the  min- 
imum the  pilfering  on  the  railroads,”  said  Mr.  Pratt.  He 
also  advocated  the  adoption  of  some  system  by  the  jobbing 
houses  whereby  they  could  later  identify  goods  shipped. 
Manufacturers,  he  said,  could  usually  identify  shoes  they 
had  shipped,  but  the  jobbers  seldom  kept  records  with 
detailed  descriptions  of  shoes. 

* * * 

MANUFACTURERS  BLAMED  WHILE  FARMERS 
ARE  PRAISED 

Stressing  that  the  mental  attitude  of  the  manufac- 
turer , and  merchant  towards  the  problems  would  have- 
much  to  do  with  overcoming  them,  F.  A.  Miller,  of 
Columbus,  Ohio,  a director  of  the  National  Boot  and 
Shoe  Manufacturers’  Association,  speaking  at  Milwaukee, 
made  the  point  that  the  difference  that  exists  between  a 
spirit  of  confidence  and  freedom  of  purchase  and  a spirit  of 
cautious  economy  represents  the  exact  difference  between 
prosperity  and  depression.  “Soon  after  the  close  of  the 
war,”  said  Mr.  Miller,  “a  period  of  reckless  purchases 
asserted  itself.  Demands  held  in  check  during  the  war  were 
bound  to  be  satisfied  at  any  price.  Rumors  of  the  scarcity 
were  taken  up,  and  as  we  have  since  found,  were  considerably 
exaggerated  in  many  instances.  What  was  for  a time  a. 
sellers’  market,  developed  into  a buyers’  panic.” 

“As  business  men  we  are  perhaps  too  prone  to  make  our 
studies  in  the  value  of  commodities.  For  example,  $3.10 
for  a bushel  of  wheat  was  pointed  to  some  time  back  as  the 
sign  of  the  flourishing,  prosperous  condition  of  the  farmer, 
but  $25.00  for  a pair  of  shoes  was  referred  to  as  prima  facia 
evidence  that  the  shoe  manufacturer  and  the  shoe  merchant 
was  a profiteer  and  a robber.  Now,  comparing  the  price  of 
wheat  in  July,  1914,  which  was  98  cents  a bushel,  to  the 
price  in  June,  1920,  i.  e.  $3.10  a bushel  we  find  that  the  price 
of  wheat  had  advanced  216  per  cent.  Apply  this  ratio  of 
increase  to  an  $8.00  pair  of  shoes  in  1914,  and  we  find  that 
the  actual  value  of  the  same  pair  of  shoes  in  1920,  in  com- 
parison with  the  price  of  a bushel  of  wheat  was  $25.28. 

“Making  this  same  study  of  the  pre-war  price  of  July, 
1914,  of  other  commodities  as  compared  with  their  peak- 
prices  in  1920,  we  find  that  cotton  advanced  215  per  cent., 
wool  233  per  cent.,  silk  310  per  cent.,  print  cloths  366  per 
cent,  corn  180  per  cent.,  oats  225  per  cent.,  barley  203  per 
cent.,  rye  257  per  cent.,  flour  220  per  cent.,  tobacco  482  per- 
cent., milk  200  per  cent.,  sugar  423  per  cent,  and  potatoes 
260  per  cent.  These  commodities  show  an  average  increase 
in  price  between  July,  1914,  and  the  peak  of  1920  of  270  per 
cent.  Returning  now  to  the  pre-war  value  of  shoes  and 
eliminating  the  dollar  from  our  minds,  we  find  that  upon  a 
basis  of  exchange  of  commodities,  barter  if  you  please,  the 
pre-war  $4.00  shoe,  compared  with  the  value  of  other  com- 
modities showed  an  actual  peak  value  of  $14.80,  the  pre-war 
$6.00  shoe  a peak  value  of  $22.60  and  the  pre-war  $8.00 
shoe  a peak  value  of  $29.60. 

“We  enter  into  this  discussion  for  two  reasons.  First: 
— to  brand  as  either  an  unpardonable  error  or  a.  malicious 
misstatement  of  fact,  any  assertion  that  either  shoe  manu- 
facturers or  shoe  retailers,  generally,  have  been  guilty  of 
profiteering,  or  taking  undue  advantage  of  a general  economic 
condition:  Second: — to  outline  in  our  minds  the  extreme 

heights  that  the  prices  of  all  commodities,  including  leather 
and  shoes,  had  attained  when  the  avalanche  of  liquidation 
started,  and  how  truly  desperate  the  plight  of  the  shoe  trade 
in  general  was;  and  then,  if  I may  say  so,  how  fortunate,  we 
as  a trade,  have  been  in  weathering  the  storm  of  deflation 
and  now  finding  ourselves  safely  approaching  the  harbor  of 
sound  values.” 

Mr.  Miller  condemned  guaranteed  prices  and  stated: 
“Mutual  confidence  is  needed  more  than  anything  else 


46 


THE  SHOE  AND  LEATHER  JOURNAL 


Model  Shoe  Store  at  Milwaukee 


during  a period  of  declining  prices,  and  any  practice  that 
is  likely  to  cause  misunderstandings,  disappointments, 
criticisms  and  irritating  correspondence  is  good  policy.  I 
believe  that  the  guaranteeing  of  prices  has  caused  all  these 
things  and  has,  therefore,  helped  to  aggravate  conditions 
rather  than  to  help  them.  Merchants  were  advised  not  to 
delay  buying  too  long.  Believing  that  this  is  the  time  for 
sane  optimism,  I desire  to  avoid  making  any  statement  that 
might  be  misconstrued  as  an  alarmist  bull  argument,  but  I 
am  constrained  to  sound  one  note  of  warning.  In  considering 
your  needs  for  the  future,  remember  that  the  tanner  and 
shoe  manufacturer  have  been  operating  upon  a constantly 
descending  scale  of  production  for  the  last  eight  months,  and 
that  they  are  producing  to-day  upon  somewhere  between  a 
30  per  cent,  and  40  per  cent,  basis.  It  takes  time  to  work 
back  into  production,  and  it  also  takes  time  to  make  leather 
and  shoes.  Should  a half  way  vigorous  demand  for  shoes 
spring  up  it  is  a question  whether  production  would  be  at 
hand  to  meet  the  demand,  and  a consequent  scarcity  with 
advancing  prices  might  ensue.  The  arising  of  such  a state 
of  affairs  under  to-day’s  general  business  conditions  would 
be  especially  harmful  to  the  entire  industry,  because  it 
would  result  in  a sharp  and  entirely  unnatural  rise  in  prices 
from  which  public  support  would  soon  be  withdrawn.  As 
a consequence  we  would  have  to  face  another  period  of 
liquidation.  It  is  quite  probable  that  such  a relapse,  follow- 
ing so  closely  upon  the  protracted  period  of  depletion 
through  which  we  have  just  passed,  might  end  in  a con- 
siderable number  of  business  casualties.  Therefore,  it 


behoves  everyone  of  us  to  do  all  in  our  power  to  avoid  any 
such  condition.  If  we  are  wise,  we  will  all  begin  immed- 
iately to  gradually  take  up  the  slack,  and  be  prepare.! 
for  the  pull  when  it  comes.” 

* * •* 

ADVANTAGES  OF  CLEAN  STOCKS 

Something  helpful  was  gained  by  an  address  on 
“ Clean  Stock,  Leaders,  Special  Sales,”  by  H.  E. 
Fontius,  of  Denver,  Colorado,  before  the  shoemen  of 
Milwaukee.  Mr.  Fontius  said  maintaining  a clean  stock 
should  be  regarded  as  a matter  of  the  greatest  importance 
in  connection  with  the  retail  business.  It  was  the  only 
scientific  way  of  merchandising,  he  said.  It  means  a big 
turnover,  liquid  assets  and  no  borrowing.  It  puts  a mer- 
chant in  a strong  position  with  his  banker.  It  prevents  the 
“Cut  Sale”  by  preventing  the  accumulation  of  odds  and 
ends.  “Cut  sales”  have  a demoralizing  influence  on  trade. 
Good  stock  methods  enable  a merchant  to  show  all  the 
new  styles  in  advance  of  his  competitors.  A good  system 
is  necessary  to  keep  the  stock  clean.  Daily  records  should 
be  kept  of  the  public  demands  and  styles  not  moving  should 
be  put  on  sale.  The  public  has  been  educated  to  expect 
leaders  and  special  sales,  but  care  should  be  taken  to  make 
them  real  sales  of  good  values  and  dependable  merchan- 
dise. Live  up  to  your  advertisements,  admonished  Mr. 
Fontius. 

Many  merchants  periodically  go  into  the  market  and 
buy  a job  lot  of  shoes  for  special  sales.  This,  the  speaker 
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thought,  was  poor  business.  It  is  better  to  weed  out  from 
your  stock.  If  the  merchant  will  watch  his  stock  and  not 
place  too  many  orders  or  too  large  advance  orders,  and 
buy  frequently  he  will  prosper  and  the  necessity  for  old- 
fashioned  sales  will  be  reduced  to  a minimum.  Close  atten- 
tion should  be  given  to  extreme  large  and  small  sizes.  The 
merchant  should  concentrate  on  every  point  that  will  help 
keep  his  stock  moving,  thus  eliminating  worry  over  odds 
and  ends.  A clean  stock  makes  business  a pleasure. 

Whole-hearted  service,  said  Mr.  Fontius,  all  the  time 
and  strengthened  and  improved  wherever  possible,  will 
solve  a large  portion  of  the  problems  directly  involved  in 
keeping  a stock  moving. 

The  speaker’s  closing  remark  was:  “We  do  not  need 

to  talk  of  the  right  kind  of  service,  beyond  telling  the  public, 
through  advertising,  to  come  and  test  what  we  have  to  offer, 
because  the  right  kind  of  service  talks  for  itself  and  radiates 
a spirit  of  friendliness  that  reaches  surprisingly  far.” 

* * -* 

LABOR  HAS  NOT  YET  SHARED  IN  DEFLATION 

“I  do  not  believe  we  will  operate  at  100  per  cent, 
capacity  during  1921,  but  we  will  operate  upon  a basis 
which  will  stabilize  prices  and  make  it  possible  to 
operate  our  stores  and  factories  upon  a profitable  basis 
again.”  This  was  an  expression  of  opinion  from  Harry  I. 
Thayer,  of  Boston,  President  of  the  Tanners  Council  of  the 
United  States.  Air.  Thayer  pleaded  for  a revision  of  the 
tariff  in  favor  of  the  shoe  men.  “ I believe  a tariff  is  necessary 


which  will  protect  our  industry  under  conditions  which  may 
soon  exist.  Commerce  of  the  world  is  much  out  of  normal. 
Evidence,  however,  already  shows  a quicker  foreign  com- 
petition in  this  country  as  well  as  abroad  than  we  expected. 
Exchange  has  proven  a great  factor  in  the  purchasing  of  raw 
material  as  well  as  credits.  I feel  sure  that  a tariff  or  duty 
adjusted  to  the  various  rates  of  exchange  should  be  made 
to  protect  our  industry  against  great  differences  of  the 
relative  value  of  the  dollar  and  the  wages  paid  in  the  various 
countries.  Finances  should  be  adjusted,  credit  should  be 
given  so  that  the  people  in  the  world  may  work — may  have 
material  to  work  with,  and  not  have  to  remain  unemployed, 
and  they  and  their  families  continued  victims  of  mercy  and 
charity  any  longer  than  can  possibly  be  helped.  I am  not 
in  favor  of  doing  anything  that  will  not  be  consistent  with 
the  general  advancement  of  every  country  with  whom  our 
nation  made  any  pledges  or  had  any  obligations,  morally  or 
otherwise,  to  fulfill  as  a part  of  the  great  war,  but  I believe 
we  must  settle  these  great  financial  questions  so  far  as  the 
war  was  concerned  before  we  can_make  progress  ourselves 
or  allow  other  nations  to  again  become  able  to  develop  their 
own  resources.  It  is  the  development  of  these  resources 
that  made  business.  Only  an  international  settlement  or 
arrangement  of  these  affairs  will  ever  bring  us  the  oppor- 
tunity to  trade  with  the  world. 

“Labor  has  not  yet  taken  its  share  in  the  deflation  of 
prices  and  values.  Not  until  it  has  will  our  production 
approach  anything  like  normal.  Working  men  have  thought 
that  shorter  hours  made  higher  wages  and  more  jobs,  but 
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unfortunately  it  has  worked  directly  opposite  — - shorter 
hours  and  higher  wages  mean  no  jobs.  Labor  must  be 
fair,  must  be  frank,  and  work  with  the  manufacturer  — 
not  for  a wage  scale  so  low  that  it  would  hurt  labor,  but 
low  enough  to  give  sufficient  confidence  to  the  manufac- 
turer to  go  ahead  and  produce  something.  This  will  give 
employment  to  all  at  a fair  wage  and  not  to  a few  at  a 
high  scale — some  working  perhaps  only  half  time  and  others 
not  at  all.  The  effect  is  so  far  reaching  that  the  family 
of  the  one  who  has  worked  certainly  must  share  with  the 
ones  who  have  no  work- — not  share  in  what  he  earns,  but 
share  his  work.  When  labor  is  so  employed  that  efficiency, 
so  necessary  to  make  our  product  sound  in  value,  will 
become  its  own  again,  then  all  classes  of  workmen  will 
be  happy  and  contented,  and  the  great  products  of  our 
farms  and  factories  will  be  sold  at  prices  consistent  to 
peace,  prosperity  and  happiness  to  the  great  working  public 
of  this  country. 

# * * 

RETAILER’S  PROBLEMS  IN  A FALLING  MARKET 

The  problems  of  the  retailer  in  a falling  market  were 
■discussed  by  L.  D.  H.  Weld,  of  Swift  & Co.,  at  the 
Milwaukee  Convention.  Mr.  Weld  struck  the  optim- 
istic note ; basic  financial  and  business  conditions  were 
sound,  he  said,  and  the  inevitable  foreign  and  domestic 
demand  for  manufactured  products  would  in  time  bring  a 
return  of  prosperity.  Bringing  his  points  to  their  practical 
application  to  the  question  of  hide  prices  and  their  relation 
to  the  price  of  shoes,  Mr.  Weld  said:  “We  now  come  to  the 
question  of  hide  prices  and  their  relation  to  the  prices  of- 
shoes.  The  first  thing  to  be  noted  is  that  prices  of  packer 
hides  and  calfskins  have  fallen  so  tremendously  that  they  are 
now  down  to  or  even  below  prices  that  prevailed  before  the 
European  war  broke  out.  There  probably  has  never  been 
such  a tremendous  faff  in  hide  prices.  Packer  hides  that 
sold  for  around  50  cents  a few  months  ago  are  now  selling  for 
less  than  20  cents.  Calfskins  that  sold  for  around  $1.00  a 
pound  a few  months  ago  are  now  selling  around  15  cents.  It 
is  interesting  to  note  that  the  prices  of  hides  and  calfskins 
have  fallen  the  most,  from  50  to  "5  per  cent.,  since  the 
high  point  in  the  latter  part  of  1910;  that  the  prices  of 
leather  have  fallen  less  than  the  prices  of  hides,  roughly,  from 
30  to  40  per  cent. ; and  that  the  retail  price  of  shoes  has  fallen 
the  least,  perhaps  20  to  30  per  cent. 

“There  are  two  principal  reasons  for  this,”  said  Mr. 
Weld.  “The  first  is  that  labor  forms  a much  larger  element 
of  cost  in  the  finished  product  than  it  does  in  the  raw  material 
or  semi-manufactured  product,  and,  since  labor  costs  have 
not  come  down  materially,  the  price  of  the  finished  product 
tends  to  stay  up.  The  second  reason  is  that  retailers,  shoe 
manufacturers  and  tanners  can,  to  a certain  extent,  control 
the  quantity  of  goods  they  put  on  the  market,  whereas  the 
meat  packer,  who  is  the  biggest  supplier  of  hides,  has  no  such 
power.  When  consumer  demand  drops,  the  retailer  stops 
buying  shoes  and  even  cancels  orders;  the  manufacturer 
stops  buying  leather  from  the  tanner;  the  tanner  stops 
buying  hides  from  the  packer.  But  the  packer  cannot  stop 
buying  hides;  he  has  to  keep  right  on  buying  cattle,  and  the 
hides  are  only  a by-product.  The  darn  things  simply  pile  up 
in  his  hands  when  the  market  is  stagnant.  That  is  what  has 
happened  during  the  past  few  months.  Hides  have  accum- 
ulated in  huge  quantities  in  the  hands  of  the  meat  packers. 
Although  the  price  has  been  slashed  again  and  again,  it  is 
only  since  we  began  giving  them  away  that  they  have  begun 
to  move  at  all! 

“Some  people  used  to  say  that  we  hoarded  hides  in  order 
to  boost  the  price,”  said  the  speaker.  “We  have  been 
hoarding  the  past  twelve  months  as  we  never  did  before,  and 
yet  the  price  has  kept  on  going  down.  We  hoarded  them  for 
the  simple  reason  that  we  could  not  get  rid  of  them.  - We  did 
not  like  to  keep  money  tied  up  in  hides,  especially  when 


interest  rates  are  high  and  when  prices  are  declining;  but  we 
cannot  help  ourselves  at  a time  like  the  present.  I have 
heard  that  during  the  period  of  rising  pripes  many  retailers 
told  their  customers  that  shoe  prices  were  advancing  because 
of  the  high  price  of  hides.  If  the  price  of  shoes  depends  on 
the  price  of  hides  you  should  have  reduced  S20  shoes  to  $5  a 
pair  by  this  time.  The  fact  is  that  the  price  of  hides  does 
not  have  so  much  effect  on  the  price  of  shoes  as  many  people 
think.  From  various  figures  that  I have  inspected  I find 
that  the  cost  of  the  finished  leather  that  enters  a pair  of  men’s 
shoes  is  approximately  one-third  of  the  final  retail  price. 
The  price  that  we  get  for  enough  cured  hides  to  make  the 
leather  that  enters  this  pair  of  shoes  is  only  about  half  the 
price  of  the  finished  leather.  Hence,  roughly  speaking,  the 
hide  cost  of  a pair  of  shoes  is  only  about  one-sixth  of  its  retail 
price.  Hides  can  go  up  substantially  or  drop  substantially, 
and  if  labor  costs  of  manufacturing  and  merchandising 
expenses  remain  constant,  the  effect  on  the  retail  price  is 
slight.” 

Speaking  of  the  immediate  future,  Mr.  Weld  said, “It  is 
fine  to  be  optimistic,  but  in  the  present  situation  we  must 
also  remember  that  money  is  tight,  that  there  is  a reduced 
consumer  demand  on  account  of  unemployment,  that  manu- 
facturing costs  have  not  had  time  to  come  down  sufficiently 
because  of  continued  high  wage  rates,  and  that  in  the  past 
periods  of  depression  have  generally  lasted  several  months 
before  recovery  set  in.”  Mr.  Weld  continued:  “During  the 
period  of  rising  prices,  retailers  wholesalers  and  manufac- 
turers argued  that  they  needed  to  price  their  goods  on  the 
basis  of  replacement  values.  This  was  sound  merchandising 
policy.  As  a matter  of  fact,  most  of  you  probably  averaged 
your  prices  upwards.  I told  you  a year  ago  that  it  was  good 
and  legitimate  merchandising  ‘to  charge  for  goods  the  going 
market  price  at  the  time  of  sale,  irrespective  of  previous  cost 
price,’  and  that  you  ‘are  forced  to  do  so  when  the  market 
is  faffing.  We  have  not  heard  so  much  about  the  theory  of 
replacement  values  during  the  past  six  months.  Dealers  are 
not  so  keen  about  selling  high-priced  stocks  at  low  replace- 
ment values  as  they  are  about  selling  low-priced  stocks  at 
high  replacement  values.  Yet,  as  a matter  of  fact,  you  and 
all  other  merchandisers  have  undoubtedly  been  ‘averaging’ 
your  goods  downward  as  you  ‘averaged’  them  upwards  a 
year  or  more  ago.  You  are  justified  in  getting  as  large  a 
revenue  from  your  business  as  possible.  Some  of  you  may 
have  made  the  mistake  of  holding  your  goods  so  high  that 
you  have  not  cleared  your  shelves  and  are  not  in  a position  to 
buy  the  low-priced  goods  that  are  offered.  Some  of  you  may 
have  stopped  buying  to  such  an  extent  that  you  have  not 
even  kept  supplied  with  fast-moving  lines.  Such  a policy 
would  surely  be  a mistake,  but  on  the  whole  I believe  that 
retailers  have  been  unjustly  criticized  and  that  they  have  been 
bringing  down  their  prices  as  rapidly  as  trade  conditions 
would  warrant.” 

* * * 

DEALINGS  WITH  MANUFACTURERS 

After  thirty  years’  experience  as  a shoeman  Senator 
Alexander,  of  Wheeling,  W.  Virginia,  was  able  to  tell  fellow 
shoemen  at  Milwaukee,  that  he  had  received  shoes  every 
month  from  one  firm  for  twenty-six  years.  Mr.  Alexander 
was  down  on  the  programme  for  an  address  on  “My  Deal- 
ings with  Manufacturers,”  and  gave  a fair  treatment  of  the 
subject  from  both  sides.  He  said  at  the  outset  that  he  was 
not  disposed  to  admit  that  manufacturers  averaged  up  any 
better  than  retailers.  He  said  that  in  all  his  experience 
every  invoice  that  came  to  his  desk  had  beerf  discounted. 
He  had  never  reported  back  that  a shipment  of  shoes  was 
not  what  he  expected  it  to  be,  but  that  he  could  use  them  at 
a price.  He  either  paid  for  them  or  sent  them  back  with 
an  explanation.  He  never  cancelled  an  order  except  when 
it  came  unreasonably  late.  He  said  he  had  never  had 
friction  with  the  two  firms  with  which  he  had  dealt  longest. 


THE  SHOE  AND  LEATHER  JOURNAL 


49 


These  two  firms  are  now  booked  up  with  ofders,  while 
other  manufacturers  are  idle  and  finding  fault  with  their 
customers.  Quoting  from  the  “Literary  Digest”  the  speaker 
said  that  manufacturers  were  arranged  against  the  retailers. 
Personally  he  marked  his  shoes  to  conform  to  the  manu- 
facturer’s prices  and  would  not,  go  beyond  that  for  the 
purpose  of  clearing  his  shelves  just  so  he  could  give  the 
manufacturer  an  order  again. 

The  speaker  went  on  to  say  that  he  never  ordered  goods 
from  a concern  that  had  its  own  retail  stores  or  who  turned 
over  shoes  free  to  employees.  He  said  he  was  well  aware 
of  the  shortcomings  of  the  retailer.  He  could  not  excuse  a 
man  who  was  a continual  complainer,  but  after  all  what 
difference  was  there  between  the  cancelling  of  an  order 
two  months  after  it  was  given  and  the  shipping  of  an  order 
three  months  after  it  was  promised?  “My  dealings  with  the 
manufacturers  have  been  pleasant,”  said  Air.  Alexander, 
“but  I do  believe  that  every  order  written  should  be  a 
contract  with  complete  specifications  of  materials,  time  of 
consignment  and  time  of  payment,  leaving  nothing  to  be 
presumed.” 

* * * 

PSYCHOLOGY  OF  SALES  AND  ADVERTISING 

Keep  in  your  mind  the  thought  that  business  is  good, 
and  it  will  be  good,  was  the  burden  of  the  message 
to  the  shoemen  at  Alilwaukee  brought  by  David  A. 
Mesessohn,  of  New  York, . executive  director  and  general 
counsel  of  the  Associated  Dress  Industries  of  America. 
His  subject  was  “The  Psycohology  of  Sales  and  Advertis- 
ing.” Go  back  and  make  up  your  minds  that  business  is 
going  to  be  good  and  I can  assure  you  that  business  will  be 
good,  is  what  he  said  in  effect.  Business  had  been  expected 
to  recede  from  its  high  levels  gradually  but  it  had  simply 
come  back  of  a sudden  and  he  thought  that  it  really  was 
a good  thing  for  the  country.  He  went  on  to  say:  “If  you 
had  been  merchants  instead  of  storekeepers  you  wouldn’t 
have  found  yourselves  in  the  condition  you  have  the  past 
season  or  two.  Don’t  over-buy  and  don’t  over-produce.” 
Over-production  on  the  part  of  the  manufacturer  wias  wrong, 
he  said. 

The  speaker  said  that  business  used  to  all  work  from 
the  raw  materials  towards  the  finished  article  and  the 
consumer,  but  that  now  everything  must  be  based  on  what 
the  consumer  wanted  and  worked  back  to  the  raw  materials. 
We  must  bring  the  customer  into  our  confidence.  He  went 
on  to  say  in  effect  that  the  time  of  sharp  dealing  had  gone 
and  that  hereafter  business  must  be  done  on  confidence 
and  co-operation.  There  must  be  a definite,  better  and 
more  sympathetic  understanding  between  the  wholesaler 
and  the  retailer,  and  between  the  retailer  and  the  customer. 
Alen  must  be  happy  in  business.  There  must  be  co-oper- 
ation between  those  engaged  in  the  different  branches  of 
the  same  or  allied  industries.  When  we  exchange  ideas 
with  each  other  we  have  that  many  more  ideas. 

In  connection  with  advertising  Mr.  Mesessohn  said 
that  it  was  not  good  business  to  start  any  advertising  with 
a question  but  that  it  should  be  started  with  a positive 
statement  of  some  kind.  He  went  on  to  say  that  this  atti- 
tude of  positiveness  should  be  carried  into  every  department 
of  the  store.  In  other  words  you  should  say  “Business  is 
good.”  The  speaker  said  further  that  he  believed  that  the 
shoe  business  had  too  many  novelties.  This  could  be  reme- 
died, he  said,  by  co-operation  and  agreement.  People  are 
commencing  to  think  sensibly. 

In  conclusion  Mr.  Mesessohn  said  that  now  was  the 
time  to  buy  both  for  the  consumer  and  the  retailer.  Buy 
what  you  need  and  what  you  expect  to  sell. 


A successful  maker  of  women’s  turn  shoes  for  street 
wear  always  selects  his  soles  with  the  greatest  care.  He 
picks  them  of  uniform  quality,  firm  fibred,  in  order  to  avoid 


MILWAUKEE  CONVENTION  RESOLUTIONS 

Some  of  the  chief  resolutions  adopted  at  the 
1921  Convention  of  the  National  Shoe  Retailers’ 
Association  were  as  follows: 

“The  National  Shoe  Retailers’  Association 
desires  to  sound  an  optimistic  note  in  the  business 
affairs  of  this  country.  We  believe  in  the  future  of 
America.  The  American  public  is  the  largest  con- 
suming public  in  the  world  and  the  business  man 
who  prepares  for  reasonable  business  results  will 
not  be  disappointed  by  such  action.  Prices  in  many 
instances  to-day  are  below  production  cost.  Con- 
servative buying  should  be  the  order  of  the  day.” 

“We  favor  the  installation  of  a national  budget 
system  that  will  increase  efficiency,  prevent  waste 
of  public  funds  and  reduce  taxation.” 

“We  co-operate  with  the  better  business 
bureaus  and  advertising  clubs  of  the  world  toward 
efficiently  eliminating  all  comparative  price  adver- 
tising of  shoes.” 

“We  recommend  the  repeal  of  the  War  Excess 
Profits  Tax  as  a burden  upon  business,  and  an  ob- 
struction to  business  developments.  We  condemn 
the  Luxury  Tax  as  unfair,  uniust  and  discriminatory, 
and  one  adding  unnecessary  burdens  to  the  cost  of 
living.  We  recommend  in  its  place  a tax  that  is  non- 
inquisitorial,  based  on  a simple  system  possible  for 
the  average  business  man  to  determine  his  taxes 
clearly  and  definitely.” 

“We  are  opposed  to  the  sale  of  footwear  direct 
to  consumers  from  factories  or  warehouses  or 
through  the  sale  of  it  to  large  corporations  or  associ- 
ations that,  in  turn,  sell  it  to  their  employees,  and 
others,  believing  that  this  is  an  encroachment  upon 
legitimate  functioning  in  the  distributing  of  footwear, 
and  does  not  conserve  the  consumers’  best 
interests.” 

The  Convention  also  adopted  a resolution 
embodying  the  official  declaration  of  principles  in 
regard  to  the  manufacturers’  relations  to  the  re- 
tailers’ field. 

“That  it  is  the  policy  of  this  Association  to  con- 
sider an  order  placed  as  a sacred  obligation  binding 
two  parties;  that  when  the  manufacturer  delivers 
merchandise  on  time,  up  to  standard  and  in  accord- 
ance with  agreements  made,  the  retailer  has  no  right 
or  lust  cause  to  cancel  the  order  or  to  return  the 
merchandise,  or  resort  to  unfair  business  practice.” 


spreading  in  wearing,  fine  grained,  so  they  will  take  a hand- 
some natural  finish,  and  of  No.  10  iron,  so  that  they  will 
have  sufficient  thickness  to  protect  the  feet  and  wear  well. 
He  also  puts  thin  edges  on  the  finished  soles  to  make  them 
look  stylish.  The  quality  of  the  leather  is  the  principal 
thing  with  him.  He  has  no  use  for  a sole  that  spreads  as 
it  is  worn,  because  a spreading  sole  spoils  the  shape,  style 
and  wear  of  the  shoe. 


The  evil  of  dirty  benches  is  twofold.  They  not  only 
lead  to  dirty  shoes  but  also  to  damaged  shoes.  When  dirt 
is  allowed  to  accumulate  on  benches,  other  matter  such  as 
tacks,  nails,  wax,  blacking  and  various  sorts  of  rubbish, 
will  also  accumulate.  The  shoes  are  bound  to  come  in 
contact  with  them  occasionally,  and  it  is  practically  un- 
necessary to  say  that  this  contact  will,  of  course,  do  the 
shoes  no  good. 
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Canadian  Shoe 

Manufacturers’ 

Convention 

Most  Successful  Gathering  of  Shoe  Men 
— All  Sections  of  Trade  Represented — 
Splendid  Programme  of  Business  and 
Entertainment — Quebec  Representatives 
Delighted  With  Toronto  Hospitality 

THE  second  annual  meeting  of  the  Canadian  Shoe 
Manufacturers’  Association,  was  held  at  the  King 
Edward  Hotel,  Toronto,  on  Tuesday  and  Wednesday, 
January  25th  and  26th,  and  has  been  pronounced,  both  from 
a business  and  social  standpoint,  the  most  successful  gather- 
ing of  shoe  men  ever  held  in  the  Dominion.  It  was  feared 
for  several  reasons  that  the  representation  might  be  small. 
Shoe  trade  conditions  for  the  past  six  months  have  not  been 
such  as  to  promote  enthusiasm  amongst  shoe  producers,  but 
have  had  a tendency  more  or  less  to  interfere  with  the  cordial 
relations  that  were  developing  throughout  the  trade.  There 
was  also  some  doubt  as  to  whether  a sufficient  representation 
would  be  secured  from  the  East  to  make  the  meeting  as 
thoroughly  representative  as  well  as  enjoyable  as  it  was  in 
the  Ancient  City  of  Quebec.  However,  the  redoubtable  Mr. 
J.  A.  Scott  and  his  able  henchman  Mr.  Wm.  Lane  took  care 
of  that  end  and  brought  such  a galaxy  of  Quebec  manufac- 
turers to  the  affair  as  to  make  it  thoroughly  national 

The  Convention  was  probably  the  first  of  its  kipd  in 
which  both  French  and  English  were  spoken  and  the  visitors 
especially  the  French  Canadian  delegates  were  loud  in  their 
praise  of  the  consideration  shown  them  and  their  language. 
It  was  not  long  until  the  strangeness  that  one  could  under- 
stand on  the  part  of  our  French  speaking  compatriots  fell 
away  and  everybody  gave  himself  to  the  business  in  hand  in 
the  meetings  and  threw  himself  heartily  into  the  various 
social  functions  arranged  by  the  Ontario  people  for  the 
delegates. 

Opening  Proceedings 

The  Convention  was  called  to  order  by  President  F.  S. 
Scott,  M.P.,  who  introduced  Mayor  T.  L.  Church,  who,  on 
behalf  of  the  City  of  Toronto,  extended  greetings  .and  welcome 


F.  S.  SCOTT,  M.  P. 
Retiring  President 


to  the  delegates.  He  referred  to  the  importance  of  the  shoe 
and  leather  industries  and  their  wonderful  development 
during  the  past  fifty  years,  attributing  this  in  no  small  degree 
to  the  introduction  of  the  National  Policy  in  1878.  He  was 
a great  believer  in  Canada  for  the  Canadians  and  thought 
that  everything  should  be  done  to  keep  Canadian  money  as 
far  as  possible  in  this  country  to  keep  up  the  employment  of 
our  artisans  and  laborers.  He  referred  to  the  wonderful 
development  of  the  City  of  Toronto  and  its  great  prosperity 
brought  about  by  the  industrial  development  of  the  country. 
He  wished  the  Canadian  Shoe  Manufacturers’  Association 
success  and  hoped  they  would  have  a profitable  and  enjoy- 
able visit  and  return  to  their  homes  pleased  with  its  results. 

Mr.  S.  H.  Parker,  of  Preston,  vice-chairman  of  the 
Ontario  Section  then  gave  an  address  of  welcome  in  French. 
He  expressed  the  pleasure  the  Ontario  people  felt  at  having 
so  full  a representation  from  the  Province  of  Quebec  and 
referred  to  the  happy  relations  between  those  of  the  trade  of 


Leading  Lights  of  the  Convention  snapped  outside  the  King  Edward 
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different  nationalities.  He  said  that  everything  would  be 
done  to  make  them  feel  that  they  were  at  home  and  he  hoped 
that  they  would  thoroughly  enjoy  their  visit  to  Toronto  as 
well  as  their  association  with  the  Ontario  manufacturers. 

Mr.  F.  H.  Ahrens,  chairman  of  Ontario  Section  followed 
in  English.  He  welcomed  the  delegates  to  Toronto  and  gave 
everyone  a special  invitation  to  take  part  in  any  of  the 
meetings  on  the  programme.  A good  attendance  at  all  the 
functions  was  desirable,  he  said,  After  giving  a brief  outline 
of  the  objects  of  t]he  Association  the  speaker  said  that  after 
all  it  was  not  so  much  due  to  management  that  success  was 
achieved  and  went  on  to  show  tjiat  when  a number  of  men 
engaged  in  the  same  line  of  business  met  and  exchanged  ideas 
there  was  sure  to  be  a good  result  when  all  the  information 
was  pieced  together.  He  believed  that  closer  co-operation 
would  have  done  much  to  have  warded  off  the  present  slump 
in  business  and  that  united  action  is  now  necessary  to  restore 
confidence  and  possibly  serious  conditions  were  trade  to 
suddenly  revive  and  find  all  unprepared.  Prices  are  now 
below  replacement  values  and  if  a sudden  revival  occurred 
there  would  surely  be  a rebound.  He  thought  that  the 
gathering  of  shoe  men  for  their  second  annual  Convention 
had  a good  program  before  it  and  looked  for  a good  atten- 
dance. 

ANNUAL  REPORTS 

The  President  then  called  upon  the  Secretary-Treasurer, 
Mr.  Harry  Viau,  to  give  his  annual  report  which  he  did  in 
French  and  English  as  follows: 

Secretary-Treasurer’s  Report 

At  the  end  of  my  second  year  as  Secretary-Treasurer 
it  may  not  be  out  of  place  to  outline  the  work  done  by  our 
Association  since  its  foundation. 

Previous  to  December,  1918,  when  shoe  manufacturers 
of  Ontario  joined  hands  with  Quebec  and  Montreal  there 


JOS.  DAOUST 
President 


was  no  united  efforts  and  practically  no  co-operation  what- 
ever in  the  shoe  industry  in  this  country  and  each  district 
Association  were  trying  to  work  their  one  salvation  as  best 
they  could. 

Due  to  the  efforts  of  Messrs.  Geo.  A.  Slater  and  A. 
Brandon  and  a few  others  a general  meeting  was  called  at 


Windsor  Hotel,  Montreal,  on  December  18th,  1918,  and  a 
National  Association  was  then  formed  in  Canada  and 
Constitution  and  By-Laws  were  enacted  and  adopted 
unanimously  and  officers  elected. 

A few  weeks  later  our  National  Association  was  affiliated 


J.  D.  PALMER 
1st  Vice-President 


to  the  Canadian  Manufacturers’  Association  at  a Shoe 
Session. 

Over  50  shoe  manufacturers  at  that  last  meeting  signed 
their  application  and  at  the  end  of  the  second  year  I have 
much  pleasure  in  reporting  a membership  of  99  members. 

The  first  executive  meeting  was  held  on  December  20th, 
1918,  and  many  resolutions  in  the  interest  of  the  Canadian 
shoe  trade  were  accepted  and  forwarded  to  the  proper 
authorities  and  ever  since  your  directors,  under  the  chairman- 
ship cf  Mr.  F.  S.  Scott,  tried  and  succeeded  in  promoting 
the  interests  of  every  shoe  manufacturer  in  Canada,  whether 
they  were  members  or  not  of  our  Association.  Forty-two 
circular  letters  were  sent  in  both  French  and  English  con- 
taining instructions,  bulletins  and  advices  to  the  shoe 
industry  which  contributed  to  a great  extent  to  the  welfare 
and  better  co-operation  in  the  shoe  trade. 

It  would  be  too  long  to  enumerate  our  field  of  activities 
but  I cannot  refrain  from  mentioning  a few  of  them: 

Standardization  of  cartons  has  been  settled  to"  the 
satisfaction  of  everybody  and  after  a long  study  by  a 
special  committee,  uniformity  of-  sizes  were  finally  adopted 
during  our  first  annual  meeting  last  January  in  the  City 
of  Quebec. 

It  may  not  be  perfect  but  this  concerted  action  has 
surely  benefited  the  great  majority  of  our  members. 

It  is  also  due  to  our  good  work  that  Canadian  shoes 
were  sold  in  a fairly  large  quantity  in  France,  England, 
Belgium  and  other  countries  and  I hope  that  in  the  near 
future  an  export  Association  may  be  formed  as  a Branch  of 
our  organization. 

We  have  created  a better  “Entente  Cordiale”  between 
the  different  district  shoe  associations  which  are  now  work- 
ing together  with  far  better  results  than  before,  exchanging 
their  views  on  questions  of  National  interest.  We  have 
also  obtained  in  a large  extent  the  goodwill  and  co-operation 
of  the  tanners,  retailers  and  travellers  association  and  it  is 
only  through  a better  understanding  between  these  associ- 
ations that  we  will  be  able  to  uphold  the  prestige  of  the  shoe 


54 


THE  SHOE  AND  LEATHER  JOURNAL 


manufacturers  and  safeguard  the  interest  of  the  Canadian 
leather  industry. 

Having  offered  our  complete  support  to  the  National 
Shoe  Retailers  Association  when  they  decided  to  hold  a 
style  show  in  Montreal  last  July,  we  kept  our  word  and 
helped  to  make  a huge  success  of  same  and  although  it  might 
have  cost  a larger  expenditure  than  expected  by  some 
exhibitors,  it  has  nevertheless  done  more  to  cement  the 
co-operation  of  manufacturers  and  retailers  and  consumers 
in  convincing  the  Canadian  people  that  Canadian  shoes 
fully  equal  the  imported  shoes. 

The  presentation  of  our  statement  to  the  Tariff  Com- 
mission in  Montreal  on  Nov.  15th,  1920,  a copy  of  which 
has  been  sent  to  each  one  of  you,  according  to  many  experts 
was  found  to  be  one  of  the  best  presented  by  any  industry 
or  trade  and  we  hope  that  the  Canadian  Government  will 
support  our  contention  and  if  our  Association  has  not  done 
anything  else  than  presenting  a soljd  front  in  this  instance, 
it  would  have  proved  the  necessity  of  our  existence  as  a 
Canadian  organization  of  our  industry. 

The  principle  of  co-operative  advertising  which  was 
adopted  at  our  first  annual  meeting  has  proved  advantageous 
and  you  will  listen  with  pleasure  to  the  report  of  our  National 
Advertising  Committee  which  will  be  presented  to-day  by 
its  chairman,  Mr.  J.  D.  Palmer. 

During  the  re-adjustment  period  started  last  spring, 
the  Customs  authorities  promised  to  give  their  support 
to  every  complaint  which  was  made  to  them  through  in- 
dividual members,  and  more  especially  through  the  recom- 
mendation of  our  Association  and  it  is  due  to  our  energy 
that  the  dumping  Jhas  been  kept  to  a minimum. 

We  have  also  put  a stop,  at  least  partially,  to  many 
fraudulent  advertisements  issued  by  dishonest  advertisers, 
and  we  also  have  been  putting  a check  to  the  injurious 


J.  E.  WARRINGTON 
2nd  Vice-President 


news  items  published  against  our  industry  in  the  daily 
newspapers. 

My  suggestions  were  accepted  by  your  executive  in 
regard  to  the  opening  of  a new  department  which  is  now  in 
good  working  operation  and  has  reported  so  far  the  names  of 
30  delinquents  who  are  using  unfair  practices  by  cancelling 
orders  unjustly,  or  returning  goods  bought  in  good  faith. 
This  department  is  thoroughly  appreciated  by  our  members 
who  have  sent  82  enquiries  to  get  a full  detailed  report 


against  these  dishonest  retailers  and  jobbers.  This  depart- 
ment alone,  if  taken  proper  advantage  of,  is  worth  many 
times  the  amount  of  the  annual  subscription  and  could  be 
very  materially  improved  if  sufficient  funds  were  available 
when  credit  informations  could  be  added  for  the  confidential 


J.  A.  WALKER 
Chairman  Tariff  Committee 


use  of  the  members.  You  have  benefited  individually  from 
many  other  sources  through  the  work  of  our  association, 
but  the  above  remarks  will  convince  you  that  with  a budget 
of  less  than  $5,000  a year  our  association  has  done  wonders, 
and  I will  continue  to  improve  its  service  and  expect  the 
complete  support  of  every  member  who  should  not  only 
take  advantage  of  our  service  but  should  induce  other  shoe 
manufacturers  who  are  not  members  to  join  our  ranks 
immediately  in  order  to  give  not  only  their  moral  support 
but  also  their  financial  aid  to  cover  our  expenses. 

I cannot  conclude  this  report  without  offering  my 
sincere  thanks  to  officers  and  executive  committee  for  their 
loyal  support  which  I have  much  appreciated  and  by  assur- 
ing everyone  of  you  gentlemen  that  I am  at  your  service. 

National  Advertising  Committee  Report 

A telegram  was  read  expressing  the  regret  of  the  Chair- 
man. J.  D.  Palmer,  of  Fredericton,  N.B.,  at  not  being  aide 
to  be  present.  In  his  absence  the  report  was  read  by  Mr. 
Alex.  Marshall,  Secretary  of  the  Committee,  reported  here- 
with in  part : 

The  report  of  the  National  Advertising  Committee  of 
the  Shoe  Manufacturers’  Association  of  Canada  was  sent  to 
the  Convention  by  the  Chairman,  Mr.  J.  D.  Palmer,  and 
stated  that  the  committee  had  been  appointed  at  the  last 
annual  meeting  at  Quebec  and  that  $50,000  had  been  appro- 
priated to  carry  on  a campaign,  the  expense  to  be  pro-rated 
among  members  of  the  Association  according  to  their  sales. 
The  following  members  of  the  Association  were  appointed 
to  the  committee  and  with  power  to  add  to  their  number, 
settle  upon  the  pro-rata  levy  and  transact  other  business: 
Mr.  J.  D.  Palmer,  Hartt  Boot  & Shoe  Co.,  Limited,  Frederic- 
ton, N.B.,  Chairman;  Messrs.  Alfred  Lambert,  Alfred  Lam- 
bert, Inc.,  Montreal;  J.  E.  Warrington,  John  Ritchie  Co., 
Limited,  Quebec;  C.  F.  Craigie,  Ames,  Holden-McCready 
Co.,  Limited,  Montreal,  and  G.  A.  Blachford,  Blachford 
Manufacturing  Company,  Toronto.  Mr.  Lambert  could  not 
act  and  Mr.  Albert  Tetrault  was  appointed  in  his  place. 
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Mr.  R.  W.  Ashcroft,  of  Ames,  Holden-McCready,  Limited, 
was  later  added  to  the  committee. 

The  report  stated  that  it  was  impossible  to  attach  a 
financial  statement  beyond  December  31st,  1920,  but  a fully 
audited  statement  of  accounts  will  later  be  sent  to  each 
subscriber  or  member  of  the  Association.  The  total  amount 
subscribed  was  $54,756.03.  The  only  manufacturer  in 
British  Columbia  subscribed  his  full  amount;  in  Ontario  22 
manufacturers  gave  $12,266.27;  Montreal  and  district,  11 
factories,  $6,987.45;  Quebec  City  and  district,  12  factories, 
$7,450.58;  in  the  Maritime  Provinces  four  manufacturers 
paid  $2,459.04.  Total  shoe  manufacturers  paid  subscrip- 
tions to  December  31st,  $29,163.34;  of  this  the  tanners  and 
allied  trades  subscribed  $15,810.20,  and  the  shoe  manufac- 
turers $38,945.83.  The  total  unpaid  shoe  manufacturers 
subscriptions  amount  to  $8,841.71. 

The  committee  held  eight  meetings  and  usually  they 
lasted  two  days.  There  were  170  publications  used  in  the 
campaign.  French  and  English  papers  were  used  proportion- 
ately. A booklet  was  issued  to  the  retailers  dealing  with  the 
Made-in-Canada  campaign.  Essay  contests  were  also 
arranged  through  the  booklets.  The  committee  also  arranged 
for  a survey  of  the  shoe  industry  by  the  Canadian  Re-con- 
struction Association.  Motion  pictures  were  exhibited  in 
100  theatres  in  Ontario,  Quebec  and  the  Maritime  Provinces. 
The  committee  succeeded  in  getting  published  free  of  charge 
reading  notices  approximating  75  per  cent,  of  the  value  of 
the  paid  advertising.  The  committee  believes  that  its  efforts 
have  been  successful  in  the  main  objects.  Imports  of  shoes 
during  the  last  two  months  of  1920  were  700,000  less  than  for 
the  same  period  last  year.  When  the  luxury  tax  was  remitted 
in  December,  several  big  dailies  ran  about  a double  half- 
column on  the  front  page  giving  opinions  from  manufacturers 
and  merchants.  Although  twenty  or  more  trades  were 
affected  almost  invariably,  about  a quarter  of  the  space  was 
given  over  to  the  statements  of  people  connected  with  the 


shoe  manufacturing  trade,  and  generally  the  most  prominent 
store.  It  is  undoubted  that  this  position  can  be  maintained 
if  the  shoe  trade  will  express  itself. 

The  report  took  occasion  to  thank  the  tanners  and  other 
allied  industries  for  the  hearty  co-operation  given  and  stated 
that  the  branches  of  the  industry  had  been  brought  closer 
together  through  their  united  efforts.  The  formation  of  an 
educational  or  publicity  committee  was  advocated  to  succeed 
the  work  of  the  National  Advertising  Committee. 

Tariff  Committee  Report 

Mr.  John  A.  Walker,  of  Toronto,  then  presented  the 
report  of  the  Tariff  Committee  as  follows: 

At  an  Executive  meeting  of  “The  Association”  held 
in  Montreal  last  Spring,  committees  were  appointed  to 
represent  Ontario,  Maritime  Province,  City  of  Quebec  and 
City  of  Montreal.  Each  sub-committee  was  to  prepare  a 
report  and  the  sub-committee  reports  were  to  be  presented 
to  a general  committee  meeting  which  was  held,  on  different 
occasions,  in  Montreal;  and  from  these  sub-committees’ 
reports  a general  brief  was  prepared.  After  several  con- 
ventions, on  different  occasions,  the  general  committee 
completed  their  statement  which  was  eventually  confirmed 
by  “The  National  Executive”  and  when  the  Tariff  Com- 
mission sat  in  Montreal  on  Nov.  the  15th  the  final  statement 
(on  behalf  of  the  Boot  and  Shoe  Manufacturers  of  Canada) 
was  very  ably  presented  to  the  Tariff  Commission  by  Mr. 
J.  D.  Palmer. 

The  Association  is  indebted  to  the  Montreal  and  Quebec 
Committee  for  the  able  assistance  in  the  preparation  of  this 
statement. 

No  doubt  you  all  have  a copy  of  the  statement  sub- 
mitted, which  consisted  in  particular  of  the  latest  official 
statistics,  showing  in  1918,  116  establishments  in  Canada 
engaged  in  the  manufacture  of  leather  boots  and  shoes  and 
that  14,870,268  pairs  were  manufactured  valued  at  $46,- 
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387,665.  Statistics  were  also  given  showing  the  number  of 
establishments  in  1905  and  1918.  The  Capital  employed, 
the  wages  paid,  value  of  products,  and  average  value  of 
products  per  establishment,  also  average  capital  invested 
per  establishment.  Further  showed  that  in  1905  industries 
were  producing  under  difficulties  and  that  during  the  period 
between  1900  and  1905  there  was  a reduction  of  23%  in  the 
number  of  establishments. 

One  Canadian  firm  supplying  material  for  the  shoe 
manufacturers  trade  recorded  that  32  factories  (in  which  it 
was  interested  as  a creditor)  went  into  liquidation  in  1905. 

It  was  this  condition  that  the  Government  sought  to 
remedy  by  increasing  the  tariff  on  fine  shoes  from  25%  to 
30%  in  the  revision  of  1906  and  1907. 

The  Shoe  industry  in  Canada  ranks  sixth  in  importance 
The  primary  industries  (which  are  dependent  upon  it  for 
their  market)  employ  somewhere  about  25,000  persons  in 
manufacturing  and  approximately  100,000  including  the 
allied  industries. 

It  was  pointed  out  that  the  Canadian  factories  are 
equipped  with  the  latest  styles  of  machinery,  lasts  and 
patterns  and  have  the  necessary  productive  capacity  to 
supply  the  full  requirements  of  the  Canadian  trade,  also 
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that  the  industry  is  operated  entirely  by  Canadian  capital, 
and  Canadian  labour,  and  is  free  from  combines  of  any  kind. 

Montreal  is  the  centre  of  the  Boot  and  Shoe  Industry 
in  Canada.  The  Montreal  district  have  about  53  factories 
in  which  they  produce  46%  of  the  leather  shoes  made  in 
the  Dominion.  Ontario,  having  about  the  same  number  of 
factories,  produces  about  30%,  Quebec  City  and  vicinity 
have  32  factories,  and  they  produce  about  18%,  all  else- 
where in  Canada  having  about  16  factories  produce  about 
6%  of  the  total  production  in  Canada. 

It  was  further  pointed  out,  that  the  industry  would 
not  have  developed  (except  perhaps  in  a very  small  way) 
if  it  had  not  been  for  the  protection  it  received.  And  it  was 
necessary  to  maintain  the  present  Tariff  to  enable  the 
Canadian  Manufacturers  to  compete,  particularly  with  the 
United  States  enormous  production.  With  about  1,500 
factories  it  produces  approximately  1,000,000  pairs  com- 
pared with  the  production  in  Canada  about  60,000  pairs 
per  day. 

One  concern  alone  in  the  United  States  produces  about 
50%  more  leather  boots  and  shoes  than  are  made  in  all  the 
factories  in  Canada,  and  the  United  States  factories  can 


turn  out  in  3 weeks  as  many'boots  and  shoes  as  are  made 
in  our  Dominion  in  the  entire  year. 

Special  reference  was  made  in  the  report  to  the  official 
records  of  the  Bureau  of  Foreign  Commerce  of  the  United 
States  for  10  months  from  July  1st,  1919,  to  April  30th, 
1920;  which  showed  that  the  average  price  to  all  other 
countries  for  children’s  shoes  was  $1.84  per  pair  while  the 
average  price  to  Canada  was  96  cents  per  pair,  the 
average  price  to  all  other  countries  for  men’s  shoes  was 
$4.55  while  in  Canada  only  $3.46,  and  the  average  price  for 
all  other  countries  for  women’s  shoes  was  $3.60  per  pair  as 
compared  with  $3.44  shipped  to  Canada. 

It  appears  as  though  shoe  manufacturers  in  United 
States  had  been  selling  to  Canada  their  goods  below  the 
actual  cost  of  production,  and  while  the  goods  being  shipped 
into  Canada,  in  this  way,  may  be  within  the  letter  of  the 
law  (of  the  Canadian  Anti-dumping  clause)  it  is  not  within 
the  spirit  of  the  law. 

It  was  urged  very  strongly  by  Mr.  Palmer  that  a 
most  thorough  investigation  by  the  Government,  with  a 
view  of  strengthening  the  Anti-dumping  clause  should  be 
considered  by  the  Government,  and  also  that  a more  explicit 
classification  of  the  imports  and  exports  would  be  beneficial 
to  the  shoe  industry,  and  would  be  valuable  to  those  who 
use  Government  statistics. 

It  was  also  stated  that  The  Shoe  Manufacturers’ 
Association  of  Canada  would  be  glad  to  co-operate  with 
the  Government  officials  in  any  way  in  working  out  a new 
classification  suited  to  the  needs  of  the  shoe  industry. 

This  in  a general  way  covers  the  statement  submitted 
to  the  d ariff  Commission  by  the  shoe  manufacturers  of 
Canada. 

If  the  Association  have  not  accomplished  anything  else 
than  submitting  their  report  to  the  Tariff  Commission,  I 
think  you  will  agree  that  it  is  worth  more  than  the  energy 
that  has  been  put  into  the  preparation  of  the  report.  Had 
the  Association  not  submitted  the  facts  that  are  now  in  the 
hands  of  the  Government,  as  a result  of  the  report,  no  doubt, 
the  decision  of  the  Tariff  Commission  report  to  the  Govern- 
ment would  have  been  disastrous  to  the  shoe  industry  of 
Canada. 

President’s  Address 

At  the  afternoon  session  the  President,  F.  S.  Scott,  M.P., 
presented  his  Annual  Address  as  follows: 

The  Shoe  Manufacturing  industry  in  Canada  has  passed 
through  the  most  unsettled  and  unsatisfactory  year  in  its 
history.  The  conditions  which  existed  were  by  no  means  con- 
fined to  Canada,  but  have  been  world-wide. 

During  the  war,  prices  of  all  classes  of  materials  ad- 
vanced to  unheard  of  levels,  and  the  cost  of  producing 
leather  footwear  for  the  Fall  season  of  1920  was  the  highest 
ever  known.  In  the  short  space  of  a few  months,  these 
conditions  were  completely  changed.  The  demand  for  foot- 
wear abated  in  a remarkable  way.  Hides  and  skins  accu- 
mulated in  dealers’  hands,  and  the  prices  of  these  raw 
materials  dropped  in  many  cases  to  lower  levels  than  obtained 
previous  to  the  war.  It  was  inevitable  that  such  a readjust- 
ment would  bring  enormous  losses  to  the  industry.  During 
the  war  much  was  heard  of  profiteering  in  various  lines. 
Today,  the  average  man  or  woman  has  little  or  no  conception 
of  the  losses  that  have  occitred  on  almost  every  line  of 
business. 

In  this  connection  the  silence  of  the  Press  at  this  time 
is  in  marked  contrast  to  their  activity  when  conditions 
were  the  reverse.  It  is  generally  conceded  that  insofar  as 
the  Shoe  and  Leather  Industry  is  concerned,  the  bottom 
in  prices  has  been  reached,  and  that  from  the  present  time 
on,  we  can  look  for  a gradual  return  to  more  normal  con- 
ditions. 

Your  Executive  have  been  called  upon  to  deal  with 
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many  questions  affecting  the"  trade  during  the  year.  Strong 
representations  were  made  to  the  Dominion  Government 
regarding  the  adverse  effect  of  the  Luxury  Tax.  It  was  a 
source  of  great  satisfaction  to  the  entire  trade,  manufac- 
turers, wholesalers  and  retailers,  when  it  was  abolished.  A 
memorandum  on  the  Tariff  question  as  applied  to  the  Shoe 
Industry  was  prepared  and  submitted  to  the  members  of 
the  Government  who  formed  the  Tariff  Commission. 

A Style  Show  was  held  in  the  City  of  Montreal  in  July 
last  which  proved  a great  success,  and  gave  evidence  of  the 
great  progress  that  has  been  made  in  the  Shoe  Industry  in 
Canada.  While  conditions  at  that  time  were  most  unsettled, 
there  can  be  no  doubt  that  much  good  resulted,  and  it  is  to 
be  hoped  that  the  show  will  be  continued  in  the  future. 

An  advertising  campaign  was  also  entered  upon,  having 
for  its  object  the  encouragement  of  the  consumption  of 
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Canadian  made  shoes.  A committee,  under  the  chairmanship 
of  Mr.  J.  D.  Palmer,  handled  this  work  in  a most  capable 
way,  and  its  activities  will  no  doubt  have  far  reaching  results. 

While  we  believe  that  the  most  difficult  period  of  re- 
adjustment has  been  passed,  doubtless  many  difficulties 
still  confront  us.  There  will  be  much  work  for  the  incoming 
executive  to  do. 

The  question  of  the  appointment  of  a secretary  who 
could  devote  his  entire  time  to  the  work  of  the  members 
should  receive  your  consideration  and  thought. 

I wish  to  express  my  appreciation  of  the  assistance  and 
co-operation  I have  at  all  times  received  at  the  hands  of 
my  fellow  officers  and  members,  and  assure  my  successor 
of  my  desire  to  assist  him  in  any  way  in  my  power  during 
his  tenure  of  office. 

Wednesday  Sessions 

On  Wednesday  morning  addresses  were  delivered  by 
prominent  members  of  the  allied  trades  on  subjects  of  vital 
interest  to  the  shoe  trade.  In  the  absence  of  Hon.  E.  J. 
Davis  of  Newmarket,  who  had  left  for  the  south  his  address 
was  read  by  the  Secretary. 

Upper  Leather  Situation  j 

The  year  1920  has  been  the  most  extraordinary  that 
any  of  us  have  experienced,  it  matters  not  howr  long  we  have 


been  engaged  ijh  any  of  the  above  mentioned  branches  of 
business.  It  began  with  prices  higher  than  had  ever  been 
experienced  in  the  past.  The  demand  for  leather  in.  shoes 
was  unprecedented,  our  chief  difficulty  being  to  supply 
goods  as  fast  as  our  customers  demanded.  Monthly  sales 
were  larger  than  ever  before,  this  condition  continuing  until 
about  the  end  of  May.  Then  suddenly  there  came  a very 
marked  falling  off  in  the  demand  in  the  United  States, 
which  increased  rapidly  during  the  next  few  weeks,  resulting 
in  an  avalanche  of  cancellation  by  the  shoe  jobbers  and 
Retailers  and  soon  after  Canada  passed  through  the  same 
experience.  Everybody  apparently  by  common  consent 
stopped  buying  and  shoe  manufacturers  and  tanners  found 
themselves  in  the  position  of  having  raw  material,  which  they 
were  compelled  to  arrange  for  to  fill  contracts  on  their  books, 
and  it  was  almost  impossible  for  various  reasons  to  make 
deliveries. 

Then  prices  began  to  drop  and  continued  steadily 
downward  until  the  first  week  in  December,  and  while  every 
prudent  business  man  must  have  known  as  soon  as  the  war 
closed  that  prices  could  not  continue  at  the  dizzy  height 
which  they  had  reached  as  a result  of  the  greatest  war  in 
the  world’s  history  and  that  it  was  necessary  to  prepare  in 
advance  for  that  condition  which  was  sure  to  come,  very 
few,  I am  sure,  expected  that  the  drop  would  be  so 'sudden, 
resulting  in  an  almost  absolute  stoppage  of  business. 

The  tanners  generally  reduced  their  input,  reduced 
their  working  force,  ran  shorter  hours  with  what  they  had 
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left,  and  some  even  temporarily  closed  as  far  as  you  can  do 
that  with  a tannery.  The  shoe  manufacturers  found  them- 
selves in  the  same  position.  Some  factories  were  closed, 
others  ran  short  time  with  reduced  staffs  and  the  year 
closed  with  the  most  unsatisfactory  situation  for  our  trade. 

The  difficulties  that  the  last  six  months  have  brought 
to  us  all  I need  not  enlarge  upon.  Each  one  will  have  their 
own  experience  and  it  has  been  one  that  will  not  be  forgotten 
during  the  life  time  of  any  of  us.  The  present  situation, 
however,  and  the  outlook  for  1921  is  one  in  which  we  are 
all  vitally  concerned  and  any  light  and  information  we  can 
obtain  that  will  assist  us  will  be  to  our  great  advantage.  I 
always  hesitate  to  attempt  to  foretell  the  future,  but  there 
are  some  general  principles  in  business  which  perhaps  one 
might  safely  apply  to  the  present  situation. 
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In  the  first  place  since  the  first  of  the  year  there  are 
many  indications  which  would  seem  to  show  that  solid 
ground  has  been  reached  so  far  as  prices  are  concerned. 
This  is  assuming  that  in  our  December  inventory  we  have 
made  our  losses  and  placed  our  price  list  on  a reasonable 
replacement  basis.  There  is  reason  to  believe  that  tanners 
and  shoe  manufacturers  have  followed  this  course.  As  to 
the  shoe  jobber  and  retailer,  I am  not  in  a position  to  speak 
with  as  much  knowledge  of  the  situation,  but  as  they  had 
the  advantage  of  the  rising  market,  the  same  as  the  tanner 
and  shoe  manufacturer,  they  must  expcet  to  clean  out  their 
old  stock  at  a reasonable  price  as  they  can  replace  them  for 
much  less  money.  We  may  as  well  all  make  up  our  minds 
that  war  profits  are  a thing  of  the  past,  and  we  must  all  get 
down  to  hard  work,  economical  production  and  small  profits 
in  keeping  with  the  financial  conditions  and  purchasing 
powers  of  all  countries  of  the  world. 

There  is  a statement  that  you  may  have  heard  during 
the  last  few  months,  or  perhaps  some  of  you  have  made  the 
statement  yourselves,  that  if  hides  and  skins  were  at  a pre- 
war basis  leather  also  ought  to  be  at  a pre-war  basis.  May 
I show  the  impossibilities  of  that  statement  being  true  when 
I say  that  practically  everything  that  goes  into  the  manu- 
facture of  leather  continues  at  war  peak  prices.  Take  the 
question  of  labor.  Hours  have  been  shortened  since  pre- 
war times,  wages  have  been  increased  enormously  and 
although  there  is  unemployment,  which  we  all  regret,  most 
of  us  are  paying  the  highest  wages  that  were  paid  during 
the  war.  Then  take  the  question  of  freight  rates,  which  is 
a heavy  one  in  the  tanning  business.  They  are  practically 
double  what  they  were  before  the  war.  Coal  is  in  the  same 
situation,  and  while  it  has  reduced  recently  to  some  extent 
it  still  costs  more  than  twice  as  much  per  ton  to  lay  it  down 
at  the  plant  as  it  did  before  the  war,  and  the  reason  for  this 
is  the  increase  in  wages  at  the  mines  and  in  freight  rates. 

Hemlock  bark,  dyes  and  chemicals  all  are  very  much 
higher  than  before  the  war  and  with  little  apparent  pros- 
pect in  the  near  future  of  any  important  reductions  being 
made  as  wages  and  freight  enter  into  these  goods.  We 
also  have  certain  taxes  which  were  not  in  operation  before 
the  war  which  require  to  be  paid  whether  there  is  any  profit 
or  not  in  the  business,  such  as  the  sales  tax,  stamp  tax 
on  notes,  drafts  and  cheques  which  in  the  aggregate,  in  a 
large  business,  means  a very  considerable  sum  which  has  to 
be  added  to  the  costs.  We  also  have  increased  express 
rates,. telephone  rates,  railway  passenger  rates  and  pullman 
rates,  all  of  which  adds  to  the  cost  of  manufacturing  and 
which  did  not  prevail  previous  to  the  war.  Taking  all  these 
things  into  consideration  it  should  be  safe  to  operate  on 
to-day’s  leather  prices. 

Since  the  beginning  of  the  year  we  have  found  a greater 
feeling  of  confidence  in  the  trade  and  have  received  more 
orders  than  during  any  month,  up  to  the  same  date,  for  the 
last  four  or  five  months,  and  all  want  prompt  shipment, 
an  indication  that  stocks  are  light.'  There  is  evidence  on 
every  hand  that  the  people  generally  in  Canada  are  stop- 
ping, to  a great  extent,  the  extravagant  expenditures  of 
money  in  ways  that  do  not  result  in  any  permanent  ad- 
vantage, and  that  attitude  must  send  more  money  into  the 
channels  that  provide  food,  clothing  and  the  real  essentials 
for  the  comfort  of  our  homes,  and  in  that  class  our  product 
is  very  important  and  ought  to  be  advantaged  by  that  con- 
dition of  mind. 

Would  also  suggest  that  national  economy  is  an  im- 
portant element  in  aiding  legitimate  business.  That  does 
not  mean  to  stop  all  expenditures,  but  that  our  money 
should  be  spent  in  the  development  of  our  country  and  in 
ways  that  will  bring  reasonable  returns  to  the  citizens  of 
Canada.  To  this  end  our  Association,  and  as  individuals, 
we  should  impress  upon  the  Dominion  Government  and  the 
various  Provincial  Governments  of  Canada,  the  councils 


of  the  municipalities  where  we  reside,  the  importance  of 
exercising  proper  economy  in  the  distribution  of  public 
money  and  to  see  that  a dollar’s  value  is  received  for  every 
dollar  expended. 

The  taxation  levied  by  every  Government  in  Canada, 
by  practically  every  municipality  in  Canada,  has  been  in- 
creasing rapidly  during  the  last  few  years,  and  the  tax  bills 
of  the  people  in  the  aggregate  are  really  becoming  very  bur- 
densome, and  this  reduces  the  purchasing  power  of  the  people 
and  is  a drawback  to  business  developments. 

Will  you  allow  me  to  again  impress  upon  you  the  im- 
portance of  a contract.  It  is  impossible  to  run  business  in 
a satisfactory  manner  unless  both  parties  to  a contract  feel 
their  responsibility  of  living  up  to  its  terms  and  condil^pns. 
Had  that  course  been  pursued  during  the  past  six  months 
in  the  United  States  and  Canada  there  would  not  have  been 
anything  like  the  difficulties,  perplexities  and  losses  that 
very  many  have  improperly  sustained.  This  principle 
should  be  impressed  strongly  in  all  of  our  three  Associations, 
namely  Tanners,  Shoe  Manufacturers  and  Shoe  Retailers. 

There  is  another  feature  I would  like  to  refer  to,  and  I 
do  so  with  confidence  because  I believe  the  Shoe  Manufac- 
turers of  Canada  are  making  as  good  boots  and  shoes  as 
can  be  purchased  anywhere,  giving  real  value,  therefore 
it  is  difficult  to  understand  why  shoe  buyers  should  go  to 
another  country  to  obtain  that  which  can  be  found  at  home. 
The  shoes  they  import  into  Canada  they  expect  to  sell  to 
Canadian  people  and  by  buying  outside  they  are  taking 
away  from  the  shoe  workers  of  the  Dominion  of  Canada 
their  livelihood,  reducing  their  purchasing  power  and  limit- 
ing the  number  of  shoes  that  ought  to  be  bought  in  Canada. 
This  is  a matter  that  is  worthy  of  the  most  careful  consider- 
ation of  every  Shoe  Jobber  and  Shoe  Retailer  in  the  Dom- 
inion. If  there  ever  was  a time  that  we  should  stand  by 
Canada  to  help  develop  her  industries  to  enable  us  to  carry 
the  load  of  war  debts,  which  we  have  to  face  in  the  years 
to  come,  that  time  is  now.  Let  us  all  do  our  share. 

In  conclusion  let  me  say  that  I have  the  most  pleasant 
recollections  of  the  kindness  and  abounding  hospitality 
extended  to  me  at  the  meeting  held  in  Montreal  when  your 
Association  was  finally  organized  and  sincerely  hope  that 
at  this  meeting  of  your  Association  in  Toronto  the  Ontario 
members  will  have  an  opportunity  to  reciprocate  in  ex- 
tending hospitality  to  the  members  of  the  Association 
from  the  Province  of  Quebec.  As  the  members  of  the 
Association  from  the  different  provinces  meet  together  from 
time  to  time  and  become  better  acquainted  they  find  more 
good  qualities  and  more  to  be  admired  in  each  other  than 
they  had  appreciated  or  understood  in  the  past.  .Co-oper- 
ation should  be  Canada’s  model  to-day,  and  whether  we 
are  Catholic  or  Protestant,  French  or  English  speaking,  we 
are  Brothers  all  as  citizens  of  the  great  Dominion. 

Sole  Leather  Condiions 

Mr.  L.  J.  Breithaupt,  of  Kitchener,  on  being  introduced 
to  the  meeting  congratulated  the  Association  upon  the 
representative  character  of  the  gathering  and  referred  to 
the  new  president.  Mr.  Jos.  Daoust,  as  a factor  in  strengthen- 
ing the  entente  that  had  been  established  between  the  pro- 
vinces of  Quebec  and  Ontario.  He  introduced  his  remarks 
by  facetious  reference  to  the  importance  of  sole  leather  in 
its  providing  a better  “understanding.”  Continuing  he 
said : 

I need  not  remind  you  of  the  great  and  unexpected 
changes  that  have  taken  place  during  the  year  recently 
closed.  Leather  and  hide  prices  were  a year  ago  at  the  highest 
ever  recorded  in  the  history  of  the  trade,  in  fact  they  were 
quite  abnormal  although  we  did  not  realize  that  at  the  time. 
As  the  leather  trade  was  good,  to  keep  in  the  swim,  tanners 
were  obliged  to  purchase  hides  and  they  have  therefore  had 
another  costly  experience  of  the  old  adage,  “dear  hides 
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make  cheap  leather  ” — not  that  the  cost  thereof  is  cheap, 
but  the  selling  prices'  thereof  much  below  the  actual  cost. 

The  year  1920  was  characterized  not  only  by  high  prices 
and  great  activity  at  the  beginning  thereof  but  by  the 
extreme  opposite  conditions  of  dulness  and  low  prices  at 
the  end  thereof.  That  these  extremes,  yea,  directly  opposites, 
should  take  place  within  the  comparative  short  period  of 
one  year  seemed  utterly  impossible  but  such  were  the  facts. 

Shrinkage  of  shoe  manufacturers  and  tanners  inventories 
has  entailed  heavy  losses.  Cancellation  of  orders,  I under- 
stand, has  been  another  considerable  source  of  loss  to  shoe 
manufacturers  and  one,  generally  speaking,  that  they 
should  not  have  been  called  upon  to  bear.  Business  ethics, 
it  is  claimed,  were  for  a time  cast  to  the  winds.  I need  not 
dwell  on  the  unfairness  and  injustice  of  such  action.  For- 
tunately, Canadian  tanners  had  but  little,  if  any,  direct 
reason  to  complain  re  this  practice. 

Despite  all  these  and  other  unforseen  and  unprecedented 
conditions  during  the  reconstruction  period  after  the  great 
war,  the  shoe  and  leather  trade  have  emerged  therefrom, 
comparatively  speaking,  in  a safe  and  sound  condition.  We 
all  knew  that  the  change  had  to  come  but  scarcely  anyone 
thought  it  would  come  so  abruptly  and  with  such  severity. 

As  the  shoe  and  leather  trades  were  among  the  earliest 
sufferers  of  these  untoward  conditions,  they  are  expected. to 
be  among  the  first  to  emerge  therefrom:  prices  being  to-day 
on  some  lines,  on  an  average  of  pre-war  basis,  it  would  seem 
that  further  material  declines  are  impossible.  In  some 
cases,  the  finished  article  in  both  leather  and  shoes  is  being 
actually  sold  at  less  than  the  present  re-placement  value. 
One  extreme  usually  brings  another.  Leather  certainly 
cannot  be  produced  as  yet  at  pre-war  prices.  Costs  of 
transportation  by  land  and  sea  continue  extremely  high. 
The  same  may  be  said  on  rates  of  exchange  on  South  Ameri- 
can hides  imported  via  American  ports  payable  in  American 
funds.  The  high  cost  of  merchandising  remains  practically 
unaltered,  labor  may  be  lower  as  soon  as  cost  of  living  de- 
clines but  so  far  this  has  been  immaterial.  We  are  likely 
at  the  bottom  of  prices  now  or  certainly  very  close  thereto. 
The  pendulum  may  soon  swing  the  other  way  and  everybody 
may  then  be  anxious  to  get  under  cover  which  usually  has 
the  effect  of  advancing  prices. 

A certain  individual  anxious  to  make  his  fortune  on 
Wall  Street  was  advised  by  a veteran  of  that  noted  district 
never  to  go  into  a broker’s  office  to  buy  when  there  was  a 
crowd  of  purchasers  about,  but,  on  the  contrary,  it  was 
suggested  to  him  that  the  time  to  buy  was  when  there  were 
but  few  buyers  about.  I scarcely  say  that  this  might  apply 
very  well  at  the  present  time  to  purchasers  of  shoes  and 
leather,  both  I certainly  believe  can  be  secured  lower  to-day 
than  possibly  in  a few  months  from  now.  Time  will  tell. 

You  are  doubtless  aware  that  there  has  been  great 
curtailment  in  the  production  of  all  lines  of  leather  during 
the  last  eight  months  or  more  probably  not  one-third  of 
the  former  output  has  been  made,  owing  to  not  only  slow- 
ing down  tanneries,  but  to  complete  stoppage  of  a number 
thereof.  During  all  this  time  everybody  has  been  wearing 
shoes  and  leather  as  usual.  Stocks  throughout  the  country 
have  been  reduced  and  the  time  for  necessary  re-placement 
cannot  be  far  distant.  Retailers  may  then  perhaps  find 
that  this  cannot  be  accomplished  as  quickly  as  they  may 
have  imagined  and  possibly  not  at  as  low  prices.  Manufac- 
turers have  little  or  no  leather  on  hand.  While  tanners 
still  have  ample  stocks  they  are  already  running  quite  low 
on  some  grades  and  weights  and  when  a real  buying  move- 
ments sets  in  stocks  of  leather  will  vanish  quicker  than 
expected. 

While  there  has  been  but  little  or  no  export  trade  for 
a long  time  such  is  rather  sure  to  be  re-established  early 
this  year.  Exchange  conditions  with  Great  Britain  and 
elsewhere  and  adverse  conditions  of  Continental  Europe 


made  export  practically  impossible.  Exchange  is  gradually 
righting  itself.  Central  Europe  is  greatly  in  want  of  all 
kinds  of  leather.  When  export  opens,  even  to  a small 
degree,  conditions  will  be  immediately  affected;  watch  for 
the  re-action.  It  is  sure  to  come  as  day  comes  after 
night.  It  will  likely  effect  prices  greater  than  now  expected — ■ 
one  sharp  reaction  may  bring  another. 

Conditions  in  this  Canada  of  ours  are  fundamentally 
sound  and  we  are  probably  more  fortunate  than  we  appreciate 
and  especially  so  as  compared  with  other  nations  none  of 
whom  have  escaped  the  aftermath  of  the  great  struggle. 
Our  crops  in  1920  were,  even  at  the  reduced  prices,  the  most 
valuable  in  our  history.  What  we  do  require  is  a larger 
population  and  more  immigration  of  the  right  sort  to  fill 
up  and  build  up  not  only  our  great  and  promising  West,  but 
also  many  parts  of  the  older  provinces.  Were  our  vast 
areas  of  untilled  soil  put  to  the  use  for  which  nature  intended 
them,  the  advancement  of  Canada  would  in  a short  time  be 
phenomenal. 

In  normal  times  Canadian  sole  leather  tanners  exported 
an  average  of  about  35  and  40%  of  their  product.  With 
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the  increased  tanning  capacity  caused  by  the  great  demand 
for  leather  during  the  war  and  the  definite  mandate  of  our 
Government  to  produce  all  they  possibly  could,  tannery 
production  has  been  considerably  increased  with  the  result 
that  Canada  can  now  readily  produce  at  least  double  the 
quantity  of  leather  and  I dare  say,  the  upper  and  light 
stock  trade  are  probably  in  a similar  position.  With  the 
preferential  tariff  we  now  enjoy  with  the  British  West  Indies 
a further  export  outlet  has  been  opened  to  Canada  for  various 
lines  of  manufacture  including  that  of  shoes  and  leather. 

Under  these  circumstances,  I think  we  may  look  to  the 
future  with  considerable  optimism.  Business  is  being  brought 
down  to  a sound  basis.  The  actual  buying  power  of  the 
nation  has  never  been  greater.  Pessimism  must  gradually 
vanish:  the  sun  is  still  shining,  hard  work  and  the  exercise 
of  economy,  avoiding  all  forms  of  extravagance,  can,  with 
reasonable  care  and  foresight  have  but  one  result  viz.:  to 
assist  in  the  bringing  about  of  the  much  desired  and  expected 
improvement  of  trade. 

Peculiarity  of  Quebec  Markets 

This  was  the  title  of  an  address  delivered  by  Mr.  Charles 
Holmes,  of  Le  Prix  Courant,  of  Montreal,  who  said  that  the 
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market  was  peculiar  for  those  who  cannot  conceive  that 
there  can  be  other  ways  of  thinking  and  acting  than  their 
own.  He  said  that  as  the  French-Canadian  was  a Latin  he 
was  often  guided  by  sentiment,  whereas  the  Anglo-Saxon 
knew  no  sentiment  when  he  came  to  study  a business  pro- 
position. He  attributed  the  failure  of  so  many  selling 
campaigns  in  Quebec  which  had  been  successful  elsewhere 
to'.this  sentiment.  He  said  of  the  2,225,000  French-Cana- 
dians  in  Canada,  a million  and  three-quarters  were  estab- 
lished in  Quebec.  Seventy  per  cent  .of  Montreal  and 
ninety  per  cent,  of  the  City  of  Quebec  was  French,  he  said. 
Eighty-eight  per  cent,  of  the  French  lived  in  the  rural 
communities  and  eighty  per  cent,  of  these  are  engaged  in 
agriculture.  He  said  as  a consequence  the  greater  part  of 
distribution  had  to  be  through  general  stores.  Of  the 
5,  435’general  stores  owned  in  the  province  4,619  are  owned 
by  French-Canadians.  He  pointed  out  that  most  of  these 
stores  were  rated  high.  They  have  prospered  with  the 
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farmers.  Agriculture  has  increased  by  400  per  cent,  in  the 
last  six  years,  he  said.  Mixed  farming  is  the  rule.  Home 
canning  and  dairying  had  made  strides,  the  speaker  said,  as 
had  also  the  fisheries,  minings  and  pulpwood  industries. 
Bank  deposits  were  on  the  increase. 

Mr.  Holmes  then  quoted  figures  to  show  what  the 
province  was  doing  in  the  way  of  investments  and  said 
that  out  of  the  929  shoe  stores  in  the  province  776  of  them 
were  owned  by  French-Canadians  and  went  on  to  quote 
more  figures  to  show  the  provinces’  growth  in  other  direc- 
tions. In  speaking  of  the  language  Mr.  Holmes  said  that 
only  ten  per  cent,  of  the  people  of  the  province  could  speak 
English.  He  mentioned  this  to  show  that  advertising  must 
be  in  French  to  be  effective  in  Quebec.  He  said  that  the 
appeal  must  be  to  the  Latin  and  that  no  imperial  ideas 
would  go  and  went  on  to  show  that  the  French  must  be 
allowed  to  retain  their  language.  Not  even  the  great 
American  melting  pot,  he  said,  had  been  successful  in  getting 
the  French  over  there  to  abandon  their  language. 

How  to  Hold  a Customer 

Mr.  Peter  Doig  in  introducing  his  subject  made  some 
jocular  remarks  about  changing  his  subject  from  “How 
To  Find  a Customer”  to  “How  to  Hold  a Customer.” 
He  said  his  firm  told  him  they  paid  him  for  finding 
customers  and  if  he  spoke  on  that  he  would  be 


depreciating  his  own  success.  He  spoke  optimistically  of 
the  business  fog  lifting  and  the  business  ship  coming  out 
into  clear  bright  weather.  The  pessimist  has  had  his  innings. 
Fie  must  be  replaced  by  the  optimist. 

The  speaker  quoted  from  letters  received  from  Sir 
Frederic  Williams-Taylor,  Rt.  Hon.  Mr.  Meighen  and  Sir 
Edmund  Walker  all  speaking  hopefully  of  the  outlook  for 
business  in  Canada  and  the  fact  that  we  had  before  us 
steadier  conditions.  His  remarks  were  interspersed  with 
humor  that  kept  the  audience  in  a happy  mood. 

Speaking  to  his  subject  more  seriously,  Mr.  Doig  said 
with  regard  to  customers,  “We  ought  to  render  such  service 
to  our  customers  that  we  ought  to  be  able  to  depend  from 
season  to  season  on  their  trade.”  He  went  on  to  speak  of 
selling  methods  and  depreciated  the  looseness  with  which 
so  much  of  the  shoe  business  was  done.  Agreements  were 
not  sufficiently  lived  up  to.  He  could  not  understand  a 
merchant’s  objection  to  put  his  signature  to  an  order. 
Another  point  made  by  the  speaker  was  in  regard  to  return- 
ing goods  without  justification  or  explanation. 

* He  said  customers  could  not  be  held  by  entertainment 
or  personal  attention  but  by  real  merchandise.  What  is 
wanted  is  to  produce  goods  equal  to  sample  and  give  the 
retailer  service  to  which  he  is  entitled.  If  the  goods  are 
right,  if  they  are  shipped  promptly  and  correctly,  the  cus- 
tomer will  remain  loyal  to  the  house.  The  salesman  is  not 
everything  as  it  may  too  often  appear,  but  service  is. 

Mr.  Doig’s  advice  to  the  Convention  was:  “Try  and 
get  the  goodwill  of  your  customer  by  real  merit.  Set  high 
standards,  real  men  will  rise  to  them.  Do  not  work  on  the 
principle  that  the  retailers  know  nothing.  Do  not  play 
upon  the  supposed  ignorance  of  your  customer.  If  you 
win  his  confidence  you  are  linking  him  up  with  your  organ- 
ization. Give  service  in  its  fullness.  Change  your  proposi- 
tion with  real  life.”  The  speaker  then  went  on  to  quote 
incidents  that  show  that  the  present  “buying  strike”  was 
about  over. 

Retailers  claim  that  business  last  year  was  on  the  whole 
better  than  usual.  They  have  not  been  buying  for  several 
months,  therefore  no  matter  what  they  say  stocks  must  be 
low.  Personally  he  believed  we  were  going  to  see  before 
very  long  the  heavy  depression  that  weighed  us  down 
dispelled  by  the  sunshine  of  new  conditions  and  more  pros- 
perous times  would  be  all  about  us.  He  reiterated  his  state- 
ment that  “Service”  should  be  the  watchword  for  1921. 

At  the  conclusion  of  Mr.  Doig’s  address  Mr.  W.  T. 
Fegan,  ex-president  of  the  National  Shoe  Retailers  Associ- 
ation, was  called  to  the  platform  and  addressed  a few  words 
of  congratulation  and  advicp  to  the.  Convention,  endorsing 
some  of  the  points  made  by  the  previous  speaker. 

Shoe  Manufacturing  as  Seen  from  a Machinery  Point  of  View 

Mr.  F.  H.  Knowlton,  of  the  United  Shoe  Machinery  Co. 
of  Canada,  addressed  the  Convention  upon  this  subject  at 
length.  He  said: 

The  Shoe  Trade  is  one  of  the  very  oldest  of  our  present 
lines  of  industry,  and  shoes  are  the  oldest  of  any  article  of 
human  apparel.  From  a very  crude  form  of  sandal,  the  shoe 
has  passed  through  a great  number  of  changes  in  its  develop- 
ment into  the  modern  type.  These  various  stages  in  the 
evolution  of  the  shoe  have,  in  a way,  travelled  in  circles, 
and  we  have  seen  certain  styles  of  footwear  disappear 
entirely  only  to  make  their  appearance  a few,  or  in  some 
cases,  many  years  later  in  substantially  the  same  style. 

Instances  of  this  are  the  very  narrow  toes  which  were 
in  style  twenty  to  twenty-five  years  ago,  only  to  gradually 
disappear  and  be  replaced  by  the  wider,  and  later  by  the 
extremely  wide  toes,  these  being  followed  by  the  very  high 
toes,  some  of  which  are  being  made  even  to-day,  although 
the  greater  part  of  the  late  styles  have  worked  back  to  the 
narrow  toes,  which  are  certainly  a very  attractive  shoe  to 
look  at,  but  a much  less  satisfactory  shoe  for  the  wearer 
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than  the  wider  and  higher  toes,  although  the  low  heels  of 
to-day  are  much  more  suitable  for  the  wearer  and  better 
in  every  way  for  every  one  connected  with  the  trade  with 
the  possible  exception  of  the  heel  manufacturers. 

In  all  these  stages  in  the  types  and  styles  of  shoes, 
and  more  particularly  during  the  last  period  of  about  sixty- 
five  years,  the  use  of  machinery  has  been  an  important 
factor.  Commencing  about  1860  various  machines  were 
developed  for  performing  certain  operations  in  the  making 
of  shoes  that  were  formerly  performed  by  hand,  and  to-day 
we  have  over  200  operations  performed  by  machinery  in 
the  making  of  the  modern  shoe,  and  135  machines  in  the 
class  that  would  be  considered  as  shoe  machinery  are  regu- 
larly supplied  for  the  making  of  the  Goodyear  Welt  Shoe  of 
to-day. 

An  experience  of  little  over  thirty  years  with  the  shoe 
manufacturers  of  Canada  has  given  some  of  us  coftnected 
with  the  Shoe  Machinery  Industry  quite  an  extended  and 
varied  experience  in  catering  to  the  wants  of  the  shoe  manu- 
facturers of  the  country.  Since  the  days  of  the  Woodleys, 
Bresse  and  Bottrell  of  the  Quebec  Section,  the  Mullarkeys 
and  Lintons  of  Montreal  and  Cooper  & Smith,  and  Van 
Normans  of  the  Western  Section,  we  have  seen  many  changes, 
and  have  seen  the  output  of  the  industry  increase  very 
rapidly,  at  a rate  during  the  last  ten  years  of  approximately 
one  million  pairs,  reaching  its  highest  point  in  1916  with  an 
output  of  about  20J/2  million  pairs.  That  quantity  is  no 
doubt,  somewhat  in  excess  of  the  normal  requirements  of 
the  country  for  domestic  consumption,  and  include  a quantity 
of  shoes  for  export. 

In  bringing  about  this  remarkable  increase,  machinery 
has  played  a very  important  part;  from  the  cutting  of  the 
uppers  and  soles  to  the  final  operations  in  the  finishing  of 
the  shoes,  the  use  of  machinery  has  become  more  and  more 
an  important  factor  incidental  to  the  increased  production. 
Even  with  all  modern  equipment  and  ocnveniences,  there 
was  not  sufficient  help  to  turn  out  all  the  shoes  required 
during  recent  busy  periods,  and  without  labor-saving 
machinery  for  so  many  operations,  there  would  have  been 
much  less  increase  in  the  quantity  and  quality  of  the  pro- 
duct of  Canadian  shoe  factories. 

It  is  estimated  that  the  census  of  Canada  about  to  be 
taken  will  show  a population  of  eight  to  nine  millions  of 
people — some  estimate  it  as  ten  millions,  which  is  probably 
a little  high.  On  the  basis  of,  say — millions,  a normal 
production  of  shoes  for  domestic  requirements  would  be 
about  19-113  million  pairs,  as  a consumption  of  2 to  2jJ 
pairs  per  capita  is  about  what  can  be  looked  for.  On  that 
basis  the  production  for  the  year  1919  was  about  on  a normal 
basis  to  compare  with  the  consumption. 

Some  of  you  may  be  surprised  to  learn  that  the  total 
production  for  the  year  just  closed,  1920,  in  spite  of  the 
extremely  dull  period  during  the  latter  part  of  the  year, 
was  approximately  17  million  pairs,  owing  to  the  fact 
that  the  first  six  months  of  the  year  was  the  busiest  period 
ever  experienced  by  the  shoe  trade  of  the  country.  The 
period  from  July  1st,  1920,  to  July  1st,  1921,  will  probably 
mark  the  low  point  in  production  of  the  present  period  of 
depression,  as  the  shoe  trade  was  one  of  the  first  to  feel  the 
depression,  and  should  be  one  of  the  first  to  show  an  im- 
provement. 

Business  generally  can  hardly  be  expected  to  discount 
the  recent  years  of  prosperity  by  a few  months  of  depression, 
but  from  the  fact  that  the  shoe  trade  had  had  no  long  period 
of  over-production,  it  may  reasonably  be  expected  that  the 
manufacturing  cf  shoes  may  resume  a normal  condition 
some  time  before  other  lines  that  have  been  greatly  over- 
produced in  recent  years. 

The  Western  section  of  the  trade  has  been  showing  in 
recent  years  a large  percentage  of  growth,  but  the  Montreal 
section  still  leads  us  quite  a large  margin.  The  year  1919, 
with  a total  of  153  factories  (the  figures  for  1920  not  being 


available  as  yet)  shows  the  Montreal  shoe  district  with  54 
factories,  making  49.7%  of  the  total  output;  Toronto  with 
26  factories,  making  10.9%;  Kitchener  district  with  29 
factories,  making  17%;  Quebec  district  with  34  factories, 
making  19.4%,  and  the  Lower  Provinces  and  other  outside 
districts,  with  10  factories,  making.  3%  of  the  total  pro- 
duction. Probably  the  division  of  Ontario  into  the  Toronto 
and  Kitchener  districts  may  mean  very  little  except  to  the 
machinery  people,  and  should  probably  be  taken  together 
as  having  55  factories  and  producing  27.9%  of  the  total 
output. 

Determining  the  number  of  factories  at  any  given  time 
is  largely  a matter  of  judgment,  particularly  in  reference 
to  several  of  the  smaller  factories.  In  making  up  the  figures 
submitted  there  have  been  included  only  those  factories 
that  were  making  shoes  in  regular  lots  for  the  trade,  and  the 
number  of  153  mentioned  does  not  include  several  very 
small  plants  that  might  possibly  be  included  in  the  list  of 
factories. 

The  shoe  trade  has  just  passed  the  high  point  in  the  matter 
of  prices,  and  manufacturers  are-  able,  principally  through 
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a decrease  in  the  cost  of  leather,  to  reduce  prices  to  a point 
that  certainly  should  induce  their  customers  and  the  public 
to  again  take  up  the  practice  of  buying  shoes.  Reductions 
have  also  been  made  in  other  items  entering  into  the  cost  of 
the  shoe,  and  further  reductions  will  surely  follow. 

References  have  been  made  at  times  in  regard  to  possible 
changes  in  the  various  rates  of  royalties  that  apply  in  con- 
nection with  the  manufacturer  of  shoes,  but  it  would  be 
rather  difficult  to  reduce  an  item  that  has  never  been  in- 
creased beyond  its  original  rate,  although  the  amount  of 
investment  required  to  produce  a given  return  has  doubled 
up  several  times,  and  the  item  or  royalty  is  the  only  one 
entering  into  the  cost  of  the  shoe  which  has  not  been  increased 
during  recent  years. 

There  have  been  few  failures  in  the  shoe  manufacturing 
trade  during  the  past  year,  and  none  of  them  particularly 
bad  ones,  as  the  trade  generally  has  been  in  quite  a strong 
financial  position  as  a result  of  the  preceding  years  of  good 
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business.  What  the  present  year  will  bring  forth  is  rather 
hard  to  determine,  but  there  is  a tendency  on  the  part  of 
the  Allied  Trades  to  assist  the  manufacturers  who,  in  turn, 
are  assisting  their  customers,  and  this,  more  than  any  other 
one  factor,  should  be  a means  of  bringing  about  more  normal 
conditions. 

As  to  the  outlook  for  the  present  year,  there  are  so 
many  factors  involved,  factors  entirely  beyond  the  control 
of  any  one  connected  with  the  industry,  that  no  one  can 
foresee  with  any  degree  of  accuracy  just  what  the  conditions 
are  likely  to  be.  The  general  foreign  situation,  particularly 
in  Europe,  has  an  important  bearing  on  the  immediate 
future  of  our  industry;  the  outcome  of  business  and  credits 
in  Europe  will  have  a very  important  bearing  on  the  sucess 
or  failure  of  many  large  concerns  in  America,  particularly 
in  the  United  States  and  Canada.  Business  in  Europe  has 
been  kept  up  by  the  same  method  as  on  this  side  of  the  water, 
by  inflation,  and  when  a country  like  France  issues  10  billion 
francs  of  new  currency,  as  she  has  done  since  the  Armistice, 
a great  deal  of  readjustment  is  necessary  before  business 
can  assume  anything  like  normal  conditions. 

There  has  been  evidence  recently  of  a tendency  for  more 
shoe  factories,  but  present  conditions  do  not  seem  to  warrant 
any  material  increase.  The  present  total  capacity  of  the 
shoe  factories  of  Canada  is  quite  sufficient  to  produce  all 
the  shoes  required,  and  any  new  factories  would  have  quite 
a serious  struggle  to  obtain  business  that  has  been  handled 
by  present  concerns,  who  will  certainly  make  strenuous 
efforts  to  hold  such  business. 

It  is  often  remarked  that  the  shoe  repairing  business, 
as  at  present  handled  and  equipped,  is  cutting  into  the 
manufacturing  trade  to  quite  an  extent,  but  the  increase 
in  the  repair  trade,  as  seen  by  machinery  people,  does  not 
indicate  that.  .The  repair  trade  is  better  equipped  than 
formerly,  and  is  going  through  a stage  in  its  development 
that  the  manufacturing  trade  passed  through  in  years  past, 
but  we  have  not  yet  seen  that  the  repair  trade  was  encroach- 
ing on  the  manufacturing  field,  and  if  that  should  become 
apparent,  the  machinery  people  would  be  the  first  to  en- 
deavour to  prevent  any  movement  that  meant  an  injury 
to  its  largest  and  by  far  its  most  important  field. 

As  seen  from  the  point  of  view  of  those  in  the  machinery 
business,  the  shoe  manufacturers  of  Canada  have  every  rea- 
son to  be  proud  of  the  progress  they  have  made  and  of  their 
product.  The  shoes  made  in  Canada  compare  very  favour- 
ably with  those  made  anywhere,  as  shown  by  work  exhibited 
in  the  Shoe  Fair  held  in  Montreal  in  July  last,  where  Cana- 
dian-made-goods  were  shown  which  any  manufacturer 
should  be  proud  of.  Shortly  afterwards  a somewhat  similar 
Fair  was  held  in  Boston,  and  any  Canadian  shoe  manu- 
facturer who  visited  both  Fairs,  as  quite  a number  did, 
knows  that  Canadian  producers  need  make  no  apologies  for 
the  product  of  their  factories. 

Extra  caution  should  be  exercised  in  the  matter  of 
credits,  keeping  in  mind  that  the  ultimate  result  to  be 
obtained  is  to  secure  payment  for  goods  turned  out.  Too 
many  concerns  are  inclined  to  measure  their  success  by 
the  volume  of  orders  received,  whereas  the  amount  actually 
received  for  your  product  is  the  basis  on  which  sucess  or 
failure  will  be  established. 

Canadian  firms,  not  only  in  the  Shoe  trade,  but  in  all 
lines  should  cater  to  export  trade,  and  while  the  item  of 
exchange  is  against  them  at  present,  the  item  of  preferential 
duty  is  in  their  favor,  and  any  export  business  would  be 
one  of  the  most  important  factors  irr  adjusting  the  exchange 
conditions. 

In  considering  export  business  it  would  be  .wise  to 
furnish,  whenever  possible,  your  regular  lines.  Too  many 
firms,  not  only  in  the  shoe  trade,  but  in  other  lines  as  well, 
have  made  the  mistake  of  manufacturing  “Special  Lines” 
for  export,  lines  of  goods  which,  in  some  cases,  were  entirely 
different  from  their  regular  product,  and  this  has  several 


bad  effects.  It  is  inclined  to  reduce  the  standard  of  your 
output,  and  very  strenous  efforts  are  required  on  comple- 
tion of  the  export  work  to  bring  your  staff  back  to  your 
regular  standard,  and  there  is  also  the  question  to  be  con- 
sidered of  possible  rejections  or  returns,  leaving  on  your 
hands  'a  volume  of  goods  which  find  no  ready  sale  in  your 
ordinary  market. 

Export — not  import  (but  the  exporting  of  your  regular 
lines  of  goods)  should  be  the  slogan  of  the  shoe  trade  in  Can- 
ada, and  what  is  perhaps  the  most  important  point,  either 
as  regards  goods  for  export  or  for  home  consumption,  mark 
your  product  “MADE  IN  CANADA.” 

Co-Operation — Within  and  Without — 

Mr.  James  Acton  of  the  Shoe  and  Leather  Journal 
was  introduced  by  President  Daoust  as  the  father  of 
organization  in  the  shoe  and  leather  trades,  who  had  brought 
the  various  departments  of  the  industry  into  such  relations 
to  each  other  as  to  ensure  co-operation  amongst  the  various 
departments. 

Mr.  Acton  in  beginning  his  address,  referred  to  the  pleas- 
ing fact  that  so  many  delegates  were  present  fron  the 
Province  of  Quebec.  As  a matter  of  courtesy  to  these 
gentlemen  he  would  endeavour  to  address  them  a few 
words  of  welcome  in  their  own  tongue.  He  said;  “Gentle- 
men of  the  Province  of  Quebec,  I regret  that  I have  so  little 
practice  and  opportunity  of  speaking  in  the  French  tongue 
that  I confess  I hesitate  to  express  myself  before  you  in 
your  beautiful  language.  Therefore  I crave  in  advance 
your  indulgence. 

“1  wish  to  say  to  you,  however,  that  we  are  delighted 
r.o  have  you  with  us  on  this  occasion  which  serves  to  demon- 
strate the  “Bonne  Entente”  already  established  amongst 
us  and  which  no  doubt  will  strengthen  still  more  the  bonds 
which  unite  the  two  great  races  and  which  assure  the  future 
of  our  great  Dominion. 

“In  the  shoe  and  leather  industries  we  are  naturally 
more  closely  in  contact  than  in  other  branches  of  trade. 
Tanners,  shoe  manufacturers  and  also  the  retailers  are  now 
on  friendly  relations  with  the  result  that  every  day  we  are 
learning  to  appreciate  each  other  more  and  more. 

“The  different  departments  of  the  shoe  and  leather 
industry  should  endeavour  to  establish  amongst  them  the 
strictest  co-operation  and  to  work  together  for  the  greatest 
good  not  only  of  trade  but  the  country  at  large.  The  future 
of  Canada  depends  upon  the  development  of  its  natural 
resources,  upon  its  industries  and  above  all  upon  the  courage, 
determination  and  co-operation  of  all  Canadians.  May  it 
be  permitted  to  us  to  hope  that  in  the  near  future  the  words 
‘ Made  in  Canada  ’ will  be  recognized  throughout  the 
world  and  especially  in  Canada  as  synonymous  with 
QUALITY.” 

Continuing  in  English  Mr.  Acton  said  that  he  would 
not  address  them  as  a shoe  man  nor  as  an  editor  but  as  a 
manufacturer  who  had  been  a member  of  the  Canadian 
Manufacturers’  Association  now  for  about  thirty  years, 
and  as  the  president  of  an  establishment  whose  product  was 
printing.  They  had  had  an  association  for  many  years 
amongst  the  employing  printers  of  Toronto  which  had  taken 
the  form  usual  with  many  organizations  of  this  kind.  It  was 
merely  a social  affair  in  which  they  met  as  friends  from  time 
to  time  around  the  banqueting  table  but  went  out  and  fought 
each  other  as  advocates  at  law.  About  two  years  ago  they 
had  formed  a branch  of  the  United  Typothetae  of  America, 
since  which  time  they  had  introduced  such  measures  as 
uniform  costing,  accounting  and  other  practical  changes 
besides  establishing  a jcode  of  ethics  amongst  themselves 
that  had  not  only  eliminated  destructive  competition  but 
made  business  much  more  pleasant  as  well  as  profitable. 

He  said  the  history  of  all  business  was  that  of  the  pro- 
gressive development  of  what  he  called  the  four  C’s.  There 
was  the  first  period  of  “Content”  in  the  early  stages,  when 
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there  wag  plenty  of  business  for  everybody  and  reckless 
competition  was  practically  unknown.  He  referred  to  the 
early  period  of  the  history  of  the  shoe  trade  when  all  that 
seemed  necessary  was  to  say  that  a shoe  was  a “King,” 
“Bell”  or  “Pinkerton”  shoe  to  be  able  to  sell  all  you  could 
produce.  Then  came  the  period  of  “Competition”  when 
factories  began  to  jostle  each  other  and  offer  extra  induce- 
ments in  price  or  terms  for  business.  This  was  naturally 
followed  by  the  “Combine”  period  of  twenty-five  years 
ago  when  “big  business”  was  the  watchword.  This  develop- 
ment had  put  on  the  statute  books  of  the  country,  laws  to 
counteract  the  tendency  to  crowd  out  the  “little  fellow.” 
It  was  this  spirit  that  led  Germany  to  throw  down  the 
gauntlet  to  the  world  and  precipitate  a war  that  had  shaken 
our  civilization  to  its  foundations. 

The  “mailed  fist”  had  failed  and  the  great  result  of  the 
war  was  the  killing  of  this  spirit  of  extermination  in  business 
as  well  as  amongst  nations.  The  great  thing  that  has  come 
to  us  out  of  this  tremendous  upheaval  was  the  “brotherhood  ” 
spirit.  Co-operation  was  now  and  would  continue  to  be 
the  spirit  of  the  new  age — the  spirit  of  business  as  well  as 
that  of  the  nations. 

Co-operation  in  such  an  organization  as  the  Canadian 
Shbe  Manufacturers  Association  should  be  two-fold — with 
those  within  the  association  or  trade  and  then  with  those 
whose  interests  were  closely  allied  to  those  of  its  members. 
Co-operation  within  might  be  discussed  under  three  heads. 
In  the  first  place  it  should  be  personal  or  human.  Our 
attitude  towards  those  in  the  same  business  should  be  that 
of  friends  not  foes.  We  should  treat  our  competitors  as 
well  as  our  customers  honorably.  We  should  be  ready  to 
exchange  with  them  information  and  ideas  freely  if  they 
tare  honorable  men.  In  this  way  we  can  disarm  suspicion 
and  remove  distrust.  A great  deal  of  the  asperity  and  there- 
fore the  evil  of  competition  may  be  removed  by  the  elimin- 
ation of  personal  antagonisms  and  the  cultivation  of  kind- 
liness and  confidence  amongst  each  other. 

In  the  next  place  co-operation  must  be  practical.  An 
association  will  not  last  long  unless  its  members  get  tangible 
results  from  co-operation.  If  must  be  made"  profitable. 
The  Typothetae  has  found  the  uniform  costing  system  and 
methods  of  accounting  the  most  helpful  of  all  its  plans  of 
co-operation.  The  greatest  source  of  unfair  competition 
and  the  most  relentless  enemy  of  profits  is  lack  of  information . 
as  to  cost  of  goods.  No  one  who  has  money  to  lose  will  go 
on  manufacturing  goods  or  selling  them  at  a loss  if  he  knows 
it.  The  remedy  for  too  close  competition  lies  not  in  com- 
binations to  kill  small  competitors  but  the  bringing  of  all 
in  the  business  to  a right  understanding  of  their  costs — 
teaching  them  to  properly  figure  in  all  that  enters  into  the 
expense  of  production.  Proper  accounting,  regulation  of 
credits  and  terms  follow  naturally  as  subjects  upon  which 
members  of  the  same  trade  should  be  able  to  agree  for  their 
better  protection  and  welfare.  In  the  third  place  co-operation 
should  be  in  some  degree  permanent.  It  was  impossible  to 
'secure  and  maintain  results  by  temporary  and  haphazard 
organization.  There  are  elements  in  co-operation  that  require 
time  to  carefully  work  out  and  the  membership  should  not 
be  based  upon  a year  to  year  arrangement  but  as  with  the 
Typothetae,  should  be  in  the  form  of  a contract  for  a period 
of  years.  This  permits  scope  for  the  development  of  research, 
experimental  and  educational  features. 

Turning  to  the  subject  of  co-operation  with  those 
whose  interests  were  allied  to  those  of  the  Association  the 
speaker  suggested  that  there  was  plenty  of  scope  for  de- 
velopment in  this  direction.  He  took  as'an  example  leather, 
and  stated  that  there  was  a necessity  for  a more  thorough 
standardization.  Often  there  was  a difference  of  as  much  as 
twenty  cents  in  the  price  of  number  one  kid.  It  might  be 
the  same  in  calf  side  or  even  sole  leather.  Then  as  to  colors. 
It  ought  not  to  be  left  to  tanners  to  settle  the  fashions  in 
shoes.  Speaking  of  co-operation  with  those  to  whom  the 


manufacturers  sold  their  goods  Mr.  Acton  congratulated 
the  Association  upon  already  having  accomplished  something 
along  this  line.  They  had  adopted  uniform  cartons,  done 
away  with  charges  for  containers  and  were  dealing  with  the 
question  of  shipments.  They  had  still  to  take  up  the  ques- 
tion of  contracts.  There  was  no  valid  reason  why  a man 
who  gave  an  order  for  goods  should  cancel  unless  it  had 
not  been  shipped  according  to  contract.  Definite  understand- 
ings on  this  point  would  mean  benefit  to  the  retailer  as  well 
as  manufacturer  as  it  would  mean  more  carefully  ordered 
stocks,  less  overhead  and  the  elimination  of  that  kind  of 
dealer  who  is  as  much  a menace  to  the  retail  trade  as  he  is 
to  the  producer  of  shoes.  In  the  third  place  there  should 
be  co-operation  with  labor  on  the  question  of  wages  and 
production.  The  time  has  come  when  all  manufacturers 
must  face  the  question  that  the  worker  must  have  an  ade- 
quate wage.  The  success  of  the  shoe  business  or  any  other 
business  does  not  depend  upon  how  low,  a per  diem  wage 
may  be  obtained  in  the  production  of  goods  but  the  legitimate 
profit  that  can  be  made  out  of  a reasonable  cost  of  produc- 
tion. Finishing  up  his  remarks,  Mr.  Acton  pointed  out  that 
successful,  profitable  co-operation  could  result  only  by  a 
liberal  expenditure  of  time,  money  and  brains  in  its  develop- 
ment. The  big  men  of  the  business  will  have  to  be  ready 
and  willing  to  devote  their  valuable  time  and  talents  to 
making  the  Association  what  it  should  be.  It  will  take 
money.  The  speaker  referred  to  the  comparatively  small 
per  capita  fees  of  the  Canadian  Shoe  Manufacturers  Asso- 
ciation and  wondered  how  they  were  able  to  accomplish  so 
much  upon  such  limited  means.  They  would  have  to 
increase  these  but  they  would  find  that,  wisely  spent  and 
properly  directed,  they  would  reap  infinitely  greater  financial 
benefit  than  they  were  at  present  receiving. 

He  concluded  with  an  appeal  for  fuller,  broader  and 
more  effective  co-operition  in  all  departments  of  the  shoe 
and  leather  industry. 

Some  discussion  followed  and  it  was  moved  by  Mr.  T. 
H.  Rieder  and  seconded  by  Mr.  J.  E.  Warrington  that  the 
members  support  the  new  executive  in  the  effort  to  properly 
organize  the  executive  secretarial  departments  so  as  to  secure 
a real  active  and  effective  organization  of  the  industry. 

It  was  then  moved  by  Mr.  Peter  Doig  and  seconded  by 
Mr.  David  Marsh  that  the  thanks  of  the  Association  be 
tendered  to  the  committee  having  charge  of  the  programme 
and  the  entertainment  of  the  delegates  ^during  their  stay 
in  Toronto  and  express  to  them  our  thorough  appreciation 
of  their  efforts.  Carried. 

RESOLUTIONS 

After  considerable  and  keen  discussion  the  following 
resolutions  were  adopted  by  the  Association: 

Moved  by  J.  E.  Warrington,  seconded  by  W.  H.  Duffield 
and  carried. 

Whereas  the  present  Business  Profits  War  Tax  is 
detrimental  to  the  expansion  of  the  Shoe  industry  in  Canada 
absorbing  as  it  does  profits  which  should  be  reinvested  in 
the  business  and  preventing  the  investment  of  new  capital 
in  Canadian  industry. 

Be  it  Resolved  that  the  Dominion  Government  be 
urged  to  discontinue  this  method  of  taxation. 

Moved  by  G.  A.  Blachford,  seconded  by  W.  F.  Martin 
and  carried  : 

Whereas  if  the  Canadian  Shoe  Industry  is  to  operate 
in  the  lowest  economical  cost  basis  and  to  continue  to 
supply  shoes  at  fair  prices  it  requires  the  full  support  of  the 
domestic  market; 

Be  It  Resolved  that  the  Shoe  Manufacturers'  Associ- 
ation of  Canada  in  convention  assembled  recommends  to 
the  Government  of  Canada  that  a reduction  be  made  in 
the  Tariff  items  No.  611  and  No.  611a,  boots  and  shoes,  and 
also  recommends  that  more  stringent  regulations  be  put 
( Continued  on  page  8y ) 
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Convention  Enter- 
tainment Features 

Delegates  Entertained  by  Reception  Com- 
mittee and  Ontario  Tanners’  Interesting 
Social  Function  at  Toronto  Homes. 

THE  Reception  Committee  is  to  be  congratulated  that 
every  moment  of  the  visitors’  sojourn  was  fully 
occupied  and  that  no  dead-dry  interludeso  ccurred. 
From  the  time  the  delegates  reached  the  city  they  were 
looked  after  either  by  the  Committee  itself  or  individual 
members. 

The  Reception  Committee  was  composed  of  Messrs. 
G.  A.  Blachford,  Chairman,  Percy  Myles,  Sec.-Treasi,  F.  W. 
Manson,  J.  A.  Walker,  P.  E.  Rivett,  C.  H.  Hamilton,  W.  H. 
Duffield,  G.  W.  McFarland,  E.  S.  Corson,  and  W.  H.  Adams 
of  the  Ontario  Section. 

On  Tuesday  at  12:30  a luncheon  was  served  at  which 
the  Ontario  Shoe  Manufacturers  were  the  hosts.  The 
chair  was  occupied  by  President  F.  S.  Scott,  M.P.,  who 
made  everybody  feel  at  home  from  the  very  outset. 

On  Tuesday  evening  the  delegates  and  friends  were 
entertained  at  dinner  at  the  Kind  Edward  Hotel  at  7 p.m. 
the  hosts  being  Messrs.  Beardmore  and  Co.,  a most  recherche 
repast  being  served.  After  doing  honor  to  the  toast  of  “The 
King”  Mr.  George  W.  Beardmore  welcomed  the  guests  in 
a most  felicitious  speech.  In  the  course  of  his  remarks  Mr. 
Beardmore  said: 

With  reference  to  sole  leather  conditions  and  the  out- 
look for  1921,  it  is  most  difficult  to  predict  what  might 
happen.  A year  ago,  very  few  anticipated  the  slump  in 
trade  and  the  prices  which  have  taken  place  within  the  last 
three  or  four  months.  We  are  now  passing  through  a trying 
experience;  this  is  inevitable,  if  we  have  to  get  back  to 
normal  conditions.  Wages,  commodity  prices,  and  pro- 
ducing costs  all  have  a normal  relation  to  each  other.  1'rade 
with  us  has  been  very  bad  for  the  last  three  or  four  months. 
This  has  been  the  case  in  England.  The  people  are  now 
beginning  to  save,  after  a period  of  unexampled  extrava- 


gance; shelves  are  becoming  bare;  stocks  are  being  liquid- 
ated. This  is  laying  the  foundation  of  good,  healthy  busi- 
ness. 

We  need  not  expect  to  have  an  active  trade  in  the  Spring, 
but  we  are  looking  forward  to  a decided  improvement  in 
the  autumn  and  we  would  not  be  surprised  to  see  an  actual 
shortage  of  certain  classes  of  leather,  especially  sole  leather. 
This  time  last  year  we  were  doing  a large  export  trade  in 
sole  leather;  this  year,  for  some  little  time  past,  we  have 
had  little  or  no  expbrt  trade,  but.  if  the  usual  export  trade 
is  resumed  and  trade  in  Canada  becomes  normal,  it  will 
speedily  clear  up  stocks  of  sole  leather  remaining  with  the 
tanners. 

We  have  had  a serious  curtailment  in  the  volume  of  our 
business  and  in  the  decline  of  values,  with  the  result  that 
most  tanners  are'  reducing  considerably  the  working  in  of 
hides  and,  naturally,  their  output  cf  leather.  To  sum  it 
up,  the  only  reason  that  tanners  have  a quantity  of  leather 
on  hand  is  due  to  the  fact  that  the  boot  and  shoe  manufac- 
turers have  only  been  ordering  from  “hand  to  mouth”  and 
we  have  had  no  export  trade.  Hides  are  at  pre-war  prices, 
but  the  high  cost  of  labor,  tanning  materials,  overhead 
charges  and  coal  must  be  reckoned  as  a considerable  item  in 
the  cost  of  production,  and,  until  they  come  down  to  pre- 
war prices,  or  thereabouts,  leather  cannot  possibly  be  pro- 
duced at  pre-war  prices. 

If  tanneries  are  not  operating  at  full  capacity,  then  of 
course,  the  average  cost  per  side,  or  per  pound,  of  the  over- 
head charges  naturally  increases.  We  are  now  into  the 
season  for  poor  hides  and,  for  that  reason,  hides  may  still 
decline  in  price,  but  this  is  no  indication  of  values  coming 
down;  as  soon  as  good  hides  come  into  the  market  again, 
prices  may  advance  a little. 

Everyone  believes  that  we  should  exercise  economy 
and  careful  buying,  but.  if  all  the  retailers  of  boots  and  shoes 
allow  their  stocks-to  run  down  too  low,  they  cannot  expect 
to  have  their  orders  filled,  by  the  manufacturers  of  boots 
and  shoes,  at  a few  day’s  notice.  It  is  much  more  difficult 
for  tanners  to  supply  the  boot  and  shoe  manufacturers  at 
short  notice,  for  the  reason  that  boots  and  shoes  can  be 
produced  in  a few  weeks,  but  it  takes  many  months  to  pro- 
duce leather. 

For  the  year  ending  31st  October,  the  imports  of  boots 
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and  shoes  were  $3,400,000;  the  imports  of  shoes  for  the 
full  year  1920,  ending  31st  of  December,  totalled  $2,500,- 
000,  showing  that,  in  November  and  December,  there 
must  have  been  a marked  decline  in  the  imports,  which  is 
most  satisfactory  and  encouraging,  and  I hope  the  boot 
and  shoe  manufacturers  will  see  to  it  that  there  is  a further 
decline  this  year  in  the  imports  of  boots  and  shoes  -and  I 
trust  that  the  export  trade  will  increase. 

The  English  manufacturers  and  firms  interested  in  the 
export  trade  have  formed  themselves  into  a group,  pooling 
their  interests  and  perfecting  an  organization  to  handle 
exclusively  the  exportation  of  shoes  to  foreign  countries. 
The  English  shoe  manufacturers  have  seen  the  wisdom  of  this 
and  I trust  the  same  arrangement  may  be  tried  out  in 
Canada.  Some  of  the  other  Canadian  Trades  have  tried 
it  with  splendid  results. 

Representatives  are  here  from  all  the  centres  of  the 
boot  and  shoe  industry  in  different  parts  of  Canada  and 
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we  hope  that  much  benefit  will  be  derived  from  this  con- 
vention. 

We  must  compliment  you  upon  forming  yourselves  into 
such  a powerful  association,  representing  one  of  the  most 
important  industries  in  the  country.  The  present  con- 
ditions bring  to  the  attention  of  us  all  the  greater  need  for 
closer  association  and  co-operation,  and  I hope  that  this 
will  bring  with  it  a better  understanding  between  the  shoe 
manufacturers  and  the  tanners,  whose  interests  are  prac- 
tically the  same. 

Mr.  Beardmore  concluded  his  address  and  invited  those 
present  to  his  home  where  the  guests  were  given  an  evening’s 
entertainment  as  well  as  an  opportunity  to  fraternize  in 
greater  sociability  than  a formal  dinner  permitted.  Auto- 
mobiles conveyed  the  party  to  “Chudleigh”  where  light 
refreshments  were  served  during  the  evening.  The  delegates 
pronounced  this  feature  of  their  stay  in  Toronto  as  one  of 
the  pleasant  memories  of  their  visit.  Mr.  George  W.  Beard- 
more  was  assisted  by  his  brothers,  Messrs.  A.  O.  and  Fred. 
Beardmore. 

Tanners  Luncheon 

On  Wednesday,  Jan.‘  26th,  the  shoe  manufacturers 
were  given  a complimentary  luncheon  at  the  King  Edward 
Hotel  at  1 p.m.,the  chair  being  taken  by  Geo.  H.  Lang  of 


Kitchener,  Ont.  At  the  conclusion  of  the  luncheon  Mr. 
Lang  made  a humorous  speech  with  regard  to  the  relations 
of  the  tanners  to  the  shoe  industry  and  touched  briefly 
upon  some  of  the  conditions  past  and  present  of  both  in- 
dustries. He  wished  the  association  success  in  its  work 
and  hoped  the  good  understanding  that  existed  between 
the  different  sections  of  the  trade  would  continue  to  grow. 

Responses  were  made  by  Messrs.  F.  S.  Scott  and  Jos. 
Daougt,  past  president  and  president  respectively  of  the 
association.  Mr.  Scott  said  that  undoubtedly  the  cessation 
of  export  trade  through  advance  exchange  conditions  was 
responsible  for  much  of  the  stagnation  of  trade  both  on 
leather  and  shoes.  He  referred  to  the  fact  that  Canada 
was  buying  goods  from  the  United  States  to  the  extent  of 
$111  per  head  of  its  population  while  it  was  only  selling 
that  country  $5  per  head.  He  stated  that  it  was  claimed 
that  exchange  alone  cost  Canada  last  year  $100,000,000. 
It  was  time  we  wakened  up  to  the  necessity  of  coping  with 
this  question.  They  were  going  to  make  it  harder  for  us 
still  to  sell  goods  to  the  United  States.  Mr.  W.  J.  Hearn 
also  spoke  briefly. 

Mr.  Joseph  Daoust  made  a happy  response  to  the  kind 
remarks  of  the  chairman  with  regard  to  the  shoe  trade 
and  expressed  the  appreciation  of  the  manufacturers  and 
especially  those  from  Quebec  of  the  many  courtesies  shown. 

j # # # 

THE  CONVENTION  BANQUET 

About  three  hundred  sat  down  to  the  Convention  Banquet 
held  in  the  Pompeian  Banquet  Hall  of  the  King  Edward  Hotel 
on  Wednesday  evening  January  26,  at  seven  o’clock.  Presi- 
dent Daoust  presided  and  on  his  right  and  left  respectively 
were  seated  the  speakers  of  the  evening,  Sir  Henry  Drayton 
and  A.  Munro  Grier,  K.C.  The  tables  were  decorated  with 
carnations  and  during  the  repast  community  songs  were 
sung  under  the  direction  of  Mr.  Will  J.  White  and  the 
Musgrave  Orchestra.  Songs  and  recitations  were  given 
during  the  proceedings  by  Mr.  Frank  Oldfield  and  Mr.  John 
Alexander.  MENU. 

Celery  and  Olives  Salted  Almonds 

Strained  Gumbo  in  Cup,  Profiterolles 

Auguilette  of  White  Fish,  Polignae 
Potato  Vapeur 
Roast  Capon,  Giblet  Sauce 
Candied  Sweet  Potato 
Green  Peas 

Pineapple  Salad,  Mousseline  Dressing 
Biscuit  Glace  Tortoni 

Petit  Fours  Demi-Tasse 

At  the  conclusion  of  the  dinner  the  President  called  for 
a toast  to  the  King,  which  was  honored  most  royally,  the 
company  joining  in  the  singing  of  the  National  Anthem. 

President  Daoust  on  introducing  the  speaker  suggested 
facetiously  that  they  would  be  glad  of  the  opportunity  of 
hearing  from  Sir  Henry  upon  several  important  points.  He 
thought  he  would  in  the  first  place  be  able  to  tell  them 
whether  they  were  going  to  get  any  relief  from  the  burden- 
some excess  profits  tax.  He  supposed  that  Sir  Henry  by 
this  time  was  so  bewildered  with  the  variety  of  opinions  he 
had  heard  about  the  tariff  that  he  had  not  been  able  to  make 
up  his  mind  as  to  the  future  attitude  of.  the  Government  on 
this  great  question.  Perhaps  if  he  had  he  would  give  them  a 
hint  on  the  subject. 

Sir  Henry  Drayton’s  Speech 

In  commencing  his  speech,  Sir  Henry  Drayton  asked 
to  be  permitted  as  “an  old  Toronto  man”  to  add  his  welcome 
to  Mr.  Daoust  and  his  compatriots  from  the  Province  of 
Quebec  to  this  city.  “After  all,  Canada  is  Canada,”  he 
declared.  “Canada  isn’t  this  province  or  that  province, 
it  is  Canada,  the  Canada  which  had  its  being  in  the  efforts 
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of  two  kindred  races  and  which  needs  to-day  the  best  men 
of  both  races.” 

Referring  to  the  subject  of  taxation  in  general  and  luxury 
taxes  in  particular  Sir  Henry  said  that  while  there  were  as 
many  ideas  about  taxation,  as  there  were  industries  or  voca- 
tions in  the  country,  he  believed,  that  behind  it  all  there  was 


SIR  HENRY  L DRAYTON 


a sincere  desire  that  the  best  revenue  possible  should  be 
raised  and  that  Canada  should  be  put  on  a proper  basis. 
“Of  course,”  he  went  on,  “shoes  are  a necessity.  There  is 
no  question  about  that,  although  I am  not  convinced  that 
$20  or  $25  shoes  are  necessities,  but  the  luxury  taxes  were 
not  placed  on  everything  because  they  were  non-essentials. 
What  was  thought  to  be  done  was  to  check  extravagance  of 
buying  which  could  only  end  in  one  thing — -such  a pyra- 
miding of  buying  and  such  an  accumulation  of  costs  that  the 
condition  of  this  country  would  have  been  very  bad  indeed.” 

Existing  conditions  were  world-wide,  he  pointed  out, 
and  had  to  be  met.  Costs  had  to  be  brought  down  and  costs 
had  been  brought  down.  The  cost  of  living  index  number 
in  Canada  was  214,  as  against  263.1  prevailing  at  the  time 
these  luxury  taxes  went  into  effect. 

Dealing  with  the  excess  profits  tax  he  remarked  that 
taxation  of  this  nature  had  been  resorted  to  pretty  generally 
during  the  war  period.  It  was  put  in  because  it  was  abso- 
lutely necessary  to  raise  money  and  because  prices  were 
advancing,  and  in  some  instances  profits  were  unduly 
large.  He  admitted  frankly  that  it  was  not  a well-worked 
out  system.  It  had  been  worked  out  in  haste  and  was  born 
of  necessity.  It  had  not  always  been  fair  in  its  application 
and  in  some  cases  profits  might  have  been  taken  which  would 
have  been  legitimately  put  aside  to  provide  against  losses, 
which  would  be  met  when  prices  were  coming  down.  He 
pointed  out,  however,  that  the  tax  only  applied  on  profits 
over  7 per  cent.,  and  moreover,  the  original  15  per  cent,  tax 
had  been  reduced  to  10  ten  and  the  whole  thing  so  much 
modified  that  he  did  not  think  the  manufacturers  would 
be  much  bothered  by  it. 

Sir  Henry  commented  that  the  tour  of  the  Tariff  Board 
had  been  no  pleasure  jaunt  and  besides  matters  of  the  tariff, 
the  whole  question  of  financing  Canada  had  been  taken  up. 
“However,”  he  added,  “all  that  was  very  necessary  because 
no  matter  how  much  we  may  fall  short  in  our  accomplish- 
ment if  there  be  the  possibility  of  doing  one  hundred  per 
cent,  effective  work  at  this  time  for  Canada  there  is  the 
necessity  for  it.  Canada  is  not  broke.  She  will  pull  through. 
There  is  only  one  thing  that  will  break  Canada,  and  that  is 
Canadians  themselves  and  they  don’t  propose  to  do  it.” 


Alluding  to  the  unemployment  situation  he  said,  “We 
have  a big  job  before  us.  There  is  no  room  at  this  time  for 
dissensions  between  employers  and  employees  any  more 
than  there  is  room  for  dissensions  between  provinces.  In- 
dustry can  thrive  only  through  the  efforts  of  the  workers 
and  can  only  be  maintained  by  sane,  business-like  manage- 
ment. If  ever  there  was  a time  when  we  wanted  team- 
play  and  put  ourselves  in  the  boots  of  the  other  fellow 
and  understand  his  point  of  view,  that  time  is  to-day  and  I 
believe  that  that  fact  is  appreciated  by  a large  and  ever- 
increasing  number  of  employers  of  labor  in  Canada.” 

While  he  admitted  that  conditions  of  the  past  year 
had  not  appeared  bright  on  the  surface,  he  felt  that  funda- 
mentally the  situation  in  this  country  was  sound.  To  the 
end  of  December,  in  spite  of  falling  prices,  this  country 
had  exported  33  million  dollars’  worth  of  goods  more  than 
the  year  previous.  “Nothing  to  feel  downhearted  about  in 
that  is  there?”  he  queried. 

In  one  respect,  that  of  buying,  however,  Canada  was 
persistently  extravagant.  She  continued  to  buy  large 
quantities  of  goods  in  a market  in  which  the  Canadian 
dollar  was  at  a discount.  He  wondered  why,  while  Canadian 
factories  remained  closed,  this  country  imported  $1,000,000 
of  leather  boots  and  shoes  last  year.  The  Government 
could  not  undertake  to  stop  this  sort  of  thing.  It  must  be 
done  by  the  people  themselves.  He  felt  that  Canadians 
failed  in  realizing  what  Canadian  factories  and  Canadian 
workmen  could  do. 

“I  wonder  if  the  manufacturers  of  this  country  are  not 
to  blame?”  he  went  on.  “As  far  as  your  own  product  is 
concerned,  of  course  you  are  not,  but  I wonder  if  you  are 
buying  American  trucks  or  American  tires?  I wonder  if 
you  are  buying  yourselves  one  hundred  per  cent.  Canadian 
output?  I know  some  manufacturers  who  are  not.  The 
only  way  we  can  change  these  conditions  and  strengthen 
our  country’s  natural  position  will  be  by  all  pulling  together. 
The  manufacturers  should  be  the  first  to  lead  in  buying  in 
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thus  stimulating  the  whole  field  of  Canadian  production  and 
Canadian  endeavor.” 

President  Daoust  in  thanking  the  speaker  for  his  very 
frank  and  good  humored  statements  said  that  he  was  glad 
that  his  suggestions  had  drawn  forth  Sir  Henry’s  opinions 
on  these  subjects.  He  declared  that  some  people  blamed 
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the  luxury  taxes,  some  the  bankers  for  curtailing  credit  and 
some  the  newspapers  for  existing  business  conditions.  ‘ I he 
real  trouble  is  that  we  have  been  too  prosperous,”  he  said. 
‘‘What  caused  the  destruction  of  business  was  the  buyer’s 
strike  more  than  anything  else,  although  these  other  things 
might  have  been  incidental.  It  was  due  to  the  war  and 
extravagance  and  readjustment  had  to  come  some  day.  It 
has  been  hard  on  the  manufacturer  in  all  lines  and  heavy 
losses  have  been  suffered. 

“However,  in  my  opinion  the  situation  is  improving 
now.  For  the  last  two  or  three  weeks  things  seem  to  be 
getting  better.  Confidence  appears  to  be  returning.  I believe 
the  tanners  when  they  tell  us  the  bottom  has  been  reached. 
We  should  go  into  the  market  and  buy  now.  Have  courage 
in  the  future,  Canada  isn’t  broke,  gentlemen.  What  I 
would  advise  is  to  open  up  our  factories  and  if  we  have  no 
orders  make  some  floor  stock.  Business  will  be  forth- 
coming. The  people  have  to  have  shoes.” 

He  appealed  for  the  continuance  and  further  develop- 
ment of  the  “Bonne  Entente”  between  Ontario  and  Quebec. 
“I  am  really  proud  to  be  Canadian,”  he  said.  “The  question 
of  provinces  doesn’t  exist  any  more.  That  spirit  of  Bonne 
Entente  should  exist  between  us  and  should  be  preached  by 
all  our  public  men  and  our  newspapers.” 

These  sentiments  were  echoed  by  Mr.  A Munro  Grier, 
K.C.,  who  urged  that  unity  not  only  between  races  but 
between  employers  and  employees  was  needed  now.  Con- 
ditions had  improved  immeasurably  and  he  hoped  that 
the  spirit  of  co-operation  would  continue  to  develop.  No- 
thing should  give  a Canadian  greater  pride  than  to  be  able 
to  say  “this  article  was  made  in  Canada.” 

As  many  of  those  present  had  to  catch  their  trains  for 
the  East  the  proceedings  were  necessarily  shortened  and 
brought  to  a close  about  10  p.m.  by  singing  the  National 
Anthem  and  Ardd  Lang  Syne. 

A JAUNT  TO  ACTON 


On  the  invitation  of  Messrs.  Beardmore  & Co.,  a party 
of  about  thirty  of  the  delegates  to  the  Convention, 
visited  their  Acton  plant  on  Thursday  afternoon,  Jan- 
uary 2Gth.  A special  parlor  car  chartered  by  the  company 
was  attached  to  the  12.35  train  leaving  Toronto,  and 
in  the  run  out  a buffet  luncheon  was  served  and  everything 
done  by  Messrs.  Moore,  Burke,  Gourlay,  Hall  and  others  of 
the  Beardmore  staff  to  make  the  thirty-five  mile  journey 
pleasant  and  agreeable. 

At  the  station  at  Acton,  Ont.,  the  visitors  were  met  by 
Messrs.  Fred  M.,  Torrance  and  Gordon  Beardmore  who  first 
took  them  through  the  leather  warehouses  explaining  the 
methods  of  receiving,  inspecting,  grading  and  shipping  the 
product.  From  the  warehouses  a visit  was  made  to  the 
athletic  quarters  and  the  new  outdoor  rink  with  its  club- 
house inspected.  Beardmore  & Co.  are  great  believers  in 
making  their  employees  not  only  comfortable,  but  happy  and 
contented.  They  have  built  comfortable  homes  for  their 
operatives  at  an  immense  cost,  renting  them  at  mere  nominal 
rates  so  that  the  housing  question  has  been  solved  as  far  as 
they  are  concerned. 

Some  idea  of  the  extent  of  the  Acton  plant  may  be 
afforded  by  the  fact  that  it  covers  about  500  acres,  including 
the  tanneries,  houses  and  the  hundred  and  fifty  acre  farm 
upon  which  some  of  the  by-products  of  the  establishment  are 
used.  The  floor  space  of  the  tanneries  is  in  the  neighborhood 
of  a million  square  feet  and  the  works  give  employment  to 
about  four  hundred  men  when  running  to  capacity.  One  of 
the  noticeable  features  of  the  visit  was  the  comparatively 
small  quantity  of  leather  at  present  going  through  the  various 
operations. 

There  are  two  tanneries  at  Acton,  the  one  devoted 
exclusively  to  the  production  of  oak  sole  and  the  other  to 
belting,  harness,  chrome  sole,  upper,  bag,  strap,  case  and 


other  lines  of  light  stock.  The  tannery  at  Bracebridge,  Ont., 
produces  hemlock  sole  exclusively  which  is,  when  finished, 
forwarded  to  the  Acton  warehouses,  graded  and  shipped  as 
required. 

Led  by  Mr.  Torrance  Beardmore,  the  visitors  entering 
at  the  hide  house,  visited  in  .succession  the  beam  house,  tan 
yards,  drying,  rolling  and  finishing  departments  watching 
with  much  interest  the  various  operations.  The  plant  is 
provided  with  the  most  up-to-date  machinery  and  equip- 
ment, comparatively  little  handwork  being  now  necessary. 
As  an  example  of  this  the  delegation  watched  with  interest 
the  automatic  lifting  of  hides  from  the  bleaching  vats  and 
their  transference  to  others  in  succession  by  travelling  racks 
that  were  almost  human  in  their  operation. 

It  took  almost  three  hours  to  go  through  the  one  tannery 
so  that  it  was  impossible  to  visit  the  finely  equipped  Beard- 
more Oak  Sole  Tannery.  At  about  four-thirty  the  party 
were  taken  to  the  splendid  home  or  club  of  the  Beardmore 
management  where  light  refreshments  were  served.  Speeches 
of  appreciation  were  made  by  President  Daoust  and  Mr. 
Peter  Doig,  who,  on  behalf  of  the  company  congratulated 
Messrs.  Beardmore  & Co.,  not  only  upon  their  magnificent 
premises  and  plant,  but  upon  the  generous,  hearty  treatment 
accorded  their  guests.  Mr.  Daoust  said  that  when  he  had 
started  in  the  business  of  tanning  leather  some  years  ago  he 
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was  desirous  of  securing  a few  ideas  as  to  what  up-to-date 
establishments  were  doing  in  leather  production.  Beard- 
more  & Co.  had  invited  him  to  inspect  their  plant  and  gave 
him  every  opportunity  for  understanding  how  leather  was 
produced  in  a large  way.  It  was  a sample  of  their  breadth 
of  view  a/id  courteous  generosity. 

Mr.  Fred  N.  Beardmore  responded  in  a very  happy, 
frank  speech  in  which  he  expressed  the  gratification  of  the 
firm  at  being  permitted  in  any  degree  to  make  the  visit  of  the 
shoe  manufacturers  and  t'heir  friends  to  Toronto  pleasant  and 
profitable.  He  assured  the  visitors  that  his  brothers,  himself 
and  the  whole  staff  were  at  their  disposal  at  any  time  and  in 
any  capacity  in  which  they  might  be  of  service  to  the  trade. 
He  expressed  the  firm’s  appreciation  of  the  courtesy  of  the 
visitors  in  responding  so  fully  to  their  invitation  at  the  close 
of  a busy  session. 

The  party  left  for  Toronto  on  the  special  car  at  6.15,  the 
journey  down  being  occupied  with  songs,  merry  quips  and 
general  bonhomie  which  made  the  hour  all  too  short  for  those 
who  participated  in  the  affair. 

The  revelation  of  the  Beardmore  spirit  and  team  work 
throws  some  light  on  the  wonderful  development  of  this  big 
concern. 

Without  the  dignity  and  weight  of  men  like  Samson, 
Stobo  and  Crosby  the  frisky  young  colts  of  the  trade  might 
turn  a convention  into  a carnival  Nevertheless  they  were 
in  every  game  from  start  to  finish. 
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LES  PROPOS  DE  L’ASSEMBLEE 

Toronto  is  an  Indian  word  meaning  “meeting  place,” 
but  the  tomahawk  and  war  paint  were  conspicuously 
absent  and  there  were  no  real  “Indians”  in  evidence. 

* * * 

If  the  Convention  had  been  a day  later  the  Quebec 
members  might  have  heard  a chorus  of  Toronto  boys  sing 
the  old  French  chanson  “Le  Roi  d’Yoetot”  at  Massey  Hall. 

* * * 

The  Beardmore’s  can  do  everything  from  making  good 
sole  leather  to  making  English  and  French  Canadians  feel 
like  blood  brothers.  * * * 

It  was  worth  the  whole  thing  to  watch  Chester  Hamilton 
lustily  leading  the  chorus  “Pack  up  Your  Troubles  in  Your 
Old  Kit  Bag.”  * * * 

The  men  from  Quebec  can  beat  those  of  Ontario  hands 
down  when  it  comes  to  singing  “O  Canada”  or  “God  Save 
the  King”  for  that  matter.  The  Banquet  showed  it. 

* * * 

Vaillancoeur  says  he  did  not  see  any  orangemen  in 
Toronto.  He  says  they  all  looked  red  to  him,  and  it  wasn’t 
below  zero  either. 

* * * 

Someone  wants  to  know  the  meaning  of  the  new  jargon 
that  Clayton  Corson  keeps  repeating  ever  since  he  was  at 
Port  Credit.  It  runs  something  like  this:  “Eagle  bones  see 
kin  you  fly!  Bam!  I reads  seven.  I lets  it  lay.  Shoots 
ten!  Fade  me  crazy  folks,  fade  me!  Bam!  I six-four. 
Slow  death.  Resurrection  bones,  an’  I reads  four-six.” 

* * * 

F.  W.  Knowlton  maintained  his  reputation  for  “deliver- 
ing the  goods.”  His  pronouncements  are  always  looked 
forward  to  with  interest.  He  is  regarded  as  the  Babson  of 
the  Canadian  shoe  trade. 

* * * 

“What  in  time  kind  of  a Finance  Minister  is  Sir  ’Enery,” 
“Mike”  Stiles  wants  to  know,  “when  he  doesn’t  know  that 
there  is  a luxury  tax  in  the  States.” 

# * 

Billy  Lane  is  neither  orator  nor  singer  but  as  an  enter- 
tainer he  has  Will  White,  who  led  the  Convention  choruses, 
backed  off  the  map. 

* * * 

Narcisse  Gagnon  offered  to  bet  his  silver  cup  against 
Hugh  White’s  leather  medal  that  he  could  pull  more  real  fish 


out  of  Richard’s  tan  yard  than  White  could  buy  in  Florida 
in  a year.  * * * 

Everybody  is  asking  how  much  Johnny  Walker  had  to 
put  up  to  get  the  “gentlemen  in  blue”  to  lay  off  his  guests. 

* * * 

Mr.  L.  J.  Breithaupt,  as  an  orator  and  a joker,  seems 
bent  on  giving  Peter  Doig  a run  for  his  money. 

* • * * 

Peter  Doig  has  just  one  more  year  to  hold  his  title  as 
“Boy  Orator”  of  the  shoe  trade  and  then  the  mantle  must 
fall  on  Geo.  W.  McFarland. 

* * * 

Clayton  Hurlbut  has  a new  definition  of  a pessimist. 
Get  him  to  tell  you.  * * * 

Joe.  Cote  says  he  had  no  idea  that  the  Toronto  people 
were  such  cut-ups  and  night-hawks. 

* * * 

Who  was  the  men  who  borrowed  a hat  to  go  home  in  on 
Tuesday  night  and  found  it  four  sizes  too  small  in  the 
morning?  * * * 

In  their  natty  white  coats,  six  sizes  too  small,  Bert  Ansley 
and  Clayton  Corson  make  a dining-room  team  that  thfe  King 
Edward  would  find  it  hard  to  beat. 

* * 

As  Master-of-Ceremonies  or  at  making  shoes,  G.  A. 
Blachford  is  certainly  Johnny-on-the-spot. 

* * 

A gathering  of  the  shoe  trade  without  the  “Citadel  Kids” 
would  be  a tame  show.  They  kept  things  moving. 

•*  «■  * 

Jimmie  Scott  is  going  to  have  a genuine  Quebec  table 
sent  to  Toronto  the  next  time  a shoe  trade  affair  is  held  there 
— something  that  will  have  the  weight  in  it  to  stand 
“Alouette.”  * * * 

President  Daoust  and  George  Lang  demonstrated  the 
fact  that  the  striplings  like  Bert  Ansley  and  Clayton  Corson 
have  nothing  on  them  when  it  comes  to  the  fox  trot. 

* * * 

George  W.  Beardmore  proved  himself  Mastqr  of  the 
Piano  as  well  as  Master  of  the  Fox  Hounds  at  “Chudleigh.” 

* 

The  most  popular  room  in  the  King  Edward  Hotel  for 
three  days  was  No.  650.  The  string  was  out  and  never 
came  in. 
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It’s  the  superior  workmanship,  the  improved 
process  of  tanning  and  the  selected  high- 
grade  materials  associated  with  Clarke 
Manufacturing  that  give  that  added  Quality 
and  Charm  to  shoes  in  which 

CLARKE'S  PATENT  LEATHER 

is  used — features  which  make  them  appeal 
to  particular  buyers  as  footwear  of  Value  as 
well  as  Dressiness. 

You  get  Patent  Leather  Dependability  at  its 
highest  when  you  get  Clarke’s  Patent. 


HI.  Clarke  & Company,  Utmtteb 

Toronto 

^ranches  at  jllontreal  ants  (Quebec 
Largest  Producers  of  Patent  Leather  in  the  British  Empire 
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the  shoe  and  leather  journal 


IN  WHICH  BOAT  ARE  YOU? 
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It’s  a great  race  the  Shoe  Retailing  Game  and  the  winning  crew  are  those  who 
belong  to  the  N.  S.  R.  A. 

The  National  Shoe  Retailers’  Association 

of  Canada 

They  pull  together.  They  combine  their  strength  and  wisdom  to  overcome  the 
various  difficulties  common  to  all  retail  shoemen.  They  are  able  to  work  improve- 
ments in  the  Trade  generally  which  would  he  impossible  without  united  action  - 
improvements  from  which  each  individual  member  reaps  benefits  in  dozens  of  ways. 

A letter  telling  you  all  about  this  Association  the  important  things  it  has  done— its 
aims  for  the  future  will  be  in  your  mail  in  a few  days.  Read  it  carefully.  Con- 
sider its  vital  message.  If  you  don’t  get  it  write 

The  Secretary,  HOWARD  C.  BLACHFORD,  286  Yonge  St.,  Toronto 

for  full  information.  Or  better  still  fill  out  and  mail  him  the  attached  membership 

coupon. 


The  N.S.R.A.  Needs  YOU 

YOU  Need  IT 
JOIN  NOW 


Enclosed  please  J ind  $ 5.00,  my  member- 
ship fee  for  one  year,  July  IQ2  1 lO  July  1Q22. 


Name 

Address 
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At  the  service  of  the  industry 

It  is  the  aim  of  this  organization  to  supply  the 
needs  of  the  industry  with  precision  and 
dispatch. 

There  are  many  things  needed,  often  in  a hurry. 

Our  service  is  rather  well-known  on  the 
following : 


ADHESIVES 
BOARDS  & BLOCKS 
BRUSHES 
CUTTING  DIES 


SANDPAPER 

SHANKS 

WAX 

ETC. 


When  in  need  of  supplies  of  any  kind,  U.S.M.C. 
organization  is  at  your  command. 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch : 28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West 
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Shoe  and  Leather  Journal 

Published  Twice  cl  Month' 
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i i 

■ $1.50  a Year  Foreign,  $2.00  * 

Office  of  Publication  I 

| 545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited  I 

JAMES  ACTON,  President 

j Montreal  Office:  Boston  Office: 

i 510  Coristine  Building  161  Summer  Street 

I 
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FT  may  be  that  at  this  time  we  should  all  of  us  in  this 
trade  rest  a moment. 

The  Spring  selling  season  -long  deferred  -is  just 
about  through. 

All  the  makers  interested  particularly  in  selling  the 
jobbing  trade  have  their  Fall  lines  about  ready  for  display, 
though  some  of  the  conservative  houses  are  showing  a 
tendency  to  defer  offering  new  lines  for  a couple  of 
months. 

May  it  not  be  good  business]  to  endeavour  to  clean 
up  the  present  season  a little  better  before  tackling  the 
new  problem?  Let  the  jobber  and  merchant  digest 
what  they  have  taken  before  asking  them  to  indulge  in 
another  repast. 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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Jobbers! 
Get  these 

NOW 


The  prices  on  these  lots  for  rush  delivery  will 
open  your  eyes  if  you  can  assort  3,000  pairs 
amongst  the  following  lines— 

McKAYS,  ETC. 

In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following  on  the 
above  basis: 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’  and  Gent’s  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

” 614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses’  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 

Screw  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 
Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKay,  Louis 

Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 

500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 

MEN’S  WELTS 

No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

” 0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 

600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 


First  Come,  First  Served, 
Wire  for  Prices. 


DUCHAINE  PERRINS 

195  De  la  Couronne  - ■ Quebec,  Que. 
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SHOE  FACTORIES  IN  QUEBEC 


Copyright,  Canada,  1920.  by  the  Acton  Publishing  Co.,  Limited,  Toronto. 


British  Copyright  secured 
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Quick  turnovers  at  attractive  profits  are  being 
realized  by  those  merchants  who  are  handling 
our  shoes. 

We  can  still  give  you  Spring  delivery,  and  the 
shoes  you  will  get  will  be  RIGHT  in  every 
particular  and  the  values  extremely  close. 

Making  Welts,  McKays  and  Standard  Screw 
For  Men,  Boys,  Youths,  Little  Gents, 
Women  and  Misses. 


LAGACE  & LEPINAY 

22  St.  Anselme  Street 

QUEBEC,  P.Q. 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres;  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene- 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  St,  Valier. 

Clement,  Oscar,  234  St.  Helepe. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  l’lncarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier.  / i 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou.  ! 


POSITIVELY 

THE  COLOR  GOES 
CLEAR  THROUGH. 
IT  NEVER  GETS 


Borne’s  Surface  Kid  resembles  other  horse 
only  in  the  hide. 

The  process  of  tanning  is  used  by  us  exclu- 
sively and  has  resulted  in  unusual  leather. 
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No  factory  in  Canada  has  been  so  con- 
tinuously busy  as  our  plant  given  to 
making  this  popular  hockey  boot.  It  is 
the  most  popular  shoe  in  Canada  for  this 
purpose. 

Ask  your  jobber  to  show  you 
the  complete  Samson  Line. 

Medium  McKays  and  Stand- 
ard Screws,  Heavy  Work 
Shoes,  Sporting  Boots. 
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American  Shoe 
Manufacturers  Meet 

Echoes  of  Big  New  York  Convention. 
Review  of  Leather  and  Shoe  Situation; 
Getting  Ready  for  Stable  Business;  Style 
Trend  in  Shoes  and  Leathers. 

THE  note  struck  by  the  New  York  gathering  last  week 
was  that  of  optimism.  The  wholesale  and  retail 
market  for.  shoes  evidences  pronounced  improvement. 
Stocks  of  shoes  are  reported  lower  than  usual  and  the  leather 
market  has  taken  on  a firmer  tone. 

The  Convention  went  on  record  as  opposing  the  duty 
on  hides.  It  also  announced  in  its  credit  department  the 
keeping  of  an  accurate  record  of  merchants  who  are  given 
to  cancellations  and  returns  and  smuggling  “signed  orders.” 
H.  E.  Slayton,  Chairman  of  Committee  on  Cost  Account- 
ing reported  in  favor  of  a uniform  system  of  cost  accounting. 
He  said  the  manufacturer  who  is  “guessing”  at  costs  is 
apt  to  go  wrong  just  now  more  than  under  usual  trade  con- 
ditions. Manufacturers’  credits  are  going  to  be  scrutinized 
more  than  ever.  The  one  who  can  show  his  banker  he  is 
selling  his  goods  under  a careful  cost  system  stands  the  best 
show.  Costs  are  not  kept  sufficiently  up  to  date,  especially 
as  to  overheads.  A cost  sheet  at  least  once  a month  is 
essential.  No  shoe  manufacturing  business  can  be  con- 
sidered well  managed  that  does  not  have  a thoroughly  up- 
to-date  cost  and  accounting  system. 

In  an  extended  address  on  “Scientific  Management” 
Willard  E.  Freeland  of  the  Winchester  Arms  Co.  predicted 
the  shoe  trade  woirld  have  to  follow  the  lead  of  metal 
manufacturing  sooner  or  later  and  standardize  shoes.  “One 
of  the  great  things  necessary  economically  to  the  country 
is  to  sell  a worth  while  shoe  at  a lower  price  than  you  can 
sell  it  if  you  are  following  the  Will-o’-the-Wisp  policy  of 
fashion  and  take  the  big  losses  that  go  with  that.  Standard- 
ization is  going  to  come  and  it  is  going  to  be  a life-saver.” 
President  Briggs’  of  Thomas  G.  Plant  Co.,  Boston, 
stated  that  people  were  now  prepared  to  pay  a fair  price  for 
women’s  shoes  and  the  demand  was  greater  than  the  pro- 
duction. “The  time  is  here  to  be  optimistic  over  a generally 
improving  and  wholesome  business  grounded  on  a reasonably 
sound  basis  and  to  warrant  activity  all  along  the  line  from 
this  time  on.” 

'*  This  is  the  advice  of  John  L.  McKeon  of  Laird,  Schrober 
& Co.,  who  said  the  bright  spot  in  the  situation,  was  that 
they  were  all  filled  up  with  cancellations  and  couldn’t  take 
any  more.  He  said  novelties  were  the  greatest  stimulant 
to  business.  The  bulk  of  women’s  shoes  would  be  sold 
around  $15.  He  thought  they  could  afford  to  be  optimistic 
and  make  up  their  minds  to  keep  on  doing  business  and  for 
a year  or  two  to  forget  profits,  endeavoring  to  take  care  of 
overhead  and  perpetual  volume. 

More  Jazz  in  Men’s  Shoes 

\ > D.  S.  Drake,  of  Emerson  Shoe  Co.,  advocated  getting 
away  from  too}  much  standardization  in  men’s  shoes  and 
avoiding  style  stagnation.  The  style  idea  is  the  correct  one 
and  he  suggested  bringing  back  lighter  colors.  Public 
appetite  must  be  whetted  by  the  custom  of  new  styles  in 
men’s  shoes — helping  customers  forget  prices. 

* ft  On  this  subject  Mr.  Chas.  P.  Vaughn  of  Dungan  Hood  & 
Co.  said:  “I  can’t  see  how  a present  normal  in  kid  prices, 
because  of  the  still  increased  ccst  of  manufacturing,  trans- 
portation and  all  other  cost,  can  be  found  at  a point  much 
less  than  75  per  cent,  above  pre-war  normal.  For  twenty 
years  before  1915  top  grade  kid  sold  at  about  35  cents  and 


that  the  average  price  through  the  grades  was  about  19  cents” 

Mr.  Laird  W.  Simons  of  Wm.  Amer  & Co.  agreed  with 
the  previous  speaker  on  the  conditions  in  the  kid  trade  but 
said  that  he  thought  prices  would  stabilize  at  about  double 
pre-war  prices.  He  said  the  35  cent  grade  would  stand  at 
about  70  cents;  the  20  cent  grade  at  40  cents.  It  is  vastly 
more  important  that  the  20  cent  grade  should  stabilize  at 
40  cents  than  it  is  that  the  top  grade  should  stabilize  at  70 
cents,  because  we  get  a great  many  more  of  that  middle 
grade,  which  was  the  old  20  cent  grade  than  we  get  in  the 
top  grade. 

Now,  goods  from  the  20  cent  grade  up  are  in  materially 
less  supply  in  the  tanners’  hands  than  the  grades  from 
the  20  cent  grade  down  They  are  the  ones  that  the  tanners 
are  carrying  in  heavier  quantities  and  are  carrying  in  larger 
skins  more  than  in  the  smaller  skins. 

Report  of  Styles  Committee 

In  women’s  styles  medium  length  vamps  with  slightly 
rounded  toes  will  be  the  vogue.  Lighter  shades  of  calf  are 
probable.  Straps  are  given  permanency  and  buckles  will 
continue  popular.  Little  changes  in  lasts  or  heels  are  sug- 
gested but  novelty  heels  will  be  more  popular,  height  about 
inch  and  three  quarters.  Colors  promise  to  last  a long  while, 
browns  holding  the  popularity. 

In  men’s  shoes  dark  mahogany  will  be  the  leader, 
although  lighter  shades  are  encouraged  as  novelties.  The 
call  for  blacks  is  increasing  slowly.  Patterns  are  more 
diversified,  wide  tread  bals  and  bluchers  predominating. 
Brogue  styles  will  continue  to  be  popular.  The  trend  in 
lasts  is  towards  medium  toe  effects  with  fairly  short  vamps 
and  wide  tread. 


THE  DOMINION  INCOME  TAX  ACT 

While  the  Dominion  Government  at  Ottawa  has  each 
year  made  amendments  to  the  Income  Tax  Act,  none  have 
been  so  important,  or  so  drastric,  as  the  amendments  which 
were  passed  at  the  last  session  of  parliament,  and  which 
apply  to  the  returns  that  have  to  be  filed  very  shortly. 

The  law  now  requires  that  the  tax-payer,  without  any 
application  from  a government  official,  must  forward  to  the 
district  officer,  before  a certain  date,  the  proper  forms  filled 
in  and  accompanied  by  a payment  of  25  per  cent,  of  the 
amount  which  the  individual  estimates  to  be  his  tax.  If 
the  income  is  wrongly  stated  (which  might  be  uninten- 
tional) at  an  amount  below  the  correct  figure,  heavy  penalties 
are  provided  which  it  is  impossible  for  any  official  to  prevent. 
Indeed  a most  serious  part  which  few  people  seem  to  realize 
is  a penalty  of  25  per  cent,  which  is  added  to  the  tax  for 
not  filing  returns  on  time:  while  the  same  penalty  is  imposed 
if  the  full  25  per  cent,  of  the  estimated  tax  is  not  remitted 
with  the  returns  when  they  are  filed  in  the  first  instance, 
and  again  the  same  penalty  of  25  per  cent,  is  imposed  if 
payment  is  not  made  within  thirty  days,  of  any  sum  demand- 
ed in  addition  to  the  first  instalment. 

In  addition  to  the  returns  which  have  to  be  filed  by 
the  individual  tax-payer,  employers  are  required  to  forward 
annually  before  the  31st  day  of  March,  particulars  of  all 
amounts  paid  to  employees  at  the  rate  of  $1000.00  per  year 
or  more,  this  includes  fees  paid  to  the  officers  and  officials 
of  companies. 

So  many  important  provisions,  in  connection  with  this 
Act  now  rest,  not  only  on  the  large  business  houses  but  also 
on  the  citizen,  that  anyone  not  thoroughly  familiar  with  its 
requirements  should  immediately  consult  the  nearest 
Inspector  of  Taxation  or  apply  to  some  reliable  authority 
on  the  subject  as  considerable  sums  of  money  may  be  lost 
for  lack  of  an  intelligent  understanding — while  no  doubt 
many  penalties  will  be  imposed  next  Spring  which  could 
easily  be  avoided. 
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When  it  comes  to  a matter  of  selection 
in  grade,  quality  or  color  of  Kid,^  the 
manufacturers  know  that  they  can  de- 
pend for  their  supply  on  “Citadel.” 


Citadel  Leather  Co.,  Limited 

QUEBEC  MONTREAL 
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The  best  proposition, 
without  question,  that 
is  shown  in  our  grades 
to  the  trade. 

Making  Welts  for  Men,  Boys,  Youths, 
Women  and  Misses;  McKays  for  Men, 
Boys,  Youths,  Women  and  Misses; 
Standard  Screw  for  Men  and  Boys. 

LUDGER  DUCHAINE 

593  St.  Valier  St.,  QUEBEC 


QUEBEC  TRADE  NOTES 

Mr.  Edgar  Clement,  of  Quebec,  spent  a few  days  call- 
ing on  the  trade  in  Montreal  in  the  latter  part  of  January. 

Harvey  Graham,  of  the  Wm.  A Marsh  Co.,  won  second 
honors  in  Medal  Curling  at  the  bonspiel  held  in  Quebec, 
Jan.  29th. 

Mr.  John  Clark,  of  Clark  Bros.,  St.  Stephen,  N.B.,  was 
in  Montreal  early  in  the  month  for  a short  visit  with  his 
representative,  Mr.  R.  L.  Savage. 

Mr.  Harry  McKellar,  with  his  well-known  lines  of 
Felts,  covered  the  trade  in  Montreal  pretty  thoroughly, 
and  has  reported  a good  share  of  business. 

Mr.  P.  C.  La  Fontaine  who  has  been  covering  the 
West  for  the  past  eight  years,  expects  to  be  sent  again  in 
March,  when  he  will  cover  the  provinces  of  Manitoba  and 
Saskatchewan  for  the  Eagle  Shoe  Co.  We  are  sure  Mr.  P. 
C.  La  Fontaine’s  good  friends  will  see  that  he  gets  his  share. 


GOODYEAR  WELTS 

A.  E.  MAROIS,  LIMITED 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN  MISSES  CHILDREN 

To  Jobbers  Only 

Capacity  5000  pairs  ss  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 

McKAYS  Standard  Screw 


m 


TANGUAY 

McKAYS 


Are  sold  freely  in  towns  where 
they  appreciate  rock  bottom 
prices  for  Staple  Shoes. 

WORK  SHOES 

Genuine  Solid  Standard  Screw 
Shoes  that  wear  like  a pig’s  nose. 

Hockey  and  Hunting  Boots 

With  a Patent  Leather  Strap 
Lacing,  appreciated  wherever 
they  are  sold. 

JOS.  TANGUAY 

122  St.  Dominique  Street 

QUEBEC 
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McKays 

for  Men,  Boys,  Youths, 
Women,  Misses  and 
Children 

of  our  quality  at  our  price 
sell  regardless  of  conditions. 

Also  Making  Standard  Screw  for  Men, 
Boys,  Youths,  Women,  Misses  and 
Children;  Welts  for  Men  and  Boys  and 
Mock  Welts  for  Women. 

Pegged  Shoes  for  Men  and  Women 


ONESIME 

575  St.  Valier  St. 


GOULET 

Quebec 
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MEN’S  WELTS 


ALSO  McKAYS 


We  say  “also”  and  mean  to  use  the 
word.  For  everything  we  might  say 
of  our  Men’s  Welts  can  be  safely 
applied  to  our  McKays  for  Men, 
Boys  and  Youths  and  for  Women 
and  Misses. 


Can  be  well  made  of  good  materials 
on  modern  lasts  to  sell  at  a decently 
fair  price.  The  Stobo  line  is  proof 
of  the  statement. 

You  can  play  safe  by  ordering 
“Windsor  Shoes.” 


Making  fine  welts  for  Men,  Women  and  Misses  as  well  as  McKays 
for  Men,  Boys,  Youths,  Little  Gents,  Women,  Misses  and  Children. 


The  J.  M.  STOBO  CO.  Limited 

92  Arago  Street  - Quebec 


JJTHE 


SHOE** 
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PARTS'  TENDERED  TO  J.  A.  SCOTT 

Shoe  Conventions  have  been  held  in  recent  years  in 
Quebec  City  and  Montreal  and  in  every  case  our  esteemed 
friend  Jimmy  Scott  has  done  considerable  to  help  make 
those  conventions  a success.  As  a host  and  an  entertainer 
he  was  there,  as  the,  saying  goes,  “Forty  ways.”  And  by 
way  of  showing  a little  appreciation  of  all  his  good  work 
Mr.  J.  A.  Walker,  of  Walker  Parker  & Co.,  Toronto,  on 
the  afternoon  of  Thursday,  January  27th,  threw  open  his 
beautiful  country  home  at  Port  Credit  to  a few  of  those 
who  remained  over  after  the  Shoe  Manufacturers’  Conven- 
tion and  did  honor  to  “Jimmie.” 

And  we  believe  our  Quebec  friends  cannot  help  but 
feel  that  after  this  occasion  Ontario,  too,  has  its  share  of 
able  hosts  and  entertainers,  with  “Johnnie”  Walker  head- 
ing the  batting  average. 

CANADIAN  SHOE  MANUFACTURERS’  CONVENTION 

{Continued  from  page  61) 

in  force  by  the  Customs  authorities  to  protect  the  Canadian 
market  from  unfair  dumping. 

Moved  by  W.  F.  Martin,  seconded  by  F.  H.  Ahrens  and 
carried : 

Whereas  the  shoe  industry  is  in  favour  of  taxation  in 
the  form  of  sales  tax. 

Be  It  Resolved  that  this  Association  recommends  that 
this  tax  be  collected  exclusively  at  the  source  from  whole- 
salers and  manufacturers  and  that  the  payment  of  this  tax 
to  the  Government  be  every  three  months. 

A committee  of  three  was  appointed  to  discuss  with 
similar  committees  of  retailers  and  travel' ers  the  shortening 
of  trade  terms. 

OFFICERS  AND  EXECUTIVE,  1921 

The  following  officers  for  the  calendar  year  1^21  were 
duly  elected : 

Honorary  President 

Mr.  F.  S.  Scott,  Getty  & Scott.  Galt,  Ont. 

President: 

Joseph  Daoust,  Daoust,  Lalonde  & Co.,  Montred,  Que. 

First  Vice-President: 

Mr  John  D.  Palmer,  Hart  Boot  & Shoe  Co.,  Ltd  , 
Fredericton,  N.B. 

Second  Vice-President: 

Mr.  J.  E.  Warrington,  John  Ritchie  Co.,  Quebec,  Que. 

Executive : 

Mr.  J.  Leckie,  J.  Leckie  & Co.,  Ltd.,  Vancouver,  B.C. ; Mr. 
C.  A.  Sutherland,  Amherst  Boot  and  Shoe  Co.,  Amherst,  N.S. ; 
Mr.  Oscar  Dufresne,  Dufresne  & Locke,  Ltd.,  Montreal,  Que. ; 
Mr.  D.  F.  Desmarais,  La  Duchesse  Shoe  Co.,  Montreal,  Que.; 
Mr.  T.  H.  Rieder,  Ames,  Holden  McCready,  Montreal,  Que.; 
Mr.  H.  E.  Moles,  J.  & T.  Bell  Co.  Ltd.,  Montreal,  Que.; 
Mr.  H.  V.  Gale,  Gale  Bros.  Ltd.,  Quebec;  J.  E.  Samson, 
J.  E.  Samson,  Reg’d,  Quebec;  Mr.  David  Marsh,  Wm.  A. 
Marsh  Co.  Ltd.,  Quebec;  Mr.  F.  H.  Ahrens,  Chas.  A. 
Ahrens,  Ltd.,  Kitchener,  Ont.;  Mr.  S.  H.  Parker,  Solid 
Leather  Shoe  Co.,  Ltd.,  Preston;  Mr.  G.  W.  McFarland, 
Williams  Shoe,  Ltd.,  Brampton;  Mr.  A.  Brandon,  Brandon 
Shoe  Co.  Ltd.,  Brantford;  Mr.  J.  A.  Walker,  Walker,  Parker 
Co.  Ltd.,  Toronto,  Ont.;  Mr.  Paoul  Lauthier,  Kingsbury 
Footwear  Co.,  Montreal,  Que. 


NOVA  SCOTIA  PRIZE  ESSAY 

{Continued  from  page  36) 

name  of  the  children.  The  probabilities  are  that  if  the  pair 
of  boots  that  Abner  has  put  on  fit  him  comfortably  and  the 
price  suits  him,  he  will  either  take  home  a pair  or  two  of  the 


children’s  boots  on  approval,  or  else  leave  the  store  with  the 
promise  that  he  will  bring  the  missus  over  in  a few  days  to 
get  a supply  of  footwear  for  the  family,  herself  included,  so 
often  in  this  way  I am  able  to  add  greatly  to  our  sales.  I 
find  great  patience  is  often  required  in  making  shoe  sales, 
alscS  a good  memory,  for  instance,  I am  supposed  to  remember 
just  what  kind  of  shoes  Mrs.  Brown  bought  for  her  little 
girl  when  Mrs.  Smith  arrives  to  purchase  a pair  of  a similar 
kind  for  her  little  girl. 

A brother  of  mine  who  is  now  a newspaper  man  in 
Western  Canada,  had  an  amusing  experience  in  making  a 
sale  of  boots  a few  years  ago.  It  happened  in  this  way:  A 
lady  entered  our  store  to  purchase  a pair  of  shoes  as  she  was 
then  on  her  way  to  catch  a train  which  was  to  convey  her  to 
the  camp  meeting  service  at  Berwick,  N.S.,  and  the  shoes 
she  was  wearing  were  in  too  delapidated  condition  to  wear 
out  in  such  a company.  A sale  was  easily  made  and  the 
customer,  after  carelessly  placing  her  old  shoes  to  one  side, 
left  the  store  wearing  her  latest  purchase,  while  my  brother, 
also  a good  clerk,  proceeded  to  put  the  boots  he  had  exhibited 
while  making  the  sale,  back  on  the  shelves.  He  then  turned 
his  attention  to  the  old  shoes  the  customer  had  apparently 
discarded  and  decided  they  would  burn  good,  but  before 
contributing  them  to  the  stove  he  carefully  cut  from  the 
boots  the  buttons;  while  in  the  act  of  doing  this  my  mother 

entered  and  put  the  question,  “What  if  Miss  W comes 

back  for  her  boots?”  My  brother  scoffed  at  the  idea,  but 
the  boots  were  put  aside,  and  when  later  the  customer  called, 
an  excuse  was  made  until  such  time  as  my  brother  could 
again,  by  the  aid  of  a needle  and  thread,  attach  the  long 
rows  of  buttons  This  instance  taught  me  to  make  sure 
when  any  boots  are  discarded  in  our  store  that  they  are 
discarded  for  all  time  by  their  former  customers. 

We  buy  our  shoes  principally  from  the  Robert  Taylor 
Co.,  of  Halifax,  and  the  Amherst  Boot  and  Shoe  Co.,  of 
Amherst,  while  our  made-in-Canada  Rubberwear  is  bought 
from  the  Ames-Holden-McCready  Co.,  all  firms  on  whose 
goods  we  can  rely  and  who  supply  us  with  goods  that  we  can 
have  no  hesitation  in  recommending  to  our  customers  as  the 
very  best  made-in-Canada  footwear. 


THE  QUEBEC  PRIZE  WINNER 

{Continued  from  page  jy) 

customer  wants  a high-class  boot  at  a low  price,  or  does  not 
know  what  he  really  wants.  Now,  in  conclusion  of  this  I 
will  divulge  my  secret  of  success — Canadian-made  footwear 
is  recognized  to-day  as  the  leading  footwear  in  style,  price' 
and  quality  and  as  I keep  made-in-Canada  boots  and  shoes 
in  stock,  it  is  not  I who  sells  made-in-Canada  footwear 
for  I really  think  that  it  sells  itself. 


Don’t  be  stingy  with  your  light.  If  you  have  not  good 
daylight  then  see  that  you  and  your  workmen  have  good 
artificial  light.  It  pays  very  much  above  the  cost  of  the 
light.  First  of  all  it  relieves  eye  strain.  Then  a better 
job  can  be  done,  and  lastly  the  job  can  be  done  in  less  time, 
which  more  than  makes  up  for  the  cost  of  the  light. 


Do  not  stretch  a shoe  for  a few  minutes  only  and  then 
rest  satisfied.  It  has  been  found  that  a shoe  to  be  well 
stretched,  to  remain  in  a stretched  condition,  must  be  on 
the  stretcher  for  several  hours  (over  night  is  best),  and  the 
itpper  should  be  wet  at  the  time  (some  use  steam  and  immedi- 
ately apply  the  strain  upon  the  upper),  and  should  be  watched 
closely  for  any  giving  away  of  the  inseam  if  the  shoe  happens 
to  be  a welt  shoe.  A satisfactory  method  is  to  stretch  to 
a certain  extent,  and  after  a while  to  stretch  again.  By 
this  gradual  stretching  of  the  upper  you  get  more  stretch 
out  of  it,  and  you  are  better  able  to  watch  out  for  the  result 
of  the  strain  upon  the  upper  and  seams. 
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Hie  Shoe  Repair  Man 

s.  - 


MEETING  OF  THE  TORONTO  SHOE  REPAIRERS 

The  Toronto  repair  men  had  their  first  regular  business 
meeting  of  the  year  on  the  27th  of  January.  The  attendance 
was  not  so  large  as  desired,  but  there  was  a very  spirited 
meeting.  President  Burnett  gave  a resume  of  the  year’s 
work  and  was  very  optimistic  about  the  coming  year.  A 
number  of  new  members  had  been  added  to  the  association 
and  these  were  mostly  very  active  in  the  work  of  the  asso- 
ciation. 

The  matter  of  holding  a big  rally  to  be  attended  by 
the  jobbers  and  wholesalers  and  members  of  the  association 
to  take  the  form  of  a euchre  and  dance,  came  up  for  con- 
sideration. It  was  thought  the  scheme  was  a good  one  and 
a committee  was  appointed  to  take  the  matter  up  with  the 
jobbers. 

Another  interesting  feature  was  the  reading  of  a letter 
from  Mr.  Brodie,  an  old  association  member  who  has  been 
living  in  California  for  the  last  few  years. 

Jos.  Mantell,  one  of  Canada’s  oldest  men  and  an  old 
shoemaker,  died  in  Toronto  recently  at  the  age  of  110  years. 


MEETING  ST.  CATHARINES  SHOE  REPAIRERS 

The  St.  Catharines  Shoe  Repairers  Association  held 
their  annual  meeting  last  month  and  had  a full  attendance. 
The  association  is  in  excellent  condition  just  now.  Practi- 
cally all  the  shoe  repair  men  in  the  city  are  members  of  it. 
There  are  20  members  and  every  one  is  paid  up  for  the  year 
1°21  which  relieves  the  executive  of  any  financial  anxiety. 
The  election  of  officers  resitlted  in  the  following  being  elected : 
Past  President,  Wm.  Sloan;  President,  A.  M.  Ingles;  Vice- 
Piesident,  A.  H.  Dainty;  Secretary-Treasurer,  Waite*  Legg; 
Trustees,  Wm.  Sloan,  Wm.  Legg,  Sr.,  and.  F.  T.  Rople; 
Auditors,  R.  0.  Reilly,  A.  Hid  and  C.  Walters;  Management 
Committee,  W.  McCanse,  C.  Marrack  and  J.  Slanika;  Inner 
Guard,  C.  Walters;  Outer  Guard,  J.  Katrzman. 

The  association  meets  every  second  Thursday  of  the 
montn  in  the  Sons  of  England  Hall,  and  it  starts  off  the  year 
with  no  liabilities  and  a balance  in  the  bank  of  S78.45 . The 
association  has  done  some  real  good  work  for  the  members, 
i nd  is  among  one  of  the  most  prosperous  of  the  smaller 
organizations  in  Canada.  This  one  should  be  an  example  to 
the  repair  men  in  small  towns  and  cities  for  there  is  no  reason 
why  other  places  cannot  do  as  well  as  the  St.  Catharines  men 
have  done  and  reap  equally  as  good  results. 


B.  C.  REPAIR  NOTES 

Mr.  T.  C.  Buckpill,  East  Burnaby,  has  installed  a 
power  finisher  and  a full  compliment  of  labor  saving  devices. 

The  remodelling  of  the  premises  of  W.  Sugden,  of  Grand- 
view, is  now  complete,  making  a well-balanced  store  for 
the  sale  of  new  footwear  and  doing  repairing. 

E.  O.  Wickham,  formerly  of  Trail,  B.C.,  has  opened  a 
shoe  shop  in  Chilliwack,  B.C.  He  makes  lumbering  and 
mining  shoes  to  order.  His  shop  is  equipped  with  a 22-foot 
Goodyear  outfit  and  various  other  labor  saving  devices. 

The  firm  of  Felce  & Milner,  of  Kerrisdale,  B.C.,  has 
been  dissolved  and  the  business  will  be  continued  by  T.  P. 
Milner.  This  shop  has  recently  installed  new  machinery. 

The  shoe  repair  business  of  John  Carlisle,  Victoria, 
B.C.,  has  been  bought  by  Frederic  Smith. 


CHICAGO  REPAIRMEN’S  ASSOCIATION 

In  Chicago  they  have  the  same  trouble  that  associations 
have  in  other  places,  lack  of  interest.  The  trouble  is  with 
the  human  nature  which  is  always  indifferent  to  most  things 
that  do  not  affect  one’s  self. 

In  Chicago  there  are  many  obstacles ; possibly  the  for- 
eign element  is  among  the  greatest.  But  the  association 
is  composed  of  various  sections  and  these  are  under  an 
executive  committee  elected  from  the  various  associations. 
This  is  the  same  plan  as  is  in  force  in  England.  By  this  plan 
each  district  deals  with  its  own  problems  but  occasionally 
mass  meetings  are  held  to  stimulate  interest  and  bring  up 
problems  that  will  be  of  interest  to  all  districts.  These 
subjects  may  be  passed  on  to  the  executive,  who  will  consider 
them  and  if  thought  profitable  will  be  recommended  to 
all  the  districts  to  be  put  into  practical  use. 

It  will  be  interesting  to  note  the  fees  have  been  advanced 
to  $2.00  a month.  Please  understand  that  is  a month,  not 
a year.  On  this  side  there  are  many  associations  whose 
fees  are  but  three  dollars  a year. 

The  secretary  of  the  association  is  a lawyer  and  he  has 
saved  many  members  considerable  money  by  being  able  to 
look  after  their  legal  business.  For  this  he  received  no 
remuneration  as  a lawyer. 

PROMPTNESS  IN  DELIVERY 

t Too  much  cannot  be  said  about  this  old  threadbare  sub- 
ject, for  there  are  always  plenty  of  tardy  rfepair  men  whose 
business  suffers  just  because  of  their  tardiness.  Nor  should 
one  be  in  too  big  a hurry  to  rush  work  out  just  for  the  sake 
of  promptness.  It  is  better  to  tell  a customer  that  you  can- 
not have  the  work  completed  until  a certain  time  and  then 
keep  your  word,  than  to  rush  it  through  and  do  a job  that 
will  not  be  a credit  to  your  business.  This  “Work  done 
while  you  wait”  is  all  right  for  some  little  job  like  a tiny  rip, 
or  levelling  a heel,  but  when  it  comes  to  doing  work  that  needs 
a little  time  to  make  a good  job  it  is  best  to  tell  the  customer 
and  then  do  a good  job,  for  it  will  give  better  satisfaction  in 
the  long  run. 


Anybody  knows  that  sandpaper  should  be  kept  in  a 
dry  place,  yet  there  are  many  so  careless  about  it  that  they 
leave  it  where  it  becomes  damp,  which  greatly  impairs  its 
“Bite”  and  usefulness.  Keep  it  dry. 


If  you  are  one  of  the  very 
few  houses  in  the  indus- 
try not  handling  the 

“NATIONAL”  SHOE  PLATE 

We  would  like  to  send  you  samples 
and  quote  you  prices. 

MADE  IN  THREE  SIZES— FROM  DRAWN  STEEL 

National  Shoe  Plate  Mfg.  Co. 

160  N.  Wells  St. 

Chicago,  Illinois,  U.S.A. 
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Gutta  Percha  & Rubber 

LIMITED 

Head  Offices  and  Factory:  TORONTO 

Branches  in  Leading  Canadian  Cities 


People  who  have  worn 
“Scoop”  Rubber  Heels 
will  always  ask  for 
them  again,  and  go 
out  of  their  way  to 
give  their  business  to 
the  dealer  who  keeps 
them. 

“SCOOP”  HEELS 

“Scoop”  Heels  have  a reputa- 
tion for  long  wear  and  they 
make  walking  easy.  Dealers 
will  gain  the  good-will  of  all 
to  whom  they  recommend  the 
Maltese  Cross  Brand  “Scoop” 
Heels  because— they  are  the 
heels  if  once  tried,  people  will 
ask  for. 


I ' 


Keep  the 
Rubber  Heel 
they  Mdll 

ASK  for 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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SELLING  SOLES  AND  HEELS  FOR  HOME  REPAIRING 

Do  you  sell  tap  soles  to  customers  for  home  repairing? 

Now  we  have  opened  a question  that  may  cause  a storm. 
We  know  how  opposed  the  average  shoe  man  is  to  people 
doing  their  own  repairing.  We  know  how  it  grates  on  their 
nerves  to  think  of  a man  soling  the  shoes  of  his  children  or 
his  own  shoes  when  that  man  knows  nothing  about  the  shoe 
making  business.  We  also  know  how  many  repair  men 
fancy  it  interferes  with  their  business  and  takes  trade  away 
from  them  that  is  theirs  by  right. 

But  we  are  willing  to  take  the  position  that  the  repair 
man  who  does  not  sell  soles  and  heels  for  “Amateur"  repair- 
ing is  losing  that  much  trade  that  should  be  his  and  on 
which  he  should  reap  a profit.  This  is  the  argument.  There 
are  many  people  to-day  who  do  repairing.  There  is  nothing 
the  repair  men  can  do  that  will  stop  them  any  more  than 
the  professional  photographers  can  stop  the  taking  of  pic- 
tures by  amateur  snap  shooters.  There  are  thousands  and 
thousands  of  soles  sold  every  year  for  this  self  same  purpose 
of  “Home  repairing"  and  thousands  more  will  be  sold  every 
year.  Every  small  town  has  its  hardware  stores  that  sell 
soles  and  other  supplies  to  the  home  repairer,  then  if  these 
goods  are  being  sold  why  should  not  the  repair  man  get 
some  of  the  profit  of  these  sales.  It  is  surely  in  his  line  more 
than  the  hardwareman’s.  In  the  larger  towns  and  cities 
where  10  and  IS  cent  stores  operate  hundreds  of  these  soles 
are  sold  to  home  workers  by  them. 

The  feeling  may  be  that  if  repair  men  sell  these  soles 
they  will  be  helping  to  drive  work  from  their  door.  This  is 
a mistaken  idea.  Remember  this  fact  that  people  who  do 
home  work  will  obtain  the  soles  and  heels  and  nails  they 
need  from  the  hardwareman  or  harness  man  or  some  other 
man  who  will  sell  them.  If  the  repair  man  will  not  sell 
them  to  a customer  that  customer  will  go  where  he  can 
procure  them  if  he  has  to  patronize  the  mail  order  house. 

But  let  us  look  at  it  in  a broader  sense.  Years  ago,  in  the 
City  of  Toronto,  when  free  libraries  were  first  voted  on,  a 
book-seller  was  one  of  the  hardest  workers  for  the  by-law. 
The  people  thought  he  was  crazy.  It  was  impossible  for  them 
to  understand  why  a book-seller  should  want  free  libraries 
and  drive  people  away  from  his  store.  But  he  was  a wide 
visioned  man.  He  looked  beyond  the  few  immediate  sales 
the  people  thought  he  would  miss.  When  asked  why  he 
took  such  interest  in  the  passing  of  the  by-law  he  replied: 
“Don’t  you  know  that  the  more  people  read,  the  more  they 
will  want  to  read  and  the  more  they  will  want  to  read  the 
more  they  will  want  to  possess  books  of  their  own.”  His 
logic  was  good  and  he  worked  along  the  right  lines. 

On  the  same  principle  when  the  amateur  camera  came 
in,  photographers  went  up  in  the  air.  Their  business  would 
be  ruined.  In  those  long-gone-by-days  it  was  “You  press 
the  button,  we’ll  do  the  rest,”  which  meant  that  the  amateur 
simply  snapped  the  button  and  the  film  was  sent  to  the  home 
factory  for  development  and  printing.  A friend  of  the 
professional  photographers  told  all  of  them  he  could  that 
they  were  foolish  in  not  giving  every  assistance  to  the 
producing  of  amateur  photographing.  He  argued  the  same 
as  the  book-seller  that  the  more  pictures  that  were  taken 
the  more  they  would  be  taken.  He  cited  an  illustration. 
Mrs.  Jones’  little  Willie  took  a snap  of  the  baby.  The  pic- 
ture was  good  and  Mrs.  Jones  showed  it  to  Mrs.  Smith. 
Mrs.  Smith  did  not  have  a little  Willie  to  take  a picture  of 
her  baby  but  the  picture  of  Mrs.  Jones’  baby  whetted  Mrs. 
Smith's  appetite  for  a picture  of  her  baby  so  down  to  the 
professional  photographer  she  goes  to  have  a picture  of  her 
baby,  the  direct  result  of  the  amateur  photographer  of  Mrs. 
Jones'  baby.  To-day  almost  every  professional  photo- 
grapher sells  amateur  supplies. 

Now  if  the  repairmen  will  only  look  at  this  home  repair- 
ing in  a broad  way  he  will  see  that  he  can  make  a profit  out 


of  it.  It  should  be  understood  that  the  home  repairer  can 
only  do  rough  work  on  work  shoes  and  children’s  shoes. 
This  will  all  be  nailed  or  pegged  work.  He  will  not  be  able 
to  do  sewed  soles,  nor  will  he  be  able  to  do  patching  or 
sewing  of  rips  to  any  extent.  But  as  he  goes  on  with  his 
repairing  he  will  see  the  advantages  of  it  and  in  all  prob- 
ability will  do  more  repairing  than  ever  and  of  a nature 
that  he  cannot  do  himself.  The  repair  man  who  has  culti- 
vated his  goodwill,  who  has  sold  him  taps  and  heels  will- 
ingly and  talked  to  him  about  how  he  was  getting  along, 
will  be  the  man  who  will  get  that  repairing  when  the  time 
comes  that  he  has  a job  he  cannot  do  himself.  But  in  addi- 
tion to  all  this  the  repair  man  should  not  overlook  the  profits 
on  the  soles  and  heels  he  will  sell  him.  And  there  may  be 
nails  and  a few  other  little  odds  and  ends  he  will  sell  in 
addition  to  these. 

This  is  a big  world  and  progress  will  come  irrespective 
of  those  who  may  oppose  it.  When  the  first  railway  was 
built  people  would  pull  up  the  tracks  because  it  was  going 
to  spoil  the  horse  industry.  When  spinning  Jennies  came  in 
the  hand-weavers  broke  into  the  factories  and  destroyed 
them  because  they  saw  the  end  of  their  trade.  But  these 
improvements  outlived  the  prejudices  and  so  will  home 
repairing  and  it  will  be  better  to  fall  in  line  rather  than 
oppose  this  work. 

We  shall  be  glad  to  hear  from  repairmen  on  this  matter. 
There  may  be  some  who  are  now  selling  these  goods  and 
there  may  be  others  who  are  opposed  to  doing  it  and  we 
would  like  to  have  their  reasons  on  the  subject. 

The  importance  of  a sufficient  amount  of  fresh  air  in  a 
repair  shop  has  possibly  not  been  stressed  enough.  There 
are  few  odors  more  disagreeable  than  those  from  old  shoes 
and  not  alone  are  they  disagreeable,  but  they  are  injurious. 
Working  so  close  to  old  shoes  all  day  long  workmen  should 
have  the  greatest  possible  amount  of  fresh  air  to  counteract 
the  effects  of  these.  If  your  shop  is  not  situated  so  that  pure 
air  may  be  allowed  to  circulate  freely  you  should  arrange  to 
have  the  necessary  change  so  it  can  be  done. 


RUBBER  CEMENT  FORMULAS 

We  give  here  a number  of  formulas  for  making  cement 
for  mending  rubber  articles,  that  were  published  recently 
in  the  Shoe  Repairer.  We  do  not  know  how  valuable  these 
recipes  are,  but  we  would  not  recommend  that  any  repair 
man  should  make  his  own  cement.  There  are  too  many 
good  cements  on  the  market  made  by  houses  who  have 
reputations  to  sustain  and  it  certainly  will  not  pay  any 
single  repair  man  to  purchase  these  ingredients  to  make  the 
cements  in  small  quantities.  It  may  also  be  very  difficult 
for  him  to  obtain  many  of  the  things  necessary  for  these 
cements.  The  formulas  follow: 

Caoutchouc,  62  parts;  chloroform,  250  parts;  mix, 
and  dissolve.  Then  take  caoutchouc,  60  parts;  rosin, 
24  parts;  oil  of  turpentine,  250  parts.  Mix,  and  dissolve. 
When  complete  solution  has  taken  place  in  both  cases, 
mix  the  two  solutions  and  agitate  until  homogenous.  Use 
cold,  and  apply  a portion  of  the  cement  to  each  surface 
to  be  joined. 

Dissolve  1 dram  of  gutta  percha  in  1 ounce  of  carbon 
disulphide,  filter  through  course  filter  paper,  add  15  grains 
of  pure  rubber,  rub  the  whole  smooth  with  a palette  knife, 
taking  care  to  do  it  quickly.  If  necessary,  thin  with  carbon 
disulphide.  Keep  the  mixture  away  from  fire  or  light,  as 
it  is  inflammable. 

These  formulas  produce  satisfactory  cements  for 
mending  rubber  boots  and  shoes. 

For  repairing  hard  rubber  articles,  try  one  of  the  fol- 
lowing: 

Carbon  disulphide,  26  parts;  gutta  percha,  2 parts; 
caoutchouc,  4 parts;  fish  glue,  1 part.  Mix  and  dissolve. 
Clean  the  surface  of  the  fissure  or  parts  to  be  united  very 
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carefully  and  apply  the  cement.  The  edges  of  the  rent 
should  be  kept  together  by  means  of  thread  and  the  article 
left  to  dry.  At  the  end  of  from  24  to  36  hours  the  binding 
thread  may  be  removed  and  the  cement  which  may  have 
squeezed  out  of  the  fissure  cut  away. 

Fish  glue,  3 grams;  gutta  percha,  6 grams;  India  rubber, 
12  grams;  carbon  disulphide,  96  grams.  Macerate  together 
until  dissolved.  To  mend  tires,  rubber  belts  and  other 
kinds  of  rubber  material,  clean  the  edges  of  the  break; 
if  necessary,  strengthen  by  some  stitches,  and  fill  up  the 
space  by  putting  on  thin  layers  of  the  cement,  allowing  them 
to  dry  somewhat  before  putting  on  additional  layers.  When 
a little  more  has  been  laid  on  than  is  needed,  shave  off  the 
excess  with  a thin,  sharp  knife  that  has  been  previously 
dipped  in  water. 

When  button  shoes  are  brought  to  the  repair  shop  with 
the  complaint  that  the  shoes  hurt  over  the  instep,  the  best 
thing  to  do  is  to  rip  off  the  vamp-seam  at  that  point  and 
insert  a new  piece  of  leather  thinner  than  the  one  already 
set  in  there.  It  is  generally  the  “bunch”  at  the  instep 
which  pains  the  wearer. 

It  is  not  always  an  easy  thing  to  build  heels  with  extend- 
ed flange  at  the  top.  A heel,  shaped  with  the  middle  portion 
much  smaller  than  its  bottom  portion,  is  always  in  danger  of 
twisting  out  of  shape  during  wear.  But,  on  the  other  hand, 
if  the  repairer  starts  to  flange  out  too  high,  the  style  of  the 
heel  will  be  lost  and  the  heel  will  look  clumsy  and  out  of 
balance  with  the  rest  of  the  shoe.  The  starting  point,  to 
properly  flange  out  the  heel,  should  be  at  about  the  middle 
of  the  heel  and  steel  nails  only  should  be  used,  to  firmly 
hold  the  lifts  together  during  wear. 

“The  inside  edge  of  the  sole,”  remarks  a veteran  shoe 
man,  “should  be  reasonably  straight — not  as  straight  as 
a ramrod,  but  as  straight  as  the  inside  line  of  the  foot.  For 
myself,  I wear  a shoe  of  the  moccasin  tread  type,  which, 
as  you  know,  bends  in.  Indeed,  the  inside  edge  is  apt  to 
roll  up  a bit  after  I wear  the  shoes  a long  time.  Perhaps  I 
go  to  one  extreme,  but  some  of  my  customers  have  been 
going  to  the  other  extreme,  and  have  been  insisting  on 
women’s  shoes  with  edges  that  slant  in  to  a slim  toe.  Such 
shoes  would  be  all  right  for  people  who  toe  out.  but  according 
to  my  observation  most  people  toe  straight  ahead,  and  I 
believe  more  shoes  should  be  made  with  straight  inside 
edges.” 


Don’t  neglect  your  machines.  If  you  do  not  take 
good  care  of  them  they  will  not  give  the  service  they  should. 
They  need  a little  attention  every  day  and  need  it  regularly. 
Don’t  fail  to  keep  them  clean.  Oil  them  often.  Oil  them 
when  running  in  the  places  where  grease  cups  are  not  used. 
The  small  space  in  an  oil  hole  will  not  be  so  liable  to  lubricate 
well  when  the  machine  is  standing  as  when  it  is  in  motion. 
Use  the  best  oils.  Cheap  oils  are  not  economical. 


A workman  should  stop  to  pick  up  a nail.  Such  is 
the  latest  advice  from  efficiency  men.  Awhile  ago  they 
advised  workmen  to  keep  on  working,  and  let  the  nail 
stay  on  the  floor,  but  “safety  first”  engineers  find  that 
nails  on  the  floor  are  liable  to  cause  accidents.  This  is 
one  reason  for  advising  help  to  “pick  up  the  nail.” 


Keep  your  shop  clean  and  try  to  make  it  as  attractive 
as  possible  and  you  will  find  that  it  will  mean  increased 
business  for  you.  It  is  surprising  to  find  what  a difference  it 
will  make  if  you  put  forth  a little  effort  in  this  direction. 
People  will  be  far  less  likely  to  find  fault  with  the  work  and 
the  prices  if  they  are  made  comfortable  and  realize  that 
they  are  in  a real  business  establishment  and  not  in  the 


shop  of  a mere  workman.  If  it  is  a case  of  waiting  while 
the  work  is  being  done,  the  customer  will  see  that  he  takes 
his  job  to  that  repair  shop  where  he  can  be  comfortable  and 
at  the  same  time  be  assured  that  he  will  not  have  to  come 
away  with  the  feeling  that  he  has  some  of  the  shop’s  dust 
and  dirt  on  his  clothes.  The  absence  of  cleanliness  has 
kept  many  a man  from  success. 

Avoid  letting  your  shoe  dressings  stand  around  in 
open  cans.  Shoe  dressing  will  dry  up  and  evaporate  and 
therefore  caution  should  be  exercised  not  to  leave  it  exposed. 
This  may  seem  a trivial  matter,  but  if  you  stop  to  figure 
just  how  much  dressing  is  wasted  by  letting  it  be  exposed, 
you  will  find  that  it  will  amount  to  quite  a sum  in  a year’s 
time.  It  is  better  to  stir  dressing  than  to  shake  it,  as  it 
mixes  more  thoroughly.  The  can  should  be  kept  clean 
at  all  times  and  if  old  dressing  has  been  allowed  to  thicken 
and  dry,  it  should  be  removed  before  new  dressing  is  put 
into  the  can. 


The  use  of  poor  materials  in  order  to  keep  down  the 
price  of  the  job  doesn’t  boost  your  business.  The  customer 
cannot  help  becoming  dissatisfied  with  the  service  such 
shoes  will  give  him.  Keep  up  the  quality  and  your  business 
will  keep  up  as  the  inevitable  result. 


Nearly  all  machines  run  hard  while  they  are  new,  and 
for  this  reason  it  is  advisable  to  press  the  treadle  and  fasten 
it  down,  letting  the  machine  operate  continuously.  It  is 
poor  policy  to  economize  on  oil  by  buying  a cheap  grade, 
as  this  will  gum  up  the  parts  and  cause  the  machine  to  run 
harder  than  ever.  If  a new  machine  is  very  shiny  it  is 
sometimes  a good  idea  to  paint  the  surface  parts  black  to 
protect  the  eyes  of  the  operator. 


Repairers  should  keep  in  mind  that  the  padded  tongue 
is  an  improvement  which  goes  far  toward  producing  added 
comfort  to  the  wearer.  Most  people  will  tighten  their 
shoes  to  the  limit,  especially  women  folks,  and  the  foot 
gets  a strained  feeling  after  a while  if  the  tongue  is  unpadded. 
The  strings  will  leave  an  impression  on  the  flesh  by  the  end 
of  the  day,  and  besides,  there  is  the  liability  of  the  tongue 
stretching  and  becoming  distorted  when  not  combined 
with  some  additional  material  firmly  attached,  as  the  pad 
is,  in  all  cases.  When  shoes  are  brought  in  to  be  repaired 
and  the  tongue  is  unpadded,  it  would  prove  beneficial  if 
the  repairer  would  pad  the  tongue.  It  is  bound  to  prove 
satisfactory  to  the  customers  and  satisfaction  means  con- 
tinued patronage. 


In  separating  stitches  every  impression  from  the 
machine  should  be  between  the  stitches;  never  on  top  of 
them.  The  machine  should  be  adjusted  so  that  it  will 
strike  the  right  place.  Occasionally  shoes  are  seen  with 
uneven  stitching,  or  long  and  short  stitches,  and  when  this 
occurs  it  causes  some  trouble  at  the  separating.  If  the 
impression  comes  on  top  of  the  stitch  the  work  looks  bad. 
The  effect  of  separating  the  stitch  in  an  edge  is  to  make 
the  whole  look  good,  so  that  the  edge  attracts  attention  as 
soon  as  the  shoe  is  seen.  The  edge  must  be  in  the  right 
temper  if  the  best  impression  is  to  be  put  on  by  the  machine. 
It  should  be  soft,  at  least  to  some  degree,  and  to  get  it  so 
you  have  to  wet  it. 


When  making  a white  fair-stitched  edge,  the  thread 
may  be  white  enough,  but  often  the  stitches  are  a trifle 
off  color,  due  to  the  white  thread  becoming  discolored  as 
it  passes  through  the  welting.  Some  welt  makers  now  make 
a specialty  of  welting  for  stitching  white  seams. 
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AT  THE  FRONT 

Famo  . Glared  Kid 


T¥7  HEREVER  good  shoes  are 
* * known  and  genuinely  stylish 
leathers  appreciated,  there  you  find 
FAMO  KID  at  the  front. 

POREMOST  in  cutting  econ- 
* omies,  in  6tyle  effect,  and  in 
durability,  it  stands  pre-eminent  as  the 
all-round  practical  leather  to  bring 
credit  to  your  product. 


HENWOOD  & NOWAK,  INC. 

Tannery  at  Wilmington,  Del. 

General  Offices:  95  South  St.,  Boston 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TAKE  ADVANTAGE  OF 

OUR  DOMINION  - WIDE 

PUBLICITY 


Don’t  Let 
Your  Children’s 
Feet  be  Crippled! 


TV/TEDICAL  experience 
proves  that  men — and 
women,  too  — who  would 
otherwise  be  physically  “O.K.”  to- 
day, show  disabilities  directly  trace- 
able to  wrongly-shod  feet  in  child- 
hood. If  every  child  today  wore 
Hurlbuts,  this  trouble  would  vanish 
in  the  next  generation  1 


Adult  Foot  Foot  properly 
deformed  by  developed  by 
improper  boots  correct  shoes 
in  childhood  in  childhood 

HURLBUT 

CUSHION-SOLE 

Shoes  ^Children 


(USE  THIS  SPACE  FOR  YOUR  NAME) 


I "The  Mat  She*  fat  Children' 
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One  of  many  plates  which  we  will  gladly  send  you  for  your  local 
newspaper  advertising. 

Our  folder,  showing  both  larger  and  smaller  plates,  will  be  mailed 
you  upon  request. 

PICTURE  SLIDES 

Upon  request  we  will  send  you  a picture  slide  bearing  YOUR 
NAME  for  your  local  Theatre  Advertising. 

These  slides  are  in  four  colors,  are  artistic  and  are  pulling  good 
business  for  many  of  our  customers.  There  are  four  of  them — 
one  showing  a button  boot,  one  a Blucher,  one  a “Wunx-Strap” 
and  one  a “Wunx  Blucher.” 

REMEMBER 

POOR  QUALITY  is  dear  at  any  price,  especially  in  these  times. 

That  is  why  many  of  your  customers  are  willing  to  pay  more  for 
HURLBUT  CUSHION  SOLE  SHOES. 

ORDER  WHAT  YOU  NEED  NOW  FROM 

PHILIP  JACOBI  - TORONTO 


Mention  ‘‘Shoe  and  Leather  Journal ” zvhen  writing  an  advertiser 
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The  tanners  council,  so  it  is  reported,  protest  against 
a higher  tariff  on  hides. 

There  has  been  some  changes  announced  in  the  business 
of  R.  Silverman,  of  Montreal. 

There  is  a change  reported  in  the  business  of  Paul 
Deguise,  shoe  merchant,  Montreal. 

There  were  many  shoe  travellers  to  be  seen  at  the  con- 
vention in  Toronto  on  the  25th  and  26th. 

The  height  of  the  heels  on  shoes  worn  by  Medieval 
Venetians  indicated  the  rank  ot  the  wearer. 

Napoleon  and  Albert  Tetrault,  of  the  Tetrault  Shoe  Co., 
Montreal,  were  business  visitors  in  Toronto  this  week 

Geo.  Wilson,  who  represents  Gale  Bros.,  has  been  looking 
up  his  business  friends  in  Toronto  during  the  past  week. 

A burglar  who  stole  eleven  pairs  of  shoes  from  a Con- 
nellsville,  Pa.,  store  found  they  were  all  for  the  same  foot. 

Peter  Chouinard,  sales-manager  of  the  Regina  Shoe  Co., 
Montreal,  was  in  Toronto  this  week  calling  on  his  customers. 

Henry  Frechette,  sales-manager  of  the  Canadian  Foot- 
wear Co.,  Montreal,  was  a business  visitor  in  Toronto  this 
week. 

Fire  having  started  in  the  store  of  D.  & J.  Goldstein  on 
Barton  St.,  Hamilton,  did  little  damage  to  the  stock  and 
building. 

Chas.  Levinson,  shoe  retailer,  of  Hamilton,  has  now 
quite  fully  recovered  from  his  recent  long  illness  and  is  back 


JOS.  MANTELL 

One  time  shoemaker,  who  died  in  Toronto 
recently  at  the  age  of  one  hundred  and  ten 


at  his  business.  He  was  in  Toronto  recently  and  looks  quite 
himself  again. 

A.  L.  Baldwin,  of  the  United  Shoe  Machinery  Co., 
Calgary,  has  been  on  a trip  to  the  coast  in  the  interests  of 

his  firm. 

Chas.  Newton,  buyer  for  J.  Robinson  & Co.,  Winnipeg, 
has  been  on  a business  trip  to  Toronto,  Montreal,  Quebec  and 


other  Eastern  points.  Mr.  Newton  is  very  enthusiastic  over 
the  Manitoba  capital. 

H.  Grey  Hodges,  of  Chatham,  was  a business  visitor 
in  Toronto  this  week.  Mr.  Hodges  says  business  with  him 
is  good. 

A.  R.  Trudeau,  representing  Corbiel  Co.  of  Quebec,  was 
showing  samples  of  his  firm  at  the  Queen’s  Hotel,  Toronto, 
this  week. 

R.  J.  McAllister,  who  has  been  representing  the  L.  H. 
Packard  Co.,  of  Montreal,  in  the  West,  has  been  transferred 
to  Western  Ontario  territory  and  will  have  his  headquarters 
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imToronto,  where  an  office  and  show  room,  will  be  opened  for 
the  display  oF  findings  and  spats.  C.  S.  Pace  will  cover  the 
Western  territory  formerly  covered  by  Mr.  McAllister. 

It  seems  the  Acton  Hockey  Team  rather  put  it  over 
the  A.  R.  Clarke  patent  leather  team  not  long  ago  in  a game 
on  the  Acton  ice. 

W.  A.  Coulson,  of  Winnipeg,  has  been  east,  visiting 
Toronto  and  other  shoe  centres.  Mr  Coulson  is  not  with 
the  Davies  Footwear  Co.  now. 

Chas.  0.  Shaw,  of  the  Anglo-Canadian  Leather  Co., 
Huntsville,  Ont.,  was  in  Toronto  recently  on  business.  He 
registered  at  the  Queen’s  hotel. 

J.  C.  Tebbutt,  of  Three  Rivers,  Quebec,  was  a business  . 
visitor  in  Toronto  the  following  week  of  the  convention. 
He  was  registered  at  the  Queen’s  hotel. 

The  fire  commission  of  Quebec  is  investigating  the  fires 
that  destroyed  the  St.  Jean  Shoe  manufacturing  plant  and 
the  Doual  Shoe  Factory,  both  of  Montreal. 

The  many  friends  and  customers  of  W.  A.  Walker, 
who  represents  the  Walker-Parker  Co.  of  Toronto  in  Western 
Ontario,  will  regret  to  learn  he  has  been  off  the  road  for  some 
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WANTED — To  hear  from  manufacturers  and  jobbers  requir- 
ing the  services  of  a high-grade  shoe  salesman  with  good 
connection  in  the  Maritime  Provinces.  Address  Box  945, 
Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto. 

WANTED — Position  as  buyer  and  manager  of  shoe  store  or 
department,  preferably  in  Maritime  Province  town  or  city. 
Ten  years’  experience,  card  writer,  advertiser,  window 
trimmer'  and  thorough  shoeman.  Open  for  engagement 
April  1st  or  sooner.  Address  Box  944.  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto.  

WANTED — A competent  shoe  salesman  to  represent  a few 
live  manufacturers  in  Great  Britain  on  the  Canadian 
market  on  commission.  Apply  at  once,  stating  terms,  age 
and  experience  to  Northamptonshire  Journal  of  Commerce, 
Northampton.  England. 

WANTED — Young  man  for  order  and  sales  department  of 
' shoe  manufacturing  concern ; must  have  shoe  experience. 
Apply  in  own  handwriting  to  Box  943,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WELL  EDUCATED,  neat  appearing  young  man,  having 
five  years’  experience  in  the  shoe  business,  desires  a full 
line  of  shoes  from  a reliable  firm  to  cover  Maritime  Prov- 
inces, commission  basis.  Apply  Box  949,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 

WANTED — Salesman  to  sell  staple  boots  on  commission,  in 
New  Brunswick,  Nova  Scotia  and  Prince  Edward  Island. 
For  particulars,  apply  to.  Box  948,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

JAPANNER  wants  a position  in  tannery;  understands  boil- 
ing and  finishing  process  thoroughly.  Box  947,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 


WANTED  at  once  shoe  salesman  to  handle  the  finest  line  of 
over-gaiters  in  Canada,  also  shoe  findings  and  shoes  to  some 
extent,  in  the  following  territories:  Eastern,  Northern  On- 
tario, Newfoundland,  Manitoba,  New  Brunswick,  Sask- 
atchewan, Alberta.  British  Columbia;  must  have  good 
references.  Canadian  Shoe  Findings  Novelty  Co.,  2 
Trinity  Square,  Toronto. 

EXPERIENCED  TRAVELLER  wants  a line  or  lines  of 
shoes  to  sell  in  the  Maritime  Provinces.  Can  produce  the 
sales  and  “Bring  Home  the  Bacon.”  Address  quick,  Box 
946,  Shoe  and  Leather  Journal,  945  King  Street  West, 
Toronto. 

WANTED — Line  of  shoes,  or  a similar  line  from  manufac- 
turers or  jobbers,  on  a commission  basis,  for  British 
Columbia,  Spring  1921.  Can  give  good  references,  and 
pay  for  samples  if  necessary  to  do  so.  Twenty  years’ 
experience  on  the  road.  Reply  to  1131  McKenzie  St., 
Victoria,  B.C. 

BUSINESS  MAN  going  to  England  in  February  would  like 
to  take  some  business  commission  for  manufacturer  or 
private  person.  Will  handle  on  commission  or  stated 
sum.  Address  Box  918  Shoe  and  Leather  Journal, 
545  King  Street  West,  Toronto. 

YOUNG  MAN,  at  present  superintendent  of  a high  grade 
welt  and  turn  factory,  desires  to  make  a change.  I am 
very  well  acquainted  with  cost  and  production  systems, 
and  also  in  buying  of  all  supplies,  and  would  be  exception- 
ally well  qualified  as  assistant  to  the  manager  of  any 
high  grade  factory.  Am  willing  to  go  anywhere  where 
there  is  a good  chance  for  promotion  and  am  willing  to 
go  at  a reasonable  salary.  Apply,  Box  920,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Torofito. 


A "Strider"  Women's  Welt 


NEW  “IN-STOCK”  CATALOGUE 

The  Eagle  Shoe  Co.,  Beaudry  St.,  Montreal,  have  just 
completed  a beautiful  little  booklet  showing  in  colors  some 
20  odd  lines  carried  in  stock. 

This  booklet  is  certainly  a nice  convenient  size,  and 
any  person  interested  in  this  class  of  service  woqld  do  well 
to  write  for  one  if  they  have  not  already  received  it. 


Mr.  David  Marsh,  of  the  Wm.  A.  Marsh  Co.,  Ltd., 
Quebec,  spent  a few  days  in  Montreal,  on  his  way  back  to 
Quebec  from  Toronto. 

Mr.  Harvey  Graham  was  in  Montreal  and  Toronto 
lately  on  his  last  trip  with  Spring  samples. 

Mr.  Stewart  Anderson  reports  having  been  met  with  an 
unusually  good  reception  in  Montreal. 

The  Blachford’s  line  of  welts  and  turns  are  becoming 
increasingly  popular  in  the  Eastern  territory.  Their  fancy 
turns  are  proving  that  they  hold  a strong  appeal  for  the 
higher  class  of  trade. 

Mr.  Murphy,  the  well-known  Toronto  buyer,  has  been 
actively  interested  in  the  market  in  Montreal  and  Quebec 
during  the  past  week. 
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little  time  through  illness.  I.  M.  Gibson  is  taking  Mr. 
Walker’s  territory  during  the  period  he  is  off  the  road. 

C.  H.  Baber,  of  London,  England,  is  looking  over  shoe 
conditions  in  Canada  and  United  States. 

Howard  “Goddy”  Godfrey,  of  Dungan,  Hood  & Co., 
Philadelphia,  has  been  visiting  the  trade  in  Toronto  and 
Montreal  recently. 

The  shoe  store  of  J.  H.  Bourque,  of  Hull,  Que.,  was 
entered  recently  at  night  and  a hundred  dollars’  worth  of 
shoes  and  rubbers  stolen.  A suspect  has  been  arrested  in 
connection  with  the  theft. 

The  Colonial  Manufacturing  Co.,  Toronto,  has  moved 
to  266  Adelaide  Street  West,  where  they  will  have  greatly 
increased  space  for  their  manufacturing  purposes. 

David  Marsh,  of  Quebec,  delivered  an  address  at  the 
Rotary  Club  Luncheon  on  the  history  of  the  shoe  business, 
while  he  was  attending  the  shoe  convention  in  Toronto. 

Mr.  Henderson,  representing  J.  E.  Sampson  of  Quebec, 
has  been  calling  on  the  trade  in  Toronto  and  other  Ontario 
centres  during  the  week  following  the  Toronto  Convention. 

Chas.  Fice,  who  represents  the  J.  & T.  Bell  Co.  in 
Toronto  and  Western  Ontario,  is  showing  the  new  spring 
lines  at  his  permanent  sample-rooms  in  the  Stair  Building, 
corner  of  Adelaide  and  Bay  Sts.,  Toronto. 

John  Thomas  Renchan,  formerly  of  St.  John,  N.B., 
died  at  his  home  in  Brookfield,  Mass.,  where  he  has  lived 
for  the  last  thirty-five  years.  Mr.  Renchan  was  engaged 
with  the  H.  H.  Brown  Shoe  Co.  of  Brookfield.  §|j! 

About  six  hundred  employees  of  the  Dominion  Rubber 
System  of  Montreal  attended  the  Mid-winter  Picnic  of  the 
company  held  at  the  central  Y.M.C.A.  rooms.  Billiards, 


EARL  L.  STEWART 
Who  left  recently  on  his  spring  trip, 
covering  Quebec,  the  Maritime  Pro- 
vinces and  Newfoundland,  for  Robt. 

Ralston  & Co..  Hamilton.  Ont.  Mr. 

Stewart  conducted  a high-class  shoe 
store  in  Owen  Sound,  Ont.,  for  over 
eight  years 

swimming  and  various  other  sports  were  held  and  prizes  dis- 
tributed. 

C.  H.  Noble,  who  has  been  with  the  Dominion  Rubber 
System  (Ontario)  in  the  office  at  Toronto  for  a number  of 
years,  is  now  office  manager,  taking  the  place  of  H.  E.  Dane, 
who  with  H.  H.  Francis  is  now  managing  the  John  Lennox 
Co.  of  Hamilton. 

The  will  of  Peter  Lautenschlager  has  been  probated. 
He  died  Nov.  the  12th  in  Waterloo  county  and  left  consider- 
able property  in  Toronto.  He  had  been  a shoe  merchant. 
He  left  over  $46,000  to  be  divided  equally  among  seven 
sisters  ana  brothers. 

The  Canadian  Shoe  Finding-  Co.,  of  Toronto,  have 
enlarged  their  premises  and  now  have  a very  up-to-date 
office  and  show  room  for  shoes,  findings,  over-gaiters  and  shoe 


store  equipment-.  They  are  ‘ituated  in  Trinity,  just  off 
Yonge  Street,  where  visitors  are  always  welcome. 

W.  S.  Edwards,  of  Edwards  & Edwards,  sheep  skin 
tanners,  Toronto,  Ont.,  says  that  business  with  them  has 
been  very  good  for  the  last  two  or  three  weeks.  W.  S.  is 
longing  for  the  spring  days  to  come  so  he  can  tune  up  that 
racing  cruiser  of  his  and  clean  up  everything  on  the  inland 
waters  of  Ontario. 

Will  you  listen  to  this?  All  kinds  of  animals  have  been 
talked  about  for  producing  hides  from  which  shoes  may 
be  made,  but  here’s  a new  one.  Ostrich  skins  from  South 
Africa.  Newspaper  reports  say  a consignment  of  these 
skins  has  reached  Boston  and  will  be  tanned  and  made 
into  shoes.  We  suggest  that  running  shoes  be  made  from 
these  hides.  „ r 

JOHN  LENNOX  CO.  UNDER  NEW  MANAGEMENT 

On  the  first  of  February,  the  John  Lennox  Co.,  of 
Hamilton,  will  be  under  new  management.  Messrs.  H.  E. 


H.  H.  FRANCIS 


Dane  and  H.  H.  Francis  will  assume  control  of  the  business 
at  that  time.  Mr.  Dane  has  been  wit-h  the  Dominion  Rubber 
System  for  about  ten  years  and  practically  all  of  that  time 
has  been  spent  with  the  Toronto  branch.  For  the  past  six 
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PRIZE  CONTEST 

$100.00 „ 

Paid  for  the  best  short  answers  to  THREE  SIMPLE 
QUESTIONS.  They  can  be  answered  with  a few 
moment’s  effort.  No  literary  skill  needed,  award  will 
be  made  purely  for  IDEAS. 

The  competition  is  open  to  shoe  retailers  or  shoe  clerks. 
The  answers  not  to  be  longer  than  five  hundred  words 
or  one  sheet  of  foolscap. 

The  Three  Questions 

1st.  Why  do  you  take  the  Shoe  and  Leather 
Journal? 

What  are  its  particular  advantages  to  the  shoe 
retailer  or  clerk  ? 

1st  Prize  $25.00 

2nd  Prize  15.00 

3rd  Prize  10.00 

Tell  why  every  live  shoeman  should  read  it? 
Suggest  any  improvement  in  its  SERVICE. 


2nd.  Describe  the  best  trade-drawing  window  dis- 
play you  ever  put  on  and  its  results. 

1st  Prize  $15.00 

2nd  Prize  10.00 

(With  or  without  photo) 

3rd.  Describe  your  most  successful  advertising  stunt. 

1st  Prize  $15.00 

2nd  Prize  10.00 

(Either  newspaper  advertisement  or  otherwise) 

Our  idea  in  this  ■ competition  is  to  combine  YOUR 
Service  and  OURS  for  the  good  of  the  trade.  We  have 
made  the  monetary  consideration  just  sufficient  to 
warrant  our  asking  you  to  give  your  time  to  it.  Even 
if  you  are  not  interested  in  the  money  end,  do  your 
part  to  help  us  and  the  rest  of  the  trade. 

It  will  help  us  if  you  write  on  only  one  side  of  the  sheet 
and  write  in  ink,  but  write  ANYWAY. 

As  there  was  a request  for  more  time,  we 
have  extended  this  contest  another  month. 
Announcements  will  be  made  in  our  March 
first  issue. 

The  Shoe  & Leather  Journal 

545-549  King  Street  West 
TORONTO 

Thirty -Fourth  Twice  A 

Year  . Month 


or  seven  years  he  has  been  manager  of  the  Toronto  office  and 
before  that  time  was  accountant.  He  is  well  known  to  the 
trade  and  is  a young  man  with  excellent  training  and  exper- 
ience in  executive  work.  He  will  have  full  charge  of  the 
accounting  department. 

Mr.  Francis,  his  associate,  has  been  with  the  Dominion 
people  for  about  nine  years,  part  of  the  time  as  salesman  and 
about  six  years  he  has  been  branch  manager  of  the  Dominion 
Rubber  System  at  Hamilton.  This  speaks  a great  deal  for 
Mr.  Francis’s  ability,  and  the  company  part  with  these  two 
members  very  reluctantly.  Mr.  Francis  will  have  charge  of 
the  sales  force  and  with  his  wide  knowledge  of  the  shoe 
business  there  can  be  no  doubt  but  this  will  make  a strong 
pulling  team,  Mr.  Francis  as  sales  manager  and  Mr.  Dane  as 
the  head  of  the  executive  force. 


VANCOUVER  NOTES 

The  Tilikum  Shoe  Repairers  have  installed  a Champion 
stitcher. 

H.  Lutes,  of  North  Vancouver,  is  spending  six  weeks 
vacation  in  the  balmy  atmosphere  of  Southern  California. 

Dr.  Case  of  The  Scholl’s  Foot  Appliance  Co.  is  in  the 
city  visiting  the  various  shoe  stores  giving  daily  demon- 
stration . 

Mr.  McGegechi,  of  the  Popular  Shoe  Store,  New  West- 
minster, is  back  at  business  again  after  two  weeks  indis- 
position from  influenza. 

The  several  flurries  of  snow  and  quick  thaws  are  respon- 
sible for  the  rush  on  rubber  and  repairs  The  shoe  makers  in 
general  are  kept  busy  on  full  time. 

Messrs.  Storey  & Campbell,  wholesale  saddlers  and 
leather  merchants,  of  this  city,  are  equipping  a factory  for 
the  manufacture  of  trunks  and  suit  cases.  This  will  be  the 
first  factory  of  its  kind  in  Vancouver. 

Mr.  Stewart,  of  the  Old  Country  Shoe  Store,  New 
Westminster,  is  back  at  business  after  his  serious  accident, 
with  which  he  met  before  Christmas.  His  wife,  who  was 
injured  at  the  same  time,  is  also  recovering  rapidly. 

The  shoe  trade  in  Vancouver  and  surrounding  country, 
upon  the  whole  is  better  than  at  the  same  period  last  year 
and  merchants  are  looking  forward  to  as  good  business  during 
the  present  year  as  during  the  last.  A modification  of 
p ices  will  be  made  which  will  automatically  adjust  matters. 


STAMPED  GOODS  SHOULD  BE  GUARANTEED 

The  efforts  of  some  interests  in  England  to  force  upon 
the  public  a “standard  boot,”  has  not  made  much  permanent 
success.  There  is  not  so  much  head  about  the  plan  now 
as  there  was  some  time  ago.  The  scheme  was  worked  out 
at  considerable  expense  and  effort.  The  fluctuations  in 
manufacturing  costs,  however,  seem  to  have  knocked  out  of 
joint  the  proposal  to  produce  shoes  at  a fixed  selling  price 
and  of  a fixed  quality.  Even  if  the  selling  price  was  to  be 
on  a sliding  scale  to  keep  pace  with  the  costs,  when  the  mar- 
ket began  to  fall  retailers  would  have  the  same  old  fear  of 
being  caught  with  their  shelves  loaded  up,  and  would  demand 
an  adjustment.  In  some  lines  of  business,  such,  for  instance, 
as  the  automobile  industry,  it  is  possible  to  make  provision 
for  adjustments,  but  in  the  shoe  trade  it  would  bring  only 
confusion. 

The  best  “guaranteed”  boot  is  that  which  bears  prom- 
inently the  name  of  some  manufacturer  who  is  in  the  business 
to  stay,  and  who  is  known  to  take  some  pride  in  the  efficiency 
with  which  he  supplies  the  public  with  footwear.  If  he 
makes  only  one  grade,  it  simplifies  matters;  if  more  than 
one,  there  are  ways  of  designating  them.  In  times  of  violent 
fluctuations  of  values  he  may  have  a delicate  task  of  adjust- 
ment. That  is  where  the  value  of  a “good  name”  counts. 
It  inspires  more  confidence  from  the  public  than  can  any 
price-fixing  scheme. 
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MORE  PROFITS  FOR  VOU 


When  overhead  is  at  its  minimum  and  every  leak  in  production  closely  watched, 
you  can  still  increase  profits  by  using 

H.  & M.  CUT  SOLES 

Their  constant,  dependable  quality  and  uniformity  prevent  waste  due  to  varia- 
tions and  make  possible  the  production  of  any  line  of  shoes  for  the  same  selling 
price  at  a greater  profit. 

Interesting  Prices  and  Samples  on  Request. 

SOLE  LEATHER 

We  also  furnish  Backs,  Bends  and  Shoulders 

HILLIARD  MERRILL 

INCORPORATED 

Main  Office:  206-210  Broad  Street,  Lynn,  Mass.,  U.S.A. 
BROCKTON  WELTING  CO.,  Inc.,  Dept,  of  HILLIARD  & MERRILL,  Inc. 

69  Crescent  Street,  Brockton,  Mass. 

SALES  OFFICES:  BOSTON.  185  Essex  St.;  PHILADELPHIA.  S.  W.  Cor.  5th  and  Arch  Sts.;  CINCINNATI.  810  Syca  note  St  • 

MILWAUKEE,  258-260  Fourth  Street;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND.  Messrs.  Pearson  Robinson  & Arterton.  4 Albion  St..  Leicester. 

FRANCE  : Louis  Dubois;  47  Rue  des  Petites  Ecuries.  Paris. 


In=Stock  Lines  Ready  for  Shipment 


We  are  pleased  to  advise  our  customers  and  the  Trade  that  we  have  on 
hand  and  in  our  warehouse,  ready  for  immediate  shipment,  the  following 
well-known  lines  : 


Style  664  Boys’  Brown  Storm  Blue.  Sizes  1 to  5#  Skuffer  Welts 


“ 764  Youths’  “ 

“ 864  Gents’  “ 

“ 670  Boys’  Black 

“ 770  Youths’  “ 

“ 870  Gents’  “ 

“ 0664  Boys’  Brown 

“ 0764  Youths’  “ 

“ 0864  Gents’  “ 

“ 0670  Boys’  Black 

“ 0770  Youths’  “ 

“ 0870  Gents’  “ 


11  to  13#  “ “ 

8 to  10#  “ “ 

1 to  5# 

11  to  13#  “ „ “ 

8 to  10# 

1 to  5#  Goodyear  Welts 
11  to  13#  “ “ 

8 to  10#  “ “ 

1 to  5#  “ “ 

11  to  13#  “ “ 

8 to  10#  “ 


Above  are  among  the  best  and  most  popular  lines  on  the  market  to-day,  they 
make  friends  wherever  they  go  and  values  cannot  be  beaten.  Order  your 
needs  at  once,  you  will  not  regret  it. 


THE  TRED=R1TE  SHOE  CO.,  LIMITED 

OTTERVILLE  - - ONT. 


Mention  “ Shoe  and  Leather  Journal”  when  zvriting  an  advertiser 
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STAPLE  Shoes — really  good  staple 
shoes — should  be  neat  appearing  so 
as  to  please  a prospect  on  sight,  stand 
up  under  service  and  at  all  times  give 
comfort  to  the  wearer. 

Jiiif 

ST.  HYACINTHE  , 

CANADA 

Those  are  the  factors  adhered  to  in  the 
production  of  Yamaska  Brand  Shoes 
and  upon  which  we  have  built  our 
reputation — that  of  over  50  years’  con- 
centration on  GOOD  staple  shoe- 
making. 

You  will  need  plenty  of  Yamaska 
Brand  Shoes  for  Spring,  and  we  are 
offering  exceptional  values. 

LA  COMPAGNIE 

J.  A.  & M.  COTE 

St.  Hyacinthe 

Quebec 

KROWNALL  DRESSING 

FORiVICI  AND  IMITATION  OF  VICI  LEATHER 

Made  in  various  degrees  of  body  to  fit 
any  quality  of  smoothness  of  leather. 

This  dressing  is  very  bright,  very  * 
black,  and  imparts  to  the  leather  a soft, 
pliable  feeling,  and  the  leather,  when 
dressed,  will  not  have  the  appearance 
of  being  coated. 

Manufactured  by 

BOSTON  BLACKING  COMPANY 

152  McGill  Street 

MONTREAL  CANADA 


Mention  "Shoe  and  Leather  Journal ” zvhen  writing  an  advertiser 
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nPHE  use  of  Parker’s  Felt  Box  Toes  has 
proven  satisfactory  to  many  of  the  most 
particular  shoemen.  They  stand  up. 

They  are  a fitting  companion  to  “Perfect” 
Counters  which  are  used  by  those  exacting 
unusual  standards. 

Selling  Agents  for  Perth  Felt  Co.,  Perth,  Ont. 

Also  carrying  a full  line  of  Supplies: — Blackings, 
Dressings,  Box  Gums,  Fish  Glue,  Dry  Paste,  Polish- 
ing Wax,  Sewing  Wax,  “Waxol”  Patent  Leather 
Repairer,  “Carbicon.” 


Parker,  Irwin,  Limited 

11  West  St.  Paul  St.,  Montreal 
SOLE  SELLING  AGENTS  FOR  PERFECTION  COUNTER,  LIMITED 


When  You  Want  Genuine  Pattern  Service 

Remember  This 

Our  service  is  complete — and  that  means  what  it  says. 

We  have  given  credit  for  originating  many  styles  that  have  sold  well  this 
season.  We  have  adopted  many  a design  Supplied  by  the  maker  himself. 
We  have  made  patterns  to  fit — and  will  fit  them  in  your  own  factory. 

Conaway- Wadsworth  Pattern  Co.  Limited 

223  McGILL  STREET  - - Rooms  11  and  12 

MONTREAL,  QUE.  GUS  LOSSMAN,  Manager 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 


-5.1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 m 1 1 1 M 1 1 : M 1 1 1 1 1 ll  1 1 1 1 ) l M 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 ll  1 1 1 1 1 1 1 1 1 1 ll  1 1 1 1 M 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 ! 1 1 1 IJ: 


102  THE  SHOE  AND  LEATHER  JOURNAL 

lllllllllllllllllllilllllllllllllllllllllllllll  lillllllllllllllflllllllllllllllllllllllllllllllllllll Illllllllllllll Illllllllllll Illlllllllll 

FAIRE  BR0S  & CO.,  LIMITED 

RUTLAND  STREET,  LEICESTER,  ENGLAND 

Manufacturers  of  SHTIFPEINJERS 


TO  BOOT  MANUFACTURERS 

Our  well-equipped  modem  factories  are  adapted 
to  meet  all  your  requirements  in  high  grade 

SOLID  GRAIN  STIFFENERS  SOLID  SPLIT  STIFFENERS  THREE  PIECE  SPLIT  STIFFENERS 

GRAIN  BACKED  STIFFENERS  TWO  PIECE  SPLIT  STIFFENERS  LEATHER  LAYER  STIFFENERS 

In  all  sizes.  Men’s,  Army,  Women’s,  Children’s  and  Golosh  Shapes. 


BE  SURE  AND  SEE  OUR  SAMPLES  BEFORE  RE-ORDERING. 


IT  WILL  PAY  YOU  TO  DO  SO 


FAIRE  BRO8.  & CO.,  LIMITED,  Manufacturers  of  Shoe  Mercery,  LEICESTER 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir? 


DEPENDABILITY 


A WATCHWORD  throughout  our  organization  that  applies  alike  to  the 
quality  of  our  materials  and  of  our  service. 

SOLUBLE  COTTON  COTTON  SOLUTIONS 

PATENT  LEATHER  SOLUTIONS  SOLVENT  THINNERS 

AMYL  ACETATE  ETHYL  ACETATE 

REFINED  FUSEL  OIL 


' ' ' M![rr]  ’ r!!  ^ j’ M pn  * ■ 1 ! j r m » j j 1 
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“ PERFECT 
COUNTERS 

Used  in  the 
Better  Shoes 


“ PERFECT 
COUNTERS 

Perfect  in 
Every  Particular 


Today  better  Fibre  Counters  are  standard  on  the  better  shoes. 

It  is  natural,  then,  to  find  a fast  growing  demand  for  Counters 
as  uniformly  well-made  as  the  "Perfect  Fibre  Counter. 

Perfection  Counter  Limited 

699  LETOURNEUX  AVE.,  MONTREAL 

Sole  Selling  Agents  - - PARKER,  IRWIN,  Limited,  Montreal 


When  a Tanner  wants  a Color,  he  wants  a 
color  that  is  PURE,  UNIFORM,  RELIABLE, 
CONVENIENT,  PERMANENT  AND 
ECONOMICAL 

The  dyes  offered  by  L.  B.  Holliday  & Company,  Limited,  are  noted  for  their  fast  quali- 
ties, and  are  adaptable  to  a wide  variety  of  uses,  covering  every  requirement  of  the  1 anner 


Chrome  Leather  Black  G. 
Chrome  Leather  Tan  2G. 
Chrome  Leather  Brown  G. 
Basic  Tan  O. 

Basic  Dark  Brown  P. 
Magenta  Powder 
Methyl  Violet  2B.  Cone. 


SAMPLES  ON  APPLICATION 


French  Black  2938 
Chrysoidine  R.  Cone. 
Bismarck  Brown  R.  Cone. 
Fast  Red  A. 

New  Phosphine  R. 
Auramine  O.  Cone. 
Orange  11. 

Ponceau  G. 


Brilliant  Bordeaux  2B. 
Acid  Prune  V. 

Naphthol  Blue  Black  10B. 
Naphthylamine  Black  H. 
Light  Acid  Brown  L, 

Dark  Acid  Brown  L.R. 
Nigrosine  W.S. 


STOCKS  MAINTAINED 


L.  B.  Holliday  $ Company,  Limited 

HUDDERSFIELD,  ENGLAND 


CANADIAN  OFFICE  AND  WAREROOMS:  27  ST.  SACREMENT  ST., 

Cable  Address:  “DYEWARES,”  MONTREAL  MONTREAL,  P.Q. 

Telephone:  MAIN  8105 


Mention  "Shoe  and  Leather  Journal ” when  writing  an  advertiser 


104 


THE  SHOE  AND  LEATHER  JOURNAL 


Shoe  and  Glove  Leathers 

GLOVE  HORSE 
Creemore 

4*4* 

ii 

f 

ii 

SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 

Boulevard 

ii 

l j 

Boulevard 

Smoked 

i f 

c o 

II 

Black 

Alaska 

ii 
i i 

Alaska 

Pearl  Grey 

4*4* 

Smoked 

PF1STER 

85=87  South  St. 

Sz 

V O Q E L 

Boston,  Mass. 

ACTON  PUBLISHING  CO.,  LIMITED 

Printers,  Designers  and  Publishers 

545-549  King  St.  West,  Toronto  - Lemoine  and  St.  Nicholas  Sts.,  Montreal 


Good  Printing 


We  plan,  write  and  print  sales 
producing  literature  that  will 
make  people  want  your  pro- 
duct and  want  to  do  business 
with  your  house.  Have  an 
ACTON  man  call  and  talk 
it  over. 


Your  Salesmen  will 


Get  Better  Results 


if  you  PRECEDE  them  and 
FOLLOW  THEM  UP  with 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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NEW  CASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black, 
Glaxed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits, 
Indias,  Heavy  Leathers,  Skivers,  Cab- 
rettas.as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 


NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W.,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


Don’t  spare  lubricating  oil  on  machines  that  run  at 
high  speed.  It  is  cheaper  than  buying  parts  for  your  machine. 
Take  good  care  of  your  machines  and  they  will  repay  you 
by  doing  good  work. 

If  there  are  two  times  in  which  you  need  a sharp  knife 
it  is  when  you  are  trimming  rubber  soles  and  chrome  soles; 
even  then  it  needs  care.  A dull  knife  may  spoil  the  job  and 
ruffle  your  temper. 

Seams  should  not  be  stitched  too  tightly  that  require 
rubbing  or  beating  down.  The  beating  expands  the  leather 
and  may  break  or  weaken  the  threads.  Do  not  over-rub 
the  seam. 

It  is  well  to  see  that  the  nails  on  the  inside  of  the  heels 
are  well  smoothed  on  any  job  that  is  turned  out,  as  they 
cause  much  discomfort  to  the  wearer.  Even  though  you 
may  not  be  repairing  the  heels  it  is  well  to  see  that  they  are 
smooth  before  leaving  your  shop. 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.  No  Royalty 


Landis  Outfits  are  Money  Makers 


Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 


Landis  Machine  Co. 


No.  1515  25th  St. 
ST.  LOUIS,  U.S.A. 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Beal’s 

Shoepacks 

for 

Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 


The  R.  M.  Beal  Leather  Co. 

T ~ . Limited 

Lindsay,  Ont. 


Edwards  & Edwards  umit«d 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of  Heels  in  Leather  and 
Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.  These  will 
interest  you. 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


INFOOT  BRAND 
BRITISH -MADE 

Infants’  Footwear 

SOFT-SOLE  SHOES 
in  Kid,  Silk,  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES 
Sizes  1-6,  Black  and  Tan  Leathers 

INFANTS’  FOOTWEAR  LTD. 

London,  England 
GREENE-SWIFT  BUILDING 
LONDON  - CANADA 


l 

l 
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Cahinette 

Wooden  Heels 

fo  r 

Ladies'  Shoes 

+ + 

Manufactured,  by 

CANADA  CABINETTE  HEELS 

Limited 

2732-2736  St.  Hubert  St.,  Montreal,  Canada 
Calumet  1959 


“Colonial  Delivery” 

Our  city  and  country  hides  give 
Liberal  yields  to  the  tanner 
Out  of  our  first  salting 
No  duclaws,  switches,  or  manure 
Invariably  good  delivery 
Ample  tare  allowance  - 
Lead  in  quality  and  condition 

COLONIAL  HIDE  COMPANY 


274  Wellington  St.,  Montreal,  P.Q. 

Other  Warehouses  at: 

Quebec,  P.Q.  St.  John,  N.B.  Three  Rivers,  P.Q. 

Ottawa,  Ont.  Windsor,  N.S.  Peterboro,  Ont. 


Modernize  your  store  front.  Make  your 
windows  work  for  you.  Build  up  trade 
with  ARTISTIC  fixtures. 

Send  for  our  catalog.  Lots  of  helpful  hints  FREE. 


Artistic  Wood  Turning  Works 

Formerly  Polay  Fixture  Service. 

515  N.  Halsted  St.,  Chicago,  111. 


CLARKE  & CLARKE  Limited 

Established  1852 

Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 

Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  Sr  Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 
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Tanners’  Oils  & Greases 

Sulphonated  Cod  Oils 
Sulphonated  Neatsfoot  Oils 
Sulphonated  Castor  Oils 
Acid  Fat  Liquors 
Moellon  Degras 

n 

MADE  FROM  CANADIAN  PRODUCTS  AND 
MANUFACTURED  AT  FARNHAM,  QUEBEC. 

n 

Salem  Oil  & Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 


GOOD  PATTERN  DESIGNING 

IS  AK  ACQUIRED  ART 

cJittiti§  the  lines  of  a last  is  not 
a Mechanical  Operation  but  a 
Matter  of  5kill~a  result  of  years 
of  Study  and  Training 

PATTERN  MAKING  demands  Bire 
Judgement  to  give  Style  and  Grace- 
ful! Lines  and  assure  conformity 
to  the  Original  Last  Outline s 
FITTING  QUALITY  DEMANDS  ACCURACY 

'WHEELER  SCDM/AING5 

179 Lincoln  5t.  Boston  Mass  USA. 


We  Make  a Specialty  of  All  Kinds  of 

FELT 

for  the  SHOE  TRADE 

Upper  Felt  Lining  Felt  Sole  Felt 

Insole  Felt  Cushion  Felt  Heel  Pad  Felt 
Shoe  Toppings  Filler  Felt 

Shoe  Roll  Felt,  etc. 


SUPERIOR  LINE  OF  FELT  FOR  BOX  TOES 
THE  BEST  FELT  FOR  EVERY  PURPOSE 


Write  for  samples  of  our  Special  Innersoling 
Artificial  Leather  for  Shoe  Purposes 

Write  us  for  Samples  and  Prices 

Boston  Felt  Mfg.  Co. 

112  Beach  Street  Boston,  Mass. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


109 


Increased  Profits  and 
constant  Repeat  Orders 
from  Satisfied  Customers 
is  the  Result  of  Handling 
our 


“SILVERITE”  Lamb’s  Wool  Soles 


“SHOE  FINDINGS  THAT  SELL” 


“SELWEL”  Cemented  Heel  Lining 
Repairer 


‘WARMTREAD”  Cushion  Insoles  made  of 
“Korxole”  and  White  Cushion  Felt 


These  cuts  illustrate  only  a few 
of  the  Findings  Specialties  we 
manufacture. 

Write  for  Catalog  and  Price  List 


L.  G.  % S.  S.  COMPANY 

81  High  Street  Boston,  Mass.,  U.S.A. 


“SELWEL”  Stitched  Heel  Lining  Re- 
pairer Stitched  with  a smooth  zig-gag 
stitch. 


KANGAROO 

RICHARD  YOUNG  CO. 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

36  and  38  Spruce  Street  - NEW  YORK,  U.S.A. 

Sheepskins  Skivers  “Ryco"  Matt  Kid 

Branch:  64  South  Street,  BOSTON,  MA8S. 

R oss  & Sha  w 

Successors  to  Chas.  F.  Ross 

Sole  distributors  for  Canada  of 

Armand  Bastien  ) Indian  Lorette, 
and  Bastien  Bros,)  P.Q. 

Jack  Buck,  Elk  and  Moose  Moccasins,  Snow  Shoes, 

Chrome  Tanned  Shoepacks  and  Indian  Slippers 

Also  the  famous  Indian  Moccasins  that  will  not  harden. 

32  FRONT  STREET  WEST,  - - - TORONTO 


J.  HARDY  SMITH  ® SONS  H,DE  r““WM,R 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Belgrave  Gate,  Leicester,  Eng. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


When  shoes  are  brought  to  have  a patch  put  in  them, 
have  you  ever  stopped  to  think  whether  or  not  the  shoe  is 
large  enough  to  stand  another  piece  of  leather  at  the  inside? 
Even  though  it  is  preferable  to  set  a patch  so  that  it  will 
not  be  prominent,  there  are  many  shoes  that  cannot  stand 
any  addition  on  the  inside.  In  that  case  there  is  but  one 


thing  to  do  to  get  the  best  possible  results,  and  that  is  to 
very  carefully  prepare  the  work.  One  can  tell  at  a glance 
whether  or  not  a shoe  can  take  in  a patch  by  the  evident 
strain  at  the  worn-out  spot.  If,  for  example,  the  shoe 
is  worn  out  directly  over  the  little  toe,  it  is  evident  that 
the  wearer  had  forced  the  vamp  to  the  limit  at  that  point. 
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“ALL  ABOARD!”  Direct  through  Connections  from  “HOOF  IO  BLAMHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 


PARIS  HAVANA 


International  Hide  Merchants 


BASLE 


acQ 


NEW  YORK 


“We  deliver  what  you  buy” 


CHICAGO 
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Hardy,  Smith  Si  Sons 109 

Henwood  8i  Nowak 93 

Hilliard  Sr  Merrill 99 

Holliday  L.  B.  Co.  Limited  . 103 

Hurlbut  Co.  Limited 94 

Independent  Rubber  Co 6 

Infants’  Footwear  Limited 106 

International  Supply  Co 24 

Jacobi,  Philip 94 

Johnston,  H.  B.  Co 20 

King  Bros 109 

L.  G.  Sf  S.  S.  Co 109 

La  Duchesse  Shoe  Co 10 

Lagace  Sr  Lepinay,  Reg 76 

Lennox,  John,  Co.,  Ltd. 29 

Landis  Machine  Co 105 

Marois,  A.  E.,  Ltd 81 

Montreal  Heel  Co 105 
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AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


The  new  strap  effects  we  are 
showing  are  the  biggest  selling 
styles  on  this  continent  for 
Spring  and  Summer  . . 75% 
of  the  sales  at  the  Milwaukee 
Show  were  strap  pumps. 

Never  has  the  single  sole  flex- 
ible McKay,  lor  which  we  are 
so  well  known,  suited  a situ- 
ation so  well.  For,  it  is  a fact 
that  while  permitting  the  light, 
dressy  lines  of  the  turn,  they 
will  give  equal  wear  to  a welt 
of  much  heavier  appearance. 


BUY 

CLARK  BROS. 
STRAP  SHOES 

FOR 

STREET  WEAR 


The  prices  are  absolutely  right,  but  even  if 
they  were  higher,  the  quality  of  these  flexible 
McKays  would  be  remembered  long  after  the 
price  was  forgotten. 

Clark  Bros. 

LIMITED 

St.  Stephen,  N.B. 

Permanent  Sample  Room:  20  Windsor 
Hotel,  Montreal 


' * 


TORONTO, 


ACTON  PUBLISHING  CO.  LIMITED 


TORONTO 


MONTREAL 
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^BURKS  FALLS" 

CANADA 


Manufacturers  Using 

Trent  Valley 

Oak 

SOLE  LEATHER 

ARE  ASSURED  OF 

HIGHEST  QUALITY 

AND 

LONGEST  WEAR 

It  Cuts  to  Figures 

MANUFACTURED  BY 

The  Breithaupt  Leather  Co.  Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 


jiliM 
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Popularity 


The  popularity  of  BENNETT  FIBRE 
COUNTERS  with  the  . manufacturers 
is  a reflection  of  the  goodwill  of  the 
merchant  who  has  found  them  to  give 
such  thorough  satisfaction. 


BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Ontario  Office 
108  Ahrens  Street  West, 
Kitchener 


Sales  Office 
59  St.  Henry  Street, 
Montreal 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 


m 
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D & P Counters 

have  outstanding  features  that  apply 
to  no  other  counter.  Of  course,  they 
are  fibre,  as  are  the  majority  of 
good  counters  in  use  today — and  they 
are,  and  always  will  be,  made  of 
the  best  fibre  we  can  buy  for  shoe 
counters. 

More  than  that,  they  are  made  our 
way  and  guaranteed. 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES: 

For  Ontario: — EL  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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Quick  Shipment 
for  Easter 

Don’t  be  caught  short  for  your 
Easter  trade.  Remember— real  folks 
are  going  to  buy  more  freely  for 
this  season,  and  buy  the  same  sound, 
substantial  shoes  as  before.  Our 
suggestion  is  that  you  be  conserva- 
tive, placing  and  sorting  on  lines 
that  will  sell  throughout  the  Spring. 


For  Men's  Shoes  this  Boston 
Foxed  Welt  will  prove  a 
popular  shoe  all  season. 

We  also  offer  a Women’s 
Welt  Line,  in  Black  and 
Colored  Kid,  that  is 
attractively  priced. 


No.  61 


“The  Better  Line  Carried  in  Stock” 

AW  AULT 

COMPANY  LIMITED 

OTTAWA  ONTARIO 

FULL  LINE  IN  ST°CK 


• Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings 
Cyclone  Bleach,  Etc. 


this  List  and  Send  in  Your  Order 


Look  Over 

Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 
The  King  Edge  Ink 

t.  For  a one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes 

King  Edge  No.  31  (Natural) 

Model  First  Setting 

A stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.  Made  in  all  colors 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A dye  for  heels,  shanks.! top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and  dis- 
colorations. and  makes  a hard,  smooth, 
uniform  finish 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 

Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A gum  to  use  where  a high  polish  is  wanted 
on  a paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 

Welt  Dye 

Black  and  russet 

Boston 

Leather 


Naphtha  Black 

For  raw  edges  of  vamps  and  tips 

Nonesuch  Filler 

A filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kief  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all  colors. 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A stain  finish  to  take  the  place  of  paint 
or  wax  finish;  will  cover  all  kinds  of  leather 

Paragon 

A wax  stain  for  shanks  and  foreparts  on 
black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 

Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all  kinds 
of  bottom  finish 

Auto  Treeing  Composition 

Cutting  Board  Dressing 


Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a coat  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Ruby  Cutter  No.  2 
Ruby  Flow  No.  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet  leather 

Tanners’  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 

Veneering  (Russet) 

Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Stain 

Company 


109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents: 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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r 1 ''HE  merchant  who  is  making  an 
^ honest  endeavor  to  sell  his 
trade  a shoe  that  will  increase  their 
confidence  in  his  methods,  will  find 
it  a pleasure  to  send  them  from  his 
store  wearing  Bell  Shoes. 

While  trade  conditions  have  resulted 
in  lower  prices,  nothing  induces  us 
to  take  a fraction  from  the  quality 
for  which  we  are  known. 

This  policy  makes  Bell  Shoes  better 
sellers  for  both  of  us. 

A DOZEN  NEW  STYLES  IN  STRAP 
EFFECTS  FOR  SPRING 

/.  & T.  Bell,  Limited 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Lawrence 

Leathers 

are 

Reliable 

Leathers 


We  are  specialists  in  the  tanning  of  calfskin  and  side  leather  upper  stock. 

The  size  of  our  tanneries — our  long  experience  and  vigorous  application  of  the 
newest  and  most  progressive  methods  of  tanning — our  facilities  of  every  kind  mak- 
ing toward  efficiency — and,  last  but  not  least,  our  determination  to  produce  only 
such  leather  as  shall  excel  in  every  point  of  value  and  quality  in  the  grade — all 
these  place  us  in  a position  to  'assure  the  retailer  the  utmost  in  appearance  and 
wear  from  shoes  in  which  Lawrence  Leathers  have  been  used. 

We  invite  you  to  specify 

For  top  grade  shoes:  GUN  METAL  CALF. 

For  medium  grade : GUN  METAL  SIDES. 

For  finest  quality  suede  footwear:  WEILDA. 

For  the  next  grade  of  suede:  NUBUCK. 

For  patents:  BLACK  DIAMOND. 

You  will  thus  insure  satisfaction  to  both  yourself  and  the  eventual  purchaser. 

A.  C.  Lawrence  Leather  Co. 

161  SOUTH  STREET,  BOSTON 

NEW  YORK  CHICAGO  ROCHESTER 

CINCINNATI  ST.  LOUIS  PHILADELPHIA 

^mmimimiiiiHiiiiiiiiiiiiiiiiiiiiiiiiiiiHiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimf^ 

Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


I 


A WONDERFUL  LINE 


Oxfords  right  up-to-the  minute 
and  ready  to  ship  in  time  for 
Easter  Selling. 


5008  Women's  Duchess  Brown  Calf  Brogue 
Oxford,  slip  soles,  rope  stitch.  Last  94. 
D.  width.  Sizes  2-7.  Price.. $6.10 


5014 — Royal  Purple  Rena  Oxford  single  sole. 
Last  406,  C and  D width.  Sizes  2-7. 
Price $5.65 


5015 — Duchess  Calf  Oxford,  as  5014,  on  last  92. 
C width.  Sizes  2-7.  Price $5.65 


5009 — -As  above,  in  genuine  Kangaroo.  Last  406. 
C and  D width.  Sizes  2-7.  Price....$5.50 


5013— Royal  Purple  one  eyelet  tie.  with  silk 
ribbon  lace.  Last  406.  C width.  Sizes 
2-7.  Price $5.85 


5011 — Genuine  Kangaroo  one  eyelet  tie,  with  silk 
ribbon  lace.  Last  408.  C and  D widths. 
Sizes  2-7.  Price $5.70 


5003— Duchess  Russia  Calf,  8 K in.,  -K  Foxed 
Bal.,  single  sole,  14/8  Opera  Heel,  Last 
92,  width  D,  sizes  2-7. 


THESE  STOCK  LINES  ARE  DECIDEDLY  OF  THE  FINER  TYPE 
MADE  FOR  YOUR  BETTER  TRADE. 


MADE  ONLY  BY 

EAGLE  SHOE  COMPANY,  LIMITED 
587  Beaudry  Street  Montreal,  Quebec 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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ROBERT  H.  FOERDERER 


PENN.,  U.S.A 


INCORPORATED 


PHILADELPHIA 


mm 
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We  never  made 
better  shoes  than 
we  are  ship ping  th e 
trade  in  February 


Regulating  Quality 

The  winter  period  has  given  us  an  oppor- 
tunity to  make  many  improvements  in  produc- 
tion that  are  quite  apparent  in  our  present  out- 
put. It  has  been  our  chance  to  improve  the 
quality  while  reducing  the  price. 

Now  with  price  right  and  quality  for  price 
unbeatable  we  are  receiving  quite  a nice 
volume  of  business. 

We  are  still  in  a position  to  deliver  certain 
leading  lines  on  short  notice. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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This  is  one  time  when  the  merchant 
can  profit  by  using  the  services  of 
such  organizations  as  ours  that  carry 
large,  well  sized  stocks  from  which 
you  can  order  for  immediate  delivery. 

A full  line  of  new  spring  numbers 
for  both  men  and  women  is  at  your 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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The  signs  are  unmistakable.  Big 
Business  is  just  on  the  move,  and 
those  who  know  say  that  the  improve- 
ment is  definite  and  sure.  While  there 
will  be  no  rapid  strides,  we  will  be 
moving  ahead. 

It  is  time  for  action  of  the  right  sort 
— time  to  place  business  but  in 
moderation. 

The  merchant  will  find  us  in  a strong 
position  to  sell  him  up-to-date  shoes 
in  moderate  quantities  as  we  carry 
the  stock  from  which  he  can  sort. 


Our  Prices  Are  Interesting 


bmson  Company 

LLnlte'l 


184  Met". (Lb  3TREE1 


MONTREAL 


Mention  “Shoe  and,  Leather  Journal”  when  writing  an  advertiser 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Production 

Like  many  factories  we  were  oper- 
ating on  a curtailed  schedule  in  the 
early  winter . 

— -But  orders  came  our  way  because  of 
the  recognition  throughout  the  trade  of 
the  inherent  value  of  every  Tetrault 
welt . 

— Production  has  been  increasing  as 
additional  orders  were  placed  with  us, 
but  of  course  we  are  still  able  to  serve 
promptly  when  called  on. 

— Not  only  style , or  price  xor  service 
but  all  three  make  Tetrault  welts  a 
good  buy. 

Sold  by  Leading  Jobbers  Everywhere 

Tetrault  Shoe  M*Fg.  Co. 

LIMITED 

MONTREAL 

—Largest  Shoe  Manufacturers  in  Canada — 


Mention  “Shoe  and  Leather  Journal’’  v.'hen  writing  an  advertiser 
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Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 
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B.  F.  Ackerman, 

PETERBORO,  ONT. 


You  Will  Agree 

that  there’s  a trade  winning  and  a trade 
building  quality  about 

ACKERMAN  SHOES 

and  that  they  produce. 

Your  hopes  for  a shoe  which  will  give 
dollar  for  dollar  Value,  have  correct  style 
for  a staple,  extend  Comfort  and  Real 
Service  will  be  fully  realized  in  this  line. 

You  will  need  shoes  of  this  calibre  to 
sell  to  your  Spring  Trade.  We  can  make 
immediate  deliveries.  The  prices  are  right. 

District  Agents  for  the  Dominion  Rubber  System, 
carrying  a complete  stock. 

Maple  Leaf  Brand  Rubbers, 

Fleet  Foot  Outing  Shoes 

Son  & Co.,  Limited 

Western  Branch,  REGINA,  SASK. 


MAKERS  OF  THE  “PETERBORO”  SHOE 
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Good  Profitable 
Rubber  Selling 

can  be  done  these  days  of  early  Spring.  The 
variable  weather  always  experienced  during 
this  season  will  make  the  wearing  of  rubbers  a 
necessity  and  a steady  demand  will  naturally 
be  the  result. 

You  can  cater  to  this  demand  most  success- 
fully by  having  a good  supply  of 

INDEPENDENT  RUBBERS 

on  hand.  They  come  in  styles  and  sizes  to 
exactly  fit  every  shape  of  shoe — eliminating 
any  possibility  of  losing  sales  through  inability 
to  satisfy  as  to  Style  and  Fit.  Their  Quality 
is  established  as  dependable  with  both  dealers 
and  wearers  from  coast  to  coast. 


Send  your  sorting  orders  to  any  of  the 
Independent  Wholesalers. 


INDEPENDENT  WHOLESALERS 


Amherst  Boot  Sr  Shoe  Co.,  Limited 
Amherst  Boot  Sj  Shoe  Co.,  Limited 
Brown,  Rochette,  Limited  - 
James  Robinson  Co.,  Limited  - 
Locke  Footwear  Co.,  Limited 
J.  A.  McLaren  Co.,  Limited 
White  Shoe  Co.,  Limited 


Halifax,  N.S. 
Amherst,  N.S. 

- Quebec,  Que. 

- Montreal,  Que. 

- Montreal,  Que. 

- Toronto,  Ont. 

- Toronto,  Ont. 


C.  Weaver  ----- 
The  London  Shoe  Co.,  Limited  - 
T.  Long  8f  Brother,  Limited 
Kilgour  Rimer  Co.,  Limited 
Amherst  Central  Shoe  Co.  Limited 
Dowers  Limited  - - - - 

The  J.  Leckie  Co.,  Limited  - 


Trenton,  Ont. 

- London,  Ont. 
Collingwood,  Ont. 

- Winnipeg,  Man. 

Regina,  Sask. 

- Edmonton,  Alta. 

- Vancouver,  B.C. 


The  Independent  Rubber  Co.  Limited 

Merritton  - - Ontario 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


20 


THE  SHOE  AND  LEATHER  JOURNAL 


Hall  and  Hodges 

Limited 

(Successors  to  Industrial  Export  Company  of  Canada,  Limited) 


Sole  distributors  for  J.  P.  Cochrane  & Co.  (Cochrane  Soles),  French 
Beading  and  Novelty  Co.  (Beaded  Buckles,  Theo  Charms,  Beaded 
Bows),  Hornby  & West  Co.,  Ltd.  (English  Brogue  Shoes  for  Men 
and  Wcmen),  Indian  Slipper  Mfg.  Co.  (Indian  Slippers  and  Moc- 
casins), S.  S.  May  Co.  (Esmay  Spats  and  Overgaiters). 

Address  all  communications  to  Hall  & Hodges  Ltd., 
16  St.  Sacrament  St.,  Montreal. 


Esmay  Gaiters 

Highest  grade  custom  tailored  merchandise,  in 

FELT,  CLOTH,  SILK 

Fit,  style,  quality  and  workmanship  have  made  them  Canada’s 
best.  Ask  the  man  who  has  handled  them.  Each  pair  in  an 
individual  carton. 

ESMAY  SPATS  FIT 

Hornby  & West,  Ltd. 

NORTHAMPTON 

England’s  Best  Brogues,  for  men  and  women;  also  men’s  high 
grade  light  weight  welts  and  court  shoes.  Complete  range  of 
men’s  and  women’s  tennis  and  sport  shoes  in  real  white  buck  and 
combination  effects — don’t  miss  this  line  of  exclusive  merchan- 
dise. 

Indian  Slippers 

A strictly  hand  made,  very  popular  and  profitable  line  to  handle. 
Much  superior  to  the  ordinary  factory-made  kind.  In  all  sizes 
for  Men,  Women,  Children  and  Infants.  You  should  see  our 
new  coloured  models. 

Cochrane’s  Soles 

These  soles  are  experiencing  a phenomenal  sale  throughout  the 
country,  particularly  among  ex-soldiers.  Both  indoor  and  out- 
door workers  are  wearing  them;  you  should  have  a supply.  Price 
$12.00  per  dozen  pairs.  Shipped  same  day  as  order  is  received. 


Mention  "Shoe  and  Leather  Journal”  whfn  uniting  an  advertiser 
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Get  Going 
Now! 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


jWetropolttan 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


We  h ave  refrained  from  offer- 
ing any  advice  in  this  way  to 
the  merchants  of  the  country. 

But  now  we  say  definitely  that 
you  have  nothing  to  gain  and 
everything  to  lose  if  the  Easter 
Season  finds  your  stocks  too 
low. 

Don’t  over-buy,  but  by  all 
means  see  that  your  stock  is 
full  enough  to  protect  you  in 
selling  every  customer  who 
enters  your  store. 


We  can  still  arrange  quick  deliveries  to  relieve  those  merchants 
who  have  delayed  in  placing  orders  sufficient  to  cover  their  full 
requirements  for  Spring.  Get  in  touch  with  us  now  and  let  us 
show  you  our  values. 

DON’T  WAIT  UNTIL  MARCH  TO  GET  EASTER  SHOES 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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THE  MISTAKEN  ECONOMY 
of  PENNYWISE  SAVING 

Goodyear  Welting  today  may  he  purchased 
at  a wide  range  of  prices. 

Various  Grades  and  Qualities  are  offered  and 
many  inferior  selections  are  available. 

We  advocate  the  purchase  of  Welting  on  a 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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JPa  JJucAesse^ 


TXaSSBESBC. 


Turns , JVelts  and 
McKays  all  moder- 
ate in  price  and 
leading  in  values . 


May  we  draw  your  attention  to  the 
shortage  of  moderate  priced  turns? 
You  may  be  interested  in  some  of 
the  values  we  are  offering  on  par- 
ticularly interesting  lasts  and 
patterns. 


Merchants  will  find  many  of 
the  best  Jobbers  in  a position  to 
deliver  La  Duchesse  Turns, 
McKays  or  Welts  from  stock. 


“La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Special  Purchases  of  80,000  Pair 
RUBBER  HEELS 

Maltese  Cross,  all  first  grade  heels  to  clear 

Men’s  $21.60  gross,  Women’s  $14.40  gross,  in  the  following  assortments  ONLY. 


Will  supply 

in  J 

4 gross  or  1 gross 

lots. 

10%  Extra  Allowed 

[ On 

5 Gross  Lots 

Quantity— 

-6 

10  10  12 

6 10 

12 

6 6 

6 

Women’s  Tan 

Size— 

K2  K3  K4  K5 

CO  Cl 

C2 

C3  C4 

C5 

Gross  Assortment 

Quantity— 

8 

12  6 

8 6 

6 

8 

6 

Size— 

0000 

000  00 

0 1 

2 

3 

4 

Men’s  Tan 

14 

18 

22 

: 22 

24 

28 

12 

4 

Gross  Assortment 

5 

6 

7 

8 

9 

10 

11 

12 

16 

14 

20 

20  10 

6 

14 

8 

4 

Women’s  Gray 

K2 

K3 

K4 

K5  CO 

Cl 

C2 

0000 

boo 

Gross  Assortment 

4 

4 

10 

14 

0 

2 

3 

4 

Men’s  Gray 

14 

16 

24 

20  20 

18 

16 

8 

8 

Gross  Assortment 

5 

6 

7 

8 9 

10 

11 

12 

13 

For  The  First  100  Orders 


FREE 


with  each  gross  Men’s 
“ 11  “ Women’s  “ 


Heels.  1 Doz.  Men’s 

1 “ Women’s 


National  V2  heel 


u 


We  also  have  small  quantity  Men’s  National  whole  heels,  Black  only. 
Sizes  5,  7 and  11  to  clear  at  $2.00  Dozen 

A Full  Range  of  Findings  and  Shoe  Store  Supplies 


Chas.  Tilley  & Son 

90  Richmond  St.  West  Toronto,  Ont. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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AM 

S^s{_em 


More  than  the  name 
of  a good  shoe — 

“A.H.M.”  mark  is  the  mark  of 
a service  that  is  unique  in  the  trade. 

Only  in  the  “A.H.M.”  system  can  the 
merchant  find  the  combination  of  all  that 
is  ideal  in  both  the  Shoe  Manufacturer 
and  Shoe  Distributor. 

With  the  sorting  service  of  an  unpar- 
alleled Jobbing  organization  you  do 
business  direct  with  the  Maker. 

Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 


m 
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Mens,  Women’s 

and 

Children’s  Shoes 

Medium  Lines 
at  Right  Prices 

— Prompt  Service — 


JOHN  LENNOX  & CO. 

The  Leading  Felt  Slipper  House  of  Canada 

Hamilton  Ontario 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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DIANA  and  REGINA 

(Welts)  (McKay) 

For  the  well-dressed  women  of  Canada 

tzzrz) 

Everywhere  you  go,  the  trade  is  talking 
“Strap  Pumps” — one  or  two  straps,— 

Anklets  and  styles  such  as  the  above. 

We  prepared  for  this  style  trend  last  fall 
and  are  supplying  many  jobbers  with 
their  stock  of  these  unusual  shoes  in 
exceptionally  short  time. 


If  your  jobber  does  not  sell  these  we  will 
give  you  the  names  of  those  who  do. 


The  Regina  Shoe  Co.,  Limited 

MONTREAL,  QUE. 


Mention  “ Shoe  and  Leather  Journal”  when  ivriting  an  advertiser 
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1 

A fine  Women’s 

a last  with  excellent  :<gt  ..V-& ' Jf 

fitting  qualities.  a 

For  Quick  Delivery 

To-day  the  call  is  for  quick  delivery. 

When  You  want  delivery  in  a matter  of  weeks  instead  of  months, 
you  will  find  us  able,  willing  and  equipped  to  deliver  in  the 
shortest  possible  time. 

Our  Welt,  McKay  and  Turn  We  make  a complete  line 

departments  are  in  separate  of  Welts,  McKays,  Turns 

buildings.  Just  as  distinct  in  and  Stitchdowns  for  Men, 

location  and  workmen  as  if  in  Boys,  etc.,  and  Women, 

different  towns.  Misses,  etc. 

Honest  effort  to  produce  good  shoes  that  wear  well  and  that  sell 
at  the  right  price  goes  into' every  case. 

Dufresne  & Locke,  Limited 

Montreal,  P.Q. 

| 

il 



w 

Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


29 


OTTERVILLE 


ONTARIO 


In  Stock, 

on  this  Last 


664  Boys’  Brown  Storm  Calf  Blucher,  Skuffer  Welt 
670  Boys’  Black  Storm  Calf  Blucher,  Skuffer  Welt 
0664  Boys’  Brown  Storm  Calf  Blucher,  Goodyear  Welt 
0670  Boys’  Black  Storm  Calf  Blucher,  Goodyear  Welt 


764  Youths’  Brown  Storm  Calf  Blucher,  Skuffer  Welt 

863  Gent’s  Brown  Storm  Calf  Blucher,  Skuffer  Welt 

770  Youths’  Black  Storm  Calf  Blucher,  Skuffer  Welt 

870  Gent’s  Black  Storm  Calf  Blucher,  Skuffer  Welt 

0764  Youths’  Brown  Storm  Calf  Blucher,  Goodyear  Welt 

0864  Gent’s  Brown  Storm  Calf  Blucher,  Goodyear  Welt 

0770  Youths’  Black  Storm  Calf  Blucher,  Goodyear  Welt 

0870  Gent’s  Black  Storm  Calf  Blucher,  Goodyaar  Welt 


ALSO  BOYS’  MAHOGANY  AND  BLACK  CALF  FOXED  BALS. 
ON  OUR  RECEDE  BAL.  LAST,  GOODYEAR  WELT. 

Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Beco  Leathers 

The  Line  of  Solid  Merit 


HEAVY  LEATHERS 
Elk,  Kangaroo 

and 

Box  Grain 

Blacks  and  Colors 
Sides  and  Bellies 
Shoulders  and  Splits 

White  Chrome  Sheep 

COLLAR  LEATHER 
KIPS 


THE  BERNARD  COMPANY 

111  LINCOLN  ST.,  BOSTON,  MASS. 


Mention  "Shoe  and  Leather  Journal ” zvhen  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


31 


SHOES 


VALE 


Snappy  Style 
Good  Shoemaking 
Sound  Value 


You  cannot  go  too  strong  on  the  Yale  Line  for  your  coming  Spring  Trade.  You  can  sell 
them  EASILY  because  while  being  in  the  front  rank  for  Style  they  give  that 
GREATER  VALUE  that  the  public  is  looking  for. 

Strengthen  the  selling  appeal  of  your  stock  and  protect  your  goodwill  by  featuring  and 
recommending  Yale  Shoes. 


The  Yale  Shoe  Mfg.  Co.,  Limited 


Hydro  City  Shoes  for  VALUE 


These  are  the  shoes  that  every  dealer  needs  RIGHT  NOW  probably 
more  than  ever— SOLID  LEATHER  SHOES  that  you  can  recommend 
with  CONFIDENCE  and  that  have  a steady  demand  under  ALL  trade 
conditions. 


Hydro  City  Shoe  Manufacturers 

. Kitchener,  Ontario  Limited 


Galt 


Ontario 


A shoe’s  Steady  popularity  depends 
mostly  on  its  value.  HYDRO  CITY 
SHOES  give  the  wearer  such  satis- 
fying SERVICE  and  pleasing  COM- 
FORT, as  well  as  STYLE,  that  they 
stand  in  the  front  rank  as  VALUE- 
GIVERS. 
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32 


THE  SHOE  AND  LEATHER  JOURNAL 


IlllllliiiiiiiiiiiiiiiiiiiiiiiillM 

ii 

1 

Evans  Kid  Predominates 

i 

1 

In  many  of  our  better  shoes  you  find  the  makers  using 

i 

a particularly  fine  kid,  the  product  of  Evans’  Canadian 

1 

Tanneries. 

1 

In  some  of  the  moderate  priced  lines,  too,  you  will  find 

i 

Evans  Kid — an  evidence  of  the  desire  to  give  exceptional 

I 

value. 

I 

In  whatever  shoe  it  may  be  found,  rest  assured  that  the 

1 

1 

one  made  of  Evans  Kid  is  a good  buy. 

1 

1 

John  R.  Evans  Leather  Co.  Limited 

1 

I 

214  LEMOINE  STREET  ::  ::  MONTREAL 

1 

w 

Ilf 

SHOE  STORE  SUPPLIES 

OF  EVERY  DESCRIPTION 


OVERGAITERS,  LECGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz. ; 


Alberta  and  British  Columbia 
G.  F.  Wadsworth 

Western  Ontario  Eastern  Ontario 

R.  J.  McAllister  L.  M.  Savage 


Manitoba  and  Saskatchewan 
C.  S.  Page 

Ottawa  Dist.  8f  Eastern  Townships 
James  Leddy 


Quebec  City  & Eastern  Quebec 
J.  B.  Crochier 


Lower  Provinces 
A.W.  Gardner 


Northern  Quebec 
Leo.  De  Celles 


City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 


L.  H.  PACKARD  & CO  .,  Limited 

Montreal 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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CONSOLIDATED 
PLATE  GLASS  CO 

OF  CANADA  LIMITED 
WINNIPEG TORONTO MONTREAL 


HEADQUARTERS  FOR 

SPECIAL  GLASS 

For  Lighting  Dark  Store  Interiors 

ZOURI 

Safety  Set 

Metal  Store  Front  Construction 

Send  for  a Catalogue 


Good  Saleable  Shoes 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 


No  208 

Boys’  Purple  Tan  Calf  Bal. 


is  a short  way  of  expressing  the 
merits  of  the  Williams  Line. 
They  will  appeal  to  the  desires 
cf  your  staple  shoe  buyers  by 
their  outward  appearance  and 
uphold  that  appeal  with  their 
in-built  Quality. 

Every  dealer  needs  “Good  Sale- 
able Shoes”  in  stock.  Williams 
Shoes  sell  steadily  and  are  ones 
which  may  be  counted  on  to 
build  goodwill  for  your  store. 
Try  them. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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A 

Service, 
Complete  and 


Satisfactory 

No  matter  what  demands  for  Rubbers 
your  customers  make,  you  can  fill 
every  want  and  make  every  sale,  when 
you  specialize  on 


Dominion  Rubber 
System  Rubbers 


Our  message  to 
your  customers. 


Protect  your 
health  as  well 
as  your  shoes  hy 
wearing  rubbers 
this  winter. 


DOMINION  RUBBER  SYSTEM  RUBBERS  in- 
clude shapes  and  sizes  to  perfectly  fit  the  shoes 
of  every  member  of  the  family,  men,  women, 
boys  and  girls. 

DOMINION  RUBBER  SYSTEM  RUBBERS  have 
the  sturdy  quality  and  expert  workmanship 
that  insure  the  long  wear  that  your  customers 
have  a right  to  expect. 

And  DOMINION  RUBBER  SYSTEM  SERVICE 
BRANCHES  are  located  at  convenient  centers 
from  coast  to  coast  in  order  to  serve  every 
dealer  in  Canada  promptly  and  satisfactorily. 


DOMINION  RUBBER  SYSTEM 
SERVICE  BRANCHES 

at 

HALIF  AX  ST.  JOHN  QUEBEC  MONTREAL  OTTAWA 
TORONTO  HAMILTON  BRANTFORD  KITCHENER  LONDON 
NORTH  BAY  FORT  WILLIAM  WINNIPEG  BRANDON 

REGINA  SASKATOON  CALGARY  LETHBRIDGE  EDMONTON 
VANCOUVER  and  VICTORIA 
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ON  THE  OTHER  TACK 

BUSINESS  conditions  during  and  since  the  Great  War  have  made  political  economists  and 
financial  theorists  look  foolish.  We  have  seen  almost  every  accepted  principle  of  trade 
and  finance  turned  inside  out  during  the  past  seven  years/  Prices  have  gone  up  when  they 
should  have  gone  down,  and  slumped  when  they  ought  to  have  soared. 

Some  of  the  financial  wiseacres  have  been  insisting  that  the  cause  of  the  feverish  liquidation 
in  process  since  last  summer  has  been  the  restriction  of  credits,  whereas,  as  a matter  of  fact,  the 
latter  are  today  considerably  larger  than  they  were  a year  ago.  Everything  from  profiteering 
to  high  labor  costs  has  been  blamed  for  the  inflation  and  everything  from  the  banks  to  bolshevism 
for  the  deflation. 

The  fact  not  generally  recognized  is  that  we  are  all  responsible  for  both  high  and  low  prices 
and  all  have  a hand  in  the  development  of  business  stagnation  as  well  as  in  helping  the  baloon  in 
its  aerial  flight. 

The  war  is  made  responsible  for  more  trouble  than  it  has  really  caused.  For  instance,  between 
January,  1915,  and  November,  1918,  the  prices  of  staple  commodities  went  up  only  forty-five 
points,  while  between  February,  1919,  and  June,  1920,  during  a time  of  peace,  they  advanced 
seventy-five  points.  The  world  is  a vast  wheat  pit,  and  we  are  all  engaged  in  the  game  of  “bulling” 
or  “bearing”  the  market. 

While  the  war  was  in  progress  people  made  money  rapidly  but  saved  it  for  fear  of  the  “here- 
after” and  for  a few  months  following  the  armistice  the  uncertainty  las  to  the  results  of  the  return 
of  millions  of  men  to  ordinary  life  held  the  dissipating  tendency  in  check. 

When  this  paralysis  of  uncertainty  was  over  and  the  revulsion  from  anxiety  and  fear  to 
joy  and  hdpe  came  everybody  was  seized  with  a feverish  desire  to  spend.  This  reaction  developed 
into  what  has  been  called  a silk  shirt  prbfligacy  that  paid  little  attention  to  mere  prices.  People 
seemed  to  be  only  afraid  there  would  not  be  enough  of  the  good  things  to  go  around. 

About  last  June  the  “Jazz”  spirit  reached  its  height  and  the  merry  dancers  began  to  catch 
their  breath  and  ask  if  there  was  to  be  no  end  to  the  dizzy  whirl.  From  a buyer’s  market  to  a 
seller’s,  almost  in  a night,  was  the  result.  Everybody  began  to  sell  and  nobody  wanted  to  buy. 

Now  confidenbe  is  beginning  to  return.  Buying  is  again  starting.  In  a month’s  time  we  will 
begin  to  forget  the  nightmare  of  the  past  night  months.  After  all  it  is  not  a change  of  conditions 
but  a change  of  heart  that  makes  good  or  bad  times. 

We  are  just  taking  the  other  tack. 


*— — — 7 

TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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NEW  EDITORIAL  HEAD 

With  the  marked  development  of  the  Shoe  and  Leather 
Journal,  especially  during  the  past  four  or  five  years,  and 
the  steady  growth  of  the  Acton  business,  it  has  been  necessary 
that  the  President  and  Managing  Director,  Mr.  James 
Acton,  should  be  relieved  of  some  of  the  duties  and  respon- 
sibilities that  have  recently  somewhat  hindered  his  giving 
attention  to  some  of  the  larger  problems  of  the  business  as 
well  as  that  of  the  trade  at  large. 

The  editorial  management  of  a publication  of  the 
character  of  the  Shoe  and  Leather  Journal  calls  for  not 
only  unusual  ability  and  experience,  but  demands  a measure 
of  assurance  of  permanency  in  the  policy  that  has  made  it 
a success. 

On  March  1st,  Mr.  L.  T.  Acton,  will  take  charge  of 
the  Editorial  Department  and  give  his  entire  time  to  ckrry- 


L.  T.  ACTON.  M.A. 


ing  out  and  perfecting  the  Acton  policy  of  a bigger  and 
better  Shoe  and  Leather  Journal. 

Mr.  Acton  is  a graduate  of  Toronto  University  with  a 
wide  technical  knowledge  and  training  in  many  of  the 
problems  that  concern  the  leather  and  shoe  trades.  With 
a long  and  thorough  experience  in  the  manufacturing, 
wholesale  and  retail  departments  of  trade  he  will  bring 
to  the  task  of  editing  the  Shoe  and  Leather  Journal, 
qualities  that  ought  to  enhance  still  further  the  pre- 
eminence it  occupies  amongst  trade  publications  on  this 
continent. 


IS  IT  NECESSARY? 

It  seems  to  be  taken  for  granted  that  to  get  together 
a number  of  business  men  at  a convention  or  show, 
it  is  necessary  to  provide  “entertainment”  on  a scale  that 
too  often  overshadows  the  real  objects  of  the  gathering. 
The  following  from  the  pen  of  AranMcCormac  of  “Modern 
Shoemaking”  in  discussing  the  recent  Milwaukee  affair  is 
worth  reading,  although  it  makes  no  direct  comment  upon 
the  wisdom  of  this  trend  in  trade  conventions. 

He  says:  “With  apologies  to  all  concerned,  I am  pre- 
suming to  refer  to  the  entertainment  features,  which  seem 
to  have  become  indispensable  as  a part  of  the  modern 
shoe -show  programme. 

To  amuse  and  give  the  visitor  a good  time  seems  to  have 
been  a growing  desire  of  the  promoters  of  these  gatherings, 
and  after  St.  Louis  spread  itself  in  1919  to  gain  a name  for 


liberal  hospitality,  and  won  the  banner,  it  was  up  to  Boston 
a year  later  to  make  good. 

“So  Boston  pulled  off  a stunt  ‘for  men  only’  that  had 
some  features  nothing  short  of  thrillers,  to  say  the  least  in 
their  favor.  I am  sure  a lot  of  my  readers  will  remember 
the  night  the  shapely  Venus  with  all  the  grace  and  disgrace 
of  her  profession,  posed  and  reposed,  and  danced  an  oriental 
step  that  kicked  the  New  England  blue-laws  full  of  unholy 
holes. 

“After  Boston  came  the  turn  of  Milwaukee,  who  pro- 
mised to  have  entertainment  of  much  interest  and  nothing 
objectionable  to  the  most  refined. 

“Well;  fifteen  girls, — young,  older  and  still  older; 
thin,  medium  and  fat;  fair,  tolerably  fair,  and  not  so  fair, 
with  and  without  hirsute  adornment  on  their  exposed  legs 
and  arms  sticking  out  of  three-quarter  Annette  Kellerman 
bathing  suits,  slinging  hash  and  shooting  biscuits  in  the 
basement  restaurant  of  the  Milwaukee  Auditorium  crowded 
with  dining  delegates  and  tricky  travelling  shoe-salesmen, 
went  to  make  up  a scene  of  more  than  ordinary  interest, 
even  to  an  old  rooster  like  me. 

“The  walls  were  decorated  .with  Palm  Beach  paintings 
done  especially  to  make  the  wdiole  affair  realistic.  Artificial 
palms  stood  around  in  appropriate  places,  and  altogether  it 
was  too  much  for  the  bunch  to  miss.  So  the  first  night  was 
a jam,  with  the  crowd  and  hilarity  increasing  to  the  point 
where  the  drummers  were  about  ready  to  begin  spanking  the 
fair  damsels,  when  the  district  attorney  butted  in,  and 
declared  it  was  unconstitutional  for  ladies  to  get  as  close 
to  food  and  commercial  travellers  as  their  meagre  costumes 
would  permit.  He  gave  them  ten  minutes  to  get  their 
clothes  on,  and  incidentally  stopped  a riot  that  certainly 
would  have  developed  in  another  twenty-four  hours  of 
uncovered,  unrestrained  soup  service  activity. 

“The  features  mentioned  heretofore  were  only  a part 
of  elaborate  programmes  of  amusement  to  entertain  the 
visitors  at  both  the  Boston  and  Milwaukee  Conventions. 
The  expense  of  the  former,  I have  been  informed,  was 
taken  care  of  by  the  New  England  Shoe  and  Leather  Asso- 
ciation, and  that  in  Milwaukee  by  the  Tenth  Annual  N.  S. 
R.  A.  Convention  Committee. 

“In  Boston  it  was  a case  of  ‘seeing  is  believing,’  while 
in  Milwaukee  it  was  a case  of  ‘feeling  is  the  plain,  naked 
truth.’  The  substantial  difference  between  the  two  is  that 
Boston  got  away  with  hers,  while  Milwaukee  got  pinched.” 


LEATHER  3,000  YEARS  OLD 

Originally  skins  were  cured  by  simply  cleaning  and 
drying.  Then  it  was  found  the  texture  of  the  leather  was 
improved  by  the  use  of  smoke,  sour  milk,  various  oils  and 
the  brains  of  animals  themselves.  Later  it  was  discovered 
that  certain  astringent  barks  and  vegetables  effected  per- 
manent changes  in  the  texture  of  skins  and  stopped  decay. 
The  ancient  Egyptians  possessed  this  knowledge,  for  en- 
gravings on  their  tombs  depict  the  process  of  tanning.  In 
China  specimens  of  leather  have  been  discovered  in  com- 
pany with  other  relics  that  prove  them  to  be  more  than  three 
thousand  years  old.  The  Romans  used  leather  wrhich  they 
tanned  with  oil,  alum  and  bark. 

No  improvement  in  the  general  methods  of  preparing 
leather  took  place  from  the  most  primitive  times  until  about 
1 790,  when  the  use  of  lime  to  loosen  the  hair  was  introduced. 
By  1826  English  tanners  were  attempting  to  introduce  new 
methods  by  which  the  tanning  process  could  be  shortened. 
One  of  the  pioneers  in  these  experiments  was  John  Burridge, 
the  inventor  of  the  barkometer,  an  instrument  for  determin- 
ing the  strength  of  tanning  liquors. 

In  1630  the  first  tannery  in  America  was  built  in 
Virginia.  A second  one  was  established  a few  years  later 
at  Lynn,  Mass. 
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Stray  Shots 
From  Solomon 


Wisdom  Crieth  Without; 

She  Uttereth  Her  Voice  in  the  Street 

When  a tree  crashes  you  look  at  the  root,  not 
at  the  top,  for  the  cause.  Nine-tenths  of  the  mis- 
takes in  life  are  mistakes  of  the 
ROOTS  AND  heart  and  not  of  the  head.  The 
SHOOTS  cause  of  failure  is  oftener  inside 

than  outside.  “In  the  mouth  of 
the  foolish  is  the  rod  of  pride.”  The  old  Hebrew 
word  used  here  is  better  translated  “offshoot”  of 
pride.  In  another  place  the  wise  man  says,  “Pride 
goeth  before  destruction,”  which  means  the  same  _ 
thing.  Pride  makes  asses  of  more  men  than  those 
that  bray.  If  you  are  tempted  to  swell  yourself 
out  like  a bull  paddie  and  shoot  off  your  mouth, 
don’t.  There  will  be  somebody  who  will  remember 
that  your  mother  washed  for  a living,  or  your  , 
father  drove  a scavenger  cart — and  will  remember, 
also,  that  they  were  a long  way  better  than  their 
son.  The  other  day  a woman  came  simpering  into 
a store  with  the  airs  of  a grand  duchess  and  ordered 
a couple  of  pairs  of  shoes  sent  up  on  approval  as 
though  she  were  doing  the  proprietor  a very  great 
favor.  As  he  closed  the  door  after  her  he  said 
with  a smile,  her  father  used  to  cut  wood  for  the 
folks  back  home. 

* * * 

Have  you  ever  known  anyone  get  anywhere 
on  the  eight  hour  day  theory?  It  sounds  all  right 
and  it  would  seem  that  a third  of 
WORKING  the  day  is  enough  to  spend  at 
AND  RULING  either  hand  or  brain  toil,  but 
will  the  man  who  decides  to  quit 
on  the  stroke  of  five  o’clock  ever  amount  to 
anything?  It  is  the  one  who  is  so  interested 
in  his  work  that  he  does  not  watch  the  clock 
who  counts  in  the  end.  There  is  something  about 
the  fellow  who  is  always  seeking  protection  from 
long  hours  that  prevents  him  “arriving,”  as  the 
French  say.  “The  hand  of  the  diligent  shall 
bear  rules,”  and  that  applies  to  the  commonest 
worker  as  well  as  the  most  prominent  statesman. 

If  some  of  the  latter,  Lloyd  George  for  instance, 
were  to  go  on  strike  for  an  eight  hour  day,  where 
would  the  world  be?  There  are  some  people  who 
will  always  have  to  work  ten,  twelve,  sixteen  or 
eighteen  hours  a day.  You  will  never  hear  them 
wail  about  it,  but  you  will  find  people  pointing  to 
them  as  examples  of  those  who  get  to  the  top  in 
their  profession  or  business. 

* * * 

There  is  something  about  the  homely  illus- 
trations of  the  Old  Book  that  makes  us  smile  at 
modern  theorizing.  “The  root  of 
DEPTH  AND  the  righteous  shall  not  be  moved.” 
DROUTH  The  lightning  may  shiver  the 

trunk  and  the  cyclone  may  tear 
away  the  branches,  but  if  the  root  of  it  is  established 


it  is  there  for  ever.  Did  you  ever  try  to  dig  out 
an  old  pine  root?  There  is  a man’s  job.  The 
trouble  with  this  age  is  that  the  roots  are  at  the 
top  and  they  are  rotting  in  the  loose  boggy  soil 
of  greed  and  pleasure.  “But  he  shall  be  like  a 
tree-  planted  by  the  rivers  of  water,  which  bringeth 
forth  his  fruit  in  his  season : his  leaf  also  shall  not 
wither,  and  whatsoever  he  doeth  shall  prosper.” 
What  this  world- needs  to-day  is  more  men  with 
a deep  grip  on  the  deep  things,  whose  minds  are 
not  taken  with  the  chaff  which  the  wind  drives 
away.  Are  you  rooted,  not  in  religion,  although 
that  is  the  soil  that  holds  and  sustains  best,  but  in 
your  moral  principles,  in  your  duty  of  your  neighbor, 
in  your  relations  to  your  fellows?  Have  you  some- 
thing better  in  life  than  a good  bank  account, 
a healthy  interest  in  golf  or  a hum  now  and  then 
at  the  jazz  to  take  away  the  staleness  of  business? 

o o o 

“He  that  keepeth  his  mouth,  keepeth  his 
life,  but  he  that  openfeth  his  lips  shall  have  destruc- 
tion.” One  of  the  hardest  things 
LOOSE  is  to  keep  the  mouth  shut.  There 

TONGUES  are  so  many  temptations  to  “open 
the  lips”  that  even  the  wise  find 
the  task  too  much  for  them  at  times.  Anger  uses 
the  mouth  as  a safety  valve  and  the  scalding  hiss 
of  the  escaping  steam  often  does  as  much  damage 
to  the  boiler  as  to  those  that  surround  it.  Then 
there  is  the  thoughtless  word,  kindly  meant  but 
no  less  deadly,  the  sneer  and  the  taunt  that  cut 
and  mar.  But  the  most  evil  is  caused  by  the  care- 
less use  of  the  tongue  that  ruins  reputations, 
separates  friends,  wrecks  lives  and  plays  the  devil 
generally  with  society  and  business.  If  you  have 
a loose  tongue  bite  the  tip  off.  There  ought  to  be 
a law  against  loose  tongues  just  as  there  is  against 
concealed  weapons.  They  do  far  more  murder 
than  pistols  and  stilettos.  Set  a watch  upon  the 
door  of  your  lips.  Make  a vow  that  you  will  not 
speak  lightly  of  a man  or  woman  with  or  without 
C cTU.se.  sfc  jfc 

There  are  a lot  of  people  who  manage  to  fool 
themselves,  whether  they  do  others  or  not,  on  this 
work  question.  Just  sit  down  and 
DELIVER  ask  yourself  how  much  lost  motion 
THE  PLTNCH  there  is  in  the  “day”  you  put  in 
at  business.  Yes,  you  are  a busy 
man,  but,  dollars  to  doughnuts,  you  would  never  be 
satisfied  with  the  same  amount  of  bluff  and  side- 
stepping on  the  part  of  your  employees.  Have  you 
courage  to  start  and  keep  an  accurate  record  of  your 
time  at  the  beginning  of  another  year  to  ascertain 
definitely  how  much  of  it  is  “unproductive”?  Of 
course  a man  in  business  has  to  waste  certain 
amounts  of  his  time,  but  there  are  lots  of  men  who 
would  be  surprised  if  they  had  placed  before  them 
at  the  end  of  the  week,  not  the  number  of  hours 
they  have  devoted  to  pleasure  or  outside  matters, 
but  simply  the  amount  absorbed  in  “killing  time,” 
such  as  swapping  stories  and  opinions  with  blather- 
skite callers.  Work  is  what  counts.  It  is  the  lack 
of  this  that  causes  most  failures.  “The  hand  of  the 
diligent  maketh  rich.”  The  diligent  mouth  gets  a 
man  nowhere. 
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Alberta 
Prize  Essay 

“How  I Sell  Made-in-Canada  Shoes” — 
Balance  of  Prize  Essays  in  Connection 
with  Canadian  Shoe  Manufacturers’  Com- 
petition. Opinions  from  the  Extreme  West 
and  East—  By  T.  W.  WHITTICK,  of  Brown 
Davies  Co.,  Medicine  Hat 

THE  other  day,  a gentleman  entered  the  store,  looking 
somewhat  irritable,  inquiring,  “What  make  of  shoes 
do  you  carry?” 

The  salesman,  approaching  him  with  a pleasant  smile, 
said  “We  carry  the  very  best  shoes  procurable,  sir.” 

Customer,  placing  his  hat  at  the  back  of  his  head, 
saying,  “I  have  been  all  over  town  trying  to  find  an  Ameri- 
can shoe;  I am  a faddist  about  my  shoes.  Imported  shoes 
are  the  only  shoes  for  me.” 

Salesman:  “Can  I trouble  you  to  take  a seat,  sir?” 
Customer:  “Thank  you.”  . 

Salesman:  “What  have  you  particularly  in  mind,  sir?” 
Customer:  “Well,  what  I want  is  a shoe  of  this  stamp,” 
looking  at  the  shoes  on  his  feet. 

Salesman:  “Yes,  sir.  I can  show  you  a shoe  equally 
as  good,  if  not  better.” 

Customer:  “Oh,  yes,  they  all  say  that.” 

Salesman:  “What  size  do  you  wish  for,  sir?” 

Customer:  “7>^.” 

Salesman:  “Thank  you.  Excuse  me  one  minute.” 
Salesman,  returning  with  precisely  the  same  last  as  he 
has  on  the  customer,  saying,  “Now,  what  do  you  think  of 
that,  sir?”  “This  is  a shoe  of  superior  workmanship  and  is 
better  value  than  any  shoe  imported  from  any  country  in 
the  world  today,  sir,  and  another  thing,  the  material  through- 
out is  honest.  This  is  a Made-in-Canada  shoe.  Could  I 
trouble  you  to  try  it  on?” 

Customer:  “Yes,  but  it  is  not  just  what  I want.  I 
want  a shoe  that  is  made  in  the  States.  You  know.  They 
know  how  to  make  shoes.  They’ve  got  the  name.” 

Salesman:  “Yes,  sir,  but  Canada  has  the  game.  Can- 
ada today  is  producing  the  very  latest  world  fashions  in 
footwear.  Another  thing,  did  you  ever  stop  to  consider 
that  imported  shoes  cost  more  for  the  simple  reason,  to 
import  shoes  into  this  country  we  have  to  pay  a duty  which 
adds  nothing  to  their  value  whatever,  but  only  adds  to  their 
increase  in  price?  Oh,  yes,  sir,  the  shoe  that  is  made  in 
Canada  today  is  the  most  foremost  footwear  possible  both 
in  style  and  quality,  and  the  prices  are  the  lowest,  without 
a doubt.” 

Customer:  “Ye-s,  that  may  be.” 

Salesman:  “Oh,  yes,  it  is  so.  We  have  no  difficulty 
whatever  in  selling  a Made-in-Canada  shoe,  for  the  people 
have  realized  their  high  quality.  Another  thing,  you, 
naturally,  as  a Canadian,  want  to  see  the  industries  of 
Canada  maintained  and  enlarged  and  the  Canadian  dollar 
have  its  full  purchasing  power  on  every  market  in  the  world 
today,  don’t  you?” 

Customer:  “You  bet!” 

Salesman:  “How  does  that  shoe  feel,  Mister?” 
Customer:  “M-m-m,  it  feels  alright.” 

Salesman:  “It  certainly  looks  very  dressy,  and  as  long 
as  it  feels  comfortable,  that  is  the  main  thing.” 

Customer:  “Yes.  What  is  the  price? ” 

Salesman:  “$16.00,  sir.” 

Customer:  “Let  me  try  on  the  other  shoe.” 

Salesman:  “Yes,  sir.” 

Customer:  “Oh,  yes,  that’s  fine.” 

Salesman:  “Yes.  What  a glorious  day  its  been  today. 


Not  so  hot.  You  know,  I think  the  fall  is  the  nicest  time 
of  the  year,  don’t  you?” 

Customer:  “Yes,  I like  the  fall,  too.  These  cool  nights 
one  can  sleep  fine.  I will  take  this  pair.” 

Salesman:  “Thank  you.  Will  there  be  anything 

further?  Shoe  polish?” 

Customer:  “ No,  thank  you.” 

Salesman,  making  out  the  bill.  “That  will  be  $16.00 
and  a luxury  tax  of  $1.05,  makes  $17.05  in  all.” 

Customer:  “Yes.” 

Salesman:  “Thank  you  very  much.  Good-day.” 
Customer,  pleased  and  satisfied,  with  his  mind  made 
up  that  Canada  can  make  and  will  make  shoes  to  satisfy 
him  and  lots  more,  “Good-bye.” 

Prince  Edward  Island 
Prize  Essay 

“How  I Sell  Made-in-Canada  Shoes” — By 
A.  E.  McEACHEN,  Charlottetown 

I HAVE  been  selling  shoes  for  over  thirty  years  and  I 
would  say  to  the  retailers  of  the  Dominion  that  there 
is  no  time  like  the  present  to  sell  “ Made-in-Canada 
Shoes,”  and  I think  the  Shoe  Manufacturers’  Association 
of  Canada  deserves  the  loyal  support  of  every  retailer  in 
their  undertaking.  The  high  price,  duty  and  exchange  on 
imported  shoes  should  make  retailers  buy  all  their  shoes  in 
Canada.  Only  last  week  a lady  entered  the  store  and  asked 
for  a pair  of  imported  shoes— C.  last,  size  four.  The  last 
pair  she  bought  in  New  York  and  she  wanted  a pair  similar 
to  what  she  had  on.  I gave  her  a pair  same  size,  Canadian 
make,  and  explained  to  her  that  the  same  shoe  American 
made  would  cost  her  at  least  two  dollars  more;  she  paid  the 
money  and  went  away  pleased.  I bought  a line  of  shoes  in 
Boston  last  spring.  When  they  arrived  I paid  for  them 
with  the  duty  and  exchange  added.  Not  reckoning  on  the 
exchange  when  I bought  them,  after  I sold  the  same  I found 
my  profits  less  than  ten  per  cent,  on  the  transaction. 

Every  retailer  in  Canada  should  use  this  slogan,  “ Made- 
in-Canada  Shoes  by  Canadian  Workmen,”  and  in  the  near 
future  you  will  find  that  everyone  who  wants  a good  shoe 
and  wishes  to  save  save  money  for  himself  and  family  will 
buy  Canadian  Shoes. 


WOULD  BAN  HIGH  HEELS 

Here  is  the  bill  in  the  Massachusetts  Legislature  spon- 
sored by  the  Osteopathic  Society: 

“ It  shall  be  unlawful  after  Jan.  1,  1925,  for  any  indi- 
vidual, firm,  partnership,  or  corporation,  to  manufacture, 
sell,  display,  possess  or  wear  shoes  having  heels  of  greater 
height  than  one  and  one-half  inches,  and  whoever  manu- 
factures, sells,  displays,  possesses  or  wears  shoes,  the  heels 
of  which  shall  exceed  1 yi  inches  in  height  after  Jan.  1,  1925, 
shall  for  the  first  offence  be  fined  not  less  than  $25  nor  more 
than  $500,  and  for  each  subsequent  offence  be  fined  not  less 
than  $500  nor  more  than  $1,000,  or  imprisonment  for  not 
less  than  30  days  nor  more  than  a year,  or  both.” 


Whole  hides  are  being  made  into  glue  in  Peabody  fac- 
tories, and  the  glue  is  used  in  the  making  of  films  for  moving 
pictures.  The  hides  are  unhaired  in  the  usual  manner  and 
then  are  cut  up  in  machines  like  those  used  for  cutting  corn 
for  ensilage.  Calfskins  are  treated  in  the  same  manner. 
Many  of  the  hides,  or  skins,  were  salt-stained,  or  were 
otherwise  damaged. 
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Will  be  Over  in 
Two  Months 

President  United  Drug  Company  Looks 
for  General  Revival  of  Business  By  the 
First  of  May 

THAT  business  would  again  begin  to  assume  normal 
proportions  by  the  first  of  May  was  the  outstanding 
feature  of  an  address  given  recently  by  Louis  K. 
Liggett,  President  of  the  United  Drug  Company,  of  Boston. 
Mr.  Liggett  based  his  statement  upon  an  analysis  of  the 
stocks  estimated  to  be  on  hand  and  on  past  experience  in 
regard  to  the  length  of  time  required  to  liquidate.  He 
referred  in  the  beginning  of  his  talk  to  the  depression  that 
first  followed  the  outbreak  of  the  Great  War.  War  started 
in  early  August  and  for  September,  October,  November 
and  December  business  was  in  worse  shape  than  it  has 
been  since  that  time.  Moratoriums  were  declared  in  Europe 
to  avoid  panic  and  the  effects  of  the  moratorium  were  such 
as  to  close  the  New  York  Stock  Exchange  and  then  every- 
one became  pessimistic.  Business  they  said  was  ruined. 
Then  in  January  orders  began  to  come  in  again.  People 
began  to  say  things  were  picking  up.  They  did  pick  up 
and  within  a few  weeks’  time  orders  were  being  given  by 
wire.  The  reason,  the  speaker  said,  for  the  sudden  revival 
was  the  fact  that  when  the  war  started  there  was  only  a 
normal  amount  of  goods  on  the  shelves  and  when  merchants 
quit  buying  because  they  did  not  know  what  was  going  to 
happen  next  the  goods  were  soon  disposed  of.  When  buy- 
ing started  again  there  was  nothing  to  buy.  Thus  the 
hurry  up  orders  on  the  factories.  The  orders  were  so  num- 
erous and  coming  so  fast  that  the  manufacturers  could  not 


their  goods  but  kept  right  on  ordering  more.  When  the 
storms  and  strikes  were  over  merchandise  began  to  pile  up 
in  the  warehouses  and  stores.  Some  had  too  much  and  began 
to  cancel.  It  happened  first  in  the  tire  business  and  later 
in  the  shoe  industry,  drygoods,  etc.,  until  everyone  again 
became  pessimistic. 

As  a solution  for  the  difficulty  Mr.  Liggett  was  very 
emphatic  in  his  statement  that  stocks  must  first  be  liqui- 
dated and  that  the  quicker  that  is  done  the  better  for  business 
in  general.  During  the  period  when  the  retailer  is  getting 
rid  of  his  high-priced  goods,  he  cannot  buy  much  and  so 
things  are  quiet  in  the  factories.  Quietness  in  the  factories 
deprives  the  retailer  of  many  of  his  chances  to  sell  because 
the  people  without  employment  cannot  buy.  Things  are 
then  at  a deadlock,  and  will  stay  that  way  until  the  retailers 
can  devise  ways  and  means  of  getting  rid  of  their  stocks. 

The  speaker  said  that  so  far  as  the  leather  interests 
were  concerned  they  had  about  cleaned  out  their  stocks 
on  hand;  also  the  cotton  people  and  to  a certain  extent 
the  woollen  interests.  They  have  squared  themselves  with 
the  banks,  but  sacrificed  profits — sold  their  goods  for  what- 
ever they  could  get  for  them.  Here  the  speaker  related 
stories  of  men  who  had  made  a lot  of  money  during  the  war 
but  now  that  they  had  squared  up  their  indebtedness  and 
got  from  under  their  heavy  loads  of  stocks,  they  find  them- 
selves just  where  they  were  before  the  war. 

The  depression  of  1914  lasted  for  a period  of  four  and 
a half  months,  but  stocks  were  lighter  then  than  they  were 
at  the  beginning  of  the  present  depression.  Mr.  Liggett 
went  on  the  assumption  that  the  average  merchant  was 
carrying,  at  the  beginning  of  this  change,  about  six  months’ 
stocks — that  is  enough  goods  to  satisfy  his  customers  dur- 
ing the  quiet  times,  for  six  months.  When  all  the  goods 
which  he  had  ordered  and  could  not  cancel  arrived  he  prob- 
ably had  about  eight  months’  supply  on  hand.  The  de- 


supply the  goods.  Prices  were  forced  up.  Then  everybody 
wanted  to  buy  before  prices  went  higher.  Up  they  went 
again. 

Mr.  Liggett  went  on  to  say  that  these  conditions  pre- 
vailed until  after  the  armistice  was  signed.  There  came  a 
lull  for  a month  or  two,  but  everyone  had  made  so  much 
money  during  the  war  that  spending  soon  began  again 
and  on  went  the  rush  of  prosperity  with  still  higher  prices. 
Everyone  should  have  known  that  it  could  not  last.  We 
thought  deflation  would  occur  some  time  but  probably  not 
until  1921  or  1922,  said  the  speaker.  The  first  break  came 
about  a year  ago  when  the  big  snow-storm  blocked  all  the 
railways.  Following  the  storm  there  was  a general  vol- 
untary strike  of  railway  men  which  continued  to  block 
traffic  for  six  or  seven  weeks.  Merchants  were  not  getting 


pression  struck  about  September  the  first  and  should  there- 
fore,  the  speaker  said,  be  ended  by  the  first  of  May.  By 
that  time  th§  shelves  should  be  bare  and  new  orders  should 
begin  to  come  in.  The  manufacturers,  in  the  meantime, 
have  been  getting  squared  away  by  closing  down  their  plants 
or  running  on  short  time.  Mr.  Liggett  looked  for  a rise  in 
prices  in  the  spring  and  pointed  to  the  recent  rise  in  rubber 
as  an  indication  of  what  would  likely  happen  in  other 
commodities.  He  went  on  to  say  that  the  United  States 
last  year  had  the  greatest  year  in  her  history  from  an  ex- 
porting standpoint  and  if  this  could  happen  with  her  money 
at  such  a premium  he  thought  it  a cause  for  optimism.  He 
added  that  it  was  also  a time  for  every  man  to  realize  that 
he  must  sell  his  merchandise  at  whatever  price  he  could 
obtain,  and  the  quicker  the  better. 
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Show  Cards  for 
March  Selling 

An  Early  Easter  Means  Early  Preparation 
for  Spring  Selling — Show  Your  New  Lines 
as  Soon  as  Possible 

DON’T  be  caught  napping  with  the  Easter  trade. 
Easter  this  year  is  on  the  27th  of  March,  which  will 
necessitate  a little  earlier  showing  of  Spring  lines 
than  usual.  It  is  always  better  to  be  a few  weeks  ahead  of 
the  season  than  to  be  a few  hours  behind.  It  is  something 
like  going  to  a train.  An  hour  ahead  of  the  train  is  much 
better  than  a minute  behind.  So  prepare  well  in  advance 
for  the  Easter  and  early  Spring  selling.  Of  course  you 
do  not  know  what  the  weather  will  be  like,  but  be  ahead  of 
that.  Assume  it  will  be  lamb-like  and  show  the  nice  things. 
Of  course  if  it  should  be  the  other  way  you  will  not  be  out 
any  by  having  shown  the  new  goods  and  if  it  should  be  nice 
you  will  be  that  much  ahead. 

Use  plenty  of  cards  for  your  displays.  They  will  help 
greatly  in  making  your  windows  and  other  showings  attrac- 
tive. We  have  prepared  for  your  assistance  a quartette  of 
cards  that  will  offer  you  ideas  and  suggestions  that  should 
help  greatly  in  your  showings.  With  one  exception,  these 
cards  are  not  hard  to  execute.  The  hard  one  is  the  egg  design 
with  the  lcdobit  looking  over  the  top  of  it.  This  is  in  air 
brushed  design  and  is  made  by  cutting  a pattern  the  shape 
of  the  egg  and  air  brushing  around  this  pattern.  Then  the 
design  is  drawn  on  after  the  air  brushing  is  done.  The 
lettering  should  be  done  in  purple  and  shaded  in  a subdued 
shade  of  the  same  color.  The  size^of  the  card  will  be  deter- 
mined by  the  shape  in  which  you  use  it.  Fourteen  inches 


card,  or  may  be  cut  out  of  a magazine  and  pasted  on  to  the 
card.  The  lettering  will  look  well  in  purple  for  both  the 
large  and  small  letters.  But  red  may  be  used  for  the  large 
letters  and  black  for  the  small  ones,  and  the  card  will  be 
very  attractive. 

The  fourth  card  has  just  that  dash  of  Spring  about  it 


Two  attractive  St.  Patrick's  designs.  The  Harp  and  Shamrock  are  cut 
out  of  green  paper  and  pasted  on  to  the  cards. 

that  makes  it  very  appropriate.  The  figure  of  the  young 
woman  was  cut  out  of  a magazine  and  pasted  on  to  the 
card.  The  balance  of  the  work  is  all  done  by  hand.  The 
border  is  pale  green  and  the  small  lettering  is  in  black 
and  the  large  letters  in  red,  shaded  with  grey  the  same  as 
the  border.  With  this  card  it  will  be  necessary  to  use 
price  tickets  on  the  shoes  shown,  and  the  card  should  be 


Sample  Cards  for  March  Selling 


by  twenty-one  will  be  a very  nice  size,  and  will  be  about 
right  for  the  average  window.  This  will  make  a very  pretty 
card. 

The  other  card  is  on  dark  grey  stock  and  lettered  in 
white.  It  is  a suggestion  for  a men’s  window,  or  display 
of  men’s  shoes.  The  size  is  the  same  as  the  other  card,  and 
black  and  white  are  the  only  colors  used.  Should  the 
shoes  shown  with  this  card  be  all  one  price,  the  price  should 
be  put  on  the  card,  but  as  there  will  in  all  probability  be 
more  than  one  price,  it  will  be  well  to  use  price  tickets  on 
each  pair.  This  card  will  serve  for  a regular  showing  of 
men’s  lines  and  of  course  at  this  time  these  should  be  the 
latest  models  for  Spring  wearing. 

The  next  card  is  an  Easter  suggestion.  The  rabbits 
are  emblematic  of  the  season  and  may  be  drawn  on  the 


used  only  on  the  finest  lines  you  are  showing  for  the  Spring 
trade. 

With  these  few  suggestions  we  think  you  will  be  able 
to  arrange  a number  of  cards  that  will  add  greatly  to  the 
attractiveness  of  your  window  and  other  displays. 


Evidently  some  manufacturers  are  expecting  an  early 
opening  of  the  sport  shoe  season,  for  they  already  have 
sport  shoes  in  stock.  A mild  winter,  and  the  fashion  of 
low  shoes  this  winter,  as  well  as  the  natural  desire  of  people 
to  get  out  of  doors  as  early  as  possible  in  the  spring,  prompt 
an  opinion  that  the  sport  shoe  season  will  open  early. 
Besides,  there  is  the  possibility  that  sport  shoes  can  be  made 
cheaper  in  the  present  market  than  they  can  be  later,  when 
things  get  going  good. 
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Farming  Community 
Big  Potential  Market 

Though  Selling  Takes  Place  Mostly  in 
the  Crowded  Districts,  the  Greatest  Num- 
ber of  Buyers  in  Canada  Live  in  the 
Country 

TIME  was  when  the  needs  and  desires  of  the  country 
resident  were  few  and  for  the  most  part  satisfied  by 
the  service  offered  by  the  cross-roads  “general”  store. 
Here  the  farmer,  his  wife,  daughter  or  son  could  buy  anything 
from  a ploughshare  to  a straw  hat,  curtains  for  the  parlor 
door  or  soothing  syrup  for  the  baby.  Anything  that  was 
called  for  could  be  had  providing  the  purchaser  was  not 
too  “pernickety”  about  style.  The  country  merchant  of 
those  days  could  not  very  well  keep  his  stocks  up  to  the 
minute-  in  style  for  many  reasons.  Moreover,  there  was 
little  demand  upon  him  in.  that  direction.  His  patrons  were 
not  fussy  about  style. 

The  world  has  become  accustomed  to  hearing  that 
things  are  moving  rapidly,  and  that  conditions  are  constantly 
changing.  The  thought  has  become  so  commonplace  that 
perhaps  not  everyone  really  realizes  how  things  have  changed 
in  the  last  twenty  years.  Science  and  invention,  anyone 
will  say,  have  wrought  a great  change,  and  will  follow  up 
by  enumerating  the  machines  and  methods  in  vogue  now  as 
against  what  were  commonly  used  twenty  years  ago.  How 
far  the  influences  of  these  new  things  are  felt  may  not  always 
be  noted.  Take  the  automobile  as  an  example.  Since  its 
introduction  the  farmer  and  his  family  can  of  an  evening 
slip  away  to  the  nearest  city,  perhaps  20  or  30  miles  away, 
and  enjoy  the  trip.  Of  an  afternoon  they  may  do  the  same 
thing  and  in  doing  so  pass  up  the  cross-roads  store  by  making 
their  purchases  in  the  city.  This  has  changed  things  for 
the  country  merchant.  He  realizes  now  that  the  tastes  of 
his  patrons  have  changed  and  that  he  must  keep  for  sale 
and  sell  to  them  the  same  things  which  the  city  merchant 
handles.  This  surely  widens  the  field  for  the  wholesaler 
and  manufacturer.  The  city  store,  too,  profits  by  drawing 
trade  from  a wider  circle. 

There  is  no  disputing  the  fact  that  with  the  better 
means  of  transportation,  rural  telephones  and  mail  deliveries, 
etc.,  the  rural  resident  has  become  more  and  more  like  his 
city  brother.  Naturally  his  desires  and  preferences  will 
be  more  like  those  of  the  city  people.  This  applies  to 
shoes  as  well  as  to  other  things,  except  that  the  farmer  will 
require  certain  classes  of  shoes  that  many  in  the  city  will 
not  need.  However,  the  farmer  will  have  need  of  other 
shoes  for  special  occasions  and  these  will  be  as  good  as  he 
can  buy  and  as  stylish,  too. 

The  farmer  in  Canada  has  money  and  can  afford  to  have 
pretty  much  what  he  wants,  and  as  they  make  forty  per 
cent,  of  the  population,  there  is  a very  large  market  for  the 
better  grades  of  merchandise.  Visit  almost  any  farm,  in 
Ontario  at  any  rate,  and  you  will  find  thereon,  not  only  the 
latest  improved  machinery  and  tools  of  the  trade,  but 
pianos,  phonographs,  telephones,  automobiles,  electric  light, 
vacuum  cleaners,  etc.,  as  well  as  fur  coats,  silk  dresses, 
gold  teeth  and  satin  pumps.  Farmers’  children  are  well 
educated  these  days,  hundreds  of  them  go  far  beyond  the 
elementary  schools,  and  enter  the  professions.  Thousands 
who  decide  to  make  farming  their  business  equip  themselves 
at  agricultural  colleges.  These  young  people  must  have  the 
same  clothes  as  others  at  the  colleges  and  their  influence 
is  in  turn  felt  on  the  farm. 

The  farmer  is  a good  customer  once  he  is  secured. 
He  can  be  secured  through  advertising.  He  will  buy  the 
goods  he  knows  about  like  anyone  else,  but  once  securing 


satisfaction  he  is  more  apt  to  repeat  his  order  than  the 
urban  resident.  He  has  a better  sense  of  values.  He  will 
continue  to  satisfy  his  needs  at  the  country  store  just  so 
long  as  he  can  get  what  he  wants  there.  But  he  wants 
better  things  than  he  used  to  want  and  will  have  them. 
The  wholesaler  or  manufacturer  who  takes  pains  to  get  his 
best  goods  on  the  shelves  of  the  merchant  at  the  cross- 
roads will  find  that  they  will  sell  these  a great  deal  quicker 
than  they  used  to  This  applies  to  good  shoes.  It  should 
not  be  forgotten  that  the  farmer’s  daughter  can  now  enjoy 
a dance  a long  way  from  home  and  consequently  more  of 
them,  and  that  she  will  appreciate  good  dancing  pumps  as 
well  as  anyone  else. 

A speaker  at  the  recent  convention  in  Toronto  said  that 
the  most  up-to-date. store  he  knew  of  was  in  a small  town. 
The  owner  of  that  store  evidently  saw  the  trend  of  things. 
That  is  the  sort  of  merchant  who  will  succeed  in  the  future. 
Give  the  farmer  and  his  family  what  they  want  and  let  there 
be  a little  class  to  it. 


PRESSURE  PROCESS  IN  TANNING 

A process  known  as  the  Nance  Pressure  Process  has 
been  patented  by  C.  W.  Nance  of  London,  England,  that 
is  said  to  accelerate  and  accentuate  the  penetration  of  the 
hide  by  the  tanning  agents.  The  process  covers  both  the 
liming  and  tanning  operations  and  is  effected  in  a high 
vacuum,  the  liquor  being  heated  to  about  30°  C.  with  the 
periodic  admission  of  air  so  that  during  the  liming  the  lime 
is  thoroughly  agitated.  During  the  tanning  process  the 
vacuum  is  alternated  with  the  ordinary  atmospheric  pressure 
forcing  the  tannin  into  the  pores.  The  residual  tannin  is 
removed  to  prevent  unequal  coloring  in  the  finished  leather. 

A SHINING  EXAMPLE 

At  the  recent  convention  of  the  National  Cash  Register 
Hundred  Per  Cent  Club,  held  in  Dayton,  Ohio,  eight  hun- 
dred salesmen  from  all  parts  of  Canada  and  the  United 
States  were  present.  Addresses  were  given  by  various 
experts  both  connected  with  the  company  and  outside,  and 
the  keynote  was  optimism. 

One  of  the  most  striking  things  that  happened  was 
while  Mr.  J.  H.  Barringer  was  speaking  on  salesmanship. 
Several  salesmen  had  complained  that  it  was  impossible 
to  secure  their  quota  of  business.  “I’m  going  to  stop  this 
convention  to  get  a shoe  shine,”  he  shouted.  “Call  in  the 
bootblack.” 

Every  one  gasped  in  astonishment.  It  had  previously 
been  stated  that  the  convention  was  costing  the  company 
$250  per  minute.  When  the  busy  little  shine  artist  had 
finished  his  work,  Barringer  told  the  story  of  three  boot- 
blacks. Two  of  them  had  been  hired  before  the  present 
man  came  on  the  job.  They  failed  to  make  the  $4.00  per* 
day  guaranteed  by  the  company.  “ But  this  bootblack,” 
he  continued,  “with  no  more  prospective  customers  than  the 
others  had.  with  no  more  territory  to  cover,  makes  more 
sales — and  earns  three  times  as  much  money  as  the  others 
did.  Gentlemen,”  he  concluded,  “it’s  not  the  territory 
that  counts — it’s  the  man!” 


New  cloths,  treated  with  chemicals,  have  appeared  in 
Lynn  fabrics.  It  is  explained  that  the  chemicals  preserve 
the  fibre  of  the  cloth,  and  make  them  wear  longer,  the  same 
as  chrome  salts  in  well-tanned  leather  make  the  leather  wear 
longer. 


The  Annual  Western  Sales  Convention  of  the  Scholl 
Mfg.  Co.  was  held  recently  for  five  days  in  the  Morrison 
Hotel,  Chicago.  Several  members  of  the  Canadian  branch 
of  the  company  attended. 
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Newspaper 

Advertising 

Helpful  Suggestions  for  the  Progressive 
Shoe  Retailers  Who  Use  Newspaper  Space 
to  Advertise  Their  Business. 

THERE  is  a possibility  of  retail  advertisers  getting  into 
ruts  with  their  newspaper  advertising.  This  is  evidenced 
by  the  different  types  of  advertisements  used  in  different 
towns.  What  we  mean  by  this  is  that  a certain  style  will 
obtain  in  a town  and  all  the  shoe  merchants  in  that  town 
will  follow  it  closely.  This  is  particularly  noticeable  in  the 
size  of  space  used.  In  one  town  the  space  will  be  two  columns 
but  six  inches  while  in  another  town  it  will  be  three  columns 
by  four  inches  and  another  may  be  a small  ad.  about  single 
column  by  three  or  four  inches.  And  all  the  stores  will 
adopt  these  same  sizes  in  each  town.  The  style  of  make-up 
will  be  largely  the  same  too,  but  this  may  be  accounted  for 
to  some  extent  by  the  ads.  being  set  by  the  same  person  in 
the  printing  office. 

But  the  advertiser  can  remedy  this.  In  fact  he  should 
remedy  it.  Each  merchant  should  adopt  a style  of  his  own, 
something  distinctive,  something  that  will  stand  his  ad.  out 
from  all  the  other  ads.  in  the  paper.  This  may  be  in  the  head- 
ing and  certainly  should  be  in  the  size.  That  is  if  one  mer- 
chant has  a space  two  columns  by  six  inches  and  you  do  not 
feel  like  taking  larger  space,  make  your  three  columns  by 
two  inches.  Anything  to  get  away  from  being  like  the  other 
fellow. 

A great  assistance  in  doing  this  will  be  to  obtain  news- 
papers from  other  towns  and  see  how  the  ads.  are  set  in  those 
places.  You  will  at  once  say,  you  do  not  want  to  subscribe 
for  a number  of  papers  from  other  places  merely  for  the  ads. 
That  is  true,  and  you  do  not  need  to.  You  may  obtain 
these  papers  readily  from  your  local  paper.  There  are  always 
any  amount  of  “exchanges”  sent  to  the  local  offices  that  the 
editor  will  be  glad  to  let  you  see.  But  even  if  you  did  have 
to  send  for  other  papers,  you  could  send  for  single  copies 
once  in  a while  and  the  cost  would  be  trifling.  Try  this  some 
time  and  see  how  it  will  give  you  new  enthusiasm  to  write 
and  prepare  your  ads. 

The  samples  shown  herewith  are  greatly  varied  both  in 
size  and  style.  The  top  left  corner  ad  is  rather  unique  in 
character.  The  heading  is  “50c.  Sale,”  then  when  one  reads 
the  ad  he  discovers  the  idea  is  to  take  50c  off  each  purchase. 
We  do  not  know  how  this  sale  resulted.  It  may  have  pulled 
all  right,  but  these  days  people  seem  to  be  looking  for 
greater  reductions  than  this.  However,  the  advertisement 
is  well  prepared  and  well  set  and  there  is  nothing  indefinite 
about  it.  The  reader  knows  all  about  the  sale  when  he  reads 
the  ad.  It  tells  the  kind  of  shoes,  the  kind  of  rubbers,  the 
original  price  and  then  the  amount  taken  off,  50c,  and  then 
the  price  with  this  deducted.  And  the  ad  is  so  well  set  no 
one  could  possibly  make  any  mistake  about  it. 

The  next  ad  to  this  one,  the  “Big  Annual  Shoe  Sale,”  is 
a splendid  one  too.  It  is  well  laid  out  and  the  typography 
is  good  and  there  is  no  waste  of  words  nor  space.  It  gets 
down  to  business  very  quickly.  There  is  sufficient  descrip- 
tion of  the  goods  to  give  one  an  intelligent  understanding 
of  what  the  shoes  are  and  then  the  two  prices  are  given. 
The  last  prices  stand  out  very  boldly  which  attracts  the 
eye  at  first  glance. 

The  “Extra  Special”  ad,  immediately  beneath  it,  could 
be  made  stronger  we  feel  sure  if  it  were  more  definite.  The 
stating  of  the  extra  special  discounts  at  this  store  on  Dollar 
Day  does  not  give  one  a very  clear  idea  of  the  selling.  The 
amount  of  discount  should  at  least  be  stated,  and  even 
that  is  not  such  a good  way  as  to  tell  the  price  of  the  shoes. 


People  do  not  like  to  have  to  go  to  a store  to  find  out 
what  the  amount  of  reductions  are.  They  want  to  read 
it  in  the  ad.  Compare  this  ad  with  the  other  above  and 
see  how  this  one  lacks  in  definitions  compared  with  the  others. 

The  little  one  column  ad  at  the  top  does  not  have  a 
great  deal  of  selling  talk  in  it.  Remember  that  the  most 
important  point  about  an  ad  is  to  create  a desire  to  buy 
in  the  mind  of  the  reader.  Now  read  this  ad  and  see  if  there 
is  anything  about  it  that  would  be  liable  to  attract  you  to 
the  store  to  buy  these  lines.  That  is  the  best  test  of  an  ad. 
If  about  half  this  space  had  been  devoted  to  the  description 
of  one  line  of  shoes  and  the  price  given,  that  would  have 
created  an  interest.  Then  the  other  lines  could  have  been 
mentioned  in  the  balance  of  the  space. 

The  little  Fleet  Foot  ad  we  slipped  in  to  fill  the  space 
on  the  page.  It  is  a summer  ad  and  is  certainly  better 
than  no  ad  at  all.  But  even  at  that  we  feel  that  if  some  idea 
had  been  given  of  what  last  year’s  prices  were  it  would 
have  been  better. 

Now  compare  the  “Warm  Felt  Footwear”  with  the 
“Big  Annual  Shoe  Sale”  ad  above  it  and  form  your  own 
conclusion  about  which  one  will  draw  the  most  trade.  We 
mean  as  to  style.  This  smaller  ad  has  a great  deal  of  white 
space  for  which  the  advertiser  is  paying.  It  talks  about 
“Economy  Prices,”  then  does  not  quote  any  to  show  they 
are  economical.  The  term  “ Men’s  Work  Boots  from  S3. 90 
up”  does  not  give  any  definite  idea  about  prices  or  how 
economical  they  may  be.  To  describe  the  goods  and  give 
the  price  is  a foundation  stone  for  all  this  kind  of  advertising. 
It  is  best  too,  to  forget  about  the  other  fellow.  The  little 
dig  at  him  with  “Remember  you  pay  less  here”  does  not 
win  customers. 

The  top  right  corner  ad  is  a style  we  have  so  often 
written  about  we  feel  it  unnecessary  to  keep  repeating  it. 
But  this  is  such  a good  example  of  this  type  of  advertising 
that  we  will  consider  it  again.  First  of  all  every  advertiser 
will  do  well  to  understand  that  there  is  no  charity  in  business. 
People  will  not  buy  because  a merchant  needs  money.  In 
business  there  is  nothing  succeeds  like  success.  Let  a firm 
assign  or  be  on  the  verge  of  it,  and  another  one  in  the  same 
business  be  in  a fine  position  and  doing  extra  well,  the 
public  will  flock  to  the  latter  firm  even  if  the  former  has 
equally  a sis  good  values,  or  better,  to  offer.  The  fact  that  the 
former  needs  the  money  will  not  move  the  general  public. 
To  head  an  ad  “We  must  have  money”  will  be  liable  to 
drive  people  away  from  that  store.  Put  into  your  ads 
some  convincement  that  what  you  are  offering  for  sale  is 
something  that  will  be  of  interest  or  benefit  to  the  customer. 
Don’t  tell  about  your  troubles.  This  ad  then  goes  on  and 
says  that  for  the  next  ten  days  they  are  offering  extraordinary 
values  in  certain  lines  but  does  not  give  an  idea  of  what 
these  values  are.  Can  such  an  ad  be  expected  to  attract 
trade.  It  is  better  to  tell  what  you  have  to  offer  and  how 
much  it  will  cost  the  buyer  that  the  buyer  may  judge  as  to 
the  extraordinariness  of  the  value. 

The  “Oxford  $4.98  ” ad  beneath  is  nicely  arranged  and  set 
but  the  matter  could  have  been  a little  better  written.  For 
example,  one  thing  that  catches  the  eye  first  is  “Rubber 
Heels  on  sale  $4.98.”  Now  that  instantly  strikes  the  mind 
as  being  an  unusual  price  for  rubber  heels.  This  thought  is 
immediately  followed  by  one  that  there  must  be  a mistake 
some  place,  that  no  rubber  heels  will  sell  for  such  a price. 
Then  one  starts  in  figuring  where  the  mistake  is  and  at  last 
arrives  at  the  point  that  it  must  refer  to  the  shoes  with 
rubber  heels  that  are  sold  at  this  price.  But  all  this  mental 
reasoning  must  be  had  before  the  truth  is  obtained.  The 
first  paragraph  of  the  ad  is  good,  but  the  second  is  mystifying. 
“A  cancelled  order  secured  at  half  price.”  The  first  thought 
this  statement  gives  is  that  after  one  has  purchased  a pair 
of  these  shoes  he  may  cancel  them.  Then  more  brain  work 
must  follow  to  figure  it  out  and  it  is  doubtful  if  many  of  the 
( Continued  on  page  70) 
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50c.  Sale  50c,  Sale 

FOR  EIGHT  DAYS 

This  week  we  have  decided  to  give  the 
Public  a chance  to  buy  their  Shoes  at  a Gen- 
erous Reduction. 

Commencing  next  Saturday,  Novem- 
ber 13th  continuing  till  following  Sat- 
urday, November  20th,  we  will  give 
Fifty  Cents  Off  any  pair  of  shoes  in 
our  store. 

We  have  a large  stock  to  choose  from 
Come  in  and  save  a few  dollars  on  your 
Fall  buying.  We  carry  Men's  Heavy,  Med- 
ium and  Fine  Shoes,  Women’s  Heavy  and 
Fine  Shoes,  Boy's  and  Youth's  Heavy  and 
Fine  Shoes  also  Children's  Shoes  of  all  kinds 

Mens  heayv  chr.  >voik  shoes,  reg,  5.00  special ,50c.  off  4,50 
Womens  heavy  satin  calf  bloc,  reg.  4.-' 3 special  50c-  off  3.75 
Women's  box  calf  blech.,  regular  3I50  special  50c.  oh  }.Q| 
Bov's  heavy  satin  call  bine  . reg.  3.3;  special  50c.  oH  2.85 
Children's  heave  sarin  call  bln.. reg.  >.«o special  50c  ofi  2.10 
Children's  tine  clohgola  blue.,  reg.  2.00  special  50c.  off  |J| 

Rubbers  Rubbers 

25c.  a pair  of.  25c.  a pair  off 

For  the  week  mentioned  we  will  sell  Rubbers 
from  the  smallest  to  ths  largest  at  26  cents  a 
pair  less  than  retail  price.  Do  uot  fail  to  get  in 
on  this. 

FINE  MALTESE  CROSS  ROBBERS 


i 


Children'?. 
Youth  s 
Misse? 
Women  i 
Men’s 


,95  with  25c  off  special  .70 

•tr  i 25  " ilh  25c  oil'  special  C00 
ar  1.2;  with  25c  oiT  special  j.00 
ar  1 .<5  with  2>  of;  >rccul 
nr  l.Oi  with  25c  oH'  >|H  cul  j_40 


These  Rubbers  Are  The  Best  That  Money  Can  Buy 

Woollen  Pants  and  Plenty  Of  Them 

One  line  is  regular  6 50  special  50c  off  6 00 
A little  better  line  7.76  special  50c.  oil  7.25 

We  will  pay  cash  for  all  produce 
during  the  sale.  Bring  in  your  Eggs 
and  Butter  and  get  the  cheque. 

John  McKechnie 


BIG  ANNUAL 

SHOE  SALE 

GOES  ON  BIGGER  AND 
B ETTER  THA N EVER 

Improving  each  day  as  hun- 
dreds of  new  lines  are  being 
offered  to  the  public  at  ciit- 
down  prices. 

Every  Pair  in  Stock  Reduced 

Read  a Few  Among 
Hundreds. of  Bargains 


pair*  Men  i Blue 
icar  uclted  soles 
jay  $12.00  for. 


$8.95 

pairs  Men’s  Keal  Black  and  iBtown  Cali  Oxfords. 

$8.95 

’ZLSSS^.'T.^.T.:  $2.50 

i pairs  Women’s  Black  and  Brown  Kid  O.xiords  and 

•limps,  neat  stylish  lasts,  logit  or  $5.95 

$3.95 
$5.95 

pairs  Boys’  Good  Quality  All  Leather  Black  Calf 

Boots,  sizes  11  to  J’-j.  good  value  $3.75 

tollcction  ol  JO  pairs  Children's  Shoes  w 
- 1 re  regular  S4  00.  non  selling  at  51  .35 

llllllllllll 


BRADLEYS 

Extra  Special 

Discounts  at 
Holman’s  Shoe  Store 
on  Dollar  Day 

HfllMlXSIW 


SALE 

COMMENCES 

SATURDAY 

MORNING 


MID-WINTER  SHOE  SALE 


SEATING  THE  NEW  LEVEL  OF  PRICES  FOR  1921 


SPECIAL  ! 

Havana  brown  calf  bal.  same  style 
bal.  medium  heel,  long  slender 

$4.95 

Ladles  patent  Bais  and  Button 

Vici  Kid  Bals,  Louis  or  medium 

inch  top.  good  style  and  #P  AP 
sizes  2 V2  to  7.  Sale  pnee  W-dJ 

Black  Kid  Bal  Tn  Louis  or  medium 

Ladies'  high  grade  Kid  Bals,  high 
or  medium  heel,  in  black,  Havana 

Mahogany  Calf  Bal,  suede  top. 
Louis  heel  with  imitation  tip,  and 
Goodyear  welted  sole,  formerly 

Sale  Price  $1 1.95 

sr'"k ..  S7.45 

brown  or  grey,  all  sizes  ir 

in  tho  lot.  Sale  price  ^0.4 J 

Mldjor  511.00.  SI,  J7_g5 

$9?95 

No  Cry  of  Bankruptcy  Here — Just  Good,  Honest  Value 

Giving- 

-So  Come  Early  and  Often 

' $1.65  $2.45 

;'“$3A5 


$4.95 


Our  Best  for  Men 


r $11.45 


feTJTHE  MARKET  BOOT  SHOP  UffiESIsa 


,or  $8.95 


Sample  advertisements,  showing  how  shoe  men  use  newspaper  space. 
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Window  Trimming  a 
Necessary  Expenditure 

Has  Always  Been  a Feature  of  Good  Mer- 
chandising and  Has  Developed  Into  an 
Art— Successful  Merchants  Must  Support 
It  and  Only  Painstaking  Effort  Can  Ensure 
the  Best  Results 

WINDOW  decorating  and  display  have  grown  up 
with  the  retail  business.  It  has  been  a part  of 
retail  selling  ever  since  the  first  merchant  put  a 
wash-tub  and  a barrel  of  salted  herrings  before  his  door. 
Windows  in  those  days  were  mostly  for  storing  purposes — 
the  displays  being  made  outside.  But  the  idea  of  display- 
ing the  goods  before  the  prospective  customer  was  the 
same  and  it  is  this  idea  that  serves  as  a basis  for  all  the  art 
of  the  modern  window-trimmer — the  idea  of  placing  what 
is  for  sale  in  a place  where  even  those  who  do  not  want  to 
buy  cannot  help  but  see  it.  Though  window  trimming  is 
more  or  less  of  a modern  art,  it  is  an  old  idea.  It  is  an 
evident  necessity  for  the  retailer.  It  has  to  be  done  and  it 
has  to  conform  to  modern  standards  to  be  worth  while. 
This  being  so  it  is  manifest  that  someone  capable  of  doing 
the  job  right  should  be  given  charge  of  it.  The  smaller 
store  may  not  be  able  to  afford  the  expense  of  keeping  a 
regular  window  trimmer  to  do  that  and  nothing  else.  The 
next  best  thing  is  to  select  someone  already  on  the  staff 
with  a bent  or  inclination  in  that  direction  and  give  him  a 
little  assistance  and  encouragement  to  qualify  for  the  work. 
Then  place  him  in  charge  of  window  trimming  as  a first 
duty.  Do  not  expect  someone  to  work  at  selling  or  some- 
thing else  all  day  and  then  trim  the  windows  at  night. 
He  can’t  give  it  the  proper  thought  and  careful  execution. 
Give  him  the  work  or  the  same  conditions  as  others  work. 
It  is  as  necessary  as  selling  itself — in  fact  it  is  selling  of 
the  highest  order. 

One  of  the  recognized  authorities  in  the  United  States 
on  window  trimming  claims  that  there  is  too  much  of  a 
sameness  about  the  present  methods  of  trimming  as  practised 
by  the  average  store  owner.  What  he  means  to  say  is 
that  though  the  windows  may  be  changed  often,  there  is  not 
enough  originality  and  radical  difference  in  them.  The 
same  authority  is  strong  on  modern  fixtures  and  advocates 
having  two  sets  or  more  for  the  same  store.  In  reference 
to  shoes  he  advises  displaying  one  line  at  a time— to-day 
women’s  shoes  in  the  new  shades,  the  next  time,  evening 
slippers,  children’s  shoes,  men’s  shoes,  rubbers  or  some  other 
one  line.  Your  shoes  in  that  way  are  brought  more  forcibly 
to  the  attention  of  prospective  customers. 

In  Prof.  Walter  Dill  Scott’s  book  on  “The  Theory  of 
Advertising,”  there  are  six  rules  or  principles  regarding 
attention  given.  The  first  rule  is:  “The  power  of  any 
object  to  force  itself  into  our  attention  depends  on  the 
absence  of  counter  attractions.”  One  well  displayed 
article  secures  more  attention  than  a window  full  of  various 
articles.  A unique  window  trim  shown  at  the  National 
Shoe  Retailers’  Association  Convention  at  Milwaukee 
recently  was  one  in  which  a live  model  was  used.  A young 
lady  occupied  the  central  position  with  a few  pairs  of  fine 
shoes  on  either  side  of  her,  but  with  plenty  of  space  between 
the  model  and  the  shoes.  The  girl  sat  upon  a small  chair 
while  her  stockinged  foot  rested  upon  a bolster.  A couple 
of  pairs  of  classy  shoes  stood  hard  by.  The  window  walls 
were  pannelled  and  a three-pannelled  screen  stood  immediate- 
ly back  of  the  model.  The  whole  affair,  while  perhaps  not 
practical  for  many  stores,  illustrates  well  the  point  of 
originality.  It  is  so  different  it  is  bound  to  attract  attention. 
Even  those  who  have  no  notion  of  buying  shoes  will  be 


compelled  to  give  it  a good  deal  of  attention  and  thus  a 
desire  to  buy  is  produced. 

Originality,  simplicity,  practicability,  beauty,  economy 
and  attractiveness  are  the  features  to  be  desired  in  window 
trimming.  The  first  essential  is  to  get  people  to  look  at 
the  goods  displayed — not  at  the  decorations.  To  do  this 
effectively  there  must  be  originality,  that  is  the  display 
must  be  radically  different  from  the  run  of  window  displays. 
There  must  be  simplicity,  because  with  complicated  dis- 
plays there  is  apt  to  be  an  ornateness  that  will  distract 
from  the  goods  displayed.  There  must  be  practicability — 
that  is  the  display  proposed  must  be  such  as  can  be  usefully 
used  under  the  circumstances  and  can  be  adapted  to  the 
window  used  and  the  goods  displayed.  There  must  be 
beauty,  because  to  display  something  in  a hideous  manner 
would  be  an  affront  to  the  public  and  apt  to  reflect  dis- 
advantageous^ upon  the  owners.  Economy  is  necessary 
because  it  is  quite  possible  to  spend  more  upon  a window 
trim  than  its  value  in  returns.  It  is  not  suggested  here  that 
expensive  windows  should  not  be  used.  Care  must  be 
taken,  however,  to  keep  the  expense  in  proper  relation  to 
the  utility.  A window  may  be  well  worth  preparing  for  a 
special  occasion  where  it  would  not  for  ordinary  business. 
Then  comes  attractiveness,  and  what  is  meant  by  that  is 
the  attractiveness  of  the  goods  in  the  window— not  just  the 
attractiveness  of  the  window.  A window,  like  a cartoon, 
may  be  made  so  impressive  as  a whole  that  the  detail  is  not 
noticed.  That  should  be  avoided.  It  is  the  detail,  the 
shoes,  that  are  being  sold. 

There  is  still  another  feature  to  a window  display. 
It  should,  as  far  as  possible,  be  appropriate.  Not  only  fitting 
to  the  season  or  the  occasion,  but  its  parts  should  have  an 
appropriate  relationship.  That  is  to  say,  that  if  fine  shoes 
are  being  displayed,  they  should  be  a part  of  a drawing 
room  scene  rather  than  a hunting  scene.  Fine  shoes  are 
not  likely  to  be  specifically  displayed  in  such  bad  taste, 
but  it  is  quite  common  to  see  them  tucked  into  prominent 
parts  of  the  scenery  when  other  things  are  used  as  an  excuse 
for  the  scene. 


TOURING  THE  WEST 

During  the  past  month,  Mr.  R.  E.  Jamieson,  of  the 
Dominion  Rubber  Systems  Limited,  accompanied  by  Col. 
Massie  and  Messrs.  A.  E.  Morisette,  J.  M.  S.  Carroll  and 
J.  C.  Rudolph,  has  been  making  a tour  of  their  western 
branches  looking  over  the  ground  and  planning  for  the 
coming  season.  In  a Vancouver  paper,  Mr.  Jamieson  is 
reported  as  saying: 

“We  have  already  met  our  forces  at  Montreal,  St. 
John,  Toronto  and  now  Vancouver.  Everywhere,  in- 
cluding here,  we  find  the  most  promising  outlook  for  1921. 
The  purpose  of  our  visit  is  to  meet  our  sales  forces  in  these 
territories  and  hear  from  them  what  business  they  expect 
to  do  during  the  coming  year.  In  all  cases  they  have  given 
us  assurances  of  great  prospects.  We  have  not  met  a 
discouraging  report. 

“It  is  a fallacy  to  think  that  export  trade  depends  on 
low  prices.  We  are  able  to  sell  tires  in  England  and  France 
at  35  per  cent,  higher  than  the  European  products.  Quality 
is  the  reason.  In  that  respect  I may  say  Canadian  tires 
are  leading  the  world.  It  may  be  news  to  many  people  to 
know  that  many  standard  tires  are  selling  in  Canada  for 
less  than  in  the  United  States.  Not  many  people  know, 
either,  that  tires  in  Canada  are  now  selling  for  less  than  they 
were  in  1914  before  the  war.” 

Some  idea  of  the  influence  of  the  weather  on  footwear 
fashions  may  be  gained  from  the  offering,  by  a Boston 
manufacturer,  of  nine-inch  kid  boots  at  $3.50  a pair,  whole- 
sale, and  of  10J^-inch  kid  boots  at  $4  a pair.  Brogue  boots, 
of  mahogany  leather,  nine  inches  high,  also  are  offered 
at  $4  a pair. 
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A St.  Patrick’s 
Window  Back 

Make  Your  Window  Displays  Seasonable 
— Here  is  an  Easily  Made  Background 
That  is  Both  Seasonable  and  Attractive 

IT  is  extremely  important  that  you  make  your  window 
displays  seasonable.  It  is  well  just  now  to  prepare  for 
showing  your  Spring  lines  and  one  very  attractive  back- 
ground that  will  be  appropriate  is  the  one  we  show  with 
this  article.  It  is  distinctively  a 17th  of  March  design 
and  can  be  very  easily  constructed.  Those  who  have  been 
following  the  designs  we  have  been  suggesting  from  time  to 
time  and  making  some  of  the  backs,  will  have  the  frame 
work  necessary  for  this  one.  For  the  benefit  of  those  who 
may  not  have  these  on  hand  it  may  be  well  to  give  some 


can  be  made  of  tinsel  cord  which  will  brighten  the  dullness 
of  so  much  green. 

Bouquets  of  shamrocks  can  be  set  on  top  of  the  posts 
which  will  give  a finished  appearance  to  the  whole  back. 

The  colors  that  will  show  best  with  which  to  finish 
the  back  are  light  and  dark  green  and  a light  buff.  All  the 
parts  that  are  stippled  in  the  design  should  be  dark  green. 
The  panels  in  the  posts  and  the  blocks  on  top  of  the  posts 
should  also  be  in  light  green.  The  large  panel  in  buff. 
The  shamrocks  and  the  dark  blocks  on  the  bottom  of  the 
window  floor  should  be  in  dark  green. 

The  stands  on  which  you  display  the  shoes  can  be 
covered  with  wall  board  cut  in  the  shape  of  shamrocks. 
These  should  be  just  large  enough  to  cover  the  top  of  the 
stand.  If  your  stands  are  glass  topped,  tacks  can  be  driven 
into  the  underside  of  the  wall  board  to  prevent  them  from 
slipping  off  the  stand.  Other  emblems  of  St.  Patrick’s 
Day  can  be  used  in  various  decorations.  These  are  pipes, 
hats,  etc. 

With  this  back  as  a working  suggestion  and  the  hints 
about  displays,  it  should  not  be  difficult  to  arrange  a window 


A Shoe  Window  Background 


instructions  about  making  the  frames  and  the  materials 
necessary.  The  design  itself  will  give  a very  great  deal  of 
help  to  anyone  who  has  had  experience  in  making  window 
backs. 

The  material  for  the  panelling  is  some  good  wall  board. 
The  frame  work  can  be  made  of  seven-eighths  strips  about 
two  inches  wide.  These  can  be  half-checked  the  wide  way 
at  the  corners,  and  nailed  firmly  with  three  inch  nails.  They 
will  have  to  be  cut  very  accurately  to  prevent  the  panels 
from  being  “Wind”  when  nailed  together.  The  posts  are 
made  of  the  same  material  and  covered  with  the  wall  board. 

Along  the  top  of  the  centre  panel  in  this  design  one  inch 
by  three-eighths  strips  should  be  nailed  about  three  inches 
apart.  Shamrocks  cut  out  of  the  wall  board  can  be  tacked 
along  the  top  as  shown  in  the  design.  Others  may  be  hung 
on  green  baby  ribbon  or  strings  from  the  top  of  the  panel. 

The  harp  should  be  cut  out  of  the  wall  board  and  painted 
a light  green.  Shamrocks  can  be  covered  over  it  at  the  top 
and  the  edges  of  the  lower  part.  These  flowers  of  course 
will  be  artificial.  The  harp  can  then  be  hung  with  green 
ribbon  from  the  top  of  the  panel.  The  strings  of  the  harp 


that  will  be  attractive  and  greatly  assist  in  the  selling  of 
your  new  Spring  goods. 


NEW  QUARTERS  FOR  LEATHER  AGENT 

Percy  J.  Milburn,  Leather  Agent  of  Montreal,  has 
moved  from  256  Lemoine  Street  to  252  Notre  Dame  St., 
West,  now  occupied  by  Clarke  & Clarke,  Ltd.,  sheepskin 
tanners,  of  Toronto,  Ont. 

Mr.  Milburn  has  recently  been  appointed  agent  for 
Clarke  & Clarke,  Ltd.,  for  the  province  of  Quebec  (except 
Quebec  City)  and  the  Maritimes.  He  will  continue  the 
agency  of  A.  Davis  & Son,  Kingston,  tanners  of  side  leathers 
in  chrome,  bark  and  retan,  for  the  above  territory;  and  the 
agency  of  Davis  Leather  Co.,  Newmarket,  Ont.,  tanners 
of  calf  and  kangaroo,  for  province  of  Quebec  (except  Quebec 
City). 

It  will  be  remembered  that  Percy  acquired  considerable 
experience  in  all  kinds  of  upper  and  sole  leather  during  his 
18  years’  connection  with  Marlatt  & Armstrong,  in  Ontario, 
Quebec  and  the  Maritime  provinces. 
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Service  Helps  to 
Sales  Force 

New  Phase  Developing  in  the  Publicity 
Business — Manufacturers  Reach  Retail 
Clerks  Through  Direct  Appeals  in  Trade 
Papers — Instruction  for  Those  Who  Handle 
the  Goods 

# 

rpHE  development  of  advertising  is  continuously 
„ progressive  and  methods  which  serve  their  turn  to-day 
may  not  be  always  effective.  Those  who  succeed 
with  advertising  are  generally  those  who  are  among  the 
first  to  adopt  any  new  ideas  that  may  be  evolved.  A 
merchant  or  manufacturer  in  one  line  of  endeavor  applies 
a principle  or  feature  to  his  advertising  and  the  wide-awake 
merchants  or  manufacturers  in  other  lines  are  quick  to 
adapt  it  to  their  own  use — except  there  is  some  good  reason 
why  they  should  not.  In  this  connection  it  may  be  pointed 
out  that  some  manufacturers  have  recently  come  to  realize 
that  no  matter  how  much  advertising  they  do,  or  how  well 
that  advertising  is  done,  it  does  not  have  the  effect  it  should 
have  unless  the  salespeople  who  handle  the  goods  and  make 
final  disposition  of  them  to  the  ultimate  consumer,  have  a 
proper  appreciation  of  the  value  of  those  goods  and  are 
capable  of  working  into  their  sales  talks  the  proper  selling 
points.  To  make  sure  that  the  salespeople  do  understand 
the  goods  and  use  the  best  arguments  in  selling  them  manu- 
facturers are  sending  out  with  shipments  of  their  goods, 
pamphlets  containing  selling  talks  and  general  instruction 
in  the  science  of  salesmanship. 

Nothing  in  the  above  is  intended  to  suggest  that 
general  advertising  in  the  old  accepted  sense  is  losing  its 
punch.  Exactly  the  opposite  is  true.  The  basic  funda- 
mentals of  advertising  are  the  same  as  ever — to  tell  the 
world  briefly,  truthfully,  clearly  and  repeatedly  what  you 
have  to  sell,  its  description  and  where  it  can  be  had.  There 
has  never  been  any  better  advertising  medium  than  the 
vehicle  which  conveys  to  the  prospective  customer  the  pews 
in  which  he  is  most  interested.  In  other  words  the  trade 
paper.  However,  the  ultimate  consumer  may  never  see  a trade 
paper  and  while  addressing  advertising  at  the  wholesaler, 
jobber  or  retailer  will  bring  adequate  results  there  is  a good 
deal  to  be  said  in  favor  of  directing  the  advertising  to  the 
salespeople  who  handle  the  goods  and  meet  the  consumer. 
This,  too,  may  be  profitably  done  through  the  trade  paper. 
Most  worth-while  clerks  either  subscribe  for,  or  borrow, 
a trade  paper  and  even  if  they  do  not,  their  employer  is 
most  likely  a subscriber  and  any  selling  talks  or  ideas  put 
forth  in  the  advertising  will  be  passed  on  to  the  clerks. 
Just  at  this  time  there  is  particular  need  for  supplementing 
advertising,  especially  by  giving  instruction  to  the  sales- 
people. Salesmanship  in  the  immediate  future  must  have 
in  it  something  more  of  the  old  idea  of  service  than  has 
been  the  case  in  recent  years.  Manufacturers  can  help 
move  their  goods  from  the  shelves  of  the  retailers  by  helping 
to  get  the  sales  forces  back  on  the  job  full  of  enthusiasm  for 
their  work  and  equipped  with  the  proper  knowledge  of  the 
goods  they  sell. 

Among  the  large  firms  in  the  United  States  who  have 
been  making  use  of  the  newest  things  in  advertising  is  the 
E.  C.  Atkins  Company.  This  company  not  only  advertises 
direct  to  the  salespeople  through  trade  paper  advertising 
and  pamphlets,  but  offers  prizes  to  clerks  for  the  best  sales 
stories  for  their  saws.  Another  firm  offers  $500  for  the 
best  selling  idea.  The  United  Drug  Company  has  its  own 
methods,  among  which  is  the  bonus  system  for  clerks. 
Competing  clerks  are  given  a bonus  on  a percentage  basis  of 
the  annual  net  profits  on  certain  lines  of  goods.  Another 


firm  gives  each  clerk  a sample  of  any  new  small  article 
stocked,  so  that  he  or  she  may  have  first-hand  knowledge 
as  to  the  merits  of  the  article.  Conventions  of  clerks  or 
agents  are  not  new,  but  are  being  made  more  effective  by 
the  adoption  of  new  features.  Some  firms  are  following 
the  lead  of  the  shoe  trade  in  showing  moving  pictures  of 
the  manufacture  of  their  products,  supplementing  the 
film  by  an  address  by  some  one  qualified  to  talk  on  the 
subject.  All  these  things  are  done  to  help  out  the  regular 
advertising.  Salesmanship  has  become  a science  and  while 
every  clerk  may  not  have  the  opportunity  or  inclination  to 
make  a special  study  of  the  matter  they  may  all  be  helped 
by  sales  talks  sent  out  with  the  goods  and  by  the  various 
methods  mentioned  above. 

How  many  shoe  manufacturers  are  making  any  serious 
attempt  to  instruct  the  salespeople  who  handle  their  goods 
in  the  virtues  and  advantages  of  their  particular  product? 
1 his  gives  rise  to  another  thought.  Is  there  any  reason 
why  every  pair  of  good  shoes  should  not  have  a ticket 
attached  giving  full  particulars  as  to  methods  of  manu- 
facturing, materials  used,  etc.?  There  are  many  articles 
on  the  market  to-day  bearing  such  particulars— certain 
sporting  goods,  proprietary  preparations,  foods,  mechanical 
devices,  clothing  materials,  etc.  Why  not  shoes?  It  may 
be  said  that  the  clerk  should  already  know  about  these 
things.  However,  there  are  still  some  clerks  who  do  not 
know  as  much  as  one  would  expect  about  the  shoes  they  sell. 
Anyway  it  would  be  much  easier  for  the  clerk  if  the  customer 
did  not  have  to  rely  solely  upon  his  word.  Moreover,  the 
ticket  or  label  could  go  with  the  shoe  in  the  sale  and  serve 
as  an  advertisement  and  would  help  the  customer  remember 
whose  goods  he  was  buying. 

To  revert  to  the  subject  of  sending  out  pamphlets  with 
shipments  of  goods  it  may  be  stated  that  there  are  many 
other  things  that  can  be  done  with  profit  besides  addressing 
the  sales  force.  Advice  may  just  as  profitably  be  offered 
the  retailer  himself.  The  salespeople  may  be  ever  so 
efficient,  but  if  the  boss  is  behind  in  his  ideas  and  methods 
business  will  lag  behind  what  it  ought  to  be.  One  of  these 
enterprising  manufacturers  reminds  the  retailer  in  one  of 
his  little  booklets  that  labor  turnover  is  costly,  and  suggests 
that  constant  changes  on  the  staff  may  be  due  to  an  improper 
or  untactful  way  of  enforcing  discipline.  The  retailer  is 
advised  to  never  reprove  a clerk  openly,  but  to  wait  until 
he  can  be  spoken  to  in  private.  The  advice  says  further, 
that  to  reprove  when  in  a bad  temper  is  always  bad.  Also 
that  if  the  boss  has  a grouchy  mood  it  is  better  that  he 
should  stay  at  home  all  day  than  to  get  the  whole  staff  on 
edge. 

It  is  not  new  for  manufacturers  to  supply  window 
cards  and  decorative  material  to  help  the  retailer  sell  his 
goods,  but  there  seems  no  good  reason  why  he  should  do 
this.  However,  if  the  manufacturer  can  thus  move  enough 
more  merchandise  to  cover  the  additional  cost  it  is  probably 
good  business.  Though  it  makes  the  retailer  more  of  an 
agent  than  anything  else.  We  have  not  heard  of  it  being 
done  in  the  shoe  business,  but  there  may  be  worse  things 
than  that  done  before  the  business  world  gets  back  to  where 
it  was  before  the  war.  A lot  of  things  are  going  to  be 
tried  and  among  them  will  be  many  ways  of  supplementing 
the  regular  advertising.  Selling  is  going  to  be  harder 
and  everyone  from  the  manufacturer  to  the  person  who 
hands  the  goods  out  over  the  counter  will  have  to  re-develop 
his  selling  ability  to  make  a showing  in  the  keen  competition 
that  will  prevail. 


Gentlemen: 

Enclosed  please  find  my  cheque  for  $3.00  for  the  Shoe 
and  Leather  Journal.  Sorry  I did  not  send  it  before,  but 
it  was  neglect  on  my  part  and  I would  not  be  without  it  for 
anything.  Thanking  you  very  kindly  I am,  Yours  very 
truly, 
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Manufacturers  to  Sell 
Direct  to  Consumers 

Result  of  Cancellations  by  Retailers  is 
Driving  Makers  of  Well  Known  Shoes 
Into  Doing  a Mail  Order  Business 

WHAT  has  been  described  as  “an  orgy  of  cancel- 
lations” has  resulted  in  at  least  one  large  firm  of 
shoe  manufacturers  on  the  other  side  instituting 
the  revolutionary  practice  of  selling  direct  to  the  wearer 
through  the  catalogue  system.  There  have  been  hints  and 
threats  from  many  quarters  but  in  the  case  of  Harsh  & 
Chapline,  of  Milwaukee,  there  is  definite  action.  There  was 
a good  deal  of  talk  about  the  proposal  at  the  Milwaukee 
convention  and  a number  of  deputations  of  retailers  waited 
upon  a member  of  the  firm  and  talked  the.  matter  over  in 
an  effort  to  have  the  manufacturers  abandon  or  modify 
their  scheme.  Whatever  may  have  been  done  by  way  of 
modification  there  has  been  no  abandonment  of  the  firm’s 
purpose. 

The  Harsh  & Chapline  Shoe  Company  are  the  makers 
of  the  well-known  and  extensively  advertised  “Lion”  brand 
of  work  shoes.  They  make  about  5,000  pairs  of  them  a 
day  and  have  been  fifteen  years  attaining  that  prominence. 
They  have  always  been  consistent  advertisers,  using  the 
best  mediums  to  reach  the  retailers  in  their  field  as  well 
as  newspaper  and  periodical  advertising  to  get  the  name 
of  their  product  before  the  public.  During  the  early  part 
of  1920,  like  every  other  firm,  they  received  plenty  of  orders. 
Their  travellers  were  busy.  Then  things  began  to  slow 
up  among  the  retailers.  Cancellations  began  to  come. 
The  firm  had  always  pursued  the  policy  of  having  all  orders 
confirmed  before  filling.  It  soon  became  necessary  to  have 
these  confirmed  a second  time  before  filling.  Cancellations 
still  continued  with  but  slight  abatement.  Cases  were 
returned  without  being  opened.  There  was  no  fault  with 
the  goods.  The  retailer  had  simply  bought  beyond 
his  requirements.  The  retailer  probably  bought  heavily 
when  things  were  prosperous  because  the  “Lion”  shoes 
were  a real  asset  to  his  trade.  They  were  so  well  advertised 
and  so  well-known  that  people  bought  them  by  name.  The 
manufacturers  say  they  had  to  borrow  extensively  from  the 
banks  to  make  up  the  goods  ordered  from  the  high  priced 
materials.  Then  the  shoes  were  thrown  back  on  them  and 
their  credit,  it  may  be  assumed,  was  effected.  Then  came 
a long  season  without  orders. 

It  was  at  this  stage  of  the  case  that  the  Harsh  & Chapline 
firm  decided  upon  drastic  action.  At  the  beginning  of  the 
year  they  called  in  all  travellers  and  dispensed  with  their 
services.  Then  they  circularized  the  retailers  to  the  effect 
that  Harsh  & Chapline  intended  to  sell  shoes  direct  to  the 
consumer.  They  had  sometime  in  the  past  done  away  with 
the  jobber.  Now  they  were  going  to  eliminate  the  retailer. 
The  circular  sent  out,  however,  advised  retailers  that  they 
could  secure  “Lion”  shoes  at  wholesale  prices  if  they  cared 
to  handle  them,  but  made  it  abundantly  plain  that  Harsh  & 
Chapline  were  going  to  sell  retail  and  compete  with  all 
comers.  They  asked  the  retailers  for  an  expression  of 
opinion  as  to  how  they  viewed  the  move  and  it  is  said  that 
over  half  of  them  replied  that  they  would  still  continue  to 
handle  “Lion”  shoes.  The  rest  either  waited  till  the  con- 
vention in  order  to  get  an  opinion  there  or  stated  frankly 
in  reply  to  the  circular  that  they  would  not  handle  the 
shoes  under  the  conditions  laid  down. 

Having  taken  the  step  the  company  now  know  pretty 
well  where  it  is  at.  . It  made  an  exhaustive  analysis  of  the 
probabilities  and  finds  that  they  can  save  about  $395,000 
a year.  They  arrive  at  this  conclusion  by  figuring  that 
they  will  save  over  a quarter  of  a million  dollars  through 


not  having  the  expense  of  the  sales  department  and  by  not 
having  to  send  out  goods  to  retailers  and  waiting  for  the 
money  to  pay  for  them.  They  think  they  can  get  along 
with  about  a million  dollars  less  borrowed  money.  The 
interest  on  this  and  the  saving  on  the  credit  department 
will  total  almost  another  hundred  thousand  dollars.  They 
have  proved  that  they  can  ship  direct  to  the  consumer  by 
parcel  post  about  as  cheaply  as  by  freight  in  large  lots  to  the 
retailer.  The  difference  is  in  the  packing. 

The  terms  the  Harsh  & Chapline  Company  will  give 
the  retailers  as  compared  with  former  conditions,  they  say, 
will  eliminate  some  of  their  risks.  New  regulations  con- 
cerning orders,  payments  and  shipments  will  prevail.  Re- 
tailers will  be  able  to  buy  from  Harsh  & Chapline  their 
“Lion”  shoes  at  a price  less  than  that  for  which  the  makers 
sell  it  to  the  wearer,  but  so  little  below  the  makers’  price 
to  the  consumer  that  the  retailer  will  have  difficulty  in 
meeting  the  competition.  The  figures  are  believed  to  be: 
$3.95  from  factory  to  consumer;  $3.35  from  factory  to 
retailer.  This  leaves  the  retailer  a margin  of  sixty  cents  a 
pair  to  do  business  on  and  make  a profit.  There  will  be  no 
fixed  price  conditions  imposed  upon  the  retailer  by  the 
manufacturer.  The  retailer  may  sell  for  any  figure  he 
fancies. 

From  the  manufacturers’  standpoint  they  expect  to 
have  little  trouble  except  in  establishing  a mailing  list  and 
in  getting  a volume  to  equal  or  approximate  that  which 
they  enjoyed  through  the  retailer  in  the  days  before  the 
evil  of  cancellations.  They  expect  to  attain  this  volume 
in  the  course  of  about  five  years.  The  steps,  they  are  taking 
to  ensure  this  business  is  an  extensive  advertising  cam- 
paign. They  intend  to  make  the  “Lion”  shoe  known  to 
every  one  within  the  radius  of  hundreds  of  miles  who  wears 
work  boots.  Their  success  or  failure  will  have  much  to  do 
with  the  future  of  the' shoe  business  on  this  continent. 

Just  how  many  manufacturers  of  shoes  have  been 
seriously  thinking  about  this  question  of  distribution  of 
their  wares  or  how  many  are  likely  to  follow  the  example 
of  the  H.arsh  & Chapline  Shoe  Company  is  for  the 
future  to  decide.  Certain  it  is  that  the  recent  epidemic 
of  cancellations  has  set  many  manufacturers  to  specu- 
lating as  to  whether  or  not  the  manufacturer-retailer- 
consumer  route  is  the  best  that  can  be  devised.  It  is  just 
as  certain  that  if  cancellations  in  any  great  number  occur 
in  the  next  season  or  two  there  will  be  others  to  break  into 
the  factory-to-consumer  game.  The  dawn  of  a new  day 
for  the  shoe  manufacturers  may  already  be  breaking  over 
in  Wisconsin.  Its  ascension  will  be  watched  with,  great 
interest. 

Regardless  of  whatever  has  happened  in  the  past  or 
what  may  happen  in  the  future  the  retailer  has  a proper 
function  in  the  business  world.  Through  the  retailer  is  the 
logical  method  of  distribution  for  the  manufacturer,  if — 
and  here  is  the  rub— if  orders  are  to  be  considered  as  con- 
tracts, obligations  met  in  reasonable  time  and  some  tolerance 
and  justice  are  observed  in  the  matter  of  the  smaller  defects 
in  the  shipment  of  goods  which  are  largely  beyond  the  power 
of  the  manufacturer  to  remedy.  If  these  things  obtain  and 
a reasonable  efficiency  of  effort  is  maintained  by  the  retailers, 
there  will  be  little  reason  for  any  manufacturer  to  violate 
the  legitimate  functions  of  the  retailer. 


Out  in  Utah,  another  high-heel  bill  has  appeared.  It 
provides  for  fines  of  from  $25  to  $100  for  the  first  offence, 
and  from  $100  to  $500  for  the  second.  What  dire  penalty 
is  imposed  for  the  third  offence  is  more  than  the  dispatches 
say.  Perchance  thay  apply  the  habitual  criminal  law  and 
impose  a life  penalty  for  the  third  offence. 


One  dollar  and  fifty  cents  pays  for  a year’s  subscription 
to  this  Journal  (24  numbers).! 
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Footwear  as  Worn  in 
American  Centres 

Resume  of  Styles  in  the  Larger  Cities 
Black  Shoes  Selling  More  Freely  Brogue 
Low-Cuts  Still  in  Demand  Plain  Women’s 
Oxfords  Cannot  Be  Sold 

BROGUE  low-cuts  in  tans  are  in  demand  by  men  in 
New  York  on  account  of  the  lack  of  snow.  Russia 
bals.  in  medium  and  drab  colors  are  the  best  sellers 
for  men  and  there  is  a constantly  increasing  demand  for 
tans  with  broad  toes.  In  good  grades  black  grain  brogues 
are  selling  while  in  plain  leathers  black  cordovan  with 
straight  and  wing  tips  sell  fairly  well. 

In  women’s  shoes  strap  pumps  are  leading  in  patent 
colt,  gun-metal  and  dull  kid.  Those  who  go  in  for  colors 
are  choosing  dark  brown  Russia  and  the  same  shade  in  kid. 
Plain  Oxfords  cannot  be  sold  at  any  price,  it  is  said.  The 
ladies  want  strap  effects  or  nothing,  some  shops  report,  while 
the  general  report  is  that  low  cuts  are  the  thing.  Leathers 
differ  in  different  parts  of  the  city.  Where  high  shoes  do 
sell  at  all  they  go  at  about  $10  or  $12  a pair  and  those  who 
choose  blacks  take  them  in  glazed  kid  with  high  Louis  heels, 
while  those  who  prefer  the  tans  want  them  in  dark  Russia, 
mahogany  and  brown  kid. 

NOTES 

Philadelphia. — For  men  the  brogue  Oxfords  are  most 
popular  for  heavy  shoes.  Few  high  brogues  are  in  demand. 
Double  soles  in  the  staple  lines  are  slow.  The  cutting  of 
the  prices  has  stimulated  the  sale  of  Cordovan  bals.  while 
the  Russian  bals.  are  competing  for  leadership  in  sales. 
Brown  cordovan  bals.  with  wing  tips  and  heavy  single  soles 
are  being  pushed  in  the  sales.  Patent  leather  button  with 
cloth  and  buckskin  tops,  gun-metal  and  Russia  in  lace  and 
button  are- dragging: 

In  women’s  shoes  the  sales  of  high-cuts  have  been 
better,  Russia  calf  with  low^  heels  leading  the  demand  in 
colored  boots,  while  in  black  the  gun-metal  lace  and  button 
were  being  sold.  A few  glazed  kid  are  being  sold.  Black 
suede  and  satin  boots  have  been  selling  well.  Styles  in  low- 
cuts  remain  about  as  last  month.  A little  snow  boosted  the 
sales  of  heavier  shoes  and  brogues  to  be  worn  with  woollen, 
stockings.  There  is  still  a demand  for  black  Oxfords  and 
black,  grey  and  tan  spats.  The  trend  in  fancy  priced  foot- 
wear has  been  toward  band  effects. 

Chicago  Styles. — Russia  leather  is  still  the  favorite  for 
men’s  wear  and  in  the  higher  priced  lines  there  is  a tendency 
toward  medium  light  shades  while  in  the  cheaper  grades 
dark  or  mahogany  shades  are  most  popular.  Cordovan, 
black  Cordovan  and  wax  calf  are  receding  into  the  back- 
ground. Black  boots  are  selling  better,  however,  gun-metal 
and  glazed  kid  competing  for  first  place.  Kangaroo  is  being 
used  quite  extensively,  the  straight  lace  patterns  being 
the  best  sellers.  The  demand  for  winged  tips  and  brogue 
foxings  on  boots  is  declining.  They  are  being  sold  in  the 
low-cuts  in  grain  or  boarded  leathers,  however.  Such  shoes 
are  worn, by  the  young  men  with  woollen  socks.  Russia  is 
the  biggest  seller  in  the  Oxfords,  some  selling  going  on  of 
blacks,  mostly  gun-metals.  Glazed  kid  is  moving  slowly. 
Patent  leathers  in  low-cuts  are  right  for  dress  wear.  Business 
is  picking  up  in  sport  lines. 

In  women’s  footwear  the  only  materials  for  novelty 
boots  having  any  sale  are  Ooze  calf  and  satin.  They  sell 
best  in  black  and  brown.  Louis  heel  boots  in  black  and  brown 
kid  are  going  slowly.  Boots  with  walking  heels  are  selling 
pretty  well  in  all  materials,  the  quickest  sellers  being  black 


and  brown  Ooze,  brown  kid  and  glazed  kid  with  some  Russia 
calf.  Patent  leathers  and  gun-metals  are  not  selling  so  well. 
Walking  Oxfords  with  better  heels  for  walking  are  in  good 
demand  in  Russia  calf,  gun-metal,  black  and  brown  kid  and 
ooze  calf.  Brogues  are  on  the  wane.  The  ordinary  Oxford 
with  Louis  heel  seems  to  be  picking  up  in  favor.  Strap 
patterns  are  still  the  favorites  in  all  materials.  Satins  and 
ooze  calf  still  lead  in  black,  brown  and  grey.  Some  call  is 
experienced  for  strap  effects  in  brown  kid,  mat  kid  and 
Russian  calf.  They  have  various  heights  in  the  Louis  heel. 
The  same  patterns  in  Cuban  heels  are  beginning  to  sell  well, 
more  particularly  in  brown  kid  and  Russia  calf. 

Pacific  Coast  Notions.— Men’s  shoes  are  selling  without 
much  regard  for  style,  the  demand  being  toward  heavier 
boots  with  a medium  toe  and  English  last.  Cordovan  is 
not  in  demand.  Brogues  are  a back  number.  There  is  a 
demand  for  lower  prices  rather  than  style. 

The  women  of  this  city  are  becoming  to  regard  the  strap 
slipper  as  quite  all  right  for  the  most  formal  occasions. 
Cloth  of  silver  one-strap  sandals  with  black  satin  quarters, 
three-strap  slippers,  tongue  pumps  decorated  with  beads 
are  all  being  worn.  There  is  a demand  for  cheaper  shoes 
for  ordinary  wear.  There  is  a good  demand  for  style  and 
it  would  seem  that  the  strap  effects  will  prevail  for  the  spring 
selling. 

In  all  the  centres  in  the  United  States  there  is  a marked 
tendency  on  the  part  of  retailers  to  unload  their  stocks. 
There  are  price-slashing  sales  in  all  the  larger  cities.  They 
at  last  realize  that  they  must  liquidate. 

INTERESTING  TABLE  OF  STATISTICS 

The  Labor  Gazette  published  a very  interesting  table 
in  Feb.  For  the  purpose  of  comparison  the  wholesale 
price  for  the  commodities  is  considered  to  be  one  hundred 
for  the  average  of  10  years — 1890  to  1900.  The  first  column 
of  figures  then  would  indicate  that  the  price  of  Leather, 
Hides  and  Boots  for  the  first  six  months  of  1920  was  almost 
three  times  the  average  price  for  the  first  year  ending  1900. 

With  this  explanation  the  table  will  be  easy  to  under- 
stand. 


Commodities 

July 

Dec. 

Decrease  in 

1920 

1920 

6 months 

Grain  and  Fodder 

401.1 

261.1 

37.5  per  cent. 

Leather,  Hides  and  Boots 

292.2 

223.8 

23.4 

Cattle  and  Beef 

392.4 

311.4 

20.8 

Textiles 

398.3 

328.6 

17.5 

Hogs  and  Hogs  products.. 

380.8 

314.6 

17,3 

Building  Materials 

397.2 

356.5 

10.5 

Iron  and  Steel  . 

275.1 

255.8 

7.0 

Increase 

Dairy  Products 

299.6 

340.0 

13.8  per  cent. 

This  shows  that  the  leather,  hides  and  boots  as  a com- 
modity has  the  lowest  index  number  at  the  end  of  the  year 
1920,  having  decreased  23.4%  from  July  to  December  last. 


NEW  CATALOGUE 

The  Columbus  Rubber  Co.  have  just  completed  a very 
handsome  catalogue,  containing  48  pages.  The  rubbers  are 
clearly  illustrated  by  the  use  of  large  well-made  cuts  which 
show  the  colors  and  the  material  used  very  distinctly.  The 
Columbus  Co.  make  a special  appeal  to  the  trade  through 
their  claim,  for  every  last  there  is  a Columbus  Rubber. 

They  illustrate  this  fact  in  their  catalogue  by  showing 
gum  boots,  lumberman’s  boots,  excluders,  storm  and  light 
overs  and  croquettes,  a series  of  30  lasts  for  men,  women, 
boys,  youths,  gents,  misses  and  children.  This  catalogue 
should  be  a decided  help  to  all  merchants  at  this  time. 
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Shoe  and  Leather 
Trade  Jottings 

Talk  of  Shop,  Factory  and  Street — 
Retail  Conditions  Improving — Manufac- 
turers Somewhat  Busier-  Leather  Trade 
Still  Quiet  -Foreign  Conditions 

BUSINESS  during  the  past  month  has  shown  some 
improvement.  Retailers  say  that  regular  trade  is 
much  better,  and  that  people  are  beginning  to  forget 
the  buying  strike.  Sales  have  also  been  in  progress  as  is 
usual  at  this  time  of  the  year  and  while  some  declare  them 
to  have  been  a success  others  state  that  the  surfeit  of  this 
kind  of  thing  that  has  been  given  the  public  for  some  months 
has  militated  against  their  efforts  to  clear  up  stocks  in 
January  and  February.  At  all  events  stocks  have  been 
coming  steadily  down  as  evidenced  by  a disposition  on  the 
part  of  retailers  to  buy  more  freely.  With  the  fine  weather 
that  has  prevailed,  in  Ontario  particularly,  there  has  been 
a little  more  enquiry  for  new  goods,  and  retailers  say  that 
there  is  very  little  disposition  to  quarrel  about  the  price 
such  as  obtained  a few  months  ago.  The  general  impression 
seems  to  be  that  spring  trade  will  be  good. 

Shoe  Manufacturers  Busier 

There  is  an  increased  movement  amongst  the  factories 
although  few  of  them  are  working  above  thirty  per  cent, 
of  their  capacity.  Some  of  the  larger  buyers  have  been  in 
the  market  during  the  .past  two  weeks  and  that  has  made 
quite  a little  flurry.  They  seem  to  be  willing  to  pay  fair 
prices  which  run  from  five  to  twenty-five  cents  a pair  less 
than  those  of  December.  There  seems  to  be  a good  call 
for  novelties,  especially  in  McKays  and  imitation  turns, 
many  of  the  jobbers  reporting  a shortage  in  these  lines. 
Strap  effects,  especially  in  suede  and  combinations,  already 
promise  to  be  very  popular,  and  it  looks  as  though  it  would 
be  difficult  in  the  next  month  or  so  to  meet  the  demand. 
Quite  a number  of  manufacturers  who  have  been  making 
exclusively  for  the  jobbing  trade  are  going  to  retailers  this 
season,  and  there  are  reports  of  several  manufacturers  of 
fine  goods  contemplating  opening  retail  stores.  Most  of 
the  manufacturers  catering  to  the  retail  trade  have  been 
making  up  stock  with  a view  to  meeting  the  demand  for 
spring  goods  when  it  comes,  but  even  then  it  looks  as  though 
there  will  be  such  congestion  by  the  middle  of  March  that 
many  dealers  will  be  short.  It  is  said  that  most  of  the 
jobbers’  samples  for  Fall  will  be  ready  in  a couple  of  weeks. 
Prices  will  show  a slight  recession. 

Leather  Conditions 

There  has  little  arisen  that  is  new.  - There  has  been 
only  a desultory  demand  for  both  upper  and  sole  stock, 
manufacturers  being  still  content  to  await  developments. 
There  are  reports  of  concessions  being  made  to  place  fair 
orders  for  upper  stock,  but  tanners  are  playing  a waiting 
game  as  well  as  manufacturers.  Stocks  are  fairly  large  on 
the  floors,  but  there  is  very  little  leather  in-process.  Tan- 
ners, notwithstanding  the  low  prices  of  hides,  have  been 
doing  very  little  buying,  content  to  wait  and  see  how  matters 
are  going  with  present ‘stocks.  The  hide  market  is  still 
shot  to  pieces,  there  being  no  valid  quotations  on  any  regular 
lines.  Packer  hides  are  still  going  begging  at  the  low 
prices  nominally  quoted  and  there  is  nothing  doing  in 
country  hides,  although  the  Chicago  market  quotes  buffs 
at  nine  cents.  Present  prices  of  leather  are  practically 
at  the  bottom  or  so  near  it  that  it  cuts  no  figure  in  the  price 
of  shoes.  Leather  men  seem  to  be  a little  more  anxious  to 


sell  than  they  were  a month  ago  but  there  are  no  authentic 
reports  of  cutting. 

American  Business 

Reports  from  all  the  American  centres  indicate  a 
decided  improvement  in  retail  conditions,  and  buying  has, 
therefore,  picked  up  considerably  during  the  past  two  or. 
three  weeks.  Manufacturers  have  begun  to  feel  the  change 
and  most  of  the  plants  which  have  been  idle  or  running  on 
short  time  are- beginning  to  get  busy.  There  is  a decided 
demand  for  novelties,  especially  in  women’s  shoes,  and  it 
looks  as  though  retailers  were  beginning  to  fear  they  would 
be  short  of  salable  spring  lines.  In  leather  there  is  very 
little  movement.  The  hide  market  is  absolutely  dead  and 
the  low  quotations  for  standard  lines  find  very  few  takers. 
Leather  men  are  plugging  away,  however,  and  say  that  the 
demand  is  improving,  especially  for  the  better  grades  which 
demand  fair  prices.  Morocco  manufacturers  claim  that 
prices  are  firm  in  higher  grades  of  black  and  colors  in  glazed 
kid,  and  there  is  likely  to  be  a strengthening  as  the  season 
opens  up  owing  to  the  scarcity  of  real  first  class  skins. 

Overseas  Conditions 

Business  in  Great  Britain  and  on  the  continent  continues 
dull  and  listless.  The  continued  adverse  exchange  conditions 
have  had  a most  deterring  effect  on  export  business,  which 
is  at  a very  low  ebb  and  reports  from  all  over  the  United 
Kingdom  indicate  that  heavy  stocks  and  a disinclination  on 
the  part  of  the  public  to  buy  is  telling  very  seriously  on  the 
production.  Most  of  the  factories  are  on  short  time. 
The  outlook,  however,  seems  to  be  brightening  and  it  is 
thought  that  the  coming  month  will  see  a decided  change  for 
the  better.  There  has  been  some  talk  of  opening  up  trade 
with  Russia  again  which  will  mean,  if  it  goes  through,  con- 
siderable business  in  shoes  and  leather  Now  that  South 
Africa  has  settled  down  to  business  and  with  encouraging 
reports  from  other  quarters,  the  British  Boot  Trade  is 
expecting  a return  of  good  business  in  the  near  future. 


ST.  JOHN  NOTES 

George  W.  Gray,  of  Gray  Bros.,  shoe  retailers,  has  been 
re-elected  treasurer  of  the  Cedar  Hill  Cemetery  Co. 

George  Iliff,  who  was  with  the  J.  M.  Humphrey  Co., 
Ltd.,  before  going  overseas,  is  now  in  the  repair  department 
of  Percy  J.  Steel. 

St.  John  is  having  a very  mild  winter  and  considering 
the  times  we  are  passing  through  the  retailers  say  business 
is  good.  It  has  been  a poor  winter  for  overshoes  and  those 
who  bought  heavily  will  have  them  left  on  their  hands. 

Miss  Hayes,  daughter  of  R.  T.  Hayes,  president  of  the 
John  Humphreys  Co.,  is  recovering  from  a recent  operation. 

J.  R.  Robertson,  who  was  with  Ames  Holden,  Mc- 
Cready,  Ltd.,  has  left  that  firm. 

H.  E.  Sibson,  who  was  in  the  repair  department  of  Water- 
bury  and  Rising,  Ltd.,  has  severed  his  connection  with  that 
firm  and  opened  a shop  of  his  own. 

John  Owens,  of  the  firm  of  Ames  Holden,  McCready, 
Ltd.,  passed  away  at  the  St.  John  Infirmary  from  tuber- 
culosis. He  was  a bright  promising  young  man  and  had 
been  married  only  three  months.  His  family  has  the  deepest 
sympathy  of  the  shoe  men  of  St.  John. 

The  many  friends  of  Robert  Warwick  will  sympathize 
with  him  in  the  death  of  his  mother.  Mr.  Warwick  was 
formerly  with  the  McRobbie  Shoe  Go. 

J.  K.  Sheils,  who  served  overseas  with  the  1st  division, 
has  been  given  the  position  of  credit  manager  of  Ames, 
Holden,  McCready,  Ltd. 

Many  a man-machine  runs  hard  for  want  of  a little  oil. 
Praise,  appreciation  and  right  conditions' are  excellent  lubri- 
cants for  the  man-machine. 
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Religion  and 
Industry 

Summary  of  Address  by  O.  Eatough,  Esq., 
J.P.,  of  Sir  Henry  Tricketts  Limited, 
Waterfoot,  at  a Meeting  of  the  Lancashire 
and  Cheshire  Baptist  Association 

MR.  OLIVER  EATOUGH,  J.P.,  the  head  of  Sir 
Henry  Trickett  Limited  and  personally  known  to 
very  many  of  the  shoe  trade  of  Canada,  was  a few 
months  ago  elected  to  the  position  of  Moderator  of  the 
United  Baptist  Associations  of  Lancashire  and  Cheshire,  it 
being  the  first  time  a layman  has  ever  held  that  position.  He 
delivered  an  address  at  the  Annual  Meeting  at  Burnley 
which  has  been  very  widely  published  and  edmmented 
upon  on  the  subject  of  Religion  and  Industry. 

Mr.  Eatough  is  one  of  the  brightest  and  most  pro- 
gressive shoe  men  in  Great  Britain,  and  the  works  at  Raw- 
tenstall  are  known  not  only  as  the  largest  and  best  of  their 
kind  in  the  country,  but  through  his  personal  efforts  such 


OLIVER  EATOUGH,  J.P. 


relationships  have  been  established  between  the  company 
and  its  employees  as  demonstrate  what  may  be  accomplished 
in  solving  the  unrest  that  seems  to  have  seized  upon  labor 
throughout  the  world. 

In  his  address  the  speaker  referred  to  the  fact  that 
the  Founder  of  Christianity  was  the  Son  of  a carpenter 
and  his  sympathies  were  always  with  the  worker,  although 
he  was  merciless  with  regard  to  slothfulness,  slackness, 
neglect,  dishonesty,  eye-service  and  failure  to  make  the 
most  of  God-given  talents.  The  ultimate  test  of  any 
industrial  order  is  the  man  it  makes,  the  character  it  pro- 
duces and  the  personality  it  creates.  There  is  no  room 
within  the  Kingdom  for  a system  of  industry  which  de- 
spiritualizes  and  de-humanizes  the  workers,  weakens  the 
sense  of  their  vocation,  takes  away  all  joy  from  work  turn- 
ing them  into  mere  machines. 

Mr.  Eatough  quoted  at  length  from  the  Archbishop  of 
Canterbury,  Rt.  Hon.  Lloyd  George,  Rt.  Hon.  G.  N.  Barnes, 
M.P.,  ex-British  Cabinet  Minister,  Rev.  Dr.  Jowett  and 
others  to  show  that  the  practice  of  Christian  principles 
is  the  only  solution  for  social  as  well  as  industrial  unrest. 
In  this  connection  he  repeated  the  words  of  the  Premier 


on  the  attitude  of  the  Christian  Church  towards  social 
reform  as  follows: 

“It  is  not  so  much  the  function  of  the  Church  to  pro- 
mote any  special  reforms  as  to  create  an  atmosphere  in 
which  not  only  is  reform  possible,  but  in  which  a per- 
petuation of  evil  is  impossible.  It  is  not  so  much  the 
actual  proposals  that  matter.  What  matters  most  is  the 
spirit  in  which  you  approach  the  problems,  examine 
the  evils,  face  the  difficulties,  frame  the  remedies,  and 
afterwards  work  them.  It  is  the  fostering  of  that  spirit 
that  is  the  supreme  duty  of  the  Christian  Churches.” 

For  a few  minutes  longer  I want  to  strike  a more  per- 
sonal note  by  stating  what  I believe  should  be  the  attitude 
of  Christian  business  employers  towards  those  whom  they 
employ. 

In  the  first  place,  I would  like  to  say  that  if  we  are 
ever  to  have  a permanent  improvement  in  the  relations 
between  employers  and  workers  this  must  be  founded  upon 
other  than  a cash  basis.  It  may  be  known  to  some  of  you 
that  I hold  very  strong  views  with  regard  to  what  I consider 
should  be  the  relationship  existing  between  employers  and 
employed.  For  to  fill  successfully  the  position  of  an  ideal 
employer  a man  must  possess  certain  qualities  of  heart 
and  mind,  and  above  all,  he  should  be  a man  of  absolute 
integrity,  and  what  he  promises,  he  should  fulfil,  for  his 
word  should  be  his  bond.  Then  he  should  be  human, 
always  showing  a strong  natural  sympathy  towards  his 
workpeople,  and  this  should  be  shown  in  a practical 
manner  by  doing  all  in  his  power  to  help  them  to  help 
themselves.  For  I strongly  object  -to  any  intention  ol 
doing  these  things  in  a philanthropic  or  charitable  spirit, 
and  maintain  that  the  advantages  gained  by  any  welfare 
or  benevolent  policy  we  have  inaugurated  in  our  factories, 
have  been  mutual.  Whilst  the  employee  benefits,  the 
firm  is  amply  recouped  for  any  outlay  or  effort  entailed  by 
securing  for  its  service  the  best  that  can  be  obtained, 
not  only  in  brain  and  muscle  but  also  in  those  real  business 
assets,  willingness  and  loyalty  to  service. 

Humanity  in  Business 

From  experience,  I can  say  that  the  policy  of  being 
human  in  business,  and  “doing  to  others  as  we  should  like 
them  to  do  to  us,”  has  been  justified  by  results,  for  I say 
with  joy  in  my  heart,  that  I am  proud  to  think  of  the  real 
and  very  strong  spirit  of  brotherliness  and  helpfulness  which 
exists  between  our  own  1,500  workpeople  and  the  manage- 
ment, thereby  rendering  business  a pleasure  to  all.  As 
employers,  we  want  to  recognize  more  than  we  have  done 
that  when  we  take  young  men  and  women  into  our  employ 
we  incur  a moral  responsibility,  and  our  duty  does  not  end 
when  we  hand  out  their  wages  at  the  week-end,  for  I believe 
that  if  we  are  ever  to  reach  the  highest  production  of  goods, 
as  manufacturers  we  must  see  to  it  that  the  conditions  are 
such  that  they  will  tend  to  make  it  easier  for  the  worker 
to  reach  the  highest  possible  standard  of  life,  and  this  can 
never  be  attained  where  strife  and  industrial  disputes 
continually  exist.  For  I am  fully  convinced  that  the 
greater  progress  can  be  made  in  any  business  where  those 
at  the  head  have  the  least  selfish  aims.  I could  quote 
many  firms  who  are  well  known  to  you,  who  have  been  most 
prosperous  and,  to  my  mind,  the  reason  is  largely  due  to 
their  having  been  interested  in  the  human  side  of  their 
business.  So  we  need  more  than  ever  to  realize  what  the 
Christian  faith  implies,  and  having  done  so,  to  express  that 
faith  boldly' in  practical  life,  for  we  profess  to  believe  that 
it  is  God’s  Will  that  His  Kingdom  should  come  on  Earth. 
So  we  ask — 

“Can  the  Gospel  solve  industrial  problems?” 

I say  “Yes,”  if  those  of  us  connected  with  industry, 
masters  and  workers  alike,  would  carry  out  our  Christian 
duties.  Therefore,  I make  a plea  for  a closer  union  between 
Religion  and  Industry. 
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At  the  service  of  the  industry 

With  the  introduction  of  new  lasts 
and  patterns  incident  to  the  ap- 
proach of  the  new  Fall  Season,  it  is 
timely  to  remind  the  Shoe  Manu- 
facturer that  most  makers  have 
found  it  to  be  to  their  advantage 
to  use  U.S.M  C. 

CUTTING  DIES 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch:  28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


Shoe  and  Leather  Journal 

Published  Twice  cl  Month, 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 

#*■ — — “ — — ■ — — 4 


V — ■? 

$1.50  a Year  Foreign,  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 


JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


A I AHE  approach  of  a new  season  may  find  some  of  the  manufacturing  element 
in  the  trade  more  or  less  in  a state  of  “fudge” — probably  unnecessarily  so. 
We  hope  that  many  of  them  will  become  set  in  their  policy  before  the  season  is 
under  way. 

The  point  in  question  is  brought  on  by  an  effort  to  find  an  outlet  for  manu- 
factured shoes,  or  a source  of  orders  for  future  production,  and  is  the  result  of 
conditions  at  present — and  only  at  present — beyond  the  control  of  the  manufac- 
turers. It  interests  mainly  these  good  shoe-making  organizations  whose  habit  it 
has  been  to  find  their  outlet  through  the  wholesale  shoe  trade. 

It  is  a generally  accepted  fact  that  some  jobbers — only  a few — cancelled  orders 
placed  for  last  fall  and  that  practically  none  ordered  much  new  stuff  for  spring 
until  just  recently.  This  condition  meant  stagnation  to  the  manufacturers  who 
saw  others  selling  the  retail  trade  operating  at  least  25%  of  capacity. 

Some  have  tried  to  hold  the  jobber  blameworthy  but,  while  we  defend  or 
accuse  no  one,  are  they  correct?  Who  bought  all  the  factories  could  produce  for 
years?  Who  over-sold  the  jobber?  Who  made  the  shoes  he  now  has  in  abund- 
ance? Who  made  it  possible  for  many  factories  to  operate  at  a profit?  Who, 
when  business  rights  itself,  will  buy  in  600  pair,  1,200  pair  and  1,800  pair  lots? 
The  manufacturer  who  wants  that  kind  of  business  about  a year  from  now  should 
settle  his  policy.  Make  the  choice  in  the  open — detail  only,  Jobber  and  Retail  or 
Jobber  only— and  not  be  afraid  to  let  the  trade  know  where  you  stand. 
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Hi 


pat  app'Dfor 


HP  HIS  patented  TANGUAY  hockey  boot  has 
appearance,  practicability  and  value  to 
recommend  it  plus  other  selling  features. 

The  ability  to  specialize,  so  plainly  demon- 
strated in  Tanguay’s  Hockeys,  is  again  shown  in 
Tanguay’s  Staples  that  are  made  better  than 
usual  and  prices  that  appeal  to  the  trade  as 
“rock  bottom.” 


JOS.  TANGUAY 

34  King  Street  (Cor.  St.  Dominique) 

QUEBEC,  P.Q. 
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SHOE  FACTORIES  IN  QUEBEC 


Copyright.  Canada.  1920.  by  the  Acton  Publishing  Co.,  Limited,  Toronto. 


British  Copyright  secured 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  St,  Valier. 

Clement,  Oscar,  234  St.  Helepe. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A.,  631  St.  Valier. 

Rjchard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  1’ Incarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  1 ’Incarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 
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A Better  Value 


HERE  are  many  standards  in 


Men’s  Welts,  but  however  you 
may  judge  them  you  will  approve  of 
this  one  as  a leader.  It  is  a well 
made  shoe  at  the  price  that  makes 
it  sell. 

Equally  astonishing  values  in 
our  McKay’s  for  Youths,  Boys, 
Women  and  Misses.  See  the  new 
line  and  judge  for  yourself. 


LAGACE  & LEPINAY 


22  St.  Anselme  Street 

QUEBEC  P.Q. 


Mention  “ Shoe  and  Leather  Journal”  zvhen  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


61 


Development  of  the 
Shoe  Industry 

Mr.  David  Marsh  Tells  Quebec  Rotarians 
About  the  Development  of  the  Industry 
in  Canada  Since  the  Early  Days 

AT  a recent  meeting  of  the  Quebec  Rotary  Club  Air. 
David  Marsh,  of  the  Wm.  A.  Marsh  Co.,  Limited, 
delivered  an  address  on  the  development  of  the  boot 
and  shoe  industry  in  Canada,  from  which  the  following 
extracts  are  taken: 

The  first  account  we  have  of  shoes  being  made  in  Canada 
was  in  the  year  1667.  By  1671  one-third  of  all  the  shoes 
required  by  the  French  colonists  were  being  made  in  the 
colony.  Up  to  the  time  of  the  introduction  of  machinery, 
boots  and  shoes  were  made  almost  entirely  to  order  for 
individual  requirements.  This  necessitated  a large  number 
of  shops.  In  government  returns  up  to  as  late  as  1911  a 
factory  was  considered  an  establishment  employing  five 
hands  or  more,  so  there  were,  naturally,  a great  many 
“factories” 

“In  1870  there  were  in  Canada  4191  establishments 
making  shoes  of  all  kinds.  The  total  capital  of  these  amount- 
ed to  $3,266,033,  and  the  value  of  their  output  amounted 
to  $16,133,638.  In  1918,  there  were  161  listed  factories, 
the  total  capital  of  which  was  $33,274,753,  whereas  the 
value  of  the  products  was  $46,387,665.  The  number  of 
establishments,  then,  has  been  reduced  by  over  4,000,  the 
capital  invested  has  increased  by  about  $30,000,000  and 
the  value  of  the  products  has  increased  by  about  $30,000,000. 
The  industry  has  tended  to  concentrate  in  centres  where 
theie  was  a favorable  labor  market  and  where  raw  materials 
were  readily  available. 

In  the  Montreal  district  there  are  some  53  factories 
producing  46.3%  of  the  leather  footwear  made  in  Canada. 
In  Quebec  City  and  vicinity  are  32  factories  producing  18.3% 
of  the  whole.  We  see,  then,  that  about  65%  of  all  the  leather 
shoes  produced  in  Canada  are  made  between  Quebec  and 
Montreal.  The  province  of  Ontario  with  about  the  same 
number  of  factories  as  Montreal  produces- about  31%  of 
the  entire  Canadian  output,  the  Maritime  Provinces  and 
British  Columbia  producing  the  balance. 

“ In  the  manufacture  of  a pair  of  boots  over  200  distinct 
operations  are  performed.  . . . The  earnings  of  piece-workers 
are  very  substantial.  It  is  not  an  uncommon  thing  for 
a capable  worker  to  earn  as  high  as  $75  or  $80  per  week 
in  the  season.  Certainly  the  average  wage  compares  favor- 
ably with  that  earned  in  other  lines. 

“In  1918  the  shoe  manufacturers’  dollar  was  distri- 


buted as  follows: 

Cost  of  Material ...  20%% 

Payments  to  employees 59  % 

Manufacturing  and  selling 15  % 

Returns  on  investment.  .. 5 lA% 


Total 100  % 


“The  Canadian  shoe  manufacturers  are  now  producing 
leather  footwear  equal  in  quality  to  that  manufactured  in 
any  other  part  of  the  world,  not  even  excepting  the  United 

States With  the  growth  of  the  Canadian  market,  too, 

manufacturers  have  been  able  to  devote  factories  exclusively 

to  the  production  of  fine  shoes Factories  in  Canada 

are  now  making  the  finest  of  shoes  in  all  widths  from  AAA  to 
EE. 

“During  the  fiscal  years  19x8  and  1919  Canadian 


manufacturers  exported  shoes  to  the  United  States  to  the 
value  of  almost  half  a million  dollars,  these  exports  consisting 
only  of  shoes  of  the  highest  grades  made  in  Canada. 

“The  United  Shoe  Machinery  Company,  which  has  a 
branch  factory  in  Canada  run  as  an  entirely  Canadian 
institution,  practically  controls  the  shoe  industry  through 
patents  on  its  machines.  Few  of  these  machines  are  sold 
outright,  being  installed  either  on  a royalty  or  a rental 
basis.  Therefore  it  requires  exceedingly  small  capital  to 
start  into  the  business  of  manufacturing  boots  and  shoes. 
Profits  are  extremely  low.  It  is  unusual  for  the  profit  on 
the  turnover  to  reach  5%  net — one  of  the  lowest  returns 
in  manufacturing  industry  and  only  possible  to  bear  with  on 
account  of  the  usual  stability  of  the  business. 

“ During  1919  the  average  production  of  shoes  in  Canada 
per  establishment  was  a little  over  500  pairs  per  day.  based 
on  250  days,  of  operation.  The  total  for  all  factories  was 
77,000  pairs  daily.  This  contrasts  with  the  average  produc- 
tion in  the  factories  of  the  United  States,  which  reach  a 
figure  of  from  600  to  700  pairs  per  day.  One  company  alone 
in  the  country  to  the  south  of  us  has  a daily  production 
capacity  of  more  than  75,000  pairs,  which  is  almost  as 
much,  as  you  see,  as  the  total  Canadian  production  for  the 
day.  One  factory  alone  in  the  United  States  has  a turnover 
of  $100,000,000. 

“ It  is  only  recently  that  Canadian  firms  have  been  in 
a position  to  consider  export  business  and  they  are  even 
now  handicapped  by  competition  from  the  factories  of  the 
United  States.  It  would  seem,  however,  that  a favorable 
opportunity  for  extending  the  export  of  Canadian  boots  and 
shoes  is  presented  at  the  present  time,  owing  to  the  fact 
that  foreign  currencies  are  worth  considerably  more  in 
Canadian  dollars  than  in  American  dollars,  but  a large  part 
of  this  advantage  is  offset  by  the  fact  that  Canadian  manu- 
facturers are  obliged  to  purchase  in  the  United  States 
considerable  quantities  of  the  raw  materials,  which  are  not 
obtainable  in  Canada,  and  which  have  to  be  paid  for  in 
American  money  in  the  face  of  the  adavnce  exchange  at 
present  ruling. 

“When  prices  were  advancing  during  the  war,  pur- 
chasers of  shoes  expected  and  received  production  from  the 
manufacturer,  and  now  that  the  prices  are  declining  they 
are  demanding  the  same  protection.  Many  manufacturers 
realize  the  necessity  of  taking  their  loss  on  materials  on 
hand  and  are  satisfied  to  give  this  protection,  at  least  until 
their  present  stocks  are  disposed  of.  I do  not,  however, 
see  how  it  will  be  possible  for  them  to  continue  such  pro- 
tection when  they  have  exhausted  their  present  stocks  and 
are  again  obliged  to  enter  the  open  market  for  raw  materials. 
Certainly  there  is  no  similar  protection  given  them  by 
tanners  and  other  manufacturers  of  raw  materials  and  the 
margin  of  profit  on  the  sale  of  shoes  is  not  sufficient  to  permit 
the  continuance  of  such  a policy. 

The  above  is  admittedly  only  a summary  of  an  address 
which,  from  all  reports,  was  entertaining,  illuminating  and 
instructive.  Mr.  Marsh  is  one  of  the  group  of  younger 
business  men  in  our  industry  who  have  been  successfully 
battling  over  the  rough  ground  of  the  past  year  or  so.  As 
the  directing  head  of  one  of  our  oldest  and  one  of  the  con- 
servative houses  of  the  industry  he  has  had  a great  fund  of 
data  at  his  disposal  and  is  well-informed  on  the  history  and 
present  conditions  of  the  trade. 

We  would  like  to  take  the  liberty  of  commenting  on 
one  feature  of  Air.  Alarsh’s  remarks — that  portion  of  the 
address  where  he  refers  to  the  necessity  of  buying  raw 
materials  and  supplies  from  the  United  States.  Sir  Henry 
Drayton  touched  on  the  same  point  in  his  address  before 
the  Convention  of  the  Shoe  Manufacturers’  Association  in 
Toronto. 

There  has  been  a lot  of  money  spent  by  our  factories 
on  a “ Made-in-Canada”  campaign.  Sir  Henry  pointed  out 
that  it  would  be  inconsistent  for  a manufacturer  who  de- 
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liberately  bought  the  merchandise  of  foreign  make  to  expect 
to  get  away  with  the  “ Made-in-Canada”  programme.  It 
seems  unwise  at  the  present  time  for  either  individual  or 
corporation  to  still  further  augment  our  terribly  adverse 
trade  balance  by  purchasing  anything  abroad  than  can 
possibly  be  bought  at  home.  Not  a few  of  the  shoe  manu- 
facturers in  all  fairness  and  in  all  consistency  ought  to  take 
a little  “Made-in-Canada”  medicine  themselves. 

THE  VALUE  OF  THE  TRADE  PAPER 

Your  trade  paper  will  keep  you  pretty  well  in  touch 
with  the  trend  of  trade  in  your  line — that  is  its  primary 
function — to  keep  you  informed  of  any  tendencies  up 
or  down  in  the  prices  of  your  commodities  or  in  the 
volume  of  turnover  generally.  True,  there  are  times  when 
no  trade  paper  can  tell  just  what  is  going  to  happen,  but 
other  things  being  equal,  your  trade  paper  will  have  a 
better  chance  of  knowing  what  to  expect  than  an  individual. 
It  has  the  facilities  for  finding  out  things  and  of  assembling 
and  co-relating  facts  and  figures  which  often  clear  up  a 
situation.  By  reading  his  trade  paper,  the  smallest  merchant 
may  have  the  advantage  of  the  opinions  of  the  very  largest 
men  in  his  field.  It  is  the  duty  of  a trade  paper  to  dis- 
seminate knowledge  of  new  methods  and  practices.  A man 
in  a very  remote  locality  may  stumble  upon  a good  idea  or 
he  may  perfect  a process  after  a lifetime  of  effort,  and  his  trade 
paper  will  then  pass  it  along  to  the  rest  of  the  trade.  In 
the  matter  of  choosing  styles,  your  trade  paper  is  invaluable. 
Style  is  a moody  thing  and  is  apt  to  shift  about  and  change 
a good  deal  in  a short  time.  Few  people  want  to  buy  any- 
thing that  is  admittedly  risky  as  to  style,  so  it  becomes 
necessary  for  all  dealers  to  keep  posted  on  the  constant 
changes  of  fashion.  There  is  no  better  medium  than  the 
trade  paper  for  this  purpose. 


Sometimes  someone  starts  on  a crusade  against  what 
he  believes,  in  his  ignorance,  is  an  injustice  or  a wrong. 
He  may  be  at  the  foot  of  the  throne  with  a thousand  dele- 
gates to  support  his  cause  before  the  general  public  knows 
anything  about  it.  Such  things  rarely  get  so  far  advanced 
without  the  trade  paper,  if  there  is  one  for  the  line  of  endeavor 
affected,  knowing  what  is  afoot.  The  paper  then  makes 
an  analysis  of  the  facts,  publishes  them  and  thus  informs  all 
those  most  interested,  so  that  if  opposition  is  necessary  it 
may  at  once  be  organized.  A trade  paper  is  on  a par  with 
trade  organization  in  this  respect. 

In  every  line  of  endeavor  there  are  innumerable  little 
quirks  and  turns  that  may  be  worked  to  advantage. 
Only  in  the  most  progressive  circles  are  all  these  little  things 
being  employed.  Your  trade  paper  is  constantly  finding 
out  something  new  and  placing  them  before  everyone  in  the 
trade,  Many  persons  start  business  filled  with  zeal  and 
enthusiasm  and  a full  knowledge  of  all  the  best  methods 
and  ideas  then  in  vogue,  but  as  time  goes  on  other  ideas  and 
methods  are  promulgated  and  they  fall  behind.  It  is  rarely 
that  such  as  these  realize  that  they  are  falling  behind. 
If  they  read  a good  trade  paper  they  will  be  able  to  always 
keep  abreast  of  the  times. 

Finally  the  expense  of  taking  a trade  paper  is  so  small 
that  it  is  not  really  to  be  considered.  For  the  few  minutes 
spent  in  reading  it  and  the  few  cents  it  costs,  there  are  few 
things  that  will  yield  so  great  returns  as  a good  trade  paper. 


Did  you  ever  try  a magnet  to  clean  your  bench  of  tacks 
and  nails  that  are  sure  to  drop  and  accumulate  on  it?  It’s 
a good  scheme.  Have  a large  one.  Get  a blacksmith  to 
make  it  then  take  it  to  the  local  electric  light  plant  and 
have  it  magnetized.  It  will  work  wonders.  If  you  cover 
your  bench  with  zinc  you  will  keep  it  much  cleaner  than 
can  be  done  with  a wooden  top. 


THE  COMPLETE  LINE 


We  emphasize  our  hockey  shoe  so  often  to  draw 
your  attention  to  a line  that  is  the  leader  in  sales 
of  all  Sporting  Boots  in  Canada — it  leads  because 
it  represents  so  much  value. 

The  Samson  Staple  deserves  just  as  prominent  a 
place,  selling  from  Coast  to  Coast. 

ALSO 

Medium  McKays  and  Stand- 
ard Screws,  Heavy  Work 
Shoes,  Sporting  Boots,  Welts. 
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A 

ROCK-BOTTOM 

PRICE 

PROPOSITION 

The  Jobber  who  orders  a 3,000pair 
assortment  amon^  these  lines  will 
make  his  best  buy  of  the  season. 


RUSH  DELIVERY 


McKAYS,  ETC. 

In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following  on  the 
above  basis: 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’ and  Gent’s  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

” 614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses’  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 

Screw  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 
Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKav,  Louis 
Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 

500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 


MEN’S  WELTS 

No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

” 0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 

600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 

PRICES  AT  LOWEST  LEVEL 


DUCHAINE  <0. 

195  De  la  Couronne 


PERKINS 

Quebec,  Que. 


Mention  "Shoe  and  Leather  Journal”  ivhen  writing  an  advertiser 
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POSITIVELY 
WILL  REMAIN  A 
SOLID  COLOR  AS 
LONG  AS  THE 
SHOE  HOLDS 


We  want  to  emphasize  the  fact  that  there 
is  as  much  difference  in  tanned  horse  as 
in  kid. 

There  is  only  one  best  Surface  Kid  and 
that  is  without  question  BORNE’S. 


ONESIME£OULET 


Great  Values 
For  the  Jobber 


WHEN  WE  SEE  ANY 
WAY  TO  INCREASE  THE 
ATTRACTIVE  VALUES 
WE  OFFER,  WE  DO  SO. 


That  policy  has  kept  Goulet  Shoes  among 
the  lines  that  are  actually  sold  by  the  better 
jobbers. 

This  season  we  will  be  offering  several  new, 
attractive  lines. 

Men’s  and  Boys’  Welts,  Women’s  Mock  Welts, 
McKays  and  Standard  Screw  for  Men,  Women, 
Misses,  Boys,  Youths  and  Children. 

A solid  line  of  Pegged  Shoes  for  Men  and  Women. 


O IN  ESI  ME  GOULET 

575  St.  Valier  St.  Quebec 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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A Medium 

In  a short  time  the  values  we 
offer  have  driven  us  to  ex- 
pansion. 

We  don’t  make  the  highest 
priced  shoes,  but  for  shoes 
that  sell  every  day  Merchants 
and  Jobbers  will  not  find 
better  value  anywhere. 

McKays  for  Women,  Misses,  Children 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 

1 
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^ Close  personal  super- 
vision ensures  a uniform 
standard  for  every  line. 

Making  Welts  for  Men,  Boys,  Youths, 
Women  and  Misses ; McKays  for  Men, 
Boys,  Youths,  Women  and  Misses; 
Standard  Screw  for  Men  and  Boys. 


LUDGER  DUCHAINE 

593  St.  Valier  St.,  QUEBEC 


u 
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Heavily  concentrated  upon 
McKays  and  Standard 
Screw  for  Men  and  Boys. 
A line  selling  everywhere 
at  a profit. 


LUC  ROUTIER 

56  Colomb,  QUEBEC 


Z'&:i 


CHAS.  E.  ROY  & CO. 

(REG.) 


DEALERS  IN 

New  and  Second-Hand  Machinery 


Leather  and  Shoe  Findings 

Let  us  know  your  requirements 
We  may  have  what  you  want 

31  Colomb  St.  QUEBEC  CITY 


More  Canadian  Shoe  Dealers 

More  Canadian  Jobbers 

More  Canadian  Manufacturers 

Read  the  Shoe  and  Leather 
Journal,  then  read  all  other 
Canadian  Shoe  publications 
combined. 


Mention  "Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  “Maryon”  Shoe 


A Highly 


of 

Women’s  McKays 

in  the 

Better  Grades 
Featured 
Exclusively  in  all 
Colors 
of 

J/ode  Kid 


A stylish  high-grade  shoe 
you  need  for  Spring  Trade 


Write  for 
Stock  Folder 


LACHANCE  & TANGUAY  QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  rvhen  writing  an  advertiser 
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ADVERTISING  INDEX 

(QUEBEC  CITY) 


Blouin,  Pierre,  Reg’d 

59 

Borne,  Lucien 

64 

Children’s  Shoe  Mfg.  Co. 

66 

Duchaine,  Ludger 

66 

Duchaine  & Perkins 

65 

Goulet,  Onesime. 

64 

Lagace  & Lepinay 

60 

Lachance  & Tanguay ... 

67 

Marois,  A.  E.,  Limited  58 

Routier,  Luc  66 

Ritchie,  Jno.,  Co.,  Limited  62 

Roy,  Chas.  E.,  & Co.  66 

Samson,  J.  E.,  Enr  63 

Stobo,  J.  M.,  Co.,  Limited  68 

Tanguay,  Jos.  56 

United  Shoe  Machinery  Co.  of  Canada,  Limited  54 
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Shoe  Industry 
Statistics 

Total  Capital  Invested  in  Boot  and  Shoe  In- 
dustry in  Canada  $38,680,581  with  161  Plants 

THE  development  of  the  leather  boot  and  shoe  industry  in 
Canada  is  shown  by  the  fact  that  there  are  161  individual 
plants  in  the  Dominion,  with  a total  capital  investment  of 
$38,680,581,  according  to  figures  supplied  by  the  Dominion  Bureau 
of  Statistics  up  to  the  end  of  1919. 

Of  the  total  branches  91  are  situated  in  Quebec;  56  in  Ontario; 
5 in  New  Brunswick;  5 in  British  Columbia,  and  4 in  Nova  Scotia. 

The  amount  of  capital  invested  in  the  industry  by  items  is 
given  in  the  following  summary  table  for  each  province  and  the 
Dominion. 


Prov- 

Land 

buildings 

Machinery 

Materials 
on  hand, 

Cash 

trading 

and 

operating 

Total 

inces 

and 

and 

stocks  in 

accounts, 

capital 

fixtures 

$ 

tools 

$ 

process, 

etc. 

$ 

bills, 

receivable, 

etc. 

$ 

$ 

Que. 

4,477,081 

1,848,043 

12,736,641 

5,832,486 

24,894,251 

Ont 

1,422,885 

1,229,089 

5,988,906 

2,223,044 

10,863,924 

N.B 

185,349 

101,817 

716,802 

397,454 

1,401,422 

N.S 

123,631 

93,737 

700,706 

271,131 

1,218,205 

B.C 

11,674 

40,538- 

241,490 

9,077 

302,779 

Canada 

totals ' 

6,249,620 

3,313,224 

20,384,545 

8,733,192 

38,680,581 

Power  Employed 

The  various  kinds  of  power  employed  in  the  industry  with 
their  indicated  horsepower  and  the  horsepower  actually  used  are 
given  below: — 

Horsepower 

Indicated  actually 

horsepower  employed 

973  745 

125  108 

40  35 

4,889  4,030 

334  248 


Kind  Unit 

Steam  engines 13 

Gas  and  oil  engines... 7 

Water  wheels 1 

Electric  motors 753 

Generators  or  dynamos 7 


Materials  Used 

The  quantity  and  the  cost  value  delivered  at  the  factory  or 
works  of  the  material  used  is  presented  in  the  table  below: — 


Kind  of  Materials 


Unit  of 
measure 


Quantity 


Cost  value 
at  factory 


Upper  leather,  purchased  by 
Upper  leather,  purchased  by 

measure feet 

Upper  leather  purchased  by 

weight lbs. 

Sole  leather lbs. 

Lining  leather feet 

Leather  cutstock,  including 

heels,  soles,  etc doz. 

All  other  leather 

Duck  and  other  linings  (not 

leather) yds. 

Prepared  heels,  counters, 

shanks,  box  toes,  etc 

Rubber  heels doz.  pr. 

Rubber  and  composition  soles..  “ “ 

Thread 

Lasts pairs 

Patterns sets 

Shoe  nails,  pegs,  and  all  other 

findings.. 

All  other  materials  including 

containers 


3,874,791 

12,881,422 

4,565,132 

716,965 

4,068,208 


183,193 

103,052 

475,002 

51,952 


Production 

The  number  and  the  selling  value  of  the  various  items  of  pro- 
duction are  presented  in  the  following  summary: — 


34,092,425  18,321,138 


Classes  of  Products 
Boots  and  shoes — 


Number  of 
pairs 


Selling  value 
at  factory 


Men’s... 

$ 5,417,956 

$25,454,982 

Boys’ 

864,224 

2,604,573 

Youths’ 

565,037 

1,269,860 

Ladies’ — 

5,747,248 

22,180,983 

Misses’ 

1,404,494 

3,139,493 

Girls’... 

1,774,670 

3,093,325 

Slippers-— 

Men’s,  boys’  and  youths'... 

Ladies’,  misses  and  girls’ 

502,601 

718,237 

1,223,939 

1,556,552 

Infant ’s  shoes  and  slippers 

861,505 

855,441 

Larrigans 

185,411 

667,425 

Moccasins. 

344,775 

641,067 

All  other  kinds 

268,889 

849,180 

Snowshoes,  leggings,  ankle  supports,  etc. 

231,087 

Custom  and  repair  work 

56,923 

Totals 

$19,160,749 

$63,319,128 

Classification  of  Boots  and  Shoes  by  Processes 

The  number  of  pairs  of  boots  and  shoes  manufactured  by 
different  processes  is  enumerated  in  the  following  table: — 

Process  - No.  of  Pairs 

Hand  made ........  S 217,146 

Welt ....... .....  5,342,662 

Imitation  welt. .. 367,465 

Turned..- 2,260,249 

McKay. , ...A...  7,147,984 

Wire,  screw  or  metal  fastened.. . 2,388,884 

Wboden  pegged ...._ 205,266 

All  other. , .........  1,231,093 

■ Total..... . $19,160,749 

Statistics  by  Provinces 

The  subjoined  table  gives  the  principal  statistics  of  the  industry 
by  provinces  including  employees,  salaries  and  wages,  cost  of 
materials  and  value  of  products: — 

Salaries  and  Cost  of  Value  of 

Provinces  • Employees’  Wages  Materials  Products 
No.  $ $ $ 

Quebec 9,746  8,278,427  27,408,026  41,689,124 

Ontario.... 4,757  4, 248, 508  10,860,496  18,084,695 

New  Brunswick...  488  430,742  1,520,603  2,268,579 

Nova  Scotia 210  148,178  448,686  756,927 

British  Columbia  140  144,889  285,885  9,803 

Canada  totals..  15,341  $13,250,744  $40,523,696  63,319,128 


2,214,321 

7,551,715 

1,052,286 

2,697,604 

635,989 

1,421,093 

1,045,134 

235,276 

395,625 

549,712 

429,772 

120,034 

1,842,674 

2,011,323 


AUCTIONED  BOOTY 

Nearly  every  man  in  Violet  Hill,  Pa.,  a place  of  about 
500  persons,  became  the  receiver  of  stolen  goods  at  a Sunday 
morning  auction  held  by  alleged  thieves.  Early  in  the  day 
three  men  with  a truck  stopped  in  the  town  and  announced 
they  had  been  at  an  auction  sale  of  shoes  at  Hanover,  Pa., 
and  would  dispose  , of  their  purchase  at  bargain  prices. 
Shortly  afterward  scores  of  men  surrounded  the  truck  and 
shoes  sold  anywhere  from  a few  cents  to  several  dollars  a 
pair.  Later  the  men  were  arrested  for  robbery  of  a shoe 
store. 


Have  you  ever  tried  putting  a new  heel  pad  into  the  shoe 
on  which  you  have  repaired  the  heel?  You  are  liable  to 
drive  the  nails  through  the  insole  when  hammering  down  an 
old  heel  and  that  will  leave  uncomfortable  conditions. 
The  heel  pad  will  work  wonders  with  the  foot  and  the  mind 
of  the  wearer. 


Total  cost  of  materials.. $40,523,696 


Keep  in  touch  with  the  Trade  by  reading 
and  Leather  Journal.” 


‘The  Shoe 
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HORACE  P.  BLACHFORD  PASSES  AWAY 

There  is  no  name  longer  and  more  favorably  known  to 
the  shoe  trade  of  Canada  than  that  of  Blachford.  I he 
decease  of  Mr.  Horace  P.  Blachford  makes  the  first  break 
in  a concern  which  has  had  an  unbroken  record  of  fifty- 
seven  years  in  the  retail  shoe  business  of  Canada.  Horace 
and  Charles  Blachford  began  business  on  King  Street  East, 
Toronto,  in  1864,  when  the  brothers  were  barely  out  of  their 
teens  and  the  highest  enconium  that  can  be  paid  them  is 
that  they  have  kept  pace  all  these  years  in  every  respect 
with  the  development  of  the  shoe  industry. 

Mr.  Horace  P.  Blachford,  who  passed  away  on  February 
13,  was  the  senior  member  of  the  concern  and  president  of 


LATE  HORACE  P.  BLACHFORD 


the  company,  was  in  his  seventy-eighth  year  and  up  to  a 
couple  of  years  ago  was  as  active  as  ever  in  business.  Of 
late,  however,  he  had  been  compelled  to  take  things  a little 
easier  on  account  of  failing  health. 

He  was  a man  of  very  retiring  disposition,  nevertheless 
he  was  active  in  many  good  enterprises  outside  his  business 
and  especially  in  church  work.  He  was  a life-long  member 
of  the  Church  of  Holy  Trinity  (Anglican  Church),  having 
been  present  at  the  opening  of  the  church  in  1847.  He  was 
lay  delegate  to  the  Diocesan  Synod  since  1904.  From  1892 
to  1897,  and  again  from  1893  to  1898  he  was  churchwarden. 
Several  years  ago  he  was  appointed  a member  of  the  Chap- 
ter of  St.  Alban’s  Cathedral  by  the  Lord  Bishop  of  Toronto. 
He  was  also  a member  of  the  Church  Bible  and  Prayer 
Book  Society,  St.  George’s  Society  and  the  York  Pioneer’s 
Historical  Association. 

Mr.  Blachford  was  one  of  the  pioneers  in  the  Muskoka 
district,  and  took  a great  interest  in  its  development  as  a 
summer  resort.  Forty  years  ago  he  erected  a cottage  on  an 
island  in  Lake  Rosseau. 

He  is  survived  by  his  widow  and  three  sons:  Percy  S., 
and  Frederick  A.  of  H.  and  C.  Blachford  and  George  Allan 
of  the  Blachford  Shoe  Manufacturing  Co. ; also  four  brothers : 
Charles  E.,  Arthur  W.,  R.  Thomas,  and  Alfred  J.,  and  a 
sister,  Miss  M.  L.  Blachford. 

The  funeral  took  place  from  Holy  Trinity  Church  on 
Wednesday  afternoon,  February  16th,  to  St.  James  Ceme- 
tery and  was  very  largely  attended  by  the  shoe  trade  of 


Toronto  and  elsewhere  as  well  as  by  a host  of  those  who  had 
known  and  appreciated  Mr.  Blachford  during  his  long  life- 
time in  Toronto. 

NEWSPAPER  ADVERTISING 

{Continued  from  page  42) 

general  public  will  ever  get  at  the  bottom  of  it.  The  great 
difficulty  with  many  ad  copy  writers  is  they  write  from  their 
own  point  of  view  and  not  from  the  public’s.  Thousands 
of  the  public  do  not  know  anything  about  cancelled  shoe 
orders  as  shoe  men  understand  it.  And  even  those  who  do 
will  have  to  work  their  brain  to  get  at  the  meaning  of  this. 

A word  or  two  added  would  have  made  it  plain.  “This 
was  a cancelled  order  we  secured  at  half  price,  enabling  us 
to  seli  these  at  this  fractional  figure.’’  That  would  have 
told  the  whole  story. 

The  ready  display  is  good.  It  tells  a very  definite  story 
about  the  price  at  which  you  may  now  obtain  the  various 
lines  of  shoes.  $10.00  will  buy  the  best  pair  of  shoes  in  the 
store.  That  settles  it.  That’s  all  you  want  to  know.  You 
read  over  the  list  of  makes  and  you  immediately  know  you 
may  obtain  your  favorite  shoe,  men’s  or  women’s,  at  $10.00. 

The  Regal  Shoe  ad  beneath  it  is  largely  on  the  same 
principle.  Entire  stock  has  been  reduced.  You  may  now 
secure  these  at  so  much  which  originally  cost  the  price 
marked.  This  is  a multum  in  parvo,  (much  in  little)  ad. 

The  Mid  Winter  Sale  display  at  the  bottom  should 
have  sold  goods.  It  is  well  arranged  but  a little  heavy  in 
black-faced  rules.  However,  this  is  a matter  of  taste  and 
many  prefer  it.  There  are  one  or  two  little  slips  that  are 
liable  to  creep  into  any  advertisement  showing  how  in- 
portant  it  is  to  read  the  proof  carefully  and  also  take  plenty 
of  time  to  prepare  the  copy.  One  of  these  slips  is  in  the 
description  of  the  $4.95  pair  of  shoes  in  the  first  paragraph. 

It  reads:  “Havana  brown  calf  bal.  same  style  as  cut.’’ 
Now  there  is  no  cut  near  it  and  there  are  two  cuts  on  the 
page  and  one  is  guessing  as  to  which  one  it  refers.  On 
the  right  side  of  the  ad  is  a cut  of  a pair  of  shoes  and  right 
beneath  them  are  the  words:  “Boys’  Shoes.’’  The  cut 

does  not  look  like  a pair  of  boys’  shoes.  These  are  little 
things,  but  every  little  thing  counts  in  making  good  copy 
and  this  is  one  of  the  things  that  counts.  We  think  this  ad 
should  have  brought  business.  It  will  be  noticed  the  makes 
offered  are  among  the  best  and  should  create  interest. 

Repair  Men’s  Advertisements 

The  four  repair  ads  will  be  of  interest  to  repair  men. 
Mr.  Williamson  is  running  a series  of  these  little  illustrated 
ads  that  are  very  good  indeed.  They  are  educational  in 
character  and  talk  real  good,  sound  sense  about  repairing. 
The  illustrations  too,  are  exceptionally  good.  The  “Pro- 
gressive’’ ad  is  one  specially  for  rubbers.  Here  is  another 
illustration  of  watching  copy  closely.  “Don't  Throw  Those 
Old  Rubbers,”  has,  in  all  probability,  the  word  “Away” 
left  out  of  the  sentence  which  detracts  from  the  force  of 
the  ad.  This  advertiser  is  wise  in  telling  where  his  place  is. 
Not  only  does  he  mention  the  street  and  number  but  tells 
what  place  the  shop  is  opposite.  Make  your  location  plain. 

The  ad  at  the  left  is  lacking  in  definiteness.  To  say 
that  men’s  and  boys’  shoes  may  be  had  from  this  adver- 
tiser does  not  create  much  interest  for  surely  these  lines 
may  be  had  from  any  shoe  store.  This  advertiser  also  makes 
the  mistake  of  letting  this  ad  run  week  after  week  without 
change.  It  is  well  set  and  the  illustration  is  attractive, 
but  the  illustration  does  not  say  much  about  shoes.  The 
ornamentation  of  birds,  etc.,  rather  detract  after  attracting 
attention. 

An  investment  in  the  minds  and  preference  of  the 
public  is  the  safest  and  most  profitable  you  can  own. 
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Fundamentals 
of  Successful  Selling 

The  Factors  in  a Sale — Getting  Action  in  a 
Sale — Advertising  and  Salesmanship — Not 
What  You  Know  But  What  You  Do  Counts 
—By  HARRY  NEWMAN  TOLLES 

THERE  are  three  elements  in  every  sales  transaction. 
First,  there  is  the  salesman,  the  party  of  the  first  part, 
the  one  that  negotiates  the  transaction.  Second, 
there  is  the  customer,  or  the  prospect,  the  party  with  whom 
you  negotiate  the  transaction.  Third,  there  is  the  article, 
the  goods, or  the  idea  that  you  want  to  get  the  customer 
to  accept. 

' Now  if  there  is  anything  doing  it  is  when  the  salesman’s 
mind  meets  the  customer’s  mind  over  the  proposition,  and 
there  the  sale  is  made  (the  speaker  represented  the  three  fac- 
tors by  three  parallel  lines,  the  center  one  being  the  goods). 
Parallel  lines  will  never  meet.  You  may  have  the  best  sales- 
man in  the  world,  you  may  have  the  best  article,  you  may 
have  the  best  kind  of  prospect,  but  unless  there  is  a bending,  a 
meeting  of  the  minds,  there  never  can  be  a sale.  So  sales- 
manship is  really  the  meeting  of  minds. 

The  first  party  to  whom  a man  must  sell  his  pro- 
position is  himself.  As  Elbert  Hubbard  used  to  say,  “Do 
you  believe  in  the  goods  you  are  handing  out?”  That  is 
the  first  test.  The  second  is,  you  must  sell  yourself  to  the 
prospective  purchaser.  Now  don’t  you  see  when  the  sales- 
man believes  in  his  proposition  and  the  customer  believes 
in  the  salesman,  how  easy  it  is  to  get  the  customer  to  believe 
what  the  salesman  believes? 

Just  keep  this  classification  in  mind,  and  we  will  center 
our  thoughts  upon  the  sale  itself,  the  stages  through  which  the 
mind  passes  when  a decision  is  reached.  I shall  only  hit 
the  high  spots  of  the  sale  in  the  steps.  There  are  four  distinct 
steps.  In  order  to  get  at  this,  think  of  something  that  you 
have  purchased,  some  article  that  was  really  sold  to  you. 
You  did  not  purchase  the  article  before  you  desired  it; 
you  did  not  desire  it  until  you  were  interested  in  it,  and  you 
were  not  interested  in  it  until  your  attention  was  called  to  it. 
Reverse  that  and  you  have  an  absolute  law  of  sale.  I care 
not  whether  you  are  selling  ribbon  or  railroads,  automobiles 
or  flying  machines,  the  mind — not  sometimes,  but  always — - 
passes  through  those  four  distinct  stages. 

The  first  is  “favorable  attention.”  If  a glass  is  full  of 
water  you  can  not  get  any  more  water  in  the  glass  until  the 
water  is  spilled;  and  if  the  prospect’s  mind  is  full  of  other 
things  you  can’t  get  your  ideas  into  his  mind  until  his  mind  is 
spilled.  Therefore,  the  successful  salesman  is  the  one  who 
knows  how  to  spill  favorably  and  pleasantly  the  mind  of  the 
other  fellow. 

The  next  thing  is  to  get  his  “interest”;  and  that  is 
nothing  more  than  favorable  attenton  plus.  His  mind  is 
spilled;  he  is  mentally  leaning  forward.  He  is  ready  to 
listen  to  what  you  have  to  say.  Then  you  must  get  him  to 
“desire,”  and  that  is  favorable  attention  and  interest  plus. 

There  are  two  evils  in  closing  business,  or  getting 
“action.”  One  is  that  you  talk  the  fellow  up,  up,  and  get 
him  almost  to  the  last  step  and  then  his  mind  falls  back  into 
the  abyss  of  indifference. 

The  other  is  that  you  talk  him  up,  up,  up,  and  then  you 
turn  right  around  and  talk  him  out  again.  There  are  more 
sales  lost  through  overtalking  than  undertalking,  a great 
many  times  over.  I am  more  and  more  impressed  as  I 
study  the  subject  that  salesmanship  is  more  of  deeds  and  less 
of  words.  The  time  of1  the  verbal  cyclone,  the  human 
windmill  and  the  veritable  talking  machine  in  salesmanship 
is  over.  This  is  a “know  why”  age,  The  prospect  wants  to 


know  why  he  should  purchase,  and  it  is  points  that  we  want 
rather  than  words. 

You  will  remember  the  three  factors  of  the  sale — the 
salesman,  the  goods  and  the  customer.  Under  the  goods,  the 
subject  that  helps  us  most  is  commercial  logic  in  its  two 
branches,  analysis  and  synthesis.  First,  how  to  analyze 
your  proposition  into  its  selling  points,  and  then  how  to 
construct  a logical  presentation.  When. you  analyze  your 
proposition  there  are  points  that  arouse  interest,  there  are 
points  that  create  desire  and  still  others  that  impel  action. 

In  order  to  make  the  steps  of  the  sale  stand  up  you  must 
cement  them  together  with  the  cement  of  “confidence.” 
You  will  remember  that  I said  the  salesman  must  believe  in 
his  proposition.  That  is  confidence.  He  must  get  the 
customer  to  believe  in  him.  That  is  confidence.  Con- 
fidence permeates  every  step  of  the  transaction.  You 
have  never  bought  anything  unless  you  had  confidence  in 
the  salesman  or  in  the  reputation  of  the  house,  or  the  goods. 

Confidence  only  gets  business.  It  doesn’t  keep  it. 
Therefore  we  must  build  the  pillars  of  support,  and  these 
pillars  are  “satisfaction.”  Confidence  gets  business,  and 
satisfaction  keeps  it.  Now  in  order  to  make  this  sale  stand 
up  real  well  we  need  a foundation,  and  that  foundation  is 
the  heart  of  the  institution  about  which  we  were  speaking  a 
few  moments  ago.  It  is  the  service  of  the  article  and  the 
house  back  of  it. 

The  foundation  of  the  sale  is  the  service  that  is  rendered 
in  quality,  plus  quantity,  plus  mode  of  conduct.  The  sub- 
foundation is  the  total  of  all  the  individuals  in  the  institu- 
tion. Show  me  that  institution  where  every  one  from  porter 
to  president  is  rendering  service,  doing  his  full  share  in  serving 
the  public,  and  I will  show  you  where  your  sales  stand  up  and 
where  satisfaction  must-be  the  result.  Then  when  satisfac- 
tion is  rendered,  confidence  is  maintained,  and  that  fellow’s 
mind  is  on  the  purchase  point  of  your  proposition  at  all  times. 

Coming  back  to  the  glass  of  water,  illustrating  the  cus- 
tomer’s mind:  If  you  want  to  fix  that  customer’s  mind  so 

that  your  competitor  can  not  spill  it,  then  fill  his  mind  full 
of  an  appreciation  of  your  service,  and  seal  it  tight  with 
satisfaction.  Satisfaction  is  the  seal  that  keeps  the  cus- 
tomer’s mind  closed  against  the  competitive  proposition. 

Consciously  or  unconsciously  this  law  of  sale  operates  in 
every  successful  transaction.  Let  us  see  how  the  journalist 
uses  it: 

Advertising  is  salesmanship  by  the  printed  route. 
The  bold  face  and  the  illustrations  are  calculated  to  get  the 
attention  of  the  reader;  the  secondary  captions  or  large 
print  arouse  interest  by  telling  a little  more  of  the  story. 

There  is  a difference  between  the  spoken  and  printed 
salesmanship  in  that,  in  most  instances,  all  that  the  ad- 
vertisement can  do  is  to  get  attention,  interest  and  create  a 
certain  amount  of  desire — sometimes  more,  sometimes  less. 
But  the  action  part  has  to  wait  until  the  prospect  is  in  the 
presence  of  the  merchandise,  or  until  he  has  a contract  in 
hand,  when  the  real  decision  and  action  take  place. 

So  in  conclusion,  let  me  say  that  there  are  only  three 
things  a man  needs  to  know  and  one  thing  to  do  in  order  to 
be  successful  in  selling. 

First  he  must  know  himself,  and  develop  the  qualities  and 
capacities  which  will  serve  to  give  him  the  power  to  persuade. 

Second,  he  must  know  his  business  from  the  raw  material 
to  the  finished  product.  He  must  be  able  to  discern  what  are 
those  salient  selling  features — “points,”  if  you  please — which 
are  best  suited  to  create  the  four  mental  steps  which  the  mind 
must  go  through. 

Third,  he  must  know  human  nature.  In  personal  sales- 
manship he  must  size  up  his  prospect  individually,  being  able 
to  determine  instantly  what  are  the  avenues  of  least  resist- 
ance in  getting  his  ideas  across. 

But  a man  may  know  himself,  know  the  other  fellow  and 
still  fail  unless  he  applies  the  knowledge.  It  is  applied  knowl- 
edge that  is  power.—  Inland  Printer. 
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Trade  Marking 
Yourself 

Eveiy  Salesman  Should  Trade-Mark  Him- 
self It  Distinguishes  Him  From  the  Or- 
dinary Run  of  Salespeople— A Class  of 
Trade-Marks  That  Cannot  be  Bought  Ncr 
Designed 

A TRADE-MARK  is  a symbol  by  which  an  article  is 
distinguished  from  all  other  goods  and  its  value 
depends  on  the  quality  of  the  article  and  the  good- 
will it  represents.  Ordinarily  a trade-mark  is  a design  of 
some  kind  that  is  intended  to  be  so  different  in  every  way 
that  it  will  stand  out  so  prominently  that  its  appearance 
will  immediately  associate  the  mind  of  the  observer  with 
the  article  it  represents.  The  above  is  in  reality  the  basis 
of  a trade-mark  or  that  for  which  a trade-mark  stands. 

When  one  starts  to  trade-mark  himself  he  must  forget 
about  designs,  but  the  ideas  and  principles  for  which  a trade- 
mark stands  must  be  kept  uppermost  in  mind.  You  must 
learn  to  stand  yourself  out  in  other  ways  besides  a registered 
symbol.  And  you  can  do  it.  There  are  many  methods  by 
which  it  can  be  accomplished. 

The  first  and  most  important  thing  is  to  feel  that,  as  a 
salesman,  you  will  do  exactly  as  if  the  business  were  your  own. 
If  you  will  do  this  you  will  immediately  be  in  the  mental 
attitude  to  attract  and  hold  all  the  trade  you  can  for  the 
store.  To  attract  it,  it  will  be  hardly  necessary  to  suggest 
that  you  make  every  effort  to  develop  that  quality  known 
as  personality.  It  will  possibly  be  superfluous  to  enlarge  on 
what  that  means.  We  could  tell  you  that  it  includes  personal 
appearance,  courteousness,  affability,  willingness  to  please 
customers,  thoughtfulness  for  others’  interest,  and  many 
other  things,  but  we  know  it  is  not  necessary.  You  will 
know  all  this  yourself.  If  you  have  made  these  things  a 
part  of  your  every-day  life  you  will  have  trade-marked 
yourself  as  indelibly  as  if  you  were  stamped  with  a symbol 
or  design  of  some  kind  to  attract  attention  to  you. 

Don’t  Make  “Tricky”  Sales 

If  you  are  not  now  with  a firm  who  stand  for  fair,  right 
and  just  dealing,  get  with  one  just  as  quickly  as  you  can. 
Do  not  risk  your  character  and  reputation  by  working  where 
the  temptation  is  to  be  a little  “Tricky”  for  the  sake  of 
making  a sale.  Work  where  a firm  insists  that  they  will 
stand  behind  every  sale  they  make  and  will  not  tolerate  any- 
thing in  the  way  of  misrepresentation  or  anything  below  the 
basis  of  quality.  This  does  not  mean  that  the  firm  may  not 
sell  low  priced  or  second  grade  goods,  but  it  does  mean  that 
the  firm  will  not  sell  such  lines  under  misrepresentation. 
When  you  have  a firm  of  this  character  at  your  back  it  will 
give  you  courage  to  trade-mark  yourself  with  the  standard 
of  honesty. 

Another  way  that  will  help  greatly  in  registering  your 
trade-mark  is  to  be  progressive.  That  is  simply  another 
way  of  saying,  “Keep  up  with  the  times.”  It  will  mean  that 
you  read,  observe  and  ask  questions  in  order  that  you  may 
know  your  business  and  be  able  to  talk  about  it  intelligently. 
Not  necessarily  in  a technical  way,  in  fact  quite  the  reverse, 
for  the  general  public  do  not  like  technical  terms — they  like 
plain,  every-day,  understandable  language  when  they  want  to 
know  something  about  the  things  they  wish  to  purchase. 
The  salesperson  who  talks  with  “Show  off”  language  will 
never  make  a favorable  impression  on  any  one  but  himself. 

If  there  are  any  organizations  in  connection  with  your 
business  in  your  town  that  are  conducted  for  the  advance- 
ment, either  of  the  trade  or  the  individuals  connected  with 
the  trade,  affiliate  with  them  and  take  an  active  and  pro- 


gressive part  in  them.  Organizations  are  hard  things  to 
run  successfully,  but  it  has  been  noticed  that  those  who 
take  active  parts  in  such  associations  are  those  who  grow, 
those  who  prosper.  The  reason  these  associations  are  hard 
to  conduct  is  because  of  the  kickers  who  are  always  to  be 
found  in  them  and  act  like  barnacles  in  impeding  the  progress 
of  the  organization.  Don’t  be  a barnacle. 

Possibly  one  of  the  greatest  ways  to  create,  or  establish 
your  trade-mark  will  be  in  the  attention  you  give  your 
customers.  Treat  them  and  think  of  them  as  your  very  own. 
Your  friends,  YOUR  customers.  Do  for  them  as  if  they 
were  the  very  people  for  whom  you  live.  A moment’s  con- 
sideration will  convince  you  that  this  is  the  right  attitude 
toward  them,  for  in  reality  they  are  the  best  friends  you  have 
in  a business  way.  Your  business  is  making  sales.  You 
make  sales  to  your  customers  and  they,  therefore,  furnish 
the  means  of  your  livelihood.  They  pay  your  salary, 
literally  as  much  as  figuratively.  If  you  learn  to  treat  every 
one  of  them  as  if  you  were  deeply  interested  in  each  one’s 
welfare  you  will  have  one  of  the  right  principles  of  sales- 
manship. Make  each  one  feel  that  you  are  working  in  that 
store  for  the  express  purpose  of  serving  that  ONE  customer. 

Forget  discrimination.  It  is  difficult  not  to  discriminate. 
Human  nature  is  so  varied,  so  complex.  So  many  different 
temperaments  and  so  many  different  people.  One  is  bound 
to  feel  more  attracted  to  some  people  than  to  others.  This 
is  a salesman’s  difficulty,  learning  not  to  discriminate.  Treat 
every  customer  alike  so  far  as  courtesy  is  concerned.  It  will 
be  a test  of  patience,  judgment,  tact  and  good  salesmanship. 
The  low  priced  customer  should  receive  just  as  courteous 
attention  as  the  high  priced.  There  may  come  a day  when 
the  low  priced  customer  may  graduate  into  the  high  price 
class.  That  customer  will  not  forget  the  treatment,  when 
that  day  comes,  which  he  received  when  he  was  in  the  low 
priced  class. 

Never  make  the  flagrant  mistake  of  giving  children 
under  attention.  There  are  two  parties  affected  in  this.  The 
parents,  who  listen  closely  to  the  grievances  of  their  children, 
and  the  children  themselves,  who  grow  into  young  people 
much  quicker  than  we  imagine  and  take  with  them  a memory 
of  the  indelible  type  which  registers  the  treatment  received 
at  your  hands.  So  do  not  discriminate  even  with  the  little 
people.  They  may  not  be  worthy  of  your  attention,  but 
it  is  better  to  serve  a number  who  are  not  worthy  of  your 
attention  than  to  miss  one  who  is. 

It  will  be  seen  that  a little  thought  and  action  along  the 
lines  we  have  suggested  will  soon  make  you  a “Marked” 
salesman  among  the  customers  who  come  to  your  store. 
You  will  stand  out  in  the  minds  of  the  people  as  if  you  were 
trade  marked  with  a special  brand  or  design.  If  you  have 
any  doubt  of  this  TRY  IT. 


HOW  TO  BOOST  YOUR  TOWN 

Praise  it. 

Improve  it. 

Talk  about  it. 

Trade  at  home. 

Be  public-spirited. 

Take  a home  pride  in  it. 

Tell  of  its  business  men. 

Remember  it  is  your  home. 

Trade  and  induce  others  to  trade  here. 

When  strangers  come  to  town  use  them  well. 

Don’t  call  your  best  citizens  frauds  and  imposters. 
Support  your  local  institutions  that  benefit  your  town. 
Look  ahead  of  self  when  all  the  town  is  to  be  considered. 
Help  the  public  officers  do  the  most  good  for  the  most 
people. 

Don’t  advertise  in  the  local  paper  “to  help  the  editor,” 
but  advertise  to  help  yourself. 
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British 
Columbia  Notes 

Trade  Conditions  at  the  Coast  Affected 
by  Conditions  in  Eastern  Canada 

UD  ENEWAL  business  in  British  Columbia  has 
maintained  a good  level  despite  the  uncertainty 
facing  traders  in  nearly  every  line  by  reason  of 
the  unsettled  market  conditions,  and  despite  also  the  re- 
duced activity  in  some  of  the  basic  industries  of  the  Province. 

“Price  fluctuation  and  credit  restriction  have  been  the 
two  principal  factors  tending  to  reduce  confidence  in  the 
general  outlook,  and  there  are  strong  reasons  for  believing 
that  both  these  factors  are  passing  and  that  an  improve- 
ment may  be  looked  for.”  This  quotation  is  from  an  inter- 
view with  an  authority  on  industrial  matters.  It  was 
pointed  out  in  the  same  interview  that  there  were  adverse 
as  well  as  favorable  factors  which  made  it  difficult  to  fore- 
cast the  immediate  outlook  with  any  degree  of  certainty. 

Credit  restrictions  are  felt  here  the  same  as  in  other 
parts  of  Canada,  and  the  financing  of  Canada’s  grain  crop  is 
assigned  as  the  principal  reason.  It  has  been  stated, 
however,  that  inflated  war  prices  affected  British  Columbia 
less  than  in  any  other  Province  in  Canada,  if  not  in  the 
world.  There  was  little  or  no  profiteering  in  British  Col- 
umbia and  in  many  lines  prices  remained  normal  throughout. 

In  some  measure,  however,  abnormal  conditions  in 
other  parts  of  Canada,  or  in  the  United  States  south  of  here, 
are  reflected  in  British  Columbia.  So  it  would  be  futile 
to  deny  that  business  in  general  is  not  on  as  active  a basis 
as  was  experienced  a year  ago.  The  result  of  the  drop  in 
wheat  from  war-time  prices  has  been  far-reaching  in  its 
effect.  The  price  received  by  the  farmers  has  not  left  them 
sufficient  margin  to  carry  out  their  wishes  in  the  building 
line,  and  the  result  is  that  the  lumber  business  in  British 
Columbia  has  fallen  off  seriously,  resulting  in  the  closing 
down  of  the  logging  camps  and  the  letting  out  of  a large 
number  of  loggers.  If  these  loggers  remain  idle  for  a length 
of  time,  they  not  only  have  no  money  to  spend,  but  they 
become  a charge  on  the  community. 

As  a result  of  a lack  of  orders  from  the  farmers  in  the 
Northwest,  seventy-five  per  cent,  of  the  mills  are  closed 
down,  and  the  price  of  lumber  and  shingle  has  fallen  very 
materially.  It  might  be  stated,  however,  that  the  mill 
owners  anticipated  the  present  existing  conditions,  and 
expected  re-action  to  succeed  a period  of  prosperity.  Again, 
the  expected  large  migration  of  wealthy  farmers  to  British 
Columbia,  30,000  strong,  from  Manitoba  in  the  winter  has 
not  materialized,  because,  it  is  said,  they  have  not  the  sur- 
plus cash  to  expend  on  such  a luxury  as  a few  months  location 
in  the  mild  Coast  climate  so  much  admired  by  them.  In 
spite  of  this  lack  of  tourist  immigration,  the  housing  problem 
is  serious.  There  are  no  houses  to  rent,  although  real 
estate  sales  are  few. 

Mining  Conditions 

Mine  owners  are  not  optimistic  at  the  present  time. 
Gold  mining  is  said  to  have  become  unprofitable,  the  principal 
copper  mines  have  ceased  shipping  owing  to  the  low  prices. 
Anxiety  is  expressed  regading  a rumor  re  the  possibility  of 
the  Dominion  Government  placing  a royalty  on  copper 
produced  in  Canada. 

Agriculture  and  Shipping 

Owing  to  floods  in  the  Fraser  Valley,  the  potato  crop 
was  seriously  affected,  but  it  was  so  large  in  other  parts  of 
the  Province  as  to  almost  make  up  for  the  deficiency.  As 


for  fruit,  British  Columbia  has  only  had  half  a crop,  in  some 
measure  owing  to  the  freeze  in  October,  1919.  Work 
has  commenced  on  the  $3,500,000  graving  dock  at  Vancouver. 
The  C.P.R.  is  building  a new  Ocean  Pier  at  Vancouver, 
and  the  Government  are  dredging  for  the  Ballentyne  Pier 
being  built  by  the  Harbor  Commissioners.  The  cost  of 
these  three  undertakings  will  be  $14,000,000.  No  new 
ships  are  being  built  in  British  Columbia. 

Manufacturing 

The  Pulp  and  Paper  Plants  are  running  at  full  capacity, 
and  as  logs  are  now  cheap  it  may  enable  pulp  manufacturers 
to  reduce  the  price  in  competition  with  the  Scandinavian 
Pulp  Mills,  and  thus  offset  the  factor  of  the  lower  wages 
obtaining  in  the  Scandinavian  Pulp  centres. 

Disorganized  conditions  exist  in  the  textile  industries. 
Jobbing  houses  state  that  their  travellers  have  reported 
meagre  sales,  owing  to  the  heavy  high-priced  stock  carried 
on  the  shelves  of  the  retail  merchants  throughout  the 
Province.  Those  interviewed,  however,  stated  that  it 
was  better  that  they  face  the  situation  squarely  and  without 
alarm,  as,  until  the  merchants  had  cleared  their  shelves, 
normal  conditions  could  not  prevail,  and  it  was  far  better 
for  everybody  concerned  that  prices  should  come  down 
slowly. 

Retail  Trade 

Never  before  in  the  history  of  British  Columbia  have 
slaughter  sales  occurred  at  the  end  of  the  year,  but  this  was 
the  case  in  1920,  so  far  as  Men’s  Furnishings  are  concerned, 
particularly  clothing.  One  merchant  being  interviewed  on 
this  situation  stated  that  it  was  all  on  account  of  sugar. 
Sugar  made  a sensational  rise,  and  then  unexpectedly  slumped 
and  the  buyer  naturally  inferred  that  every  other  com- 
modity was  to  drop  in  price  correspondingly.  The  result 
was  that  people  stopped  buying  things  they  could  do  without, 
temporarily,  such  as  new  clothes.  The  lack  of  custom 
alarmed  certain  merchants  in  the  clothing  line,  and  they 
advertised  pre-wartime  prices.  As  one  clothier  put  it, 
they  turned  the  clock  back  five  years.  In  the  meantime, 
the  public  are  profiting  at  a time  when  clothing  is  so  much 
needed. 

In  the  majority  of  other  lines,  normal  prices  have 
been  maintained  throughout,  and  the  rising  price  of  wheat 
is  looked  upon  as  a steadying  tendency  to  the  market, 
and  will  no  doubt  result  in  checking  the  merchants  somewhat 
from  the  inevitable  slaughter  selling  after  the  Xmas  trade. 
There  are  no  skilled  laborers  idle  in  British  Columbia. 
Architects  say  they  are  fairly  busy,  and  that  although 
the  building  trade  is  not  active,  it  is  not  seriously  below 
normal.  Outside  of  lumber,  there  is  a scarcity  in  building 
material,  and  according  to  builders  interviewed,  there  is  a 
tendency  among  Labor  Unions  to  demand  still  higher 
wages,  so  that  many  think  the  peak  is  not  yet  reached. 
Your  correspondent  knows,  however,  of  a number  of  large 
buildings  under  contemplation,  which  will  not  be  built 
until  labor  conditions  are  improved  from  their  standpoint. 

There  have  been  the  usual  thousands  of  unemployed  in 
the  Cities,  but  this  year  the  Provincial  Government  and 
Municipalities  took  prompt  action  and  engaged  through 
the  City  employment  bureaus  every  married  man  who 
wanted  to  work  on  public  improvements,  and  took  measures 
to  check  the  immigration  of  unskilled  labor. 

In  leather  and  shoes  conditions  have  been  rather 
unsettled.  Dealers  have  been  awaiting  the  results  of 
stock-taking  before  adding  to  their  purchases.  Jobbers 
report  business  exceedingly  quiet  and  travellers  representing 
manufacturing  concerns  say  that  their  trips  have  hardly 
paid  expenses.  But  the  outlook  is  improving  and  it  is 
thought  that  by  the  end  of  the  month  business  will  begin 
to  take  on  a little  more  life. 
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THE  SOCIAL  ELEMENT  IN  YOUR  ASSOCIATION 

It  is  a lamentable  fact  that  all  associations,  no  matter  by 
what  name  they  are  known  or  what  their  class  may  be, 
are  hard  to  conduct  and  keep  the  interest  up  at  all  times. 
There  are  many  reasons  for  this.  One  reason  may  be  that 
after  a repair  man  has  worked  all  day  in  his  shop  repairing 
shoes  he  wants  a little  change.  There  may  not  be  very 
much  to  interest  him  to  go  to  a meeting  and  hear  a lot  of 
stuff  about  the  very  work  he  wants  to  forget  for  a few  hours. 
We  say  that  may  be  one  reason.  He  may  not  argue  the 
matter  out  in  that  many  words,  but  without  thinking  it 
out,  that  is  about  the  way  it  works. 

Here  is  a way  to  make  your  association  a live  one. 
It  is  an  undisputed  fact  that  man,  whether  he  is  a shoe 
man,  an  ice  man,  or  any  other  kind  of  a man,  can  be  reached 
through  his  stomach  in  a way  that  he  cannot  by  any  other 
process.  The  answer  is,  a little  social  evening. 

Have  your  association  meet  twice  a month.  Make 
one  meeting  purely  business  and  the  other  social.  The 
latter  may  have  a short  business  session  to  pass  accounts 
or  other  urgent  matters,  but  the  balance  of  the  evening 
should  be  devoted  exclusively  to  social  enjoyment.  As 
stated  above,  people  like  to  have  the  opportunity  to  eat. 
Some  little  things  in  the  way  of  refreshments  will  work 
miracles  in  attracting  members  to  a meeting.  These 
refreshments  may  be  varied  from  time  to  tirfle.  Sand- 
wiches and  coffee  are  not  to  be  scoffed  at.  As  a light  refresh- 
ment, they  are  convenient  to  serve  and  satisfying  to  the 
taste.  These  can  be  made  by  members  of  the  association 
in  a few  minutes,  and  a new  committee  may  be  appointed 
each  time  to  look  after  this  matter. 

Of  course  the  refreshments  need  not  be  sandwiches 
and  coffee  for  every  meeting.  In  the  Spring  a maple 
syrup  and  hot  biscuit  luncheon  could  be  served.  In  the 
Fall  a pumpkin  pie  spread  would  be  appropriate.  At 
another  time  a pancake  service  would  be  very  inviting, 
while  a fruit  supper  in  September  would  make  the  boys 
open  their  eyes.  These  are  merely  suggestions  to  which 
you  may  add  other  ideas. 

Coupled  with  the  luncheons  some  entertainment, 
musical  and  otherwise,  should  be  provided.  Oftentimes 
members  can  provide  a great  deal  of  this  entertainment. 
There  will  be  those  in  the  organization  who  will  have  musical 
or  elocutionary  ability.  Others  may  have  some  little 
hobby  in  the  way  of  performing  magic,  etc.,  that  will  provide 
a half  hour’s  pleasure  for  those  present. 

But  the  mistake  should  not  be  made,  that  many  organi- 
zations make,  of  depending  too  much  on  the  members  to 
supply  the  talent  for  these  occasions.  In  the  first  place 
they  are  expected  to  do  this  without  remuneration,  and 
when  asked  too  often  to  provide  these  entertainments  they 
may  feel  it  an  imposition.  We  know  that  many  associations 
may  feel  they  cannot  afford  to  obtain  paid  entertainers. 
But  this  too  is  a mistaken  idea.  Once  in  a while  a larger 
evening  could  be  held  and  a larger  programme  provided. 
It  may  be  necessary  to  obtain  help  for  which  you  will  have 
to  pay.  But  it  will  attract  more  members  and  create 
more  interest,  and  so  your  association  will  gain  more  than 
the  cost  of  providing  the  paid  people.  These  larger  con- 
certs could  be  held  every  three  months  or  every  four  months. 
Of  course  something  in  the  way  of  outdoor  gatherings 


would  have  to  be  substituted  for  the  summer  months. 
But  these  can  be  easily  arranged. 

At  some  of  these  meetings  educational  matters  could 
be  taken  up.  These  may  be  in  connection  with  the  trade 
or  on  some  side  subject.  There  are  lantern  lectures  that 
are  obtainable  that  are  not  only  entertaining,  but  very 
instructive.  These  could  be  given  at  a small  outlay,  and 
would  prove  very  interesting  to  the  members. 

There  are  also  subjects  that  could  be  considered  on 
bookkeeping,  cost  accounting,  advertising  and  many  other 
such  topics  that  would  prove  of  great  benefit  to  the  members. 
These  subjects  should  be  taken  up  at  the  social  evenings  and 
given  in  addition  to  the  entertainment.  There  are  men 
connected  with  the  wholesale  trades,  in  executive  positions 
who  would  be  glad  to  give  an  evening  of  this  kind,  and  the 
benefits  to  be  had  from  such  talks  cannot  be  estimated. 

We  suggest  that  associations  try  this  plan.  Appoint 
a committee  to  arrange  for  two  or  three  of  these  evenings 
and  give  the  plan  a good  fair  trial.  The  matter  of  finance 
can  be  variously  arranged.  It  can  be  done  by  occasionally 
charging  a small  fee  for  the  evening,  supplementing  this 
from  the  treasury.  But  of  course  this  matter  of  funds  will 
have  to  be  determined  by  each  association.  However,  the 
plan  should  not  be  left  untried  simply  because  lack  of  funds 
is  the  excuse.  These  can  be  raised  some  way. 

REPAIR  MEN’S  WINDOW  DRESSING 

We  have  frequently  hinted  that  repair  men  do  not  give 
sufficient  attention  to  their  windows.  If  window  dressing 
pays  the  retail  merchant  as  an  advertising  medium,  why 
will  it  not  pay  the  repair  man? 

Of  course,  not  every  repair  man  has  a proper  window, 
but  there  are  very  many  who  have  and  they  “Let  it  go  by 
default,  ” if  such  a term  can  be  applied  to  it.  That  means 
they  let  it  go  undressed  week  after  week.  We  know  of  one 
repair  shop  on  the  main  street  of  'a  large  city  that  is  so 
crammed  with  all  kinds  of  stuff  that  it  is  bewildering  to  look 
at  and  the  stuff  in  it  is  covered  with  dust  so  deep  one  wants 
to  turn  away  rather  than  examine  the  display. 

Having  too  much  stuff  in  the  window  we  think  is  a 
fatal  mistake  no  matter  what  is  being  shown.  It  distracts 
the  mind,  for  the  attention  of  the  onlooker  is  spread  over  too 
much  material  to  make  a strong  impression  on  any  one 
thing. 

It  is  a wise  idea  to  invest  a little  money  on  display 
stands,  to  use  the  same  as  a retail  store  would  do.  There 
is  no  reason  why  a pair  of  repaired  shoes  should  not  be 
shown  on  a neat  and  attractive  stand.  Dress  the  window 
just  as  attractively  as  any  other  line  of  business  would. 
Use  crepe  paper  for  the  bottom,  or  better  still,  velvet  will 
look  better  and  richer. 

Assuming  that  you  handle  polishes  and  foot  easers  you 
should  be  able  to  make  a window  that  would  arrest  the 
attention  of  those  who  pass  and  at  the  same  time  attract 
trade  to  your  shop.  Change  it  every  week,  and,  if  possible, 
twice  a week.  This  will  allow  you  to  make  plenty  of  display 
without  crowding  the  goods  you  show. 

Have  good  lighting  in  your  window  so  your  display  will 
work  for  you  while  you  are  at  home  in  the  evening  or  after 
the  shop  is  shut.  About  nine  out  of  ten  shops  are  in  darkness 
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the  minute  the  doors  are  locked  for  the  night.  This  is  a 
mistake.  Have  the  displays  in  your  windows  well  lighted 
at  night  and  they  will  tell  the  people  what  your  business  is 
and  how  well  you  do  your  work.  We  are,  of  course,  assuming 
that  you  close  your  shop  at  the  respectable  hour  of  8 o’clock 
at  latest  and  earlier  if  you  can. 

Plan  your  window  trimming  a few  days  ahead.  Put  in 
a display  of  rubber  heels  on  one  occasion  and  have  a number 
of  finished  jobs  in  the  window  showing  the  kind  of  work  you 
do.  Fibre  soles  may  be  included  with  this  display.  Make 
these  the  feature  of  the  display  by  giving  them  the  centre  of 
the  window.  At  the  sides  and  back  have  a small  display  of 
polishes  or  foot  easers  or  some  of  your  other  lines.  Then  for 
your  next  display  feature  polishes  by  giving  them  the  centre 
and  put  other  things  in  the  background.  Use  window  cards 
calling  attention  to  the  articles  you  are  featuring  for  each 
particular  display.  For  the  heels  and  fibre  soles  a card 
with  something  of  this  nature  on  it  will  be  appropriate. 
“We  can  make  your  old  shoes  as  good  as  new,  just  like  these. 
The  price  is  $2.50.”  Then  when  you  have  a polish  window, 
a card  with  some  such  reading  matter  as  this  will  be  good: 
“Do  you  not  know  that  polish  will  lengthen  the  life  of  your 
shoes  as  well  as  make  them  look  neat  and  clean?”  Then 
put  price  tickets  on  the  various  lines  you  are  showing  so 
people  may  know  what  they  will  have  to  pay  without  going 
into  the  shop  and  making  inquiry. 

There  is  no  reason  why  any  live  repair  man  cannot 
arrange  a window  that  will  bring  business  to  his  store.  Take 
a little  time  and  think  it  out.  We  know  there  are  many 
who  have  no  inclination  for  a thing  of  this  kind.  To  those 
we  suggest  that  you  get  some  young  fellow  who  does  window 
dressing  in  your  town  for  the  store  in  which  he  is  employed. 
He  will  be  glad  to  do  this  in  the  evenings  and  will  make  a 
good  job  of  it.  It  will  be  worth  all  he  will  charge  for  his 
services.  Try  this  some  time. 


VERY  IMPORTANT  POINTER 

There  is  a little  screw  on  the  Goodyear  outsole  stitching 
machine  which  is  so  tiny  that  wax  collects  and  covers  it 
up  entirely,  and  no  one  seems  to  care  because  ignorance  as 
to  its  use  precludes  all  attention  from  the  operators  and, 
sad  to  relate,  from  machine  agents  in  many  instances. 

The  writer  was  once  in  a shoe  factory  looking  over  the 
outsole  stitching  machines,  at  a time  when  he  was  experi- 
menting for  a company  putting  out  outsole  stitching  machines 
of  the  Goodyear  type.  It  seems  that  machine  agents  from 
a nearby  office  heard  of  it  and  came  to  the  shoe  factory 
directly  to  argue  with  the  writer.  “You  are  very  young,” 
one  of  the  two  said,  and  simply  laughed  at  me.  I admitted 
that  I did  not  know  it  all,  but  was  willing  to  learn  all  I 
could.  Politely  addressing  both  agents,  I requested  infor- 
mation as  to  the  use  of  the  tiny  screw  herein  referred  to. 
After  they  had  both  studied  the  machine  they  admitted 
that  they  did  not  know. 

This  tiny  screw  has  the  function  of  regulating  the 
setting  of  the  thread  on  the  welt.  You  have  seen  stitcher 
which  were  imbedded  in  the  welt,  while  on  other  shoes 
they  were  set  on  top  and  were  quite  prominent;  the  lattes 
is  the  proper  thing.  The  outsole  stitching  machine  is 
useful  and  ornamental  as  well,  and  nice  work  can  be  pro- 
duced only  when  this  screw  is  properly  set.  Now  this  is 
a valuable  note  since  the  appearance  of  the  outsole  seam 
depends  upon  this  regulation  of  stitches  upon  the  welt. 
Set  the  machine  for  best  results  and  then  limit  the  upward 
movement  of  the  take-up  lever  by  the  screw  underneath 
the  head  of  the  machine,  which  is  in  line  with  the  lever. 
But  out  of  100  machines  the  accumulated  wax  over  that 
screw  will  have  to  be  scraped  off  99  of  them  because  no  one 
cares,  after  the  famous  formula:  “What  we  don’t  know 
does  not  hurt  us.” 


THE  POSSIBILITIES  OF  A SHOE  REPAIR  CO. 

In  Pontiac,  Michigan,  is  a young  man  with  a big  idea 
which  he  put  into  effect.  This  idea  was  nothing  more  or 
less  than  the  belief  that  the  repair  business  can  be  conducted 
on  a more  business  basis  than  is  the  case  in  most  of  places. 
There  seems  no  real  good  reason  why  some  enterprising 
repair  men  in  other  cities  cannot  do  as  this  young  man  has 
done.  Here  is  what  the  Shoe  Repairer  and  Dealer  has 
to  say  about  it: 

Mr.  T.  Sarson,  manager  of  the  Famous  Shoe  Repair  Co., 
of  Pontiac,  Michigan,  has  the  strong  conviction  that  the 
repairing  business  is  one  of  the  best  if  conducted  in  an  up-to- 
date  manner,  which  means,  in  other  words,  that  you  have 
to  run  your  shop  on  such  a well  working  system  and  make  it 
such  an  attractive  place  that  you  always  keep  a clip  ahead 
of  your  competitor. 

“My  shop,”  says  Mr.  Sarson,  “is  cut  up  into  different 
departments.  The  system  I use,  I think,  is  unsurpassed  by 
anything  I know  of.  When  a customer  enters  the  store, 
instead  of  being  met  with  an  unsightly  shop,  the  arrange- 
ment I have  gives  the  person  the  impression  of  an  office  all 
done  in  mahogany  and  frosted  windows. 

“I  have  a large  National  cash  register,  No.  942,  which 
takes  care  of  work  taken  in.  I use  my  repair  tickets  on  my 
register,  giving  my  customer  the  price  of  the  job  before 
leaving  the  store.  Then  we  have  a book  in  which  we  enter 
the  customer’s  name  and  the  job.  For  example:  7722 — 
John  Brown  MSS  & RH  235.  After  doing  this,  it  is  taken 
into  the  repair  department.  Then  it  goes  to  the  stock 
cutter  and  put  on  the  rack.  Wneii  finished,  it  is  put  in  the 
finished  work  box,  which  is  at  the  side  of  the  partition  which 
is  close  to  the  receiving  counter;  from  there  I have  a lady 
clerk  who  overhauls  the  work,  wraps  and  ties  it  up,  putting 
the  ticket  on  the  outside  of  the  parcel.  Then  it  is  checked 
off  in  the  book  in  this  manner:  7722 — John  Brown  MSS  & 
RH/ 235.  Then  it  is  put  in  the  rack  and  when  John  Brown 
returns  for  his  shoes  we  do  not  have  to  look  in  the  shop  for 
the  work.  We  refer  to  the  book  which  . tells  us  they  are 
ready.  When  he  has  received  them  we  put  a mark  thus: 
7722 — John  Brown  MSS  & RH  X 235,  showing  us  the  shoes 
are  finished,  wrapped  and  the  transaction  finished. 

“No  doubt  you  think  there  is  a lot  of  work  attached  to 
this,  but  I can  assure  you  that  it  is  a time  saver  both  for  my 
employees  and  myself,  not  counting  the  satisfaction  and 
quick  service  it  gives  to  the  public. 

“An  absolute  necessity  in  a repair  shop  is  a private 
waiting-room  for  ladies.  This  we  have,  furnished  in  wicker- 
ware,  and  it  is  the  most  attractive  part  of  the  store. 

“Another  very  helpful  feature  is  a daily  record  of  the 
amount  of  work  produced  in  the  shop,  which  is  kept  track  of 
on  an  adding  machine. 

“I  also  keep  a full  line  of  findings  which  helps  greatly 
towards  paying  the  overhead.  A Ford  delivery  truck, 
making  city  calls  free,  has  proved  an  excellent  investment. 
In  connection  with  it,  so  it  will  pay  better,  I have  instituted 
different  agencies  around  the  city  and  different  towns  within 
a 27-mile  radius  of  Pontiac. 

“The  way  we  handle  it  is  this:  We  call  for  the  city  work 
first,  which  takes  in  the  neighborhood  of  tfvo  hours.  After 
that  we  attend  to  our  out-of-town  work.  While  away  to 
the  out-of-town  agencies,  the  shop  is  finishing  up  the  work 
which  was  brought  in  the  morning,  and  is  ready  for  delivery 
in  the  afternoon.  All  telephone  calls  for  shoes  to  be  col- 
lected received  during  the  day  are  picked  up  the  same  night 
and  returned  to  the  owner  the  next  day.” 


TORONTO  REPAIRMEN’S  ASSOCIATION 

The  last  regular  meeting  of  the  above  association  was 
not  so  largely  attended  as  was  desired.  No  special  business 
was  taken  up  but  a general  talk  on  various  matters  of  im- 
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portance  to  the  business  was  participated  in  by  the  members, 
Regrets  were  expressed  at  the  untimely  death  of  one  of  the 
members,  Alexander  Smiley,  who  had  a repair  shop  on  East 
Queen  St.,  and  was  stricken  with  heart  failure  just  as  he 
was  leaving  his  shop  on  Thursday  evening,  the  10th  inst. 
The  association  sent  a bouquet  and  many  members  attended 
his  funeral. 

NOTES  FROM  THE  HAMILTON  REPAIR  ASSOCIATION 

The  Hamilton  Shoe  Repairmen’s  Association  have 
been  having  some  real  good  meetings  of  late  and  a vest 
pocket  edition  of  the  by-laws  has  been  issued  and  each 
member  has  received  a copy.  The  association  will  hold 
a social  and  euchre  on  Feb.  the  22nd  and  their  annual 
banquet  on  March  the  16th. 


WHAT  SIZED  HANDLES  DO  YOU  USE? 

There  is  a repair  man  who  has  tried  out  the  large 
handle  and  will  not  go  back  to  the  ordinary  sizes.  These 
include  handles  for  his  ha'mmers,  files,  knives  and  other 
tools  of  these  types.  He  claims  the  large  handle  does  not 
cramp  the  hand  so  much  as  the  smaller  ones,  firmer  holds 
may  be  had  on  the  large  ones  and  surer  strokes  can  be  made 
with  them.  Try  the  scheme,  it  won’t  cost  much. 


CHANGE  THE  WATER  OFTEN 

Too  many  are  using  dirty  water  for  wetting  leather, 
which  gives  the  grain  surface  a grayish  hue.  Change  the 
water  often  enough  to  overcome  this,  otherwise  the  bottom 
finishing  operation  cannot  be  performed  so  nicely.  The 
finish  will  let  the  dirt  show  through  its  transparency.  The 
best  way  is  to  use  a sink  for  the  purpose  of  tempering  leather 
and  then  the  only  trouble  in  exchanging  old  water  for  fresh 
water  is  in  pulling  the  stopper  and  resetting  again. 

WHAT  TIME  DO  YOU  OPEN  YOUR  SHOP? 

There  are  plenty  of  repair  men  who  lose  much  trade  by 
not  being  open  early  in  the  morning.  There  seems  no 
reason  why  a repair  shop  should  not  be  opened  at  least  by 
8 o’clock  in  the  morning.  Later  than  this  will  not  give  the 
shop  a good  reputation  and  will  lose  it  considerable  trade,  for 
many  people  who  come  down  to  business  bring  their  shoes 
and  want  to  leave  them  in  the  repair  shop  on  their  way. 
Few  people  will  carry  a pair  of  shoes  back  to  the  same 
shop  twice.  They  will  be  liable  to  go  to  the  other  fellow 
and  when  they  get  the  habit  of  going  to  the  other  fellow  it 
is  apt  to  be  a long  time  before  the  habit  is  broken. 

HERE’S  A GOOD  WRINKLE.  TRY  IT 

The  writer  always  spreads  scented  chalk  in  old  shoes 
the  moment  they  come  in  the  shop.  Why  stand  the  odor 
(there  are  some  who  quit  the  shoe  repairing  game  on  this 
account)  when  there  is  a way  of  overcoming  this  disagreeable 
feature  of  the  business?  Some  repairers  dip  the  bottoms 
into  a bath  composed  of  a disinfectant,  such  as  creolin, 
but  it  is  the  inside  of  the  shoes  that  ought  to  be  impregnated 
with  some  kind  of  disinfectant. 

If  some  kind  of  chalklike  substance  is  used,  the  wearer 
feels  better,  too,  when  putting  on  the  shoes.  As  it  is, 
many  customers  object  to  the  odor  of  a disinfectant,  such 
as  creolin,  and  the  repairer  is  between  two  fires,  so  to  speak, 
as  he  must  stand  the  objectionable  odor  himself  or  force 
the  customer  to  stand  the  less  objectionable  one  of  creolin. 

The  writer  has  often  wondered  if  there  was  not  some 
simple  disinfectant  that  would  quickly  evaporate  and  that 
repairers  could  use.  There  is  certainly  a field  for  such  an 
article,  and  anyone  reading  this  and  knowing  of  a way  to 


overcome  it  should  communicate  with  this  publication  and 
let  the  brother  repairers  know  about  it.— Shoe  Repairer  and 
Dealer. 

WATERPROOF  SHOES 

The  United  States  Bureau  of  Chemistry  has  worked 
out  a method  by  which  anybody  can  make  his  shoes  water- 
proof unless  they  have  holes  in  them. 

The  chief  reason  why  shoes  ordinarily  are  not  water- 
proof is  that  the  seams  admit  moisture.  Thus  the  feet  get 
damp  and  the  wearer  is  liable  to  catch  cold. 

An  occasional  use  of  castor  oil  on  shoe  uppers  will  help 
to  make  them  waterproof,  but  too  much  should  not  be  used 
lest  it  interfere  with  the  “shine.”  Much  better,  especially 
for  use  in  winter,  is  a mixture  of  twelve  ounces  of  tallow 
and  four  ounces  of  cod  oil.  Melted  together  by  moderate 
heat,  the  stuff  should  be  applied  warm  and  thoroughly  to 
the  edge  of  the  sole  and  the  welt,  where  footgear  is  most 
liable  to  leak. 

The  sole  can  be  best  waterproofed  by  letting  the  shoe 
stand  for  fifteen  minutes  in  a shallow  pan  containing  enough 
of  the  grease  to  cover  the  sole. 


GOOD-HEARTED  SHOE  REPAIRERS 

The  upper  of  an  old  shoe  may  be  worn  out  quite  exten- 
sively and  still  may  be  repaired,  but  when  the  forepart  of 
the  vamp  (the  best  part  between  the  toe  and  the  instep) 
is  worn  out  the  repairer  should  refuse  the  work,  as  he  is 
not  supposed  to  make  a new  vamp.  Old  people  will  come 
in  and  request  that  their  old  shoes  be  repaired  when  they 
hardly  hold  together,  but  the  old  fellow  or  old  lady  feel  so 
comfortable  in  the  old  shoes  that  they  hate  to  give  them 
up,  and  although  nearly  out  of  the  ring  they  still  wish  to 
have  them  run  another  race.  Some  repairers  are  good- 
hearted  and  will  rebuild  shoes  throughout,  and  by  patiently 
working  they  will  eventually  get  the  shoes  into  a renovated 
state.  They  should,  however,  charge  in  accord  with  the 
work  done. 


PUTTING  ON  RUBBER  SOLES 

The  Shoe  Repair  Shop  has  this  to  say  of  working  turned 
soles  and  putting  on  rubber  soles: 

Never  have  the  water  too  warm  for  a turn  shoe,  as  it 
affects  the  working  of  the  shoe  from  beginning  to  end.  The 
channels  at  the  sewing  machine  will  often  be  ripped  on 
account  of  the  water  being  too  hot  at  the  time  of  tempering, 
which  renders  the  leather  brittle  and  easy  to  tear.  Another 
trouble  with  sole  leather  relates  to  shrinkage  and  is  due 
mainly  to  defective  tannings,  as  sole  leather  which  is  thor- 
oughly tanned  and  has  been  given  time  to  ripen  will  not 
cause  trouble  in  this  direction. 

It  is  a common  opinion  that  the  only  way  to  solidly 
fasten  the  rubber  sole  to  the  welt  shoe  is  to  first  stitch  the 
leather  sole  to  the  welt  in  the  regular  way  and  thereafter 
cement  the  rubber  sole  to  the  bottom  of  the  shoe,  without 
stitching.  If  the  sole  is  of  high  grade  or  nearly  pure  rubber 
this  scheme  will  work.  The  edge  on  regular  soles  is  left  in 
its  natural  white  state.  The  wearer  usually  likes  the  con- 
trast, and  the  method  saves  much  labor. 


Some  shoemakers  claim  there  is  no  need  of  brass  nails 
in  the  shank  of  heavy  sole  welts  to  keep  the  out  sole  seam 
from  ripping  if  the  sole-laying  and  stitching  are  properly  done. 

Where  a permanent  stretch  is  required  in  a shoe  it  is 
best  to  either  steam  it  or  use  hot  water.  Either  process 
will  open  the  pores  and  the  leather  will  remain  stretched. 

It  is  not  a wise  thing  to  use  old  forms  on  new  style 
lasts  unless  they  fit.  Lasts  and  levelling  forms  should 
always  conform  to  the  style  of  lasts  used. 
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No.  360 — 2-Buckle 


No.  361 — 1-  Buckle 


No.  364 — 2-Button 


No.  365 — 1-Button,  with  suede  quarter 


In  addition  to  the  four  Welts  shown  here  for  the  first  time  J.  & T.  Bell,  of  Montreal,  have  produced  a 1-Strap  Buckle  Welt  in  tan  Russia 
with  grey  suede  quarter  (No.  366),  a 2-Strap  Button  Welt  in  dark  brown  calf  with  brown  suede  quarter  (No.  362),  and  two  other  fine 

specialties.  Prices  range  from  $5.50  to  $6.75. 


THE  WORTH  WHILE  PAPER 

In  a long  article  on  the  Business  Paper  and  its  effective- 
ness as  an  advertising  medium,  M.  C.  Robbins  in  Printers’ 
Ink  says: 

“The  only  kind  of  paper  that  is  worth  while,  is  one 
that  is  so  well  edited  that  the  subscriber  pays  willingly 
the  full  subscription  price  and  renews  gladly  at  the  end  of 
the  year.  That  may  be  set  down  as  axiomatic.  This, 
then,  would  indicate  an  interest  on  the  part  of  the  reader 
in  the  editorial  contents  of  the  paper  and  thereby  hold  his 
attention  and  make  the  contact  necessary  for  the  advertiser. 

“Many  advertisers  still  endeavor  to  get  advantage  for 
themselves  by  trying  to  prejudice  the  minds  of  the  editors 
or  influence  through  their  advertising  patronage  the  reading 
columns.  In  making  this  attempt,  they  are  trying  to 
defeat  their  own  ends,  because  every  prejudiced  article, 
every  puff  and  write-up,  every  inspired  news  item  which 
appears  in  a business  paper  tends  to  weaken  the  confidence 
of  the  reader  in  its  integrity  and  authority.  This  breaks 
the  contact  or  weakens  it,  so  that  it  carries  the  message 
with  less  effect  for  the  advertiser. 

“Business  men  read  business  papers  as  a matter  of 
business,  and  they  do  have  in  their  own  papers,  in  a high 
percentage  of  cases,  the  confidence  I have  described. 

“No  paper  that  sells  its  contents  at  a subscription 
price  can  ever  get  100  per  cent,  of  its  industry.  But  it  is 
a pretty  generally  established  fact  that  the  people  of  any 
industry  who  are  not  subscribers  to  their  own  publication 


are  the  less  influential,  less  successful  and  less  important 
men  or  corporations. 

“But  I want  to  say  that  the  value  of  a publication  to 
its  readers  is  to  a considerable  extent  represented  by  the 
completeness  with  Which  the  manufacturers  in  that  field 
are  represented  in  its  columns.  The  more  and  better  class 
concerns  in  a field  that  you  see  advertising  in  a given  pub- 
lication, the  more  valuable  that  publication  is  to  its  readers 
and  consequently  that  more  vital  the  point  of  contact  and 
the  better  advertising  medium  for  the  new  concern  that 
come  in. 

The  advertising  sections  of  our  better  technical  papers 
have  become  almost  as  educational  to  the  readers  as  the 
reading  pages.” 

Success  Seeds 

Think  sanely. 

Learn  from  mental  superiors. 

Learn  to  listen  attentively. 

Read  best  newspapers,  books  and  trade  journals. 

Improve  your  memory. 

Concentrate. 

Don’t  worry. 

Be  systematic. 

Weigh  both  sides. 

Avoid  inferior  minds. 


Why  let  your  overstock  of  shoes  get  on  your  nerves? 
Study  out  some  way  to  get  them  upon  others’  feet. 
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More  Customers 
and  Better 
Satisfied 
Customers 


The  Biggest  Profit- Maker  in  Tour  Shop 


TENAX  SOLES  will  give  you  the  good-will  of  your  customers 
which  means  a steady  and  increasing  trade  in  your  community. 

TENAX  SOLES 

are  strong,  light  and  wear  wonderfully,  and  are  waterproof. 
They  make  neat  repairing  easy  and  will  not  spoil  the  shape  of 
the  shoe.  Make  TENAX  SOLES  your  leading  card  in 
winning  substantial  trade. 

Gutta  Percha  & Rubber,  Limited 

HEAD  OFFICES  AND  FACTORY:  TORONTO 
Branches  in  Leading  Canadian  Cities 


lllllilllllllllllllllllllilllllllllilllllllllll 


Mention  " Shoe  and  Leather  Journal”  zvhen  writing  an  advertiser 
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Bona-fide  advertisements  of  Situations  Wanted  or  Situations  Vacant  in  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit — one  inch. 


FOR  SALE— Good  clean  stock  of  boots  and  shoes.  Good 
live  town  and  country.  Box  950,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WANTED — Traveller  with  good  connection  for  Western 
Ontario  for  well-known  staple  line  of  shoes.  Box  951, 
Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto 

FOR  SALE — Men’s  shoe  store,  good  repair  trade,  modern 
machinery,  stock  $5000.  Central  location,  bargain, 
leaving  country.  Box  952,  Shoe  and  Leather  Journal, 
545  King  Street  West,  Toronto 

FOR  SALE — Shoe  business  in  one  of  Ontario’s  good  cities; 
good  location  and  splendid  opportunity  for  right  man, 
who  has  some  cash.  Apply  Box  953,  Shoe  and  Leather 
Journal,  545  King  St.  West,  Toronto. 

GOAT  SKINS  FOR  SALE— Have  a limited  monthly 
quantity  of  good  large  Argentine  goat  skins  for  sale  at  a 
very  reasonable  price.  Box  954,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WANTED — Shoemaker,  good  all-round  repair  man.  Must 
be  man  of  ambition  and  character.  Permanent  position 
if  satisfactory.  Never  any  lost  time.  Write  fully,  giving 
references.  Box  955  Shoe  and  Leather  Journal,  545 
King  Street  West,  Toronto. 

SALESMEN  WANTED— Working  Port  Arthur  to  Van- 
couver, also  Quebec  and  Mari  times — to  carry  Felt 
Slippers  as  side  line,  on  commission.  'Prices  right;  only 
one  grip.  Good  money  for  right  men.  Write  Box  957, 
Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto,  Ont. 

STRONG,  WELL-ESTABLISHED  LINE  of  Children’s 
Turns  and  McKays  open  as  “side  line”  and  commission 
basis  for  Manitoba  and  Eastern  Saskatchewan  branch 
lines.  This  line  also  open  for  Maritime  Provinces.  Appli- 
cations must  give  experience  and  name  lines  being  carried 
at  present  time.  Apply  Box  956  Shoe  and  Leather 
Journal,  545  King  street  west,  Toronto. 

JAPANNER  wants  a position  in  tannery;  understands  boil- 
ing and  finishing  process  thoroughly.  Box  947,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 


WANTED — To  hear  from  manufacturers  and  jobbers  requir- 
ing the  services  of  a high-grade  shoe  salesman  with  good 
connection  in  the  Maritime  Provinces.  Address  Box  945, 
Shoe  and  Leather  Journal,  545  King  Street  Wept, 
Toronto. 

WANTED — Position  as  buyer  and  manager  of  shoe  store  or 
department,  preferably  in  Maritime  Province  town  or  city. 
Ten  years’  experience,  card  writer,  advertiser,  window 
trimmer  and  thorough  shoeman.  Open  for  engagement 
April  1st  or  sooner.  Address  Box  944,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WANTED — A competent  shoe  salesman  to  represent  a few 
live  manufacturers  in  Great  Bid  tain  on  the  Canadian 
market  on  commission.  Apply  at  once,  stating  terms,  age 
and  experience  to  Northamptonshire  Journal  of  Commerce, 
Northampton,  England. 

WANTED — Young  man  for  order  and  sales  department  of 
shoe  manufactitring  concern;  must  have  shoe  experience. 
Apply  in  own  handwriting  to  Box  943,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WELL  EDUCATED,  neat  appearing  young  man,  having 
five  years’  experience  in  the  shoe  business,  desires  a full 
line  of  shoes  from  a reliable  firm  to  cover  Maritime  Prov- 
inces, commission  basis.  Apply  Box  949,  Shoe  and 
Leather  Journal,  545  King  Street  West,  Toronto. 

WANTED — Salesman  to  sell  staple  boots  on  commission,  in 
New  Brunswick,  Nova  Scotia  and  Prince  Edward  Island. 
For  particulars,  apply  to  Box  948,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WANTED  at  once  shoe  salesman  to  handle  the  finest  line  of 
over-gaiters  in  Canada,  also  shoe  findings  and  shoes  to  some 
extent,  in  the  following  territories:  Eastern,  Northern  On- 
tario, Newfoundland,  Manitoba,  New  Brunswick,  Sask- 
atchewan, Alberta,  British  Columbia;  must  have  good 
references.  Canadian  Shoe  Findings  Novelty  Co.,  2 
Trinity  Square,  Toronto. 

EXPERIENCED  TRAVELLER  wants  a line  or  lines  of 
shoes  to  sell  in  the  Maritime  Provinces.  Can  produce  the 
sales  and  “Bring  Home  the  Bacon.”  Address  quick,  Box 
946,  Shoe  and  Leather  Journal,  945  King  Street  West, 
Toronto. 


Intolerance  and  selfishness  make  very  poor  bed-fellows 
for  self-control.  These  qualities  always  clash  when  you  try 
to  house  them  together.  One  or  the  other  must  get  out. 


The  first  thing  the  shrewd  lawyer  usually  does  when 
he  starts  to  cross-examine  a witness  is  to  make  the  witness 
angry  and  thereby  cause  him  to  lose  his  self-control. 

Anger  is  a state  of  insanity! 

Such  a person  can  succeed  in  all  legitimate  undertak- 
ings! To  master  conditions  you  must  first  master  self! 


A person  who  exercises  great  self-control  never  slanders 
his  neighbor.  His  tendency  is  to  build  up  and  not  to  tear 
down.  Are  you  a person  of  self-control?  If  not  why  do 
you  not  develop  this  great  virtue? 


While  it  is  essential  to  turn  out  good  work  from  a shoe- 
making point  of  view  it  is  also  important  that  your  work 
looks  well  when  it  is  turned  out.  This  is  particularly  true 
of  women’s  shoes,  for  women  go  more  by  appearance-  than 
quality  of  work. 
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MINISTER’S 

Brogue  Spats 

Specially  Styled  for  Low-Heeled  Shoes 


With  the  increasing  popularity  of  Brogue  Shoes  comes  the  demand  for  a specially  cut 
spat  to  neatly  fit  this  style  of  low-heeled  footwear.  It  was  to  supply  this  demand  that 
Mr.  Minister,  designer  and  maker  of  the  well-known  line  of  Spats  and  Overgaiters,  created 
this  new  Brogue  Spat.  If  you  carry  this  special  Brogue  Spat  you  will  have  something  ex- 
clusive to  offer  to  your  customers  and  a pair  can  invariably  be  sold  with  every  pair  of  brogues. 

The  Minister  Brogue  Spat  is  made  in  a variety  of  materials  in  all  the  latest  shades.  You 
will  make  no  mistake  in  ordering  a sample  pair  of  this  very  latest  creation  in  smart  footwear. 
Complete  particulars  will  be  gladly  furnished  on  request. 


Ross  & Shaw  Agents 

32  Front  St.  West 
TORONTO 


Mention  “ Shoe  and  Leather  Journal”  when  zvriting  an  advertiser 
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There  is  a change  reported  in  the  business  of  B.  Silver- 
man,  of  Montreal. 

Robt.  Hanna,  the  popular  shoe  traveller,  is  now  rep- 
resenting Geo.  Boulter,  of  Toronto. 

H.  B.  McGee,  who  sells  Perth  Shoes  in  Ontario,  has  been 
showing  his  lines  at  the  King  Edward  Hotel  recently. 

W.  E.  Fallen,  sales  manager  of  the  Getty  & Scott  Co., 
Galt,  Ontario,  was  a business  visitor  in  Toronto  last  week. 

It  was  impossible  for  Mr.  Lambert  to  remain  quiet, 
and  we  understand  he  has  done  considerable  buying  and 
selling. 

Archibald  Cruikshanks,  who  conducted  a shoe  store 
on  Lansdowne  Ave.,  Toronto,  has  sold  his  business  to  Ward 
& Carter. 

J.  B.  Goulet,  of  the  well-known  firm  of  Onesime  Goulet, 
Quebec  City,  was  spending  a few  days  in  Boston  early  in 
February, 

•Among  the  articles  the  City  of  Montreal  are  calling 
for  tenders  for  the  police  force  and-fire  department  are  boots 
and  glojves. 

F.  S.  Scott,  of  Getty  & Scott,  spent  a few  days  in 
Montreal  last  week  with  his  representative,  the  well-known 
Bob  Hawley. 

The  Ontario  Gazette  announces  a new  company  has 
been  formed  in  Toronto  to  be  known  as  the  B.  & M.  Shoe 
and  Slipper  Co. 

J.  A.  McLaren,  of  Toronto,  was  in  Montreal  for 
the  Rubber  Meeting  on  the  14th  and  15th  of  February  with 
Mr.  Hugh  White. 

Alf.  Lambert,  who  has  been  spending  several  months 
in  Europe,  primarily  for  his  health,  will  return  to  Montreal 
about  March  15th. 

Jas.  Clark,  of  Clark  Bros.,  Fredericton,  N.B.,  was 
showing  samples  in  Toronto  last  week  and  then  visited  other 
centres  in  western  Ontario. 

Harry  McKellar  has  been  on  a business  trip  down 
through  the  Maratimes  and  Quebec.  He  dropped  off  at 
Toronto  on  his  way  back. 

Jack  Vallary,  that  well-known  representative  of  Nathan 
Cummings,  Montreal,  was  showing  his  samples  at  the 
Queen’s  Hotel,  Toronto,  last  week. 

J.  B.  Buchannan  of  the  Smardon  Shoe  Co.,  Montreal, 
was  in  Toronto  calling  on  his  business  friends  recently  then 
went  on  to  Chicago  with  R.  Smardon. 

There  are  very  conflicting  reports  about  business  coming 
in  from  the  travellers.  Some  say  business  is  not  good, 
others  say  it  is  picking  up  wonderfully. 

The  Fire  Chief  of  Toronto  has  recommended  that  in 
future  rubber  factories  be  permitted  only  in  thinly  popu- 
lated'districts  and  away  from  business  sections. 

W.  H.  Alderson,  manager  of  the  Ontario  division  of 
the  Gutta  Percha  and  Rubber,  Limited,  has  been  honored 
by  being  made  president  of  the  Toronto  Board  of  Trade. 

W.  Waller,  manager  of  the  Robert  Simpson  Co.’s 
shoe  department,  Toronto,  has  been  on  a business  trip  to 
Montreal,  Quebec.  Boston,  New  York  and  other  eastern 
centres. 

We  are  indebted  to  our  esteemed  contemporary  the 
Shoe  Retailer  of  Boston,  for  the  illustrations  of  Model  Shoe 
Store  and  Quality  Bouleva'rd,  which  appeared  in  our  last 
issue  in  connection  with  the  Milwaukee  Convention.  By 


an  oversight  this  acknowledgment  was  omitted  in  our  last 
issue. 

James  Mantle,  a foreman  of  the  Philip’s  Shoe  Factory, 
Toronto,  died  at  his  home  recently.  His  father  was  also 
a shoemaker.  Mr.  Mantle  was  only  32  years  old  at  the 
time  of  his  death. 

Samuel  Sheenan,  who  has  a shoe  shop  on  St.  Lawrence 
Blvd.,  Quebec,  had  a small  fire  recently  which  started 
under  the  flooring  in  the  rear  of  the  shop . It  was  extinguished 
without  much  damage. 

W.  T.  Paterson,  well  known  to  the  shoe  trade  in  the 
West  for  about -20  years’  expects  to  be  out  again  shortly 
with  Messrs.  Dufresne  & Locke’s  line  of  standard  screw 
McKays  and  welts  for  men  and  women. 

An  Ottawa  shoe  man  who  made  an  assignment  recently, 
has  been  arrested  for  fraud  in  connection  with  the  business. 
It  is  claimed  he  kept  no  account  of  his  stock,  and  also 
moved  some  of  it  to  defraud  the  creditors. 

C.  E.  Fice,  J.  & T.  Bell’s  representative,  who  has  per- 
manent sample  rooms  in  the  Stair  Building,  corner  of 
Adelaide  and  Bay  streets,  Toronto,  says  his  new  lines  are 
attracting  buyers  in  a way  he  had’ not  anticipated. 

Mr.  Smiley,  one  of  the. active  members  of  the  Toronto 
Shoe  Repairers’  Association  and  who  conducted  a-  shoe 
repairing  business  on  Queen  St.  East,  Toronto,  died  recently 
at  his  home.  Mr.  Smiley  will  be  greatly  missed  in  the  asso- 
ciation. 

Dr.  R.  Kendrick  Smith  stated  to  the  Massachusetts 
Osteopathic  Society,  at  its  recent  convention  in  Boston, 
that  “high  heels  are  a crime.”  To  the  numerous  arguments 
against  high  heels,  he  'added  the  information  that  they 
deform  the  knees. 

Down  in  Newfoundland  they  have  had  the  same 
trouble  with  shoe  factories  closing  as  has  been  the  case  in 
Canada,  but  reports  come  that  the  St.  John’s  factory  has 
started  and  is  employing  a hundred  hands  and  expects  to 
be  on  full  time  by  Spring. 

Columbus  Rubber  Co.  are  mailing  to  the  trade  a hand- 
some folder  printed  in  two  colors,  showing  their  leading 
styles,  etc.,  location  of  their  branches  and  agencies,  together 
with  a short  sales  talk.  The  text  is  particularly  suited  to 
their  brand  name  Columbus. 

J.  W.  Leslie,  shoe  retailer  of  Hamilton,  Ontario,  stated 
to  the  papers  of  that  city  that  there  were  many  people 
among  his  customers  who  would  not  purchase  Canadian 
made  shoes,  and  he  had  to  carry  a stock  of  U.S.  lines  to 
meet  the  call  for  the  imported  goods. 

That  old  saying  that  style  makes  the  price  continues 
true.  For  instance,  a manufacturer  is  offering  strap  pumps, 
which  certainly  contain  less  than  two  feet  of  upper  leather 
for  $4  a pair,  while  lOfT-inch  boots,  which  certainly  contain 
more  than  four  feet  of  kid  leather,  are  also  priced  at  $4. 

The  National  Cash  Register  Co.,  of  Dayton,  Ohio, 
has  made  the  announcement  through  J.  H.  Barrington, 
the  first  vice-president,  that  the  fifty-fifty  profit  sharing 
plan  which  was  in  operation  during  1920  will  be  continued 
during  1921.  This  means  the  profits  will  be  halved  with 
the  employees. 

When  Jimmy  Heffering,  the  popular  representative  of 
Tetrault  Welts,  bumped  into  R.  Smardon  and  J.  Buchanan 
on  Michigan  Ave.,  Chicago,  the  other  day,  three  men  got  a 
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real  surprise,  all  of  which  says  that  these  three  men  have 
been  over  in  the  windy  city  taking  a look  at  the  shoe  business 
as  reflected  there. 

W.  A.  Thompson,  Jr.,  formerly  of  the  New  York  office 
of  the  Eagle-Ottawa  Leather  Co.  and  Benj.  N.  Moore  & 
Sons,  is  now  covering  the  North  Shore  trade  for  Henwood  & 
Nowak,  Inc.,  of  Boston.  Mr.  Thompson’s  wide  acquain- 
tance should  be  a valuable  addition  to  the  above  concern’s 
selling  organization. 

The  Natural  Tread  Shoe  Co.,  with  factory  at  Belleville, 
Ont.,  is  meeting  with  good  success.  An  order  for  350  pairs 
for  the  nurses  of  a hospital  in  Grand  Rapids  speaks  well  for 
the  new  industry.  There  will  be  a chain  of  stores  started  in 
Ontario  as  soon  as  possible  and  agencies  appointed  in  various 
places  throughout  the  west. 

Alex  Marshall,  secretary  of  the  Ontario  Shoe  Manu- 
facturers’Association,  has  written  the  Telegram,  of  Toronto, 
asking  to  be  put  in  touch  with  a correspondent  who  signs 
himself  S.  Crispin.  This  correspondent  recently  said  some 
things  about  high  prices,  etc.,  that  did  not  sound  very 
complimentary  to  the  manufacturers. 

Despite  the  fact  that  Armand  Bastien,  the  maker  of 
Indian  slippers,  snowshoes,  moccasins,  etc.,  had  a fire  in 
his  plant  at  Loretteville,  P.Q.,  they  were  able  to  keep  up 
with  all  orders  without  interruption  that  have  been  placed 
and  will  be  placed  in  the  immediate  future.  Ross  & Shaw, 
of  32  Front  St.,  Toronto,  are  the  representatives  for  Ontario. 

Major  John  Harris,  of  the  Nugget  Polish  Co.,  Toronto, 
has  just  been  made  president  of  the  Canadian  Association  of 
British  Manufacturers.  Mr.  Harris  is  an  active  worker  in 
such  organizations.  He  has  been  in  Canada  since  1914, 
except  the  time  he  served  in  the  war.  He  has  a great 
war  record,  both  in  the  late  one  and  the  South  African 
war,  and  is  the  possessor  of  many  decorations. 

The  John  Ritchie  Company,  Limited,  of  Quebec  City, 
have  issued  a very  handsome  booklet  showing  14  lines 
which  they  now  carry  in  stock  for  immediate  shipment. 
In  stock  departments  have  become  a feature  of  many 
factory  organizations  but  the  Ritchie  department  is  par- 
ticularly noteworthy.  The  lines  selected  cover  the  entire 
men’s  welt  field  and  anyone  in  the  trade  would  do  well  to 
get  a copy  of  the  catalogue. 

The  Wm.  A.  Marsh  Company,  Limited,  of  Quebec 
City,  who  inaugurated  their  “In  Stock  Department”  last 
year,  have  expanded  it  to  take  in  a full  line  of  men’s  welts, 
women’s  welts  and  women’s  McKays.  Their  folder  just 
issued  is  very  comprehensive  and  as  well  as  showing  illus- 
trations representing  more  than  twenty  lines,  gives  full 
information  as  to  ordering  sizes,  etc.  The  folder  with  prices 
will  be  sent  to  those  in  the  trade  interested. 

At  last  the  rabbit  pest  in  Australia  is  being  turned  to 
some  use.  An  Australian  has  discovered  a process  of  making 
leather  from  rabbit  skins,  and  a company  has  been  formed 
at  Sydney  to  turn  the  invention  to  practical  use.  It  has 
established  a plant  capable  of  handling  100,000  skins  a week. 
The  leather  has  already  been  used  at  Sydney  in  the  manu- 
facture of  boot  and  shoe  uppers,  handbags,  gloves  and  other 
articles.  The  rabbit  fur  is  not  wasted,  but,  being  removed 
from  the  shins  before  the  latter  are  tanned,  is  utilized  for 
making  felt  for  hats  and  other  purposes. 


VANCOUVER  NOTES 

Williams,  late  of  Noon  Valley,  has  opened  a repair 
stand  on  6th  street,  New  Westminster. 

S.  Denby,  leather  merchant  of  this  city,  is  suffering 
from  a severe  attack  of  locomotor  ataxia. 

J.  Wilburn,  of  Canada  Repair  Store,  Granville  street, 
is  suffering  with  lumbago  in  St.  Paul’s  Hospital. 

Ashton  Burton  and  W.  Harrowell,  of  the  Moose  Boot 
Store  on  Kingsway,  have  dissolved  partnership.  Mr. 
Burton  will  carry  on  the  Moose’s  Store  with  the  help  of 


H.  McBain,  who  will  take  charge  of  the  repairing.  Mr. 
Harrowell  has  opened  a new  repairing  store  lower  down  on 
the  same  street. 

Mr.  Smart,  late  of  Victoria,  has  taken  over  the  Economy 
Boot  Store  on  Hastings  street  east,  and  has  added  a repairing 
department. 

The  J.  Leckie  Co.,  who  lately  enlarged  their  factory 
have  installed  several  new  machines  to  take  care  of  their 
increasing  business. 

J.  Thurston,  superintendent  of  the  J.  Leckie  Co.,  has 
been  in  the  prize  list  in  exhibiting  Prize  Bred  Poultry,  of 
which  he  is  a great  fancier. 

Since  our  last  report  a far  better  tone  and  steadier 
conditions  are  prevalent  among  those  in  the  shoe  trade,  and 
the  scare  that  took  hold  of  the  business  men  has  now  passed 
over. 

J.  Buckley,  who  was  some  years  with  the  J.  Leckie* 
Shoe  Manufacturing  Co.,  in  this  city,  has  opened  a stand  for 
repairing  at  3404  Main  street  equipped  with  power  finishing 
machinery. 

Mr.  Radford,  representing  The  I.  T.  S.  Rubber  Heel 
Co.,  of  Toronto,  has  been  covering  the  city  on  behalf  of 
his  firm  in  company  with  the  B.  C.  Leather  & Finding 
city  representative.  Mr.  Radford  has  taken  this  trip  to 
the  coast  for  his  health  and  linked  up  a little  business  with 
it.  He  saw  service  in  France  with  the  signallers  of  the 
3rd  Division,  Canadian  Field  Force. 

The  tannery  which  has  been  several  months  under 
construction  by  the  Christie  Boot  Manufacturers  is  now 
fully  installed  with  the  latest  leather  dressing  machinery, 
and  operations  have  been  commenced.  When  the  upper 
leather  dressing  is  in  full  swing  and  running  satisfactorily, 
it  is  the  intention  of  Mr.  Christie  to  turn  his  attention  to 
the  tanning  of  sole  leather,  suitable  for  his  logging  boot 
business. 


A POPULAR  WESTERN  MANAGER 

Geo.  W.  Barrett,  manager  of  the  Winnipeg  Branch  of 
The  Columbus  Rubber  Company,  of  Montreal,  Limited,  is 
one  of  the  best  known  men  in  the  West  to-day. 

Before  assuming  charge  of  the  Columbus  branch  when 
it  was  opened  in  Winnipeg  two  years  ago,  “George”  had 


GEO.  W.  BARRETT 


spent  over  20  years  in  the  West.  The  Columbus  Company 
attribute  much  of  their  success  in  the  territory  west  of 
Fort  William  in  Ontario  and  in  Manitoba  and  Saskatchewan 
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Our  Welting  is  Guaranteed 


McKay 


Because  we  have  had  long  experience;  possess  adequate  facilities;  use  only  the 
very  best  of  packer  hides;  and  employ  skilled,  painstaking  workmen,  we  are 
enabled  to  back  up  every  shipment  we  make  to  you  with  a positive  guarantee 
that  it  will  prove  A-l. 

We  gladly  send  samples  on  request 

BROCKTON  WELTING  CO. 

—incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  % MERRILL,  Inc.,  210  Broad  St.,  Lynn,  Mass. 

SALES  OFFICES:  BOSTON,  185  Essex  St.:  PHILADELPHIA,  S.  W.  Cor.  5th  and  Arch  Sts  • CINCINNATI  410  Fao  e,.  • 

MILWAUKEE.  258-260  Fourth  St.:  ST.  LOUIS.  1419  Olive  St.;  ROCHESTER.  N.Y.  22  Andrews  StV:  NEW YORK  CITY.33  Spruce  Si! 

FOREIGN  REPRESENTATIVES:  ENGLAND.  Messrs.  Pearson  Robinson  & Arterton.  4 Albion  St.,  Leicester. 

FRANCE,  Louis  Dubois.  47  Rue  des  Petites  Ecuries,  Paris. 


to  Mr.  Barrett.  He  doesen’t  look  that  qld,  but,  as  a matter 
of  fact,  he  has  a son  well  into  his  twenties  who  saw  active 
service  during  the  entire  war. 


NEW  PRESIDENT  OF  CHAMBRE  DE  COMMERCE 

At  the  annual  meeting  of  the  Montreal  Chambre  de 
Commerce  held  recently,  Mr.  Joseph  Quintal  retired  from 
the  presidency  after  two  years’  service  in  that  post,  and  was 
succeeded  by  Mr.  Alfred  Lambert,  who  occupied  the  position 
of  first  vice-presidnet.  Mr.  Lambert  is  at  present  in  Poland 
and  he  was  elected  to  the  chief  executive  post  in  absentia, 
his  acceptance  being  conveyed  to  the  meeting  by  Mr.  Joseph 
Ethier,  the  new  first  vice-president. 

Mr.  Joseph  Daoust,  of  Daoust,  Lalonde  & Co.,  and 
Mr.  Henri  Viau  were  at  this  meeting  elected  to  the  council 
of  the  Chambre  de  Commerce. 

WHAT  DO  YOU  DO  WITH  YOUR  SHOE  BOXES? 

A subscriber  writes  us  as  follows:  “Every  Monday 
morning  I break  up  and  give  to  the  garbage  man  several 
dozen  good  shoe  boxes.  I thought  maybe  you  might  find 
it  interesting  to  inquire  through  your  Journal  what  other 
shoe  merchants  do  with  their  boxes.  Surely  they  have 
value  for  some  one.” 

We  presume  this  merchant  refers  to  the  cartons  and 
not  the  wooden  cases,  and  we  suggest  that  he  procure  a 
waste  paper  packer  and  pack  these  along  with  his  other 
waste  paper.  We  know  of  stores  which  have  been  doing 
this  and  it  did  not  take  long  to  pay  for  the  packer  and  now 
the  net  revenue  from  this  waste  material  amounts  to  quite 
a little  sum  and  well  worth  the  time  and  trouble  it  requires 
to  do  it.  We  publish  this  because  this  letter  suggests  to 
us  that  there  may  be  more  merchants  who  are  throwing 
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away  money  in  the  garbage  in  the  shape  of  old  cartons  and 
other  waste  paper. 

SLATER  “IN  STOCK”  CATALOGUE 

The  Slater  Shoe  Co.,  Ltd.,  of  Montreal,  have  recently 
issued  a very  handsome  catalogue  showing  some  forty  lines 
which  they  carry  in  stock.  This  catalogue  is  particularly 
noteworthy  for  other  reasons  than  its  unusual  appearance. 
The  range  of  lines  shown  is  possibly  the  largest  in  its  class 
in  Canada  and  represents  the  result  of  seven  years’  ex- 
perience with  an  In  Stock  Department.  A supplementary 
price  list  is  issued  to  the  trade  monthly,  making  the  cata- 
logue a valuable  asset  to  the  merchant. 

IS  THIS  TRUE? 

The  two  letters  which  follow  were  published,  one  in  a 
Toronto  paper  and  the  other  in  a Hamilton  paper.  We  repro- 
duce them  to  give  the  shoe  trade  an  idea  of  what  is  in  the 
minds  of  the  general  public. 

Sir, — The  “Made-in-Canada”  campaign,  which  several 
large  concerns  are  commencing,  has  come  at  a very  opportune 
time  to  educate  the  public  to  buy  our  home-made  goods. 

At  the  same  time,  however,  we  must  not  forget  that  it 
is  not  altogether  the  fault  of  the  public  for  demanding 
American-made  goods.  Take  the  shoe  trade,  for  instance. 
Why  do  the  well-dressed  women  demand  an  American-made 
shoe?  Certainly  not  because  it  is  better  leather — not 
because  it  wears  any  longer — but  for  the  simple  fact  that  it 
fits  the  foot  better. 

There  is  a fortune,  and  a mighty  big  fortune,  waiting 
for  the  Canadian  shoe  manufacturer  who  will  put  a medium 
priced  shoe  on  the  market  which  equals  the  American  goods 
in  design  and  fitting. 

There  was  a time  when  Austria  had  the  monopoly  of  the 
felt  slipper  business.  A certain  British  manufacthrer  got 
busy — beat  them  at  their  own  game — and  built  up  the 
largest  felt  slipper  business  in  the  world,  which  employs 
several  thousand  work  people.  The  same  thing  applies 
here — it  can  be  done.  Do  it  now! — S.  Crispin. 

The  letter  to  the  Hamilton,  Ontario,  paper  follows: 

Editor  Herald, — Don’t  you  honestly  think  a great  deal 
of  this  “ Buy-in-Canada”  talk  is  nonsense?  Why  does  not 
some  tell  the  merchants  to  give  Canadian  shoppers  a square 
deal?  “Buy-in-Canada”  often  means,  “Stand  still  while  I 
empty  your  pockets.”  For  instance,  I bought  a pair  of 
shoes  for  nine  dollars  here.  After  a few  weeks  I discovered 
they  were  paper  and  were  producing  corns  in  various  places. 
In  the  U.  S.  I purchased  a pair  for  $3.40  (exchange  included) 
which  are  real  leather  and  beautiful  in  appearance.  Why 


should  I buy  shoes  in  Canada?  To  induce  even  more  men 
here  to  enter  the  boot  and  shoe  business?  To-day  I saw  a 
bungalow  apron  advertised  for  $2.75.  I purchased  one 
made  of  better  material  for  98  cents  in  the  U.  S.  Surely 
Canadian  trade  is  not  suffering  when  the  purchasing  public 
makes  it  possible  to  ask  that  price  in  a border  town.  One 
might  multiply  examples  to  prove  that  the  thrifty  shopper 
can  afford  to  pay  exchange  and  duty  and  still  be  ahead  in 
price  and  quality  by  purchasing  in  the  U.  S.  I cannot  see 
anything  to  laud  in  the  loyalty  which  breeds  profiteers  and 
grafters.  And  why  should  anybody  who  wishes  to  save  his 
money  be  discouraged  from  doing  so?  Thrift  in  individuals 
produces  thrift  in  nations.  And  in  this  connection  why  does 
Mrs.  White,  the  most  unpopular  woman  in  Canada,  exercise 
such  sleepless  vigilance  in  the  case  of  poor  women  who  are 
trying  to  make  the  few  little  dollars  stretch  far  enough  to 
clothe  their  large  families,  while  men  smuggling  $5,000 
automobiles  pass  by  unquestioned?  I have  yet  to  hear  of 
her  examining  women  who  can  afford  to  'flash  diamonds  at 
her  or  of  sending  information  to  Ottawa  concerning  men  of 
wealth  like  the  one  mentioned. 

Here’s  for  a square  deal  to  the  Canadian  public. 

— Reader. 

Port  Colborne,  January  22,  1921. 


GET  THE  CATALOGUES 

A little  trick  worth  while,  which  perhaps  not  all  shoe 
merchants  in  the  smaller  towns,  where  catalogue  com- 
petition is  keen,  know  about  or  keep  working,  is  the  keeping 
of  the  latest  copies  of  the  catalogue  houses  right  on  the 
counter.  The  writer  saw  a Whitby  merchant  sell  three 
pairs  of  shoes  an  afternoon  because  he  showed  his  patrons 
that  he  was  selling  the  same  shoes  cheaper. 

FACTORY  ORGANIZATION  MEETING 

The  factory  organization  of  the  Canadian  Consolidated 
Rubber  Company  holds  a bi-monthly  meeting  in  Montreal. 
The  picture  we  show  was  taken  at  the  January  conference 
held  28th  and  29th  of  the  month.  At  the  last  conference 
it  seemed  to  be  the  conenssus  of  opinion  that  the  market 
was  at  its  lowest  point.  It  is  generally  accepted  that  the 
Rubber  market  will  firm  up  on  the  slightest  activity  and  the 
cotton  has  for  a time  been  lower  than  warranted  by  condi- 
tions. This  regular  meeting  of  factory  executives  is  one  of 
the  greatest  sources  of  good  in  the  Consolidated  organiza- 
tion. Much  discussion  of  manufacturing  problems  develops 
that  is  of  immeasurable  help  in  eliminating  the  difficulties 
that  arise  from  time  to  time  in  the  production  of  rubber 
products. 
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ANNOUNCEMENT 

At  Your  Service  As  Usual 

Notwithstanding  the  fire  which  recently  occurred  in  our 
factory,  our  production  facilities  are  such  that  we  are  in 
a position  to  fill-  all  orders  for  our  well-known  line  of 

Moccasins,  Snowshoes, 

Indian  Slippers,  Deerskin  Mitts,  etc. 

Dealers  will  still  find  the  same  RELIABILITY  in  our 
goods  and  our  service. 

ARMAND  BASTIEN 

Loretteville,  P.Q. 

WESTERN  SALES  OFFICE: 


ROSS  & SHAW  32  Front  St.  West,  Toronto 


A RARE  BUSINESS  OPPORTUNITY 

CENTRALIZE  YOUR  EFFORTS 
STANDARDIZE  YOUR  STOCK 

SPECIALIZE 

We  solicit  enquiries  in  respect  to  our  famous  Taplin  Natural  Tread  Shoes  and  our 
methods  of  introducing  these  shoes  into  your  town  or  city. 

The  Lasts,  Patterns  and  quality  of  “Taplin  Natural  Treads”  are  never  changed. 
Dead  stock  is  just  as  much  out  of  the  question  in  a stock  of  “Taplin  Natural  Treads” 
as  No.  1 hard  wheat.  “In  stock”  lines  are  always  carried  at  factory.  Replacement 
orders  in  these  best  selling  lines  and  can  be  filled  immediately. 

Prepare  yourself  now  to  take  care  of  the  present  and  fast  growing  demand  for  properly 
shaped  shoes. 

“Taplin  Natural  Treads”  are  more  highly  approved  than  any  other  Hygienic  shoe  on 
earth  and  we  are  ready  to  not  only  sell  you  the  shoes,  but  to  sell  the  shoes  for  you. 

If  you  conduct  a high-class  trade  or  are  prepared  to  specialize  in  our  line  alone  there  is 
big  money  and  a name  for  service  awaiting  you. 

Write  for  full  particulars  of  introductory  campaign  and  prices. 

NATURAL  TREAD  SHOES,  LIMITED 

BELLEVILLE  ONTARIO 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Money  Makers  Every  Day 

That  is  the  way  in  which  shoe  dealers  throughout  Canada  describe  SISMAN 
SHOES.  They  are  not  just  once-in-a-while  sellers.  They  are  the  kind  that 
sell  steadily  and  bring  re-sales. 

The“Best  Everyday” and  “Aurora” 

Meet  the  demands  for  a strong  sturdy  everyday  shoe  and  for  a shoe  with  the 
Style  and  Finish  that  makes  it  suitable  for  more  select  wear.  Both  are  made 
the  Reliable  Sisman  Way  and  both  invariably  SATISFY  dealer  and  wearer. 

ASK  YOUR  JOBBER  FOR  SISMAN  SHOES 

THE  T.  SISMAN  SHOE  CO.,  LIMITED 

AURORA,  ONTARIO 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Many  of  the  newer  patterns  now  being  shown — 

Two  Strap,  One  Strap,  Sabot,  etc. — have  been 
supplied  by  us  and  fitted  in  the  first  instance  by 
us  in  the  factory  of  the  maker. 

IF  INTERESTED  IN  A NEW  TWO  STRAP, 

DROP  US  A WIRE  OR  LINE. 

Conaway-Wadsworth  Pattern  Co.  Limited 

223  McGILL  STREET  - - Rooms  11  and  12 

MONTREAL,  QUE.  GUS  LOSSMAN,  Manager 


ST.  HYACINTHE  . 


CANADA  . 

T^OR  a good,  sturdy,  staple  shoe  which 
will  satisfy  the  majority  of  buyers  as  to 
Style,  Comfort  and  Service,  you  will  find 

YAMASKA  BRAND  SHOES 

answer  admirably.  They  have  a reputa- 
tion for  honest  shoemaking  extending  over 
fifty  years.  You  may  back  them  to  the 
limit  for  RELIABILITY— they’ll  respond 

LA  COMPAGNIE  J.  A.  & M.  COTE 

St.  Hyacinthe  - - - Quebec 
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Your  Salesmen  will 
Get  Better  Results 

if  you  PRECEDE  them  and 
FOLLOW  THEM  UP  with 

Good  Printing 

We  plan,  write  and  print  sales 
producing  literature  that  will 
make  people  want  your  pro- 
duct and  want  to  do  business 
with  your  house.  Have  an 
ACTON  man  call  and  talk 
it  over. 

ACTON  PUBLISHING  CO.,  LIMITED 

. Printers,  Designers  and  Publishers 

545-549  King  St.  West,  Toronto  - Lemoine  and  St.  Nicholas  Sts.,  Montreal 


STANDARD 

SCREWED 


SHOES 


MEN’S,  BOYS’,  YOUTHS’, 
LITTLE  GENT’S 
AND  CHILDREN’S 

A.  A.  COTE  & SON 

LIMITED 


ST.  HYACINTHE, 

QUEBEC 


MEN’S,  BOYS’,  YOUTHS’, 
LITTLE  GENT’S 
AND  CHILDREN’S 


McKAY 

SEWED 

SHOES 


Manufacture  lines  of  Staple  McKay  Shoes  in  Men’s,  Boys’,  Youths’,  Little  Gent’s  and  Children’s,  as  well  as  a Strong  Line  of  Heavy 
Working  Shoes,  out  of  best  Chrome  Side  Tanned  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices,  Standard  Screwed  Soles,  Stitch 
Aloft,  Natural  Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather  and  know  what  he  is  buying.  That’s  the  line  for  you. 


Which  is  the  more  economical,  cut  soles  or  cutting  your 
own  from  whole  stock?  This  seems  to  be  a debatable 
question.  If  a man  is  busy  it  will  possibly  pay  him  to  buy 
cut  soles,  but  if  he  is.  not  very  busy  then  it  may  not.  But 
after  all  it  is  a question  of  time  and  where  thousands  of  soles 
can  be  cut  in  a day  by  one  man  and  a machine  it  is  doubtful  if 
a man  can  cut  by  hand  more  than  two  or  three  hundred  in 
the  same  time.  Time  is  an  important  part  of  the  considera- 
tion. 

Do  you  keep  any  kind  of  an  accurate  account  of  your 
sales,  that  is  your  findings  sales  and  repair  work?  It  will 
be  best  to  keep  these  absolutely  separate.  It  will  also  be 
well  to  keep  your  stock  in  such  shape  that  you  will  know 
exactly  how  you  stand  without  any  guess  work  about  it. 


NEW  CASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White.  Black. 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits, 
Indias.  Heavy  Leathers.  Skivers,  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 

NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W..  Montreal 
Factory — Wilmington.  Del.,  U.S.A. 
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Edwards  & Edwards  Limited 

TANNEFS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  & Edwards  Limited 


Head  Office 

27  Front  Street  East 
Toronto 


Tanneries 

Woodbridge,  Ont. 


Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


SO-S'i  *){. 
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CLARKE  8f  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


Your  Windows 

need  more 

Attention! 

Mr.  Shoe  Retailer 

This  book  of 

Shoe  Window  Displays 

was  written  for  you! 

NEW  IDEAS  AND  METHODS. 
ORDER  NOW! 

Post  Paid,  $2.75 

U.S.  FUNDS 

FRANK  P.  TAYLOR 

381  Washington  Street  Boston,  Mass. 

CANADIAN  SHOES-FINDINGS  & NOVELTY  CO. 

2 Trinity  Square  TORONTO 

Canadian  Representatives. 


COLONIAL  HIDE  COMPANY 

HIDES,  CALFSKINS 
AND  HORSE  HIDES 

Most  country  hides  carry  2 or  3 lbs.  of  excess  meat; 
some  much  more.  Our  hides  well  fleshed.  This 
difference  of  5%  to  7%  means  fully  lc.  per  lb.,  which 
the  tanner  saves  when  buying 

“COLONIAL  TRIM  AND  DELIVERY” 

Offices  and  Warehouses  at  Quebec,  P.Q. 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  St.,  Montreal,  P.  Q. 
Quebec,  P.  Q.  St.  John,  N.  B.  Three  Rivers,  P.Q. 
Ottawa,  Ont.  Peterboro,  Ont.  Windsor,  N.  S. 


A.  FICO  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


JOHN  McENTYRE,  LIMITED 

LEATHER  and  SHOE  GOODS 
28  St.  Alexander  Street 
MONTREAL 


PLANTS 

Rubber  Cement  Factory 
26  Gladstone  Ave. 


TANNERY 
1704  Iberville  St. 


I 


INFOOT  BRAND 
BRITISH -MADE 


SOFT-SOLE  SHOES 

in  Kid,  Silk,  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES 

Sizes  1-6,  Black  and  Tan  Leathers 

INFANTS'  FOOTWEAR  LTD. 

London,  England 
GREENE-SWIFT  BUILDING 
LONDON  - CANADA 


•«# 

I 

i 


l Infants’  Footwear  \ 


l 
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ALL  ABO  A.R.D!”  Direct  through  Connections  from  u HO OL  FO  BEAJMHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & GO. 

International  Hide  Merchants 


PARIS  HAVANA  BASLE 


Pmls  acd 


NEW  YORK 


CHICAGO 


‘We  deliver  what  you  buy’ 


Page 

Acton  Publishing  Co.  Limited 88 

Ackerman,  B.  F.  Co.,  Limited- 18 

Aird  St  Son 16 

Ames-HoIden-McCready,  Limited 25 

Ault,  A.  W.  Co.  Limited 5 

Bastian,  Armand 85 

Bennett,  Limited  3 

Bell,  J.  fit  T.,  Limited 7 

Bernard  Company,  The 30 

Blachford  Shoe  Mfg.  Co.,  Ltd 51 

Blouin,  Pierre 59 

Borne,  Lucien 64 

Breithaupt  Leather  Co I.F.C. 

Brockton  Rand  Co 22 

Brockton  Welting  Co 83 

Canadian  Footwear  Co 11 

Canadian  Consolidated  Rubber  Co 34 

Children’s  Shoe  Mfg.  Co.,  Ltd 66 

Clarke  fit  Clarke 90 

Clarke,  A.  R.  Co.  Limited O.B.C. 

Colonial  Hide  Co 90 

Conaway-Wadsworth  Co.__ 87 

Condensed  Ads 79 

Consolidated  Plate  Glass  Co 33 

Cote,  J.A.  fit  M 87 

Cote  fit  Son,  A.  A.  Limited 88 

Collis  Leather  Co.  Limited 86 

Damon,  F.  W 89 

Duchaine  fir  Perkins T. 65 

Daoust,  Lalonde  fit  Co. 21 


INDEX  TO  ADVERTISERS 
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Davis,  A.,  fit  Son 18 

Duchaine,  Ludger  .. 66 

Dufresne  fit  Locke,  Limited 28 

Duclos  fit  Payan 4 

Eagle  Shoe  Co.  Limited 9 

Edwards  fit  Edwards 89 

Evans,  John  R.,  Leather  Co 32 

Ficq  A.  en  Zoon 90 

Foerderer,  Robt.  H.,  Inc 10 

Goulet,  Onesime 64 

Gutta  Percha  fit  Rubber,  Ltd - 78 

Hall  fit  Hodges 20 

Handelan  fit  Staff 89 

Hardy,  Smith  fit  Sons 91 

Hydro  City  Shoe  Mfrs.,  Limited 1 

Independent  Rubber  Co..__ 19 

Infants’  Footwear  Limited 90 

International  Supply  Co._. 6 

Johnston,  H.  B.  Co.  Limited 14 

King  Bros. 91 

Lachance  fit  Tanguay 67 

La  Duchesse  Shoe  Co 23 

Lagace  fit  Lepinay,  Reg 60 

Lennox,  John,  Co.,  Ltd. 26 

Lawrence,  A.  C.,  Leather  Co.  Limited  8 


Page 


Marois,  A.  E.,  Ltd 58 

Montreal  Heel  Co 89 

McEntyre,  John 90 

McKeen,  C.  E.,  Co 17 

Morson  fit  Boswell  91 

Minister,  E 80 

New  Castle  Leather  Co.,  Inc 88 

Natural  Tread  Shoes,  Limited  85 

Packard,  L.  H.,  fit  Co.,  Limited 32 

Queen’s  Hotel 83 

Regina  Shoe  Co.,  Limited 27 

Ritchie,  John  Co 62 

Robinson,  Jas.,  Co.,  Ltd 12,  13 

Ross  fit  Shaw 91 

Routier,  Luc 66 

Roy,  Charles  E 66 

Samson,  J.E. 63 

Schmoll  Fils  fit  Co. 92 

Sisman,  T.,  Shoe  Co 86 

Stobo,  J.  M.,  Co.,  Ltd 68 

Tred-Rite  Shoe  Co.  Limited 29 

Tanguay,  Jos 56 

Taylor,  F.  P _....  90 

Tetrault  Shoe  Mfg.  Co.  Limited 15 

Tilley,  Chas.  fit  Son 24 

United  Shoe  Machinery  Co „54,  I.B.C. 

Wilson  fit  Canham,  Limited  .... 91 

Williams  Shoe  Limited 33 

Yale  Shoe  Mfg.  Co.  Limited ?1 
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AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 
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The  name  that  is  known  w her- 
ever  GOOD  SHOES  are  made — 


always  standing  for  STERLING 
QUALITY  in 


PATENT  LEATHER 


You  run  no  risks  when  you  use  it. 

With  the  best  manufacturers  its 
reliability  is  unquestioned. 

H.  Clarke  & Company,  Utmtteb 

^Toronto 

branches  m Jflontreal,  (Quebec 


ACTON  PUBLISHING  CO.  LIMITED 

TORONTO  MONTREAL 


TORONTO 
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Manufacturers  Using 

Trent  Valley 

Oak 

Sole  Leather 

ARE  ASSURED  OF 

HIGHEST  QUALITY 

AND 

LONGEST  WEAR 

It  Cuts  to  Figures 

MANUFACTURED  BY 

The  Breithaupt  Leather  Co.  Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 


MIHlllllDtilllHHIlllIftllillHIlllltilWI 


MIKLlilMilllli]  I li  14  lTTTffTTTTffTT 


Mention  Shoe  and  Leather  Journal  zvhen  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


3 


ill 


Iliiiiiiiiiiiiiiiiiiiiiiiiiiiiiii|||||||||||l!i;ij;illlllllllllll!i!jifr 


GUARANTEED 


m 


The  guarantee  which  each  Bennett 
Counter  carries  is  the  broadest  pro- 
tection in  the  Shoe  Industry.  Neither 
Merchant  nor  Manufacturer  makes 
any  sacrifice. 

BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 
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KID  KIP 

If  you  have  not  used  this  new  production  in 
upper  leather  there  is  a surprise  in  store  for 
you  when  you  make  its  acquaintance. 

You  will  be  delighted  with  its  splendid  work- 
ing qualities  and  you  will  be  proud  to  place 
in  your  medium  fine  lines  shoes  made  from 
this  fine  finished,  soft,  pliable  leather.  It  will 
outwear  Kid. 

Made  in  two  weights,  one  for  men’s  and  one 
for  women’s  shoes. 


Samples  and  trices  submitted 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES: 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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The  Great  Factor 

In  the  readjustment  period  COSTS  must 
be  kept  down  and  QUALITY  must  be 
kept  up.  This  is  where  it  is  an  advan- 
tage to  use 

DAVIS  LEATHERS 

Here  are  two  DAVIS  SPECIALS  that  have 
this  double  appeal  to  both  manufacturer 
and  dealer. 

Colored  Veals 

A Popular  Priced  Leather,  making  a Shoe 
of  Good  Quality. 

Black  Diamond  Veals 

A Low  Priced  Gun  Metal  Finished  Leather 
for  Men’s  Welts. 

If  you  are  not  familiar  with  these  lines 
send  for  samples  and  particulars. 


Davis  Leather  Company 

Limited 

Newmarket,  Ontario 
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FIFTY  YEARS  PRODUCING  HONEST  LEATHERS 


129  SOUTH  STREET  , BOSTON  , MASS. 
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Shoemakers  for  over  a Century  to  the  Particular  Men  and  Women  of  Canada. 
Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes. 


No.  361 


Absolutely  “the  thing’- 


STRAP  effects — either  one,  two  or  three — will  be  the 
leading  fashion  all  summer.  Either  buttons  or 
buckles  will  be  considered  good  form  by  well-dressed 
women. 

We  have  applied  this  style  tendency  in  producing  a 
special  line  of  the  finest  quality  that  is  safe  for  you  to 
buy.  It  is  not  extreme.  They  retail  from  $8.50  to 
$12.00. 

Ask  for  any  of  the  following  numbers,  360,  361,  362, 
363,  364,  365  or  366.  Welts  made  in  Kid,  Calf,  Suede 
or  Combinations. 

A DOZEN  NEW  STYLES  IN  STRAP 
EFFECTS  FOR  SPRING 


/.  & T.  Bell,  Limited 

MONTREAL,  QUE. 
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INDEPENDENT 


HOLDFAST 


ROMEO 


SNOWFLAKE 


Made  in  Canada 


i 

i 


Bigger  and  Better 
Than  Eve  r and 
Reliable  As  Always 


is  the  1921-22  range  of 


INDEPENDENT 

RUBBERS 

now  ready 


Kant  Krack  Royal 

Dainty  Mode  Veribest 
Dreadnaught 


Style,  Quality,  Wear  Service,  Value 


It  is  actual  merit  that  has 
given  Independents  their 
firmly  established  position  of 
leadership  in  Rubber  Foot- 
wear. 

They  have  the  QUALITY 
that  stands  the  test  of  wear. 
They  offer  the  SELECTION 
that  meets  every  demand  of 
man,  woman  or  child  for 
light  or  heavy  wear.  They 
give  the  VALUE  that  brings 
repeat  sales. 

INDEPENDENTS  SOLVE 
THE  RUBBER  SELLING 
PROBLEM. 


FOOTHOLDS 


BROWNIE 


ELITE 


INDEPENDENT  RUBBER  Co.,  Limited 

i 

1111  ' , _ . I 
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INDEPENDENT  WHOLESALERS 


Amherst  Boot  8s  Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  8s  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  ...  Quebec,  Que. 
James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  ...  Toronto,  Ont. 


C.  Weaver  ..... 
The  London  Shoe  Co.,  Limited  - 
T.  Long  8s  Brother,  Limited 
Amherst  Central  Shoe  Co.  Limited 
Dowers  Limited  - - - - 

The  J.  Leckie  Co.,  Limited  - 


Trenton,  Ont. 
London,  Ont. 
Collingwood,  Ont. 
Regina,  Sask. 

- Edmonton,  Alta. 

- Vancouver,  B.C. 


MERRITTON 


ONTARIO 


SIMCOE 


ALBERNI 


MINER 


You  cannot  go  wrong  on  Independents.  Their  reliability  is  unques- 
tioned. You  cannot  go  too  strong  on  Independents.  They  are 

sure  sellers. 


Our  wholesale  distributors  cover  Canada  from  Coast  to  Coast.  Their 
representatives  will  call  on  you  shortly  with  the  entire  range.  Be  sure 
to  see  their  samples  and  make  your  selection  EARLY. 


DEFIANCE 


ASK 


LEATHER  TOP  (Tan) 
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GRANBY 

RUBBERS 

Made  for  us  by  Dominion  Rubber|Systcm 


The  Personification  of  Style,  Quality  and  Value 


A Perfect  Fit  for  Every  Shoe 


DISTRIBUTORS 


JOHN  LENNOX  & CO. 

The  Felt  Slipper  Home  of  Canada 

Hamilton  Ontario 
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ESTABLISHED  I 903 


MEN’S  and  WOMEN’S 
WELTS( 

For  the  Better  Trade 


The  EAGLE  SHOE  CO. 

LIMITED 

587  Beaudry  St.  - MONTREAL 


YOU  will  be  interested 
in  our  EXCLUSIVE 
STRIDER  FRANCHISE 
which  needs  no  elabora- 
tion. 


OUR  CATALOGUE  AND  PRICE  LIST 
DESCRIBE  OUR  IN  STOCK  LINES 
FURNISHED  ON  REQUEST 





By  Every  Standard  of 
Comparison  “ STRIDER 
SHOES' '!  are  Better 


No.  5014  Royal  Purple  Rena 
Oxford,  Single  sole,  last 
406,  C & D width,  sizes 
2-7.  Price  - - $5.65 

No.  5015  Duchess  Calf  Ox- 
ford, as  5014  on  last 
92  C width,  sizes  2-7. 
Price  - - - - $5.65 
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Another  new 
Strap  Effect  that 

will  sell 


r I ''HOSE  Strap  Effects  in  Turns,  Welts  and 
McKays  are  still  selling.  We  have  developed 
so  much  of  this  business  that  we  know  the  newest 
one  we  now  have  to  offer  will  bring  sales  to  the 
manufacturer  who  adopts  it  for  his  late  Spring  and 
Summer  lines. 

With  this  pattern  we  also  offer  a 
beautiful  model  that  is  the  finest 
expression  of  this  style.  It  will 
make  its  sure  appeal  to  the  shoe 
man  who  keeps  most  closely  in  touch 
with  the  style  problem  of  today. 

Be  sure  that  when  you  are  open  to  consider  either 
new  last  or  pattern  service,  we  want  to  serve. 

Serving  through  the  most  modern  plant  in  Canada. 

REMEMBER  — YOUR  INTERESTS  ARE  OURS 


United  Last  Co.  Limited 

MONTREAL  - - - CANADA 


II 


United 


United  Patterns 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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: Caste 


The  Easter  Season  is  the  time  of  sure  sales 
in  this  industry.  Early  in  March  there  is 
sure  to  come  a large  increase  in  buying.  This 
will  culminate  in  a quick  rush  the  last  week 
of  the  month. 

It  is  important  at  this  time  to  have  full  sizes 
in  all  your  standard  lines  and  now,  of  all 
times,  we  can  be  of  service  to  you. 


Our  Prices  are  Interesting 


James  lloMnson  Company 

Limited 


184  McGILL  STREET 


MONTREAL 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


15 


The  new  rubber  prices  have  discounted  the 
fact  that  lower  prices  were  expected.  They 
have  discounted,  too,  the  fact  that  prices  of 
raw  materials  may  fall  still  lower.  In  addition, 
the  merchant  is  protected  against  any  fall  in 
prices. 

There  is,  then,  no  reason  for  delaying 
placing  rubbers.  And,  remember,  we  are  so 
situated  that  in  buying  Independent  Rubbers 
from  this  organization  you  receive  all  the 
benefits  of  buying  from  either  jobber  or 
manufacturer. 

We  are  prepared  to  give  unusual  service. 


Independent  Rubbers  Lead 


Limited! 

384  MsGILL  STREET 


Mention  “Shoe  and  Leather  JournM'  when  ivriting  an  advertiser 
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j.  a.  McLaren 

For  QUALITY,  VALUE  and 

INDEPENDENT 


CLASSIC 


ROMEO 


English 

Jersey  Storm  Over,  Fleece  Lined 


March  1st  will  see  our 
travellers  on  the  road 
with  a full  range  of  the 
INDEPENDENT  BRANDS 

KANT  KRACK 
DAINTY  MODE 
VERIBEST 
DREADNAUGHT 
ROYAL 


Every  shoeman  interested  in  good  reliable  Rubber  Footwear  will  welcome  the  visit 
of  our  representative.  He  is  showing  the  finest  range  of  rubber  samples  that  you 
will  have  the  opportunity  of  seeing.  There  is  not  a model  in  the  entire,  extensive 
range,  from  the  lightest  woman’s  “Foothold”  to  the  heaviest  Prospector’s  Boot, 
that  is  not  full  of  selling  appeal  both  in  Quality  and  Value.  Such  a COMPLETE 
line  and  such  an  EXCELLENT  one  deserves  your  fullest  confidence. 


DERBY 


FOOTHOLDS 


Light  Self-Acting  Clog,  Net  Lined 


REGENT  C and  D 


Light  Footholds,  Net  Lined 


j.  a.  McLaren  c Limited 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Company,  Limited 


SERVICE  in  Rubber  Footwear 


RUBBERS 


MINER 


15"  High  Duck,  12  Eyelet 
Fusion  Lined 


CURLER 


Cashmerette,  Felt  Lined,  Felt  Insole 

You  take  out  Rubber  Sales  Insur- 
ance when  you 

PLACE  YOUR  ORDERS  EARLY 
for  Independents.  You  get  Service 
Assurance  when  you  place  your 
orders  with  us.  Our  Rubber 
Service  is  one  of  our  strong  points. 
We  urge  you  to  let  our  travellers  go 
into  the  rubber  question  with  you. 


SHORT  BOOT 


Heavy  Gum,  Fusion  Lined 
Last  W and  Straight 


30  Front  St.  W.,  Toronto 


Four  Eyelet,  Duck,  Fusion  Lined 


Pure  Gum,  Duck  Lined 
(For  Leather  Tops) 


Two  Buckle,  Pure  Gum,  Duck  Line  d 


Our  travellers  are  also  showing  our  well-known  Leather  Lines, 

“Imperial,”  “Maple  Leaf,”  “Little  Canadian” 


Dealers  are  finding  our  Boot  and  Shoe  Supply  Service  a wonderful  help  these  days. 
When  Spring  Selling  brings  urgent  demands  for  seasonable  footwear  get  in  touch 
with  THE  HOUSE  OF  SERVICE.  We  carry  the  stock  and  we  give  the  service. 


HICKORY 


ELGIN 


PURE  GUM  BOTTOM 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


iiiimimiiiiiiiiiiiMiiiiiiMiiiiiiiiiijiiiiiiiiiiiiiiiNniiiMiiiiiiiNimiiiMiiiiiiMMMiiiiiMimiiiiiiiMiiiMiimiiiiiiiiiiiiiiHiiiiiniiiniiiiHiiiiii 


No.  104 

Men’s  Chocolate  Willow  Calf  Blucher 


Exceptional  value.  Sample  and 
price  on  application. 


Goodwill  Follows 
Williams’  Shoes 

The  reason  is  apparent.  Williams’ 
Shoes  have  such  genuine  worth 
in  every  detail  that  they  are  bound 
to  please  the  most  critical  buyer. 
The  good  shoemaking  applied  to 
selected  high  grade  leather  as 
embodied  in  these  shoes  make 
them  neat  in  APPEARANCE  and 
sound  as  to  value  in  SERVICE. 

It  is  only  logical,  therefore,  that 
such  reliable  shoes  will  build  per- 
manent trade  and  are  a decided 
asset  to  any  store. 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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Rubbers  Made 
Up  to  a Standard 


WITH  the  experience  of  the  aA.H.M”  or- 
ganization in  making  better  Rubbers, 
it  is  natural  to  look  for  exceptional  merit  in 
our  product. 

Judge  the  line  yourself  and  place  strictly  on 
merit  with  the  “A.H.M.”  men  who  are  now 
on  the  road. 


Manufactured  and  sold  by 


AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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1 

Kid  Leads  in  Finer  Shoes  I 

Late  spring  buying  of  fine  shoes  has  shown  a largely 
increased  demand  for  strap  effects  in  turns,  flexible  Mc- 
Kays and  light  welts. 

It  has  been  a matter  of  course  to  find  that  kid  is  most 
largely  used  in  these  lighter  styles,  and  it  is  a matter  of 
gratification  that  so  many  of  those  offered  are  made  from 
Evans  kid.  | 

John  R.  Evans  Leather  Co.  Limited  | 

214  LEMOINE  STREET  ::  ::  MONTREAL 

^lll!ll!llll[||||lllllllllllllllllllllllllllllll!llllllllllllllllllllllll!ll!!llll!i  li 

WE  AGAIN  SHOW  OUR  LEADERSHIP!! 

(1)  Manufacturing  in  Canada  NU  STYLE  STRAPS  — Making  Plain  Pumps  NU  STYLE. 

(2)  Also  supplying  22  colors  of  GRIFFIN  Powders  to  match  ALL  SUEDE  SHOES. 

COLORS — Black,  Light  Castor,  Dark  and  Medium,  Olive  Brown,  Nigger,  Seal,  Pearl  Grey,  Medium,  Dark  and 

Light,  White,  Grey  Fawn,  Chamois,  Fawn,  Field  Mouse,  Ivory,  Champagne. 


GRIFFIN  SUEDE  POWDER 

With  Rag  to  apply 


Also 

made 

in 

Powder 

Bags 

and 

Magical 

Box 


ill  ' trade  mark  I 

I I 

Griffin  Suede  Powder 

[Cleans  and  recoloSs 


s"E0E  and  NAppy  leather  F00tyji£AR 

I PUT  UP  IN  ALU  COLORS 

4"-5rB?N  Mrc-  co-'s 


A Different  Polish  for  every 
material 


Supplying 

Black 

and 

White 

Liquid 

for 

Suede 

Shoes 

to 

Owens- 
Elmes, 
Blachford 
Shoe  Mfg., 
Newport 
Shoe  Co., 
etc. 


We  expect 
Montreal  Branch 
Open  April,  1921 

Mr.  A.  Blumenthal 
Manager 
Locate  Him 
Plateau  2832 

All  Spring  Orders 
Eastern  Canada 
we  expect  to  ship 
F.O.B.  Montreal 

NEW  SERVICE 

Samples  of  Colors  gladly 
submitted  Retailers  and 
Manufacturers  on  re- 
• uest.  Also  latest  designs 
Straps  only  on  request. 
We  supply  Wholesalers. 


GRIFFIN  LOTION  CREAM 

Softens — Cleans — Polishes 


For  Kid 
Calf 

Kangaroo 
etc. 
White 
Brown 
Black 
Grey,  etc. 

All 

Prices  in 
Effect 
Year 
1921 


Order 

Your 

White 

Polish 

Now 

Liquids 

Cake 

or 

Powders 


Service — Adelaide  1731  - 4194 


THE  CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 


2 TRINITY  SQUARE 


TORONTO,  CANADA 
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L^Comp&gnie  JA&M  Cote 

ST.HYACINTHE,  QUE 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 

1 


Mention  "Shoe  and  Leather  Journal”  when  -writing  an  advertiser 
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MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


WOMEN’S  TURNS 


With  this  Line 
You  are  Safe 

There  is  no  more  efficient  organi- 
zation engaged  in  the  shoe  business 
in  Canada  to-day. 

Close  attention  to  the  market  and 
efficient  production  methods  have 
put  our  three  brands  in  the  lead 
as  profit  earners  for  the  merchants. 
Ask  any  dealer  who  has  ordered 
in  the  last  year  how  he  has  been 


treated. 


With  the  approach  of  Spring, 
while  watching  the  arrival  of 
new  styles,  remember  there  are 
fine  shoes  that  are  not  subject 
to  the  whim  of  the  moment. 

Fine  shoes  for  the  general  run  of  your  trade  are 
your  safest  investment.  Go  carefully  on  the  fads 
of  the  season  while  buying  fearlessly  in  regular  lines. 


Jlettopolttan 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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MINERS 


IF  every  farmer  who  has  not  yet  worn 
“Invincibles”  got  his  first  pair  this  year 
we  would’t  need  to  spend  a cent  for  ad- 
vertising from  now  on. 

When  a man  buys  a rubber  boot  or  shoe 
and  it  proves  to  him  that  it  is  the  best  of 
its  kind  he  ever  had,  can  we  say  anything 
in  our  advertising  he  doesn’t  already  know? 

That  is  why  we  don’t  need  to  advertise 
to  the  man  who  has  bought  his  first  pair. 
He  knows  now  that  he  is  again  going  to 
get  “Invincibles”  the  next  time  he  needs 
a rubber  boot  or  shoe. 

“INVINCIBLE”— THE  BOOT  THAT  WEARS  A 


‘INVINCIBLE”— THE  BOOT  THAT  WEARS 
YEAR— OFTEN  LONGER— SELDOM  LESS. 


The  Miner  Rubber  Co., 
Limited. 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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BUY  that  first  pair  of  “Invincibles”  now.  It  will  be  a long  time  before  you 
really  know  how  good  they  are. 

You  will  give  them  months  and  months  of  day  after  day  hard  wear  and  yet 
you  will  not  know. 

When  they  are  worn  out,  and  not  until  then,  will  you  know  how  much  longer 
they  wear  than  any  boot  you  have  had  before.  And  when  that  time  comes  you 
will  be  so  convinced  that  for  your  second  pair  you  will  have  “Invincibles”,  and 
“Invincibles”  only. 

That’s  why  we  are  talking  only  to  you  men  who  have  still  to  buy  that  first 
pair.  After  that  the  boot  itself  will  tell  you  more  than  we  can  tell  through  these 
advertisements. 

“INVINCIBLE”— THE  BOOT  THAT  WEARS  A YEAR— OFTEN  LONGER— SELDOM  LESS. 

l The  Miner  Rubber  Co.,  Limited. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Shipments  are 
prompt  and  are 
noticeably  an 
improvement 
in  value . 


Standard  in  Value 

YOU  merchants  know  that  the  people  are 
buying  freely  when  you  show  them  shoes 
that  more  nearly  approach  the  present  stand- 
ard of  values. 

✓ 

Look  our  line  over  well — you  can  buy  the 
complete  line  for  shoes  to  retail  at  from  $6  00 
to  $9.00.  These  are  the  values  you  are 
looking  for. 

We  are  still  in  a position  to  deliver  certain 
leading  lines  on  short  notice. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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Prepare  Now 

for  your 

FALL 

RUBBER 

Requirements 


Do  not  overlook  the  vital  point  of 
QUALITY  when  placing  your  order 
and  book 

LIFE-BUOYS 


The  Superior  Quality  Line  of 
Rubber  Footwear  that  you  cannot 
afford  to  be  without. 

A Life-Buoy  Salesman  will  call. 
Wait  for  him  and  see  our  samples 
before  placing  your  order. 


The  Kaufman  Rubber  Co.  Limited 


Head  Office  and  Factory 


Kitchener,  Ontario 


VANCOUVER  EDMONTON  CALGARY  LETHBRIDGE  SASKATOON 
REGINA  WINNIPEG  LONDON  TORONTO  OTTAWA 
MONTREAL  QUEBEC  ST.  JOHN  TRURO 
CHARLOTTETOWN 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Columbus  Rubbers 
to  the  Trade  in  March 


Those  interested  in  a 
better  line  of  Rubbers 
will  appreciate  the  many 
fine  features  of  the  new 
Columbus  samples  which 
will  be  shown  by  our 
representatives  in  March. 


The  Columbus  Rubber  Company 
of  Montreal,  Limited 

Factory  Branches  at 

MONTREAL,  QUE.,  OTTAWA,  ONT.,  WINNIPEG,  MAN.,  CALGARY,  ALT. 


Sales  Agencies: 


LePage  Brady  Company,  Ltd.,  Charlottetown,  P.E.I. 

Wm.  Cook  Shoe  company Truro,  N.S. 

Fleetwood  Footwear,  Limited St.  John,  N.B. 

Poliquin  Sr  Darveau Quebec,  Que. 

La  Victoire  Shoe  Company St.  Hyacinthe  Que. 

Louis  McNulty St.  Johns,  Que. 


J.  I.  Chouinard Montreal,  Que. 

M.  B.  Young Toronto,  Ont. 

Lyons  Shoe  Company.. .Winnipeg,  Man. 

Shaw  Bros Edmonton,  Alta. 

A.  C.  Paddock  Regina,  Sask. 

G.  H.  Anderson  Si  Co Vancouver,  B.C. 


Mention  “Shoe  and  Leather  Journal ’’  when  writing  an  advertiser 
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Ira  Duchesse^, 


1 he  Jobbers  have 
found  exceptional 
values  in 

La  Duchesse  Shoes 


time  when  no  consideration  but  value 
entered  into  the  market,  we  have  been  favored 
with  a large  share  of  business.  The  run  is  well 
spread  among  Welts,  Turns  and  McKays. 


Merchants  will  find  many  of  the  best 
Jobbers  in  a position  to  deliver  La 
Duchesse  Turns,  McKays  or  Welts  from 
stock. 

“La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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ECLIPSE  SHOES 


The  greater  care  you  exercise  in 
choosing  your  Children’s  Shoes  the 
more  certain  you  are  to  eventually 
make  Eclipse  Shoes  your  leading 
Children’s  Line. 

In  the  making  of  Eclipse  Shoes 
QLTALITY  comes  first,  so  that  in 
■ their  selling  and  in  their  service 
SATISFACTION  is  sure. 

You  need  Eclipse  Styles  and  Values 
to  get  your  share  of  the  increased 
trade  in  children’s  shoes  that  always 
comes  with  Springtime.  Make  the 
selection  necessary  to  complete  your 
lines  AT  ONCE. 


Turns,  McKays  and  Stitchdowns 

for 

Growing  Girls,  Youths,  Misses 
and  Children 


Galt  Shoe  Manufacturing  Co. 

Limited 

Galt  - Ontario 


Mention  “Shoe  and  Leather  Journal ” when  uniting  an  advertiser 
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Shoes  are  Made 
in  Canada  by 


REGAL 


CORSON 


A ND  Corson  placesin  the  hands  of  the  Canadian 
1 Trade  a shoe  that  is  alike  worthy  of  the  names 
“Regal”  and  “Canadian  Made.” 

These  two  names  mean  much  to  shoe  retailers  and 
the  public.  Your  customers  WANT  Canadian-made 
Shoes  now  and  when  they  realize  that  they  can  get 
Canadian  Regals  with  all  the  Style  and  reliable 
Quality  long  associated  with  the  Regal  name  they 
will  BUY  them  in  preference  to  any  other. 

Regajs  command  the  BEST  trade.  We  have  a 
most  attractive  dealer  proposition. 


GET  OUR  LATEST^  PRICES 


Eli  ulted 


TORONTO 


STIRLING  ROAD 


MANUFACTURED 


UNDER  LICENCE 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertise) 
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Partridge  Rubbers 

Partridge  Rubbers  for  the  1921-22 
Season  are  now  ready  for  the  Trade. 

This  is  the  line  that  every  shoeman 
should  see  before  placing  his  rubber 
footwear  orders.  It  offers  the  finest 
selection  you  will  see  anywhere  in 
both  light  and  heavy  goods,  and  it 
will  easily  rank  first  for  Value.  . 

The  Dependability  of  Partridge 
Rubbers  is  proven  beyond  doubt. 

They  give  the  satisfactory  wear 
service  that  brings  repeat  sales. 

You  are  adopting  a wise  policy 
when  you  place  your  orders  early 
for  Partridge  Rubbers. 


The  Northern  Rubber  Co 


Limited 

Guelph,  Ontario 


i 
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The  Northern  Rubber  Co. 

Limited 

Guelph,  Ontario 


T ennis  and  Outing  Shoes 


Partridge  High-grade  Canvas  Foot- 
wear is  a line  that  is  worthy  of  your 
fullest  confidence.  It  is  so  exten- 
sive, embracing  such  a wide  variety 
of  strong  selling  models  that  the 
dealer  who  handles  it  is  in  the  best 
possible  position  to  reap  the  exten- 
sive Outing  Shoe  Trade. 


Light,  Strong,  Comfortably  Fitting 
and  Snappy  in  Style,  these  shoes 
are  great  trade  stimulators. 


Be  Sure 
To  See  The 

COMPLETE 

PARTRIDGE 

LINE 

of 

RUBBER 

FOOTWEAR 

and 

OUTING 

SHOES 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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RUBBERS 

Better  than  Ever 

Dominion  Rubber  System  Rubbers  are  better 
than  ever — better  in  materials  and  workman- 
ship, and  therefore  better  value  for  the  money. 

Manufacturing  conditions  are  getting  back  to 
normal;  raw  materials  are  easier  to  obtain; 
constant  supplies  seem  assured ; and  deliveries 
can  be  made  when  wanted. 

These  are  facts  worthy  of  the  consideration  of 
every  shoe  dealer  placing  orders  for  rubbers. 
Full  information  and  prompt  service  may  be 
obtained  from  your  nearest  Dominion  Rubber 
System  Service  Branch. 

A Dominion  Rubber  System  Salesman  will  call 
on  you  soon  with  the  1921  samples.  Wait 
and  see  them. 
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' THE  TIME  OF  READJUSTMENT 

WE  talk  a great  deal  about  readjustment  often  failing  to  realize  that  the  thing  that  matters 
most  is  our  own  personal  readjustment  to  the  changed  conditions  that  surround  us.  We 
admit  the  world  is  not  the  same  and  yet  most  of  us  go  on  living  the  loose  easy  life  into 
which  the  madness  of  the  past  few  years  has  drawn  us. 

In  business,  we  have  only  had  to  follow  the  current  and  to  exercise  only  ordinary  care  to 
keep  clear  of  shoals  and  rocks.  Progress  has  been  rapid  and  ever  forward  with  the  shore  within 
easy  reach  of  our  lazy  oars. 

We  have  launched  out,  however,  into  a place  where  a knowledge  of  the  laws  of  navigation 
and  the  vision  and  courage  of  seamanship  are  called  for  if  we  are  to  reach  any  definite  port. 

There  must  needs  be  this  year  a thorough  readjustment  of  personality,  of  ideals  and  of  business 
methods.  We  have  developed  slip-shod  methods  that  have  brought  costs  to  a point  they  need 
never  have  reached.  Labor,  administration,  selling  and  personal  living  costs  have  all  gone  up 
and  they  will  have  to  come  down. 

What  is  needed  to-day  more  than  anything  else  is  the  increase  of  personal  efficiency.  The 
soldiers  are  not  the  only  ones  who  have  been  incapacitated  for  steady  thought  and  effort  by  the 
war.  Workmen  are  not  the  only  ones  whose  efficiency  has  been  marked  by  a sharp  decline  in  the 
past  six  or  seven  years. 

We  have  gotten  into  loose  habits  of  thought,  speech  and  action  and  before  the  world  shows 
any  marked  recovery  from  its  present  indisposition  and  before  real  success  comes  to  the  individual 
or  business  concern  there  will  have  to  be  a reformation. 

Costs  are  going  to  reach  normal  only  through  greater  efficiency  and  productivity  in  the  factory. 
Business  is  going  to  reach  a more  stable  footing  only  through  greater  economy  and  thoroughness 
in  business  methods. 

After  all  it  gets  back  to  the  individual  and  the  next  two  years  will  tell  the  tale  in  the  number 
of  men  and  concerns  that  reach  the  discard  through  not  paying  attention  to  the  challenge. 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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In  the 

Market  Place 

Business  Conditions  As  Noted  in  Manu- 
facturing, Wholesale  and  Retail  Fields 

FROM  all  sections  of  the  country  come  reports  that  are,  to 
some  extent  at  least,  encouraging.  I The  feeling  of  opti- 
mism that  began  to  show  itself  early  in  the  year  has 
increased  until  many  authorities  in  all  branches  of  trade  feel 
convinced  that  permanent  improvement  is  under  way.  How 
much  of  this  is  due  to  the  ordinary  awakening  for  the  spring 
rush,  how  much  to  psychology,  and  how  much  the  “wish  is 
father  to  the  thought  ” time  alone  will  tell.  It  is  undoubtedly 
true,  however,  that  the  continued  cessation  of  buying, 
coupled  with  a sustained  effort  to  unload  on  the  part  of 
retail  trade,  has  had  the  effect  of  clearing  shelves  of  all 
types  of  merchandise,  with  the  result  that  buyers  are  enter- 
ing the  market  in  steadily  increasing  numbers.  True,  their 
purchases  are  for  the  most  part  small,  and  for  immediate 
requirements,  but  this  is  as  it  should  be.  Some  bitter 
lessons  have  been  learned  during  the  past  year,  and  com- 
merce is  in  no  condition  to  stand  up  under  a repetition  of 
1920. 

Reductions  in  wholesale  commodities  continue  to  be 
registered.  In  most  lines,  however,  it  is  felt  that  the  bottom 
has  been  reached.  The  notable  exception  is  in  steel  and 
iron  markets.  As  these  are  basic  in  character  one  would 
feel  that  as  long  as  their  markets  remain  stagnant,  and  as 
long  as  further  recessions  in  their  prices  are  looked  for,  the 
general  market  cannot  be  said  to  be  stable. 

Retail  Shoe  Trade 

It  is  encouraging  to  hear  that  in  general  the  business  of 
shoe  retailers  with  respect  to  passage  and  money  value  both 
was  equal  to,  or  in  excess  of,  that  for  January  and  February 
a year  ago.  Unfortunately,  this  cannot  be  made  apply  to 
profits.  In  these  days,  however,  the  struggle  is  not  to  see  how 
much  one  can  make,  but  how  little  one  can  lose.  A fair 
demand  is  noted  for  staples  in  medium  priced  lines.  High 
priced  men’s  shoes  move  to  some  extent  in  city  stores,  and 
in  certain  localities  business  is  good  in  high  quality  women’s 
shoes.  Though  we  are  somewhat  later  than  our  American 
friends  in  taking  hold  of  spring  novelties,  there  are  already 
indications  of  demand  for  women’s  shoes  with  strap  effects 
such  as  are  stirring  up  American  markets. 

Wholesale  And  Manufacturing  Trade 

Jobbers  report  a fair  volume  of  sorting  orders  on  staple 
lines,  with  an  indication  that  retailers  are  filling  their  shplves 
only  and  not  attempting  to  place  any  quantity  or  anticipate 
future  needs. 

Manufacturers' continue,  with  some  few  exceptions,  to 
operate  short  time.  This  applies  particularly  to  staple 
shoes  for  both  men  and  women.  There  has  been  some 
movement  in  heavy  staples.  More  activity  is  noted  in 
women’s  fancy  turns  and  welts  for  spring.  These  goods  are 
all  bought  for  quick  delivery,  with  the  idea  of  a rapid  turn- 
over while  the  fashion  holds.  There  is  a feeling  that  for  the 
present  the  manufacturer  and  retailer  should  play  safe, 
particularly  when  he  touches  anything  that  looks  at  all 
“faddy.” 

Manufacturers  are  looking  for  a good  fall  season  and 
in  making  tip  samples  are  trying  to  figure  their  costs  con- 
servatively on  to-day’s  markets.  Some  jobbers  and  large 
retailers  have  already  been  in  the  market  for  fall  goods, 
but  such  transactions  have  been  very  moderate. 


There  is  a noteworthy  difference  in  the  quality  and 
finish  of  shoes  turned  out  this  year  as  against  the  product 
of  a year  ago.  This  may  be  due  to  one  or  all  of  several  factors, 
viz.,  the  greater  availability  of  desired  qualities  of  stock; 
more  efficient  workmanship  on  the  part  of  labor;  and  the 
determination  of  manufacturers  to  obtain  business  on  the 
basis  of  quality  as  against  price  when  competition  is  so 
keen. 

Leather  Markets 

A general  inactivity  prevails  in  leather  circles.  It  is 
inevitable  that  there  should  be  some  transactions,  particu- 
larly in  higher  grades.  Tanners  are  not  putting  any  hides 
in  process.  One  hears  of  hides  being  purchased  for  storage, 
presumably  by  those  who  have  facilities  for  handling  them 
and  who  have  sufficient  confidence  in  the  market  to  buy  at 
what  they  consider  bottom  prices.  Tanners  of  kid  have 
been  in  the  market  to  some  extent,  as  there  is  a decided 
scarcity,  of  high  grade  kids.  Medium  and  low  grades,  how- 
ever, cannot  be  moved.  In  general,  there  is  no  leather 
market,  and  such  prices  as  are  quoted  depend  largely  on  the 
identities  of  the  proposed  buyer  and  seller. 

American  Markets 

Retail  conditions  continue  to  improve  to  such  a degree 
that  manufacturers  are  under  pressure  to  fill  rush  orders  for 
Easter  trade.  There  is  a pronounced  feeling  that  the  brisker 
business  will  maintain  well  through  the  summer.  The 
demand  is  largely  for  low  cut  shoes,  and  already  the  opinion 
has  been  expressed  that  the  high  boot,  so  far  as  the  American 
public  is  concerned,  is  dead.  Recent  unemployment  has 
given  way  to  a scarcity  of  labor,  particularly  for  fine  work. 
Lack  of  movement  still  characterizes  hide  and  leather 
markets  with  the  exception  of  high  grade  colored  kids  and 
suede,  in  which  grey  and  brown  predominate.  The  general 
hope  is  expressed  that  after  the  Easter  season  a more  general 
demand  for  staples  will  cause  an  awakening  along  broader 
and  sounder  lines. 


GROSS  PROFIT  EQUIVALENTS 

Here  is  an  easy  way  of  learning  (and  memorizing) 
the  permanent  relation  between  the  most  commonly  used 
gross-profit  ratios,  based  on  cost  and  the  corresponding 
ratios  based  on  selling-price.  Here  is  a schedule  for  deter- 
mining the  per  cent,  on  cost  to  which  certain  percentages 
on  selling-price  are  equivalent.  The  1/3  means,  of  course, 
33-1/3  per  cent  ; the  l/4  means  25  per  cent.,  etc. 


Gross  Profit  an  Gross  Profit  or 

Selling-Price  Cost  Price 

1/3 equals 1/2 

1/4 “ 1/3 

1/5 “ 1 /4 

1/6 “ 1/5 

1/7 “ ..1/6 

1/8 “ 1/7 

1/9 “ ...1/8 

1/10 “ 1/9 

2/5.. : “ 2/3 

2/7 “ 2/5 

3/8 “ 3/5 

4/9  “ 4/5 


Note  how  easy  it  is  to  learn  and  memorize  these  equiva- 
lents— which  some  merchants  and  buyers  who  have  never 
seen  them  in  this  form  regard  as  too  complicated  to  be 
mastered. 


Better  be  prepared  for  the  changes  which  are  sure  to 
come  to  most  of  us  and  never  mind  what  other  folks  think 
about  the  way  you  spend  or  do  not  spend. 
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Wisdom  from 
the  Bench 

Musings  of  The  Knight  of  The  Awl — 
Passing  Comment  on  Men  and  Events — 
Life  as  Seen  From  The  Cobbler’s  Stall 

IT  makes  me  smile  sometimes  when  people  talk  down  at 
me  as  a “poor  old  shoey.”  They  seem  to  think  an  old 
fellow  like  me  is  on  the  last  lap  of  the  race  and  lives 
around  the  corner  from  the  poor  house.  Well  I am  thankful, 
of  course,  for  their  sympathy,  which  is  well  meant,  but  if  they 
knew  how  the  old  “shoey”  pities  some  of  them  they  would 
open  their  eyes.  A man  at  seventy  years  who  can  put  by 
ten  or  fifteen  dolars  a week  when  he  has  paid  living  expenses 
doesn’t  need  much  sympathy.  Of  course  I haven’t  even  a 
“flivver”  and  once,  or  perhaps  twice  a week  at  the  movies 
is  all  the  entertainment  I get  outside  the  Wednesday  night 
prayer  meeting.  Both  on  account  of  my  pocket  and  my  age 
I have  also  to  give  the  high-class  restaurants  the  go-by.  But 
I don’t  know  what  indigestion  means  and  when  I go  out  to 
High  Park  on  Sunday  afternoons  or  over  to  the  Island,  as  I 
often  do  m the  summer,  I feel  as  rich  as  any  of  the  steel  or 
pork  barons. 

Contentment  Great  Gain 

Like  the  Apostle  Paul,  “I  have  learned  in  whatsoever 
state  I am  therewith  to  be  content.”  I have  many  a one 
come  to  my  shop  with  old  shoes  to  be  repaired  who  have 
.either  not  learned  that  lesson  or  have  those  around  them 
who  won’t  let  them.  Their  shoes  as  well  as  their  faces  are 
evidences  of  a restless,*  joyless  life.  I had  one  man  call  last 
week  and  leave  a parcel  on  his  way  down  town,  and  I thought 
after  he  had  gone  what’s  wrong  with  that  fellow?  He  looked 
as  though  he  had  just  come  from  a funeral.  People  these 
days  are  living  so  fast  that  they  don’t  seem  to  have  time  to 
think  where  they  are  going.  It  must  take  all  the  fun  out  of 
life  when  a man  is  everlastingly  scraping  together  money  for 
the  butcher,  the  baker  and  the  landlord  or  mortgagee.  A 
man  might  better  live  on  skilly-golee  in  a frame  hut  than 
go  through  what  some  people  do  to  keep  up  with  the  Joneses 
and  other  chasers  after  society  and  pleasure. 

I took  a walk  down  town  the  other  night  and  stopped  in 
front  of  a movie  palace.  People  were  lined  up  three  or  four 
deep  for  nearly  a block  waiting  to  get  in,  and  the  side  streets 
for  two  blocks  were  “parked”  with  autos.  It  was  the  same 
with  all  the  other  show  places.  Now  I have  nothing  to  say 
against  the  movies.  I go  myself  sometimes  and  I think  they 
afford  recreation  at  rates  that  make  it  possible  for  a great 
many  to  use  them  who  could  not  go  to  a theatre.  But  they 
are  just  a straw  to  show  the  current  of  the  stream.  I have 
a nephew  with  a family  whom  I visit  occasionally  of  an 
evening  and  do  you  know  I sometimes  go  two  or  three 
times  and  find  them  all  away  at  a show.  I think  we  are 
gradually  losing  the  home  life  in  this  age.  What  with  church 
meetings,  movies,  concerts,  dances,  bridge  parties  and  so 
so  forth  it  seems  rather  unusual  for  young  folks  or  even 
their  elders  to  spend  an  evening  together.  I was  in  a house 
a week  or  so  ago  where  hung  the  old  motto  “God  Bless  Our 
Home,”  and  it  made  a funny  feeling  come  into  my  throat. 
I wondered  if  the  inmates  were  home  long  enough  day  or 
night  to  have  the  blessing  of  the  Almighty  upon  them. 

The  Cry  of  The  Unemployed 

I know  what  it  is  to  be  out  of  work  and  to  see  day  after 
day  pass  without  a shilling  coming  in.  I have  therefore 
honest  sympathy  with  the  toiler  who  finds  the  support 
necessary  for  his  family  cut  off  in  the  middle  of  the  winter. 
The  trouble  is  these  honest  men  often  let  themselves  be  led 


by  the  nose  by  agitators  who  jack  wages  up  until  they 
kill  the  goose  that  lays  the  golden  egg.  Take  building  as 
an  example.  There  would  be  thousands  of  buildings  going 
up  just  now  when  they  seem  to  be  sorely  needed  if  those  who 
want  to  build  were  not  afraid  that  as  soon  as  they  got  started 
at  their  project  there  would  be  a strike.  I can  remember 
when  twenty-five  cents  an  hour  was  good  wages  for  a car- 
penter and  when  many  received  only  fifteen  cents.  Of 
course  that  is  a low  wage  in  these  days,  although  the  car- 
penters then  lived  probably  as  well  as  they  do  to-day.  But 
■they  have  been  asking  a dollar-ten  an  hour,  more  than  four 
times  what  they  got  when  I was  a journeyman  shoemaker. 

I think  if  they  would  settle  down  to  seventy-five  cents  an 
hour  there  would  be  work  for  everybody,  including  the  other 
trades  that  depend  on  the  builder.  There  would  be  a quick 
solution  of  the  unemployment  question.  Twenty-five  or 
thirty  years  ago  we  shoemakers  used  to  get  two  dollars  to 
two  and  a half  a day  for  custom  shoe-making.  If  shoemakers 
asked  what  carpenters  want  to-day  it  would  cost  ten  dollars 
to  sole,  heel  and  finish  an  ordinary  pair  of  men’s  hand-sewn 
boots. 

It  Is  The  Agitator 

In  our  old  society  to  which  I belonged  forty  years  ago 
we  had  these  same  agitators  as  are  about  to-day  who  were 
continually  keeping  things  boiling.  If  you  watch  this  thing 
you  will  find  that  it  is  not  the  good  steady,  thorough-going 
workmen  who  are  at  the  bottom  of  strike  agitations.  It  is 
the  second  and  third-rate  fellows  who  want  to  get  wages 
jacked  up  so  they  can  get  what  their  more  proficient  fellows 
earn.  I remember  one  wild-eyed,  loud-mouthed  disturber 
we  had  in  our  union  or  society  as  we  called  it  at  that  time 
and  we  had  no  peace  until  something  happened  that  took  him 
off  to  some  other  place,  where  no  doubt  he  kept  up  his  fire 
eating.  That  fellow  could  dig  out  more  discrepancies  and 
misunderstandings  in  a “bill,”  as  the  wages  list  was  called, 
than  a police  court  lawyer.  There  was  never  a meeting  that 
he  did  not  get  up  and  cite  cases  where  some  shop  was 
breaking  the  scale.  The  union  is  all  right  and  men  are 
entitled  to  good  wages,  but  it- is  a fact  nevertheless  that  there 
will  be  always  some  men  who,  when  they  get  the  earth, 
will  want  the  moon  and  a few  stars  thrown  in  extra. 

The  Lure  of  Easy  Money 

In  my  little  shop  I have  all  the  sorrows  as  well  as  the 
joys  of  the  head  of  a big  family.  In  the  coterie  of  habitues 
of  the  cobbler’s  stall  may  be  found  the  steadies,  the  tran- 
sients and  the  occasionals.  It  is  usually  the  latter  that 
pique  my  curiosity;  most  of  them  do  not  hold  my  interest 
like  the  regulars.  I picked  up  the  evening  paper  the  other 
day  and  saw  the  name  of  a young  man  of  twenty-eight 
who  was  sent  to  penitentiary  for  three  years  for  embezzle- 
ment. The  name  andinitials  seemed  familiar  and  I was  not 
long  in  placing  him  as  a young  chap  who  was  in  my  shop 
a couple  of  times  this  winter,  once  to  have  a pair  of  boots 
repaired  and  another  time  to  have  a rip  in  a pair  of  pumps 
stitched.  It  is  the  same  old  story.  A small  salary,  high 
living  and  the  desire  to  keep  up  the  pace  with  young  bloods 
with  more  money  than  brains  or  morals.  I remember  this 
particular  lad  seemed  rather  a nice  sort.  He  refused  to 
take  fifteen  cents  change  out  of  a dollar,  the  last  time  he 
was  in.  That  is  it.  These  young  fellows  want  to  be  generous 
who  can’t  afford  it  and  play  bountiful  on  a salary  that  only 
gives  them  enough  to  pay  their  board  and  clothes.  I don’t 
suppose  he  is  any  worse  than  hundreds  who  are  playing 
the  same  game. 


Other  men  with  just  as  firm  hold  as  you -have  lost 
their  jobs,  and  it  is  foolish  for  you  to  think  that  you  have 
a life  interest  in  your  place. 
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Successful 

Merchandising 

Why  Some  Retailers  Succeed  and  Others 
Fail — Address  by  MR.  STEWART,  of 
Cluett,  Peabody  & Co.,  Ltd. 

IN  an  address  to  the  Retail  Clothiers  of  Toronto  Mr. 
F.  W.  Stewart,  General  Manager  of  Cluett,  Peabody  & 
Co.,  Ltd.,  who  is  also  chairman  of  the  Montreal  Branch 
of  the  Canadian  Manufacturers’  Association,  outlined  his 
views  as  to  why  the  majority  of  retail  merchants  cannot  be 
classed  as  successful  merchandisers. 

Although  Mr.  Stewart  was  dealing  primarily  with  the 
clothing  trade,  he  covers  the  field  of  retail  trade  so  thoroughly 
and  so  comprehensively  that  his  ideas  are  quite  applicable 
to  the  shoe  trade.  Mr.  Stewart  is  so  widely  known  and  his 
experience  with  retail  merchants  so  extensive  that  we  are 
very  glad  to  be  able  to  reproduce  his  address  in  its  entirety. 

Nine  hundred  and  ninety-nine  men  of  every  thousand 
who  go  into  business  for  themselves,  do  so  with  the  idea  in 
mind  of  becoming  successful  merchants. 

The  one  thousandth  goes  into  business  with  the  idea  of 
being  successful  in  beating  his  creditors,  if  he  can  make 


F.  W.  STEWART 


money  more  quickly  that  way  than  in  honest  merchandising. 

In  speaking  on  the  subject  of  “Successful  Merchandis- 
ing,” we  must  consider  what  goes  to  make  what  we  would 
consider  a successful  merchant. 

A merchant  may  have  brought  his  business  up  to  that 
condition  where  the  values  of  sales  is  very  large,  and  the 
results  show  large  profits  at  the  end  of  the  year;  he  might 
also  be  a man  of  influence  in  the  community,  but  this  would 
not,  in  my  opinion,  necessarily  mean  that  he  was  a successful 
merchant,  as  his  influence  might  not  be  in  the  interests  of 
the  community.. 

The  successful  merchant  not  only  operates  a profitable 
business,  but  he  must  operate  it  upon  an  honorable  and  a 
fair  basis  to  be  considered  successful. 

I do  not  mean  to  intimate  by  this  that  most  successful 
merchants  are  not  honorable  and  fair. 

My  experience  has  shown  me  that  very  few  merchants 
are  dishonest. 


Naturally  the  merchant  who  is  unsuccessful  is  the  one 
who  does  not  succeed. 

Unfortunately  the  majority  of  men  who  start  in  busi- 
ness do  not  succeed,  therefore,  they  are  unsuccessful. 

Let  me  mention  some  of  the  reasons  for  so  many  being 
unable  to  succeed,  and  then  we  will  consider  the  conditions 
which  go  largely  to  make  men  successful  merchandisers. 

The  biggest  factor  for  failure  in  business  is  lack  of 
knowledge  of  figuring  profits  and  expenses. 

The  others  follow  somewhat  in  this  order: 

“Expense  too  large,  as  compared  with  volume  of  sales.” 
“Not  sufficient  mark  up  on  invoices  to  cover  expenses, 
and  allow  a fair  net  profit.” 

“Not  knowing  what  the  actual  expenses  are,  and  the 
per  cent,  they  are  of  sales.” 

“Too  many  sales  made  at  actual  loss,  on  account  of 
cut  price  or  discount  sales.” 

“Lack  of  control  of  expenses.” 

“Untruthful  advertising.” 

“Inattention  to  business.” 

“Careless  buying.” 

“Speculative  buying.” 

“Lack  of  records  of  stock  conditions.” 

“Loss  of  cash  discounts,  and  payments  of  interest  on 
over-due  accounts.” 

“Lack  of  training  of  employees  to  sell  big  bills,  and  to 
sell  articles  other  than  those  asked  for.” 

“Lack  of  proper  selection  and  treatment  of  employees, 
and  the  gaining  of  their  loyalty  and  good-will,  so  as  to 
obtain  from  them  the  best  that  is  in  them.” 

“Expenditure  of  too  much  capital  in  fixtures  and 
automobiles.” 

“The  accumulation  of  dead  stock,  and  lack  of  proper 
efforts  to  turn  it  into  money.” 

“The  writing  of  discourteous,  unfair  and  unbusinesslike 
letters  to  firms  from  whom  purchases  are  made.” 

“Lack  of  attention  to  paper  when  due,  and  to  corre- 
spondence.” 

“Lack  of  records  which  give  information  as  to  the 
departments  or  goods  which  are  not  showing  satisfactory 
sales,  comparative  with  the  amount  of  stock  carried.” 

These  are  a few  of  the  main  reasons  for  the  lack  of 
success  of  most  of  the  men  who  start  in  business,  and  who 
do  not  succeed. 

Let  us  now  consider  the  items  or  features  which  help  to 
make  a successful  business,  and  a man  a successful  merchant. 

First  be  sure  the  right  kind  of  goods  are  stocked  for 
the  class  of  people  which  are  being  catered  to,  and  no  matter 
whether  the  people  served  are  capable  of  buying  low  or 
high  quality  goods,  be  sure  that  the  goods  are  of  such  value 
for  the  price,  that  satisfaction  will  be  given,  and  the  pur- 
chaser be  so  well  satisfied  that  a regular  and  steady  cus- 
tomer is  made  of  him.  Give  him  the  satisfaction  which  will 
bring  him  back  the  next  time  he  wishes  to  purchase  the 
class  of  goods  you  carry. 

Be  sure  that  you  know  what  your  expenses  total,  and 
the  per  cent,  they  are  of  your  sales,  and  that  there  is  a fair 
per  cent,  of  net  profit  between  expenses  and  gross  profit, 
basing  both  upon  volume  of  sales. 

The  cost  of  a monthly  statement  by  a firm  of  account- 
ants is  not  large,  and  well  repays  the  expense.  It  permits 
of  the  true  knowledge  of  the  firm’s  position  monthly,  and 
has  been  the  foundation  for  the  success  of  many  concerns. 

Departmentalize  your  store,  if  you  have  not  already 
done  so. 

Make  each  department  carry  its  correct  per  cent,  of 
expenses.  You  will  then  have  specific  information  as  to 
which  departments  are  making  money,  and  which  are  losing. 
It  gives  you  the  opportunity  of  giving  attention  to  the 
departments  which  are  not  making  a satisfactory  showing. 
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It  does  away  with  losses  in  one  department  eating  up  the 
profits  which  are  being  made  in  another. 

Control  the  sales  made  at  less  than  regular  prices. 
Too  large  a per  cent,  of  annual  sales  made  at  cut  prices 
mean  no  profits,  or  actual  losses  at  the  end  of  the  year. 
Every  dollar  taken  in  during  the  year  must  show  at  least  a 
small  average  per  cent,  of  net  profit,  if  the  business  is  to 
avoid  showing  a loss. 

Every  dollar  taken  in  must  average  more  than  the  cost 
of  the  goods  sold,  plus  the  cost  of  doing  business.  Do  not 
overlook  the  fact  that  expenses  go  on  whether  you  are  doing 
business  at  a profit  or  a loss. 

If  the  invoice  price  of  an  article  sold  at  $1.25  is  $1.00, 
and  expenses  are  25%  of  sales,  the  actual  cost  of  that  article 
to  the  merchant  is  $131 there  is  a net  loss  of  6jjc.  on  that 
article,  which  must  be  made  up  on  another  sale,  which  we 
will  presume  will  show  a net  profit  of  6%c.  One  sale  offsets 
the  other,  so  that  the  total  of  the  two  sales  does  not  show  a 
profit. 

Control  expenses.  See  that  they  do  not  exceed  your 
estimation.  Do  not  let  your  expenses  grow  as  fast  as  your 
volume  of  sales. 

Increasing  your  sales  and  holding  down  your  expenses 
on  a percentage  basis,  goes  largely  towards  building  up  a 
profitable  business. 

Be  truthful  in  your  advertising.  Do  not  exaggerate  or 
make  statements  which  cannot  be  backed  up  with  the 
merchandise  you  are  advertising. 

Lately  I noticed  that  five  clothing  merchants  on  one 
day  in  one  city  paper  advertised  that  they  were  selling 
suits  $10  less  than  any  other  store  in  the  city.  They  could 
not  all  be  doing  so.  I doubt  if  any  of  them  was  stating  the 
truth.  They  were  buying  space  to  create  suspicion  in  the 
minds  of  the  people,  which  was  certainly  detrimental  to 
their  own  interest,  and  clothiers  as  a whole. 

When  purchasing  goods  be  sure  you  will  require  them 
when  date  of  shipment  arrives.  Do  not  order  unless  you 
need  the  goods  when  they  are  ready,  and  accept  delivery  of 
them,  when  shipment  is  made  according  to  the  conditions 
and  terms  of  the  order. 

There  is  nothing  which  so  tends  to  demoralize  trading 
conditions  and  create  lack  of  confidence  between  manufac- 
turers and  retail  merchants,  as  cancellation  of  orders. 

Orders  should  not  be  merely  memorandums,  they  should 
be  contracts,  and  I am  of  the  opinion  that  if  all  orders  were 
signed  by  the  purchaser,  that  it  would  eliminate  many  of 
the  “memorandum”  orders  which  are  placed,  which  create 
undesirable  production  conditions,  and  which  give  many 
merchants  unfair  advantages  over  others. 

Avoid  accumulation  of  dead  stocks.  Move  them  out 
and  replace  them  with  goods  which  are  in  demand  and  which 
can  be  sold  at  a profit.  You  not  only  lose  interest  on  the 
amount  involved  in  dead  stock,  while  it  is  on  your  shelves, 
but  the  profits  on  sales  of  desirable  merchandise,  with  which 
the  dead  stock  should  be  replaced. 

Develop  to  the  greatest  extent  possible  the  relations 
between  yourself,  the  firms  from  whom  you  make  your 
purchases,  and  the  customers  who  come  into  your  store. 

Cultivate  the  good-will  of  the  man  who  calls  upon  you 
to  sell  merchandise. 

You  cannot  purchase  from  them  all,  but  you  can  at 
least  make  them  feel  that  they  are  not  unwelcome  in  your 
store. 

The  salesman  is  the  point  of  contact  between  the 
merchant  and  the  manufacturers. 

He  is  the  man  who  not  only  sells  you  the  goods  you 
require,  and  the  one  to  whom  you  look  for  the  adjustment 
of  any  difference  which  might  arise  between  you  and  the 
manufacturer,  and  he  very  often  has  merchandise  of  special 
value  which  is  naturally  shown  to  buyers  whom  he  is  closest 
to,  and  to  whom  he  would  prefer  the  goods  would  be  shipped. 

Many  successful  sales  have  been  held  on  merchandise 


secured  in  this  way,  to  considerable  benefit  of  the  man  who 
had  the  opportunity  to  buy,  and  to  the  disadvantage  of  his 
competetitors. 

Very  valuable  information  is  secured  from  salesmen 
which  can  be  used  to  advantage  by  merchants. 

Salesmen  are  being  trained  to-day  to  counsel  with 
merchants  in  regard  to  their  problems.  It  is  part  of  a sales- 
man’s duties  to  do  so. 

To  illustrate  this  to  you,  may  I read  one  of  the  recent 
circulars  sent  to  the  salesmen  of  my  company. 

By  this  you  will  see  that  the  interests  of  our  customers 
to  us  are  more  than  merely  selling  them  goods  and  taking 
their  money.  We  want  them  to  feel  that  we  consider  them 
a part  of  our  organization. 

We  know  that  your  success  means  success  for  us. 

When  I say  we,  I mean  the  suppliers  of  merchandise  to 
retail  merchants. 

In  addition  to  those  elements  which  I have  mentioned  as 
going  towards  helping  to  build  up  a successful  business, 
I would  add  as  being  especially  essential,  diplomacy  in 
meeting  and  selling  a customer.  A mere  “Good  morning 
Mr.  Brown,”  or  “Thank  you,  Mr.  Jones”  goes  far  to  bring 
a man  back  to  your  store. 

Every  man  is  human,  no  matter  what  his  temperament 
may  be.  He  likes  to  feel  that  you  know  his  name.  He  wants 
to  deal  in  the  store  where  he  realizes  he  is  known  by  name. 

Diplomacy  is  knowing  when,  and  when  not  to,  try  and 
sell  more  to  a customer  than  he  intended  to  buy. 

Diplomacy  is  selling  a man  two  articles  where  it  was 
his  intention  to  buy  oHy  one. 

This  means  bigger  selling.  Bigger  selling  means  bigger 
sales.  Bigger  sales  means  reduced  cost  of  selling.  Reduced 
cost  of  selling  means  lower  prices  to  your  customer  or  bigger 
profits. 

If  your  sales  are  $50,000  and  your  expenses  25%  or 
$12,500  and  you  can  increase  you  sales  to  $60,000  without 
increasing  your  expenses,  your  overhead  will  be  lowered  to 
slightly  under  21%,  a difference  of  4%  in  the  cost  of  doing 
business,  which  will  mean  $2,400  additional  net  profit  over 
the  former  year. 

Courtesy  under  all  conditions  and  circumstances  is  all 
I need  say  regarding  this  element  of  business. 

I would  like  to  say  before  I close,  how  important  it  is 
to  read  carefully  the  articles  in  Trade  Journals. 

Specialists  in  different  branches  of  business  are  at  your 
service  in  giving  you  ideas  and  information  which  must 
help  yo'u  in  your  business,  if  you  and  your  employees  will 
carefully  study  the  articles  which  appear  in  them  from 
month  to  month. 

If  these  articles  are  of  interest  to  manufacturers,  they 
must  certainly  be  more  so  to  retail  merchants. 

Attending  a dinner  given  by  a Montreal  merchant  to 
his  employees  a few  days  ago,  one  of  the  matters  which  he 
called  especially  to  their  attention  was,  that  he  subscribed 
for  five  Trade  Journals,  and  very  seldom  did  anyone  show 
enough  interest  in  them  to  ask  to  be  allowed  to  have  them, 
so  as  to  study  the  articles  in  them. 

Do  not  overlook  the  Trade  Journals. 

In  summing  up,  I could  suggest  keeping  the  following 
elements  in  mind  in  building  up  a successful  business: 

Knowledge  of  expenses  and  profits,  Departmentalizing, 
Moving  dead  stock,  Diplomacy,  Courtesy,  Truth. 

When  we  have  built  up  a profitable  business,  it  is  not  a 
successful  business  unless  it  has  grown  up  on  honesty,  truth 
and  fair  dealing,  and  we  cannot  be  considered  as  successful 
business  men  unless  we  have  the  respect  and  friendship  of 
the  people  of  our  community. 

Let  us  strive  for  both,  and  if  we  can  attain  them  in 
connection  with  building  up  a profitable  business,  than  we 
may  feel  reasonably  assured  that  we  may  be  considered 
successful  merchandisers. 
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The  Ideal 
Shoe  Salesman 

Prize  Essays  by  Members  of  the  Boston 
Round  Table  of  the  Retail  Shoe  Sales- 
men’s Institute 

£ y OME  time  ago  three  prizes  were  offered  by  R.  R.  Wil- 

kinson,  of  Jacksonville,  Fla.,  to  be  competed  for  by 

students  of  the  Retail  Shoe  Salesman’s  Institute  on 
the  subject  of  “The  Ideal  Practical  Retail  Shoe  Salesman.” 
They  have  been  won  by  three  Boston  men,  the  first  by 
Jas.  S.  Creed,  of  Thayer-McNeil  Co.,  the  second  by  Elmer  A. 
Kuhlen,  of  Willson’s  Shoe  Shop,  and  the  third  by  Wm.  L. 
White,  of  Jordan  Marsh  Co.  As  these  essays  give  a sales- 
man’s view  of  perfection  in  his  own  particular  sphere,  they 
are  worth  giving  in  full. 

FIRST  PRIZE 

The  following  are  my  ideas  of  what  an  “Ideal  Practical 
Retail  Shoe  Salesman”  should  be  equipped  with  in  order 
to  attain  success  in  his  profession. 

He  should  have  a good  general  knowledge  of  the  stock 
on  hand,  the  location  of  each  line  and  the  method  of  group- 
ing the  various  styles  and  materials.  Also,  he  should  be 
well  acquainted  with  the  prices,  know  the  manufacturers, 
how  each  shoe  is  made  and  the  materials  used  in  their  con- 
struction. 

He  should  be  well  informed  on  styles,  the  reason  for 
each  style,  its  fitting  qualities  in  relation  to  different  types 
of  feet,  and  on  the  design  from  the  point  of  appearance. 
Colors  should  be  well  known  in  their  adaptability  to  certain 
styles  of  costume  and  effect  on  other  wearing  apparel. 
The  use  for  which  each  shoe  is  intended  should  be  well 
known  and  the  reasonable  wear  to  be  expected  if  so  used. 
He  should  keep  well  up  on  the  style  trend,  as  shown  by  the 
reports  and  other  information  in  the  trade  papers. 

Should  Know  the  Foot 

It  is  very  necessary  to  have  a correct  knowledge  of  the 
anatomy  construction,  uses  and  workings  of  the  foot,  which 
is  a very  delicate  and  intricate  piece  of  physical  mechanism 
requiring  to  be  correctly  fitted  to  insure  balance  and  permit 
normal  action  to  be  unhindered.  This  knowledge  is  of  great 
value  to  the  retail  shoe  salesman  in  his  capacity  as  a con- 
sulting expert  on  the  subject  of  footwear  satisfaction. 

The  ideal  practical  retail  shoe  salesman  should  act  with 
simplicity,  sincerity  and  confidence  to  obtain  the  respect, 
good  will  and  friendliness  of  his  customers.  He  should  be 
able  to  use  diplomacy  in  his  transactions,  to  greet  customers 
with  a respectful  smile  and  to  make  them  feel  comfortable 
and  at  ease,  and  to  fit  them  properly  and  satisfactorily 
without  offending  their  pride  in  reference  to  style  or  size. 

Also,  it  should  be  considered  that  good  health  and  a 
good  personal  appearance  is  desirable  to  business,  and 
never  detrimental. 

The  things  which  he  should  cultivate  to  attain  to  this 
ideal  are  health,  sincerity  and  a knowledge  of  business. 
First  he  should  study  the  human  foot  in  all  its  phases. 
The  shoes  provided  for  the  fitting  of  the  feet  should  be 
the  next  subject  of  exhaustive  study.  The  study  of  human 
nature  as  applied  to  the  handling  of  customers  should  re- 
ceive earnest  thought  and  study.  In  conclusion  I would 
say  that  the  retail  shoe  salesman  should  acquire  a deep 
sense  of  responsibility  resting  upon  one  engaged  in  his 
occupation. 

SECOND  PRIZE 

The  ideal  practical  retail  shoe  salesman  is  one  who  fits 
the  feet  of  his  customers.  He  should  understand  the  con- 


struction, the  leathers  and  styles  of  the  shoes  he  is  selling, 
so  as  intelligently  to  answer  all  inquiries  relative  to  the  wear 
and  comfort  of  them,  thereby  creating  confidence  of  the 
customers  in  him.  He  should  consider  his  work  a profession, 
a service  to  the  public,  not  merely  a job  at  which  he  is  earn- 
ing his  living. 

He  should  have  a pleasing  personality,  greet  each  cus- 
tomer as  a friend,  make  him  feel  pleased  to  come  into  his 
store,  whether  it  be  for  the  purpose  of  buying  or  exchang- 
ing shoes. 

Customer’s  Interest  First 

The  best  way  to  become  an  ideal  practical  retail  shoe 
salesman  is  to  make  a thorough  study  of  your  stock,  by 
reading  trade  papers,  so  as  to  keep  in  touch  with  styles 
and  style  changes;  also,  by  consulting  the  manager  as  to 
when  and  what  styles  are  expected  to  come  in.  The  ideal 
salesman  will  also  make  a study  of  the  human  foot,  so  as 
to  be  able  to  correct  some  fault  that  has  been  created  by 
an  ill-fitted  shoe  with  the  proper  style. 

He  will  think  first,  to  please  the  customer,  second 
the  firm  he  is  with,  and  last  himself.  He  should  look  after 
his  health,  keep  regular  hours,  dress  neatly,  be  honest  with 
himself  and  the  house,  and  put  the  best  there  is  in  him 
in  his  work.  He  should  feel  the  same  as  though  it  were 
his  own  stock  he  was  selling,  thereby  creating  a thought 
of  his  responsibility  to  the  house. 

THIRD  PRIZE 

First  of  all  a retail  shoe  salesman  must  have  a healthy 
body. 

In  having  this  he  must  have  the  right  food,  plenty  of 
fresh  air  and  plenty  of  sleep.  He  must  learn  the  care  of 
the  body. 

Before  waiting  on  a customer  he  must  thoroughly  under- 
stand his  stock,  the  location  of  it,  the  different  styles  that 
are  in  and  the  styles  that  are  due  in.  Study  the  prices; 
also  the  different  fittings  of  different  manufacturers. 

Personal  Appearance:  He  must  have  the  knack  of  be- 
ing well  dressed.  Successful  men  are  well  groomed.  They 
have  clean  hands,  their  nails  are  clipped  and  kept  clean; 
clean  shoes  and  a clean  collar  every  day. 

Plenty  of  Enthusiasm 

Enthusiasm:  A successful  salesman  must  have  enthu- 
siasm. He  must  feel  the  same  way  every  day  when  he  starts 
to  sell;  must  feel  as  though  it  were  his  first  day  on  the  job. 

Keeping  up  Steam:  If  he  had  a good  book  yesterday 
he  must  aim  to  sell  more  to-day.  By  this  I do  not  mean  to 
give  less  service  to  the  customer.  The  successful  sales- 
man does  not  give  particular  thought  to  his  book  but 
devotes  one  hundred  per  cent,  of  his  time  or  himself  to 
serving  his  customers,  letting  the  book  take  care  of  itself. 

The  customer  is  the  boss:  When  the  customer  ap- 
proaches the  salesman  he  must  always  have  a smile  in 
greeting  her,  -regardless  of  what  experience  he  had  with 
the  previous  one.  The  smile  will  always  return. 

Courtesy  to  the  customer  means  that  it  will  help  to 
the  final  sale.  Look  your  customer  in  the  eye  and  convince 
her  that  you  are  at  her  service. 

Fitting:  Never  ask  what  size  shoe  she  wears;  alwrays 
measure  her  foot.  Study  it  before  you  try  to  fit  it.  Some 
feet  have  a long  arch  and  short  toes,  others  will  have  a 
short  arch  and  long  toes.  By  studying  these  points  you 
will  know  just  what  style  shoe  you  have  to  fit  her  with. 
Always  try  to  create  a desire  and  gain  her  confidence.  By 
doing  this  it  will  be  the  most  important  part  not  only  for 
the  first  sale  but  you  should  have  a suggestion  for  a second 
sale.  Show  that  you  are  interested  in  her  and  the  next 
time  she  wants  footwear  she  will  be  back  to  you  as  the 
( Continued  on  page  71) 
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Keeping  Tab 
on  Stock 

Modern  Merchandising  Calls  for  Correct 
Stock  Keeping — A Merchant  Needs  to 
Know  Where  His  Money  Lies — Knowing 
Your  Stock  the  First  Essential  to  Successful 
Retailing — A Simple,  Inexpensive  System 

A CONCERN  is  judged  to-day  not  so  much  by  a com- 
parison of  its  assets  and  liabilities  or  even  the  per- 
sonnel of  its  management  as  by  its  methods.  Banks 
to-day  are  more  interested  in  a man’s  cost  or  stock  keeping 
methods  than  they  are  in  his  cash  balance  or  even  his  turn- 
over. The  day  has  gone  by  when  a fine  store  or  an  aggres- 


to  actual  individual  lines,  in  departments  sufficiently  dis- 
tinguishable to  afford  an  idea  as  to  not  only  the  goods  that 
are  selling,  but  those  that  yield  the  most  profit. 

Some  time  ago  we  gave  an  outline  of  the  stock-keeping 
methods  of  an  average  sized  city  store  selling  fine  goods  and 
demonstrated  that  the  proprietor  had  before  him  each  day 
the  sales  made  in  individual  lines  and  the  profits  made  not 
only  on  the  sales  as  a whole  but  upon  the  various  goods  on 
the  floor.  Where  a business  is  specialized  it  may  be  divided 
into  departments  just  as  easily  as  where  a wider  range  of 
goods  is  carried  and  the  departmentization  may  be  carried 
to  a fine  point.  Where  a general  stock  is  carried,  however, 
it  may  be  found  impossible,  even  if  it  were  desirable,  to  carry 
out  the  system  to  such  an  extent  as  to  individualize,  lines. 

But  the  first  thing  every  retailer  should  do  is  to  depart- 
mentalize his  stock.  Where  a general  line  of  shoes  is  carried 
it  may  be  divided,  for  instance,  into  children’s,  misses’, 
boys’,  women’s,  men’s  and  rubbers.  The  women’s  and 
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sive  selling  policy  distinguished  the,  up-to-date  merchant. 
He  is  judged  by  the  grip  he  has  on  his  business,  upon  the 
control  he  has  of  his  buying  and  selling. 

At  the  very  root  of  good  retail  buying  and  selling  lies 
the  question  of  accurate  stock-keeping.  A generation  ago 
the  ordinary  dealer  took  stock  once  a year  and  gauged  the 
success  of  the  previous  year’s  operations  by  a more  or  less 
rough  and  ready  summing  up  of  his  stock,  book  debts,  cash 
in  the  bank  and  so  forth.  With  modern  concerns  stock- 
taking occurs  at  least  twice  a year  and  with  those  who  keep 
accurate  stock  records  it  is  possible  to  take  stock  once  a 


men’s  may  be  further  sub-divided  into  high  cuts  and  low 
cuts  or  into  fine  goods  and  staples. 

We  were  shown  a system  followed  by  a concern  in  East- 
ern Ontario  last  week  that  illustrates  what  may  be  done  in 
any  fair-sized  shoe  establishment,  especially  in  the  smaller 
cities  and  towns.  This  firm  divides  its  stock  into  the  six 
first  named  departments.  It  numbers  its  children’s  lines 
from  1 to  199,  misses’  200  to  399,  women’s  400  to  699, 
men’s  700  to  899,  boys’  900  to  999,  and  rubbers  from  1,000 
up.  Each  line  is  given  a number  when  it  is  placed  in  stock, 
which  it  retains  while  it  is  being  carried  and  if  desired  a letter 
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Sample 

No. 


Bought  From 


Date 


Cost 


Prs. 

Red. 


JAN. 

1 2 3 4 5 


FEB. 

1 2 3 4 5 


MAR. 

1 2 3 4 5 


APRIL 
1 2 3 4 5 


MAY 
1 2 3 4 5 


JUNE 
1 2 3 4 5 


Total 

Red. 


Total 

Sold 


Bal. 


Remarks 


Numbers  are  for  each  week  in  month.  Use  number  of  pairs  only. 


month,  or  even  once  a week,  while  some  know  at  the  end  of 
every  day  how  their  business  is  progressing. 

Of  course  in  the  average  retail  establishment  it  may 
not  be  possible  or  even  necessary  to  systematize  so  finely, 
but  there  is  no  doubt  that  too  many  stores  make  this  an 
excuse  for  clumsy  and  ineffective  methods  that  are  as 
expensive  as  they  are  hurtful  to  true  business  develop- 
ment. 

It  ought  to  be.  possible  in  an^  ordinary  store  to  inaugu- 
rate a system  that  will  give  the  proprietor  or  management  a 
fairly  definite  idea  of  not  only  the  stock  in  hand  on  the  first 
of  each  month,  but  the  character  of  that  stock,  if  not  down 


of  the  alphabet  may  be  placed  on  carton  or  shoe  indicating 
at  what  period  the  shoe  was  put  in  stock.  Another  dealer 
uses  a letter  for  each  six  months  so  that  he  can  tell  just 
how  long  the  shoe  has  been  on  the  shelf. 

As  the  clerk’s  sales  checks  are  made  out  they  contain  the 
number  of  the  line  and  this  is  entered  up  on  the  daily  sales 
record  at  the  close  of  the  day,  or  the  following  morning, 
by  the  cashier  or  other  clerk  whose  duty  it  may  be  to  keep 
the  records,  the  whole  occupying  but  an  hour  or  less  each 
day.  At  the  end  of  the  week  the  total  sales  are  entered 
in  the  column  following  the  daily  record  and  transferred  to 
( Continued  on  page  yi) 
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Newspaper  Advertising 
and  Special  Sales 

Many  are  Running  Special  Sales  Even 
Though  the  Season  is  Advanced  and 
Spring  Goods  Should  be  Displayed 

BECAUSE  some  stores  may  be  still  running  special 
sales  does  not  interfere  with  these  same  stores  show- 
ing and  pushing  their  new  spring  goods.  A day  or 
so,  or  even  a week  of  a special  sale,  will  not  in  any  way 
interfere  with  the  regular  business.  In  fact  if  a store  should 
happen  to  be  overloaded  with  certain  stocks  that  are  not 
moving  it  will  be  far  better  to  have  the  sales  than  to  think 
of  carrying  the  goods  over.  And  despite  the  fact  that  stocks 
have  not  been  kept  any  too  high  for  the  last  year,  there 
are  some  who  actually  have  some  lines  that  would  be  better 
turned  into  cash  than  lying  on  the  shelves  representing 


nothing  but  unearned  or  unearning  money.  In  such  cases, 
too,  it  is  well  to  remember  the  old  axiom,  “the  first  loss  is 
the  cheapest,”  and  get  rid  of  them  quickly  at  a much  reduced 
price. 

To  do  this  it  will  be  necessary  to  enlarge  on  one’s  adver- 
tising space  or  perhaps  get  out  somespecial  line  of  advertising 
like  a hand  bill  or  circular  of  some  character.  We  show  four 
ads  of  sales  of  this  character.  The  Big  Shoe  Sale  was  a full 
page  ad  and  is  well  set  and  laid  out.  This  shows  that  the  sale 
had  been  well  planned  and  the  genuineness  of  it  is  vouched 
by  the  fact  that  the  store  was  closed  two  days  to  get  ready 
for  it.  A man  is  not  very  liable  to  close  his  store  two  days 
and  not  do  any  business  during  that  time  if  he  has  not  some 
plan  in  connection  with  that  closing.  If  the  sale  were  not 
genuine  there  would  be  no  need  for  closing  the  store  two  whole 
days. 

It  will  be  noticed  in  this  ad  that  there  is  no  lost  space, 
the  subject  matter  is  clearly  written,  no  misunderstanding 
can  possibly  arise  in  connection  with  this  sale.  The  items 
are  all  enumerated  and  the  prices  given  so  that  the  reader 
may  know  exactly  what  is  what.  When  a page  ad  of  this 


SATURDAY. 


15  th 


Bid  SHOE  SALE 


— OF 


High  Grade  Boots  and  Shoes 

SATURDAY,  15th 


Doors  Open  at  Nine  O’Olock,  A M 


This  Sale  will  Continue  for  ONE  WEEK 

This  is  the  opportunity  ol  your  life  to  purchase  all  the 
Shoes  you  will  require  FOR  ONE  YEAR. 

Store  will  be  closed  for  TWO  DAYS  (Thursday  and 
Fr.day  13th  and  I4th),  to  arrange  our  big  stock  to  make  it 
easy  lor  you  to  select  the  Bargains  that  you  may  require. 


Men'e  Ounmetal  Boucher 


$2.08 


Th  is  sale  will  be  conducted  like  the  BIG  FIRE  SALE.  It  is  impossible  to  give  a full  list  of  Bargain* 

as  they  are  so  numerous 

Women's  White  Kid,  lace,  high  lop. 
high  heel.  Regular  12.00 for  8.uo 

Womens  Kid,  laced,  high  top.  high 
heel  Regular  8 50  for  6.on 

Women's  Mahogany  Pumps  . 2.98 

Women’s  Kid  Sand  Shade  Pomps 

only  - • - a.98 


Men's  Gunmetal  Blether 

3.98 

Men  s Gunmetal  Blucher 

4 id 

Men's  Gunmetal  Bull 

4.48 

Men's  Tan  and  Brown  Blucher 

6 18 

Men's  Gunmetal.  cloth  top.  pointed 
toe  4.48 

Tien  s Patent  Belton  and  Lace 

4.50 

Men's  Tan  Button  and  Lace 

4-5° 

Hen  sGunmeial  button  and  lace  5 60 

Special  Prices  on  B<  and 

Shoes 

Girls' 

Women's  Pat.  butt., cloth  andleather 
lops,  low  and  high  heel  - - $ 1 .98 

Women's  Gunmetal  Button,  low 
heel  ■ • 2.25 

Women's  Gunmetal,  lace,  military 
heel  . - 3.98 


Women'.;  Gunmetal  Lace,  Grey  Top. 
military  heel  - 478 

Women's  Oun  Metal,  button  and 
lace  - . 4.25 

Women's  Havana,  brown,  kid.  laced, 
high  top.  high  heel.  Reg  $10  for  8.00 


A lot  of  Infants’  Shoes 


98c. 


Women's  Shoes,  gray, high  top.  high 
heel?  - 7.00 


This  sale  only  comes  once  in  three  years— so  don’t  miss  it 


HURON’ 


ONT. 


A full  page  advertisement  used  by  a retail 
shoe  dealer. 


THE  SHOE  AND  LEATHER  JOURNAL 


43 


kind  is  used  in  the  paper  it  will  pay  to  have  some  extras  run 
off  and  used  as  a bill  to  circulate  in  the  community  where 
your  store  is  situated.  It  may  even  pay  to  circulate  the 
country  district 

The  Hurlburt  ad  is  another  good  piece  of  advertising. 
This  is  a full  page  and  can  be  used  the  same  as  suggested 
with  the  other.  That  is,  a number  of  extra  copies  can  be 
run  off  this  and  distributed  in  the  vicinity  of  your  store 
and  even  into  the  country.  This  ad  of  Hurlburt’s  is  well 
written  and  well  laid  out  and  no  space  is  lost.  The  genuine- 
ness of  this  sale  is  evidenced  by  the  lines  offered  and  as  these 
are  largely  well  advertised  goods  the  prices  are  pretty  gen- 
erally known  so  that  the  sale  price  may  be  determined.  The 
same  idea  of  closing  the  store  to  prepare  for  this  sale  was 
adopted  by  Mr.  Hurlburt  also,  which  is  a good  plan.  It 
insures  genuineness  of  sale  and  it  is  really  good  advertising 
for  the  fact  that  the  store  was  closed  for  a day  or  more  will 
cause  people  to  talk  about  your  business  and  the  sale.  Mr. 
Hurlburt  has  listed  about  40  or  more  items  in  this  sale  an- 
nouncement which  shows  he  has  made  good  use  of  the 
space  and  has  also  made  preparation  for  the  sale.  In  addi- 
tion to  this  advertising  he  uses  signs  in  front  of  his  store  to 
advertise  the  sale.  He  also  used  about  a third  page  ad 
in  the  next  week’s  paper. 

The  M.  B.  Young  sale  ad  is  the  reproduction  of  a bill 
Mr.  Young  used.  It  is  about  14  x 17  inches  and  sets  forth 
some  startling  prices.  These  were  excellent  values  offered 
by  Mr.  Young.  98c.  would  not  begin  to  pay  for  the  making 
of  many  of  these  shoes.  It  is  a certain  thing  at  these  prices 
that  some  one,  we  do  not  know  who,  lost  money  on  these 
goods.  But  it  is  better  to  clear  them  at  even  this  low  figure 


than  hold  them  to  be  cleared  later  at  a less  price.  This  bill 
attracted  great  attention  because  shoes  at  less  than  a dollar 
a pair  these  days  are  a curiosity.  This  sale  was  a big  success. 

Foley’s  Twentieth  Anniversary  Sale  is  an  interesting 
ad.  Mr.  Foley  has  the  faculty  of  getting  the  personal  touch 


into  his  advertising.  On  the  right  side  is  a little  history 
of  his  business.  He  tells  a great  deal  in  that  small  space. 
Really  covers  20  years  of  interesting  events  connected  with 
his  business. . Tells  what  transpired  between  that  time  and 
the  present.  Actually  owns  up  that  he  didn’t  know  much 
( Continued  on  page  gj) 


SHOES— rubbers 

sr  DAYS 

FRIDAY  AND  SATURDAY 


THIS  is  your  last  opportunity  to  benefit  by  our  MID  WINTER 
CLEARANCE  SALE,  and  to  make  it  the  MOST  NOTEWORTHY 
EVENT  in  the  store’s  history,  we  are  giving  you  the  most  sensational 
bargains  in  the  last  days  of  this  sale. 


Remember-These  prices  are  for  2 days  only 

and  if  you  miss  this  opportunity  do  not  blame  us 


Commencing  Friday  morning  at  9 o’clock 


100  pairs  Women’*  Button 
and  Laced  Boot*,  end*  of 
•tock,  tome  slightly  dam- 
aged, values  up  to  $8  pair 

Sue.  21.  3.  31  4.  4*.  5 and  0 rv  As 
No  rel  and  or  eichaoge  on  tboso 

2 days’  clearing  price 

100  pairs  Women's  Felt 
Slippers, Black,  Brown.  Red 
and  Check  all  sizes  in  the 
lot,  values  up  to  2.50 
2 days'  clearing  pr ice  Q 

100  pairs  Misses  Button  and 
Laced  Boots.  Patent,  Calf 
and  Kid.  sizes  11,  13,  1,  2 
Values  up  to  $5  pr.|*^  Q 
2days  clearing  price  ^ Q 

100  pairs  Child’s  Button 
and  Laced  Boots,  in  Box 
Kip  Leather,  sizes  8 to  10 ; 
Valve*  up  to  $2.75  AQ 
2 daysdearingprice^Q 

400  pairs  Children’s  Button 
and  Laced  Boots,  Kid, 
Leather  and  Patent  Tip, 
Sizes  2 to  7 QQ 

2 days  clearing  price  ^/O 

100  pairs  Misses  and  Child- 
ren s Felt  House  Slippers, 
all  sizes,  regular  $125. 
$1.45.  and  $165  Ag 

2 days' clearing  price  jQ 

RUBBERS  - - 98c. 


1,300  Pairs  Women’s 


98 


500  Pairs  Boys 

Fir"  Quality  PUia  RubUr* 
N.w  .lock.  Siaci 
Spac.l  2 Day  Pn« 


98 


98 


NO  PHONE  ORDERS  OR  REFUNDS  ON  THESE 


NI.B.  YOUNG'S 


BUSY 

SHOE 

STORE 


9221-4  Bloor  West --near  Concord  A ve. 

Visit  Our  REPAIR  PLANT  «l  296  Concord  Ave. 


Two  sample  advertisements  of  retail  shoe  dealers. 


Stupendous  Annual  Stock-Reducing  Sale 

FOR  14  DAYS 

HURLBURT'S  ONLY 

SHOE  STORE 
BARRIE 


i WE  NETT)  MAKE  NO  FACUSEi  F OH  ruib  TALE 
f AND  NO  APOLOGIES  E OH  THE  FOOTWEAR  WE 
OF  FEE*  SUCH  MAKERX  AS  SLATER.  W U HAM- 
ILTON  8LACHFORDS.  GETTY  AND  SCOTT  HAVE 
STOOD  FOR  ALL  THAT  IS  BEST  IN  THE  FOOT 
WEAR  WORLD  FOB  MANY  A YEAR.  AND  THERE 
S BEEN  NO  COMPROMISE  ON  THE  QUALTHr 


NO  LESSENING  OF  THE  HIGH  STANDARD  SET 
FOR  STYLE  WORKMANSHIP  AND  VALUES  BUT 
BEING  NO  EXCEPTION  TO  THE  RULE.  A_  BuSI- 
NESS  IS  TODAY  WE  ARE  OVERLOADED  WITH 
GREAT  STOCKS  WHICH  MUSI  BE  CONVERTED 
INTO  CASH  IN  THE  SHORTEST  PERIOD  POS- 
SIBLE AND  THAT'S  THE  REASON-  NOT  THE 
ANNOUNCING  * GENUINE  GREaT  5TOCK-REDUCING  SALE.  COMMENCING 


EXCUSE- 

SATURDAY  MORNING,  FEB.  12th,  at  9 a m 

NOT  A RESERVE  OF  OllR  ENTIRE  520.000  STOCK.  WE  OFFER  EVERY  SHOE  EVERY  RUBBER.  EVERY  TRUNK  OR  SUIT 
CASE.  EVERY  FAIR  OF  HOSE  OR  MrTTS.  EVERY  PAIR  OF  NEW  SPRING  SHOES.  AT  REDUCED  PRICES 

Clean  Clearing!  Wonderful  Values!  Genuine  Reductions! 

THIS  SUMMER  if  WINTER  HAS  NOT  DEALT  VERY  KINDLY  WITH  US.  NEVERTHELESS.  IF  THE  SEASON  DOES  NOT  COMPEL 
YOU  TO  BUY  OUR  SHOE  VALUES  CERTAINLY  WILL  WE  RE  DUONG  OUR  OWN  WAY  TO  REDUCE  OUR  STOCK - 
TEARING  ALL  PROFIT  FROM  PRICES  AND  DIGGING  INTO  COSTS  UNTIL  BUYING  HERE  IS  UKE  FINDING  OWWEXLESS  MONEY 


£ | 

BOYS'  YOUTHS'  AND  LADS' 
SHOES 

MISSES’.  CHILDREN'S  AND 
INFANTS’  SHOES 

WOMEN  S SHOES 

T-ir  -:C“  771  T~ 

MEN’S  SHOES 

^ 4::^“ : ,*r 

"":r 

RUBBERS! 

riBH  RUBBERS! 

‘rjrtvsr  *“  y “ 

% 

Store  closed  all  day  Friday,  February  11th.  preparing  for  .our  big  Stock-Reducing  Sale 


FOR 

14  DAYS  ONLY 

which  open* 

Saturday  Morning,  February  12th,  at  9 a.m. 

remember 

THERE  IS  A 
OEEP  CUT  IN 
£ v £ ft  y 

— The  Wonder  M 

MARK  THE  DATE 

SAT.,  FEB  12th 

LOOK  FOR  OUR  BIG  SALE  SIGN  AND  SALE  WINDOWS 

The  Hurlburt  Shoe  Co. 

ARTICLE 

NOTHING 

RESERVED 

IN  OUR 
STORE 
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Show  Cards  for 
Spring  Selling 

Cards  Will  Give  An  Attractiveness  to 
Your  Window  in  Addition  to  Aiding  Sales 

AS  the  Spring  weather  comes  and  Spring  selling  opens 
it  will  be  well  to  display  your  best  selling  lines  in 
advance  of  this  period.  Those  who  pqy  any  attention 
to  their  window  displays  with  a view  to  making  them  a 
selling  force  will  appreciate  the  cards  we  have  made  for  use 
at  the  present  time. 

Speaking  of  windows  as  a selling  force  opens  a subject 
to  which  you  may  not  have  given  thought.  Has  it  ever 
occurred  to  you  that  a great  many  people  dress  their  windows 
with  the  feeling  of  duty?  That  is  they  do  it  mechanically 
as  a duty,  like  sweeping  the  floor,  feeling  that  it  is  something 
that  has  to  be  done  and  the  quicker  it  can  be  done  and  off 
one’s  mind  the  better.  But  that  is  not  window  trimming. 
That  is  simply  putting  stuff  into  the  window.  The  real 
window  trimmer  trims  with  the  idea  of  the  display  appealing 
to  the  buying  instincts  of  the  observers.  That  does  not 


reproduction  does  not  show  the  difference  in  color  of  these 
two  pieces  that  the  stock  itself  does.  But  there  is  consider- 
able contrast.  The  lettering  of  the  word  Oxfords  can  be 
in  bright  red  and  shaded  in  a grey  cblor  the  same  shade  as 
the  card.  The  small  letters  can  be  in  black  and  the  border 
in  a dark  grey  or  black.  This  card  has  a plainness  that 
makes  it  look  rich. 

The  Stitchdown  card  is  one  for  a display  of  little  folks’ 
wear.  It  is  real  good  business  to  occasionally  put  in  a window 
with  children’s  goods.  The  little  folks  have  to  be  shod  and 
their  shoes  are  quite  a problem  to  the  average  mother  and 
father.  So  a real  attractive  display  of  children’s  lines  will 
make  a great  impression  on  the  people  who  pass.  It  will 
be  possible  to  make  an  entire  window  of  stitchdowns  and  in 
such  an  event  this  card  will  serve  nicely.  It  is  made  on 
white  card  with  the  circle  cut  out  of  a darker  piece  and 
pasted  on  to  the  white  card  and  the  lettering  done  on  that. 
It  is  easy  to  make  such  a card  and  the  effect  is  good.  Red  may 
be  used  for  the  circle  and  the  lettering  done  in  white,  or  any 
combination  of  colors  may  be  used  that  will  not  be  out  of 
harmony  with  your  window  settings. 

There  are  many  shoe  stores  that  carry  a stock  of  trunks 
and  small  travelling  goods  who  do  not  show  them  often  in 
the  windows.  Of  course  trunks  can  be  shown  only  in  very 
large  windows.  But  small  goods  can  be  shown  in  small 


mean  that  a large  quantity  of  shoes  must  be  put  into  a 
window  simply  to  fill  up  the  space.  It  means  that  whatever 
lines  are  put  into  the  window  shall  be  put  in  tastily  and 
attractively.  Shoes  that  are  for  present  selling  will  be  the 
ones  that  are  to  be  shown  now.  With  this  object  in  view 
we  have  designed  the  cards  shown  herewith. 

None  of  these  cards  are  difficult  to  do.  The  Newest 
Lasts  card  is  grey  stock  and  can  be  made  on  a half  sheet, 
or  1 1 x 1 7 inches.  The  large  lettering  is  plain  bold  type  that 
is  not  hard  to  make  and  may  be  done  in  blue  or  red  and 
outlined  in  white  and  black  as  shown  on  the  sample.  The 
small  letters  are  all  in  black.  The  border  is  in  a dark  grey 
shade.  The  plainness  of  this  card  makes  it  attractive  and 
it  tells  the  story  of  the  shoes  shown.  If  there  are  more  than 
one  style  displayed  in  the  same  window  the  wording  can  be 
changed  to  read  “Popular  Shoes”  instead  of  “A  Popular 
Shoe,”  and  that  will  cover  whatever  is  being  shown.  This 
card  may  do  for  either  women’s  or  men’s  shoes  or  may  be 
used  for  a display  of  both  with  the  change  of  wording  sug- 
gested above. 

The  Oxford  card  will  also  serve  for  both  men’s  and 
women’s  lines.  This  card  can  be  made  on  the  same  grey 
stock  as  the  other  and  the  panel  is  of  another  colored  paper 
pasted  on  and  the  lettering  done  on  that.  Unfortunately 


windows.  But  even  though  no  goods  are  shown  in  the  win- 
dow a card  calling  attention  to  the  fact  that  you  carry  a 
line  of  these  goods  will  be  good  business.  The  trunk  card 
we  have  designed  is  for  this  very  purpose.  The  centre 
panel  of  the  card  is  a different  color  from  the  card  proper 
and  is  cut  and  pasted  on  to  the  white  card.  In  pasting  paper 
on  to  a card  it  is  always  well  to  paste  a piece  the  same  size 
on  the  back  to  prevent  the  card  from  warping  or  curling. 

The  lettering  on  this  one  is  very  easy  to  do,  being  very 
similar  to  the  Newest  Lasts  card.  The  large  ones  may  be 
done  in  some  bright  color  like  red  or  blue  and  outlines  in 
a paler  color.  If  double  outlining  is  done  the  outside  line 
may  be  black,  which  gives  variety  of  color.  It  will  be  seen 
that  this  card  calls  attention  to  the  stock  being  carried  on  the 
second  floor.  A card  of  this  kind  can  be  used  on  the  wall  or 
other  convenient  place  in  the  store  as  well  as  in  the  window. 


It  may  be  that  you  have  never  been  thrown  out  of 
employment  when  you  did  not  have  a few  dollars  ahead. 
If  not  and  you  are  making  no  preparation  to  meet  such  a 
contingency,  the  sooner  you  get  some  experience  along  that 
line  the  better.  The  earlier  in  life  you  learn  the  lesson 
which  it  teaches,  the  more  profitable  it  will  be  to  you,  and 
the  effect  may  not  be  so  disastrous  as  in  later  years. 
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Canada’s  Interest 
in  Reparation 

How  Canadian  Business  is  Affected  by  Payment 
of  German  Indemnity — A Vital  Question 

CHARLES  M.  SCHWAB,  President  of  the  Bethlehem 
Steel  Company,  recently  said  that  the  most  important 
problem  in  the  world  to-day  is  the  settlement  of  the 
payment  of  reparation  by  Germany.  Certainly,  until  the 
amounts  and  terms  of  payment  are  defined  definitely,  the 
commerce  and  finance  of  the  world  will  have  little  chance  of 
rising  from  its  present  condition  of  chaos. 

We  become  so  accustomed  to  reading  business  conditions 
in  terms  of  our  own  environment  that  it  is  the  natural  ten- 
dency to  seek  causes  for  prosperity  or  depressions  close  at 
hand.  True,  we  have  had  over-production  in  some  lines, 
and  blind  confidence  that  rising  markets  would  have  no 
top.  That  feeling  led  to  reckless  buying.  Then  came  a 
“buyer’s  strike”  which,  beginning  with  the  consumer  and 
running  through  the  ranks  of  the  dealers,  wholesalers  and 
manufacturers,  resulted  in  a condition  of  stagnation  and 
wide  unemployment. 

At  the  present  time  the  whole  of  this  continent,  and 
parts  of  the  old  world,  are  trying  to  estimate  when  the 
“turn”  will  come  and  business  show  healthy  signs  of  im- 
provement. Some  say  the  turn  has  been  made,  others  say 
it  will  occur  in  anywhere  from  two  months  to  two  years. 
It  is  an  open  guessing  contest,  and  your  guess  is  as  good  as 
your  neighbors’. 

We  have  been  told  frequently  that  our  lot  is  extremely 
happy  n comparison  with  that  of  the  European  nations. 
But  we  forget  that  when  we  bury  ourselves  in  our  own 
troubles,  and  look  at  them  with  a vision  distorted  by  the 
unexampled  prosperity  of  the  past  two  or  three  years. 

Turn  ycur  eyes  from  America  for  a few  moments. 
Glance  through  an  European  trade  paper,  or,  if  you  like  a 
newspaper,  or  read  a few  of  the  foreign  news  items  in  the 
Canadian  or  American  papers.  Don’t  you  say  to  yourself 
“where  have  I read  that  before?”  They  are  asking  the 
same  questions  we  are:  “ When  will  business  pick  up?  Have 
prices  reached  bottom?  What  will  1921  bring?”  England, 
France,  Italy,  Germany,  these  and  other  countries  are 
encountering  similar  difficulties  to  ours.  With  this  difference, 
that  their  troubles  are  ours  multiplied  several  times,  and 
their  period  of  depression  has  already  lasted  far  longer,  and 
is  likely  to  terminate  later  than  ours. 

It  is  reasonable  to  suppose  that  when  deflation  is  more 
or  less  completed  on  this  continent,  when  readjustments 
have  been  made  in  the  costs  of  raw  materials,  manufactur- 
ing and  distribution,  a certain  amount  of  steady  business 
will  develop.  But  Canada  and  the  United  States  cannot 
live  to  themselves  and  Canada  is  primarily  an  exporting 
country.  It  is  therefore  realized  that  anything  approaching 
real  stability  or  prosperity  cannot  be  reached  as  long  as  the 
European  currencies  maintain  their  present  depreciation. 
It  goes  sorely  against  the  grain  when  we  are  obliged  to  pay 
$1.15  for  every  dollar’s  worth  of  goods  we  buy  in  the  United 
States.  But  the  Englishman  must  pay  about  $1.25  for  the 
same  amount  of  goods,  the  Frenchman  $3.00  and  the  Ger- 
man $12.00. 

In  the  face  of  those  figures  there  is  no  need  to  ask  why 
Europe  has  stopped  buying  from  America. 

Efforts  are  being  made  to  stimulate  export  trade  by 
means  of  long  time  credits  handled  by  financial  syndicates 
formed  for  that  purpose.  This  is  expected  to  move  some  of 
the  surplus  stocks,  such  as  copper,  cotton,  etc.,  that  have 
accumulated.  It  will  serve  as  a relief  to  the  domestic  mar- 
ket, but  cannot  be  of  great  permanent  value.  The  proposal 


to  ship  goods  to  Europe  and  take  their  products  in  exchange, 
thus  reviving  the  old  system  of  “barter,”  would  seem  to 
hold  more  promise. 

In  short  any  methods  that  will  permit  us  to  sell  to  Europe 
and  in  turn  buy  European  products,  will  tend  to  stabilize 
exchange  and  bring  prosperity.  It  was  for  that  reason  that 
Schwab  made  the  statement  referred  to  above.  And  it  is 
for  that  reason  that  the  Reparation  payment  by  Germany 
affects  every  one  of  us  vitally. 

The  Reparation  Commission  laid  down  tentative  terms 
embodying  a total  payment  of  fifty-six  billions  of  dollars, 
extending  over  a period  of  years,  together  with  an  export 
duty  of  12^%  on  all  goods  leaving  Germany.  What  the 
final  terms  will  be  is  a matter  for  conjecture.  In  any  event, 
the  part  that  concerns  Canada,  as  well  as  the  rest  of  the 
allied  countries  and  Dominions,  is  as  to  how  Germany  will 
be  able  to  make  payment.  There  is  only  one  answer,  and 
that  is  that  Germany  can  only  make  payment  if  she  is 
allowed  to  develop  a reasonably  large  domestic  and  foreign 
trade.  That  their  export  trade  will  be  under  close  super- 
vision of  the  allies  is  embodied  in  the  terms  laid  down. 

We  are  therefore  faced  with  the  fact  that  unless  we  trade 
with  Germany  it  will  be  difficult  or  impossible  to  exact  pay- 
ment of  her  Indemnity.  That  is  the  only  way  it  can  be  put 
in  cold-blooded  business  terms. 

What  are  we  going  to  do  about  it?  What  are  you  going 
to  do  about  it  Mr.  Manufacturer,  Mr.  Wholesaler  and  Mr. 
Dealer? 

The  publishers  of  the  Shoe  & Leather  Journal  have 
recently  had  several  requests  for  prices  on  advertising,  and 
direct  offers  of  advertising,  from  German  firms.  As  a matter 
of  policy  as  well  as  patriotism,  they  were  consigned  to  the 
waste-paper  basket.  We  feel  that  our  chief  concern  is  in 
protecting  the.  interests  of  our  own  manufacturers  and 
dealers. 

But  the  incident  served  to  put  the  question  up  to  us 
squarely,  and  that  is  the  reason  for  placing  it  before  our 
readers  at  some  length. 

It  has  been  stated  with  some  heat  that  during  the  latter 
part  of  1920  Canada  imported  goods  from  Germany  amount- 
ing to  $750,000. 

In  Toronto  a motion  picture  produced  in  Germany  was 
first  passed  by  the  censor.  Public  opinion  was  so  strongly 
expressed  against  its  production  that  its  exhibition  was 
finally  forbidden.  This  incident  resulted  in  considerable 
loss  to  the  producer,  in  good  Canadian  dollars  and  cents. 

On  the  other  hand,  we  have  stories  of  crippled  returned 
soldiers  enquiring  from  musical  instrument  dealers  as  to 
where  they  would  be  able  to  buy  German  mouth-organs, 
as  the  substitutes  were  unsatisfactory;  of  salesmen  saying 
their  trade  was  waiting  for  buttons  made  in  Germany, 
because  they  fed  through  the  machines  without  trouble; 
of  users  of  dyes  and  fine  chemicals  complaining  that  the 
products  of  England  and  United  States  were  still  not  quite 
satisfactory. 

On  the  one  side  of  the  scale  we  have  patriotism  and  the 
memory  of  those  who  lost  friends  and  loved  ones  in  the 
fields  of  France  and  Flanders;  on  the  other,  the  fact  that 
in  some  lines  German  products  would  possibly  be  cheaper 
and  better  than  the  products  of  other  countries,  together  with 
the  fact  that  commercially,  it  is  to  the  interest  of  the  world 
to  re-establish  trade  with  Germany. 

Certainly,  United  States,  England,  France  and  Italy 
will  trade  with  Germany  to  the  fullest  possible  extent. 
There  is  little  doubt  that  the  average  Canadian  manufac- 
turer will  sell  goods-  to  Germany  if  he  has  the  opportunity. 

As  to  the  question  of  Canada’s  purchasing  goods  from 
Germany,  we  leave  that  in  our  readers’  hands.  We  would 
appreciate  any  comments  they  have  to  make  on  it,  as  well 
as  on  the  question  of  German  advertising  in  Canadian 
publications. 
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Meeting  of 
Rubber  Industry 

Annual  Gathering  of  Canadian  Association 
at  Montreal — All  Branches  of  the  Trade 
Represented — Wonderful  Development  of 
Rubber  Manufacturing  in  Canada 

THE  first  annual  gathering  of  those  engaged  in  the 
Canadian  rubber  industry  was  held  at  the  Windsor 
Hotel,  Montreal,  on  Monday,  February  15th.  The 
gathering  embraced  all  departments  of  the  trade,  including 
mechanical  goods,  tires,  specialties  and  rubber  footwear, 
and  interesting  discussions  took  place  on  practical  subjects 
connected  with  these  various  sections  of  what  has  become 
one  of  the  foremost  commercial  enterprises  of  Canada. 

In  the  evening  a banquet  was  held  at  the  Windsor,  at 
which  some  two  hundred  guests  sat  down.  The  principal 
speakers  were  Hon.  Hugh  Guthrie,  Minister  of  Militia,  and 
Hon.  Walter  Mitchell,  Treasurer  of  the  Province  of  Quebec, 
but  the  latter  was  unavoidably  detained  at  Quebec  through 
his  legislative  duties. 

The  gathering  was  presided  over  by  President  C.  H. 
Carlisle,  of  Toronto  (Goodyear  Tire  and  Rubber  Co.  of 
Canada,  Limited).  With  him  at  the  head  table  were — The 
Hon.  Hugh  Guthrie,  K.C.,  M.P. ; Rev.  G.  R.  Allan,  Outre- 
mont;  John  Westren,  Toronto;  A.  L.  Viles,  A.  D.  Thornton, 
C.  N.  Candee,  Toronto;  F.  E.  Partridge,  W.  H.  Miner, 
V.  Van  der  Linde,  C.  B.  Seger,  president  of  the  United  States 
Consolidated  Rubber  Co.,  H.  E.  Sawyer,  New  York;  and 
Arthur  B.  Hannay,  manager  and  secretary. 

A Great  Development 

After  extending  a welcome  to  the  American  guests,  the 
president,  Mr.  Carlisle,  gave  some  figures  that  indicated  the 
growth  and  the  present  standing  of  the  rubber  business  in 
this  country.  That  growth  over  the  past  decade  had  been 
consistent,  conservative  and  yet  rapid.  The  total  tire  sales 
in  1910  were  slightly  over  one  million  dollars,  and  in  1919 
they  reached  $31,000,000.  In  the  same  period  the  sales  of 
mechanical  rubber  goods  increased  in  volume  from  $1,700,000 
to  $6,000,000,  and  footwear  from  $1,800,000  to  $17,000,000. 
To  put  it  concretely,  the  rubber  business  had  expanded  in  a 
period  of  nine  years  from  $4,600,000  to  over  $56,000,000, 
and  export  business  from  $113,000  to  $8,000,000.  The  num- 
ber of  employees  increased  from  somewhat  less  than  1,500 
people  to  13,000  and  investments  from  $4,500,000  to  $67,- 
500,000,  with  real  estate  investments  of  $21,000,000.  The 
industry  in  1919  paid  duty  and  taxes  of  over  two  million 
dollars  and  wages  to  the  amount  of  $13,000,000.  “Canada 
to-day  stands  fourth  among  the  nations  of  the  world  in  the 
manufacture  of  rubber,”  declared  the  chairman. 

The  president  went  on  to  express  regret  that  the  in- 
dustry had  in  1919  paid  over  $700,000  in  exchange.  The 
only  remedy  was  to  correct  the  trade  balance,  which  meant 
that  the  Canadian  citizen  must  spend  his  dollars  in  Canada, 
and  that  Canada  must  equip  herself  in  such  a way  as  to 
become  a keen  competitor  and  seller  in  the  foreign  market. 

Not  For  Price  Fixing 

Some  who  did  not  know  the  Canadian  Rubber  Associa- 
tion might  think  that  it  was  an  organization  for  ^rice-fixing 
and  selfish  regulation  of  the  trade;  but  the  organization 
had  nothing  to  do  with  the  fixing  of  prices  or  the  regulation 
of  trade,  observed  the  president.  Its  object  was  to  build 
up  the  rubber  business  in  Canada  to  its  maximum,  to  estab- 
lish economy,  to  improve  products,  to  give  better  distri- 
bution, to  standardize  products  wherever  possible,  and  to 
reach  the  highest  efficiency.  In  building  up  the  business 


on  such  a basis,  it  was  opening  an  avenue  for  the  Canadian 
investor.  It  brought  together  every  branch  of  the  rubber 
industry  and  many  associated  industries.  For  the  Canadian 
industry  to  maintain  a maximum  position  both  at  home 
and  abroad,  the  support  of  the  Canadian  people  and  of  the 
Government  was  necessary,  and  to  a large  extent  this 
support  had  been  given. 

“If  we  were  one  in  war,  we  should  be  one  in  commercial- 
ism,” continued  the  president.  “If  we  could  acquaint  the 
people  with  the  amount  that  has  been  saved  to  Canadian 
purchasers  of  Canadian  rubber  goods,  as  compared  with 
what  they  would  have  to  pay  for  an  imported  article,  there 
could  be  no  question  raised  as  to  the  wisdom  of  a tariff, 
not  only  for  revenue,  but  for  protection.  What  the  Canadian 
manufacturer  should  desire  is  the  Canadian  market  for 
Canadian  products,  and  I am  of  opinion  that  the  manufac- 
turer is  fair-minded  enough  to  have  the  Government  so 
safeguard  the  people  that  no  manufacturer  should  extract 
an  undue  profit,  owing  to  the  protection  which  is  granted.” 

Minister  of  Militia’s  Remarks 

The  Hon.  Hugh  Guthrie  stated  that  since  coming  here 
he  had  learned  that  their  industry  had  its  international 
aspect,  which,  under  the  circumstances,  was  all  the  more 
pleasing  because  in  associations  such  as  this,  he  believed  the 
international  point  of  view  was  far  too  often  overlooked. 
“We  must  realize  that  we  are  living  side  by  side  with  the 
greatest  commercial  power  that  the  world  has  ever  seen,” 
said  the  minister;  “they  are  our  neighbors  and  our  good 
friends;  but  in  business  matters,  they  are  now,  always  have 
been,  and  probably  always  will  be,  our  keenest  commercial 
competitors.  We,  however,  have  grown  to  that  period  in  our 
young  manhood  when  we  are  inclined  to  welcome  rather 
than  to  resent  competition.” 

The  speaker  recalled  attending  21  years  ago  a chamber 
of  commerce  banquet  at  Buffalo  when  one  of  the  speakers 
spoke  of  the  wonderful  expansion  in  trade  of  the  United 
States  and  had  predicted  that  for  that  year  the  trade  would 
touch  two  billion  dollars  mark.  Little  Canadh  at  that 
date  was  only  able  to  boast  of  export  trade  worth  103  millions 
all  told.  “Compare  the  figures  of  that  date  with  the  present,” 
said  the  minister,  “and  I think  every  Canadian  will  have 
reason  to  be  very  proud  of  the  condition  in  which  this 
country  is  placed  to-day.  We,  with  our  eight  and  a half 
or  nine  million  people,  have  an  export  trade  which  in  the 
last  twelve  months  ended  31st  December  reached  the 
enormous  volume  of  1 ,300  million  odd  dollars,  and  on  the 
other  side,  we  are  glad  to  point  to  an  import  trade  of  an- 
other 1,300  million,  making  the  total  foreign  trade  for  this 
country  over  two  and  a half  billions  of  dollars,  which  viewed 
upon  a per  capita  basis,  would,  I think,  place  Canada  and 
her  citizens  as  the  greatest  trade  nation  in  the  world  to-day.” 

Made  in  Canada  Sentiment 

Mr.  Guthrie  sympathized  with  the  reference  of  the 
president  to  the  depreciated  Canadian  dollar.  To  a large 
extent  Canadians  themselves  were  to  blame,  he  said,  for 
the  truth  was  that  they  had  been  dealing  too  generously 
across  the  line;  they  had  been  buying  far  too  many  goods, 
having  regard  to  the  limited  quantity  which  Canada  was 
able  to  sell  to  the  United  States.  During  the  past  twelve 
months  our  purchases  across  the  border  had  amounted  in 
round  figures  to  one  billion  dollars,  while  only  about  half 
that  amount  had  been  sold  to  our  neighbors.  The  result 
was  that  the  trade  balance  some  day  must  be  settled  either 
in  American  gold  or  currency. 

The  minister  explained  how  this  situation  had  arisen, 
how  Canada  had  in  former  years  been  a big  borrower  from 
Great  Britain  and  other  European  countries.  These  loans 
had  come  back  generally  by  way  of  New  York,  so  that  the 
trade  balance  was  adjusted  with  ease;  but  this  was  no 
longer  possible,  and,  for  the  first  time  in  its  history,  Canada 
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had  been  thrown  upon  her  own  resources.  But  while  Canada 
had  a considerable  national  debt,  something  about  two  and 
a quarter  millions,  it  could  point  with  pride  to  the  fact  that, 
while  150  millions  of  that  was  owing  to  the  Un:ted  States, 
with  about  $325  to  $340  millions  to  private  investors  in 
Great  Britain,  apart  from  that,  the  national  obligations 
were  to  the  Canadian  people  themselves.  If  ever  a national 
debt  could  be  considered  a good  thing,  at  least  Canadians 
were  in  a favorable  c ndition  in  this  respect. 

Tariff  to  be  Maintained 

Alluding  to  the  president’s  comments  on  the  tariff,  the 
Hon.  Mr.  Guthrie  said  that  for  the  last  forty-two  ytears 
this  country  had  been  living  under  an  established  fiscal 
system.  “We  may  not  all  belong  to  the  s&me  political 
party,”  he  said,  “probably  there  are  several  political  par- 
ties represented  in  this  gathering;  but,  I care  not  to  which 
party  you  belong,  the  fact  remains  that  we  have  in  Canada 
to-day  an  accepted  and  adopted  fiscal  system  that  has 
been  in  force  for  the  last  42  years,  and  we 'propose  to  main- 
tain that  system.  It  is  a system  which  we  call  the  system 
of  a protective  tariff,  not  a highly  protective  tariff but  a 
tariff  aimed  solely  in  the- first  instance  for  the  protection 
of  the  industry,  of  the  capital,  of  the  workmen,  of  the 
Dominion;  and  aimed,  in  the  second  place,  to  produce  a 
sufficient  amount  of  revenue  to  meet  our  current  needs. 
The  first  principle  is  one  of  legitimate  protection  of  our 
own  industries,  and  the  second  that  of  raising  the 
necessary  revenue.  You  as  business  men  know  the  situa- 
tion, representing  as  you  do  an  industry  which  produced 
last  year  56  million  dollars’  worth  of  your  product, 
of  which  eight  million  dollars’  worth  were  exported. 
To  my  mind,  it  is  idle  to  argue  that  your  industry  or  any 
other  industry  in  this  country  can  succeed  if  we  do  not  main- 
tain a fair  element  of  protection.  I know  there  is  a consid- 
erable proportion  of  the  people  of  this  country  who  do  not 
realize  that  or  will  not  admit  the  truth  of  the  statement.  I 
think,  however,  I am  speaking  not  only  my  own  mind,  but 
the  view  of  the  Government  and  of  the  vast  majority  of 
thinking  people  of  Canada,  when  I say  that  we  propose  to 
maintain  that  protective  principle  for  all  the  industries  of 
Canada.” 

Canada’s  Position 

Mr.  Guthrie  elaborated  this  point  of  protection  and 
then  pressed  on  to  review  conditions  in  Europe,  glancing 
at  the  various  countries  in  turn.  Of  Great  Britain  he  said: 
“Let  the  nations  of  Europe  pay  Great  Britain  what  they 
owe,  and  Great  Britain  will  soon  be  prosperous  again.” 
Britain,  he  said,  was  rapidly  regaining  her  trade  position 
in  the  world  and  her  sea  supremacy.  If  the  two  out- 
standing clouds,  labor  trouble  and  the  Irish  question,  were 
disposed  of,  there  was  no  reason  why  Great  Britain  should 
not  once  more  in  the  near  future  re-occupy  her  former 
position  both  in  commerce  and  finance.  “With  the  single 
exception  of  the  United  States,  the  position  of  Canada 
to-day,”  declared  the  minister,  “is  better,  sounder  and  more 
hopeful  in  every  aspect  than  the  position  of  any  of  the 
thirty-eight  nations  which  were  gathered  at  the  Brussels 
conference,  at  which  a review  of  each  nation’s  financial 
conditions  had  been  made. 

Mr.  Guthrie  delved  into  Canadian  history  and  made  an 
interesting  survey  of  national  events,  concluding  with  the 
statement  that  he  believed  it  was  the  wish  of  Canadians 
to  remain  under  a single  flag. 

The  Rev.  G.  R.  Allan,  of  Outremont,  followed  with  a 
speech  that  was  of  the  best  “post-prandial”  type,  full  of 
Scottish  witticisms,  satire  and  stories,  and  the  gathering 
broke  up  about  midnight. 

Following  is  the  list  of  guests  in  addition  to  those 
already  mentioned  at  the  head  table: — H.  D.  Warren,  F.  H. 
Warren,  J.  H.  Coffey,  W.  E.  Campbell,  J.  Fraser,  N.  Boyd, 


A.  E.  Doig,  F.  L.  Millen,  W.  S.  Kelley,  Mr.  Thomas,  A.  A. 
Manchester,  A.  H.  Brown,  J.  H.  Hathaway,  W.  H.  Allworth, 
A.  B.  Hannay,  A.  E.  Massie,  J.  F.  McLean,  Geo.  Bergeron, 
Joseph  Daoust,  J.  H.  Fortier,  J.  0.  Linteau,  H.  W.  Seybold, 
H.  A.  Wells,  L.  A.  Blanchard,  J.  Stenhouse,  J.  H,  Mectalfe, 

L.  L.  McMurray,  W.  H.  Alderson,  H.  R.  Hamilton,  R.  H. 
Greene,  W.  H.  Galt,J.  H.  S.  Kerr,  R.  B.  Reid,  Frank  Law, 
C.  B.  Seger,  W.  A.  Eden,  W.  Binmore,  R.  E.  Jamieson,  F.  A. 
Todd,  R.  P.  Raynsford,  N.  M.  Davison,  A.  S.  Scott,  W.B. 
Northam,  D.  E.  Beynon,  W.  Y.  Soper,  McA.  Campbell,  H.W. 
Blahout,  A.  E.  King,  W.  Butler,  F.  A.  Purdy,  F.  Lankford, 

M.  A.  Hoey,  Lt.-Col.  P.  R.  Hanson,  H.  C.  Lower,  E.  H.  Koken, 
R.  P.  Graham,  G.  L.  McCrea,  Mr.  McCarty,  Mr.  Stephen- 
son, Mr.  McNally,  Mr.  Tibbon,  J.  H.  McGregor,  Harry 
Stanyon,  Charles  Stanyon,  G.  Bertrant,  Awdrey  Brown, 
J.  T.  Stewart,  H.  E.  Sawyer,  G.  W.  Charles,  A.  E.  Mor- 
rissette,  Geo.  Wilson,  John  Myles,  D.  A.  Fisher,  E.  T.  Horne, 
H.  P.  Nellis,  T.  H.  Rieder,  W.  M.  Angus,  E.  P.  Hall,  R.  W. 
Ashcroft,  W.  P.  Weigand,  E.  E.  Code,  0.  H.  Hymmen, 
L.  B.  Hutchison,  P.  Y.  Smiley,  J.  N.  Gunn,  J.  C.  Rudolph, 
J.  M.  S.  Carroll,  H.  R.  Nixon,  W.  F.  Bilger,  J.  A.  Martin, 
J.  H.  Frye,  Kenneth  Moller,  R.  F.  Foote,  W.  A.  Hunter, 
A.  J.  Conlin,  F.  F.  Foote,  W.  R.  Morson,  James  Miln,  E. 
Barringham,  Hugo  Wellein,  W.  A.  Youngblud,  C.  W.  Boyer, 
A.  H.  Stein,  T.  H.  Lone,  W.  E.  Wing,  J.  I.  F.  Anthes,  H.  C. 
Stewart,  Geo.  C.  Clarke,  J.  C.  Blanchard,  R.  R.  Macaulay, 
A.  Thayer,  F.  H.  Meinzer,  A.  E.  Jackson,  Captain  Coleman, 
H.  H.  Henderson,  H.  P.  Fuller.  John  Kennedy,  J.  B. 
Rubinovitch,  P.  E.  Joubert,  E.  L Sherwood,  Iv.  Stinson, 
R.  H.  Jeffers,  F.  L.  Shillington,  F.  W.  Sharts,  A.  Dwyer, 
Theo.  King,  H.  H.  Replogle,  F.  S.  Wiltse,  Wm.  T.  Mayo, 
W.  S.  Burrill,  J.  E.  Hayden,  Geo.  A.  Bubbid,  R.  H.  Burr, 
T.  Y.  O’Neil,  Jos.  Maton,  Geo.  Collins,  A.  A.  Glidden, 
R.  L.  Rice,  C.  A.  Thomson,  Mr.  Medbury. 


SIX  PER  CENT.  BONUS  TO  EMPLOYEES 

At  a banquet  given  to  its  employees  on  February  12th, 
the  H.  H.  Crosby  Co.,  of  Hebron,  N.S.,  presented  each  of 
its  employees  with  a cheque  representing  six  per  cent,  of 
the  pay  roll.  Coronation  Hall,  at  which  the  banquet  was 
held,  was  beautifully  decorated  for  the  occasion  and  a 
number  of  visitors  were  present  from  Yarmouth  and  else- 
where. At  the  conclusion  of  a very  excellent  repast,  Presi- 
dent Crosby  said: — 

“Capital  to-day  is  the  result  of  the  labors  of  the  past, 
while  the  labor  of  to-day  means  capital  for  the  future  and 
it  is  only  when  the  two  elements,  labor  and  capital,  work 
together  for  good  that  prosperity  is  positively  assured.  It 
was  a decided  pleasure  to  both  him  and  his  colleagues  in 
the  company  that  they  so  found  the  affairs  of  the  concern 
in  such  excellent  condition,  notwithstanding  the  strenuous 
days  of  reconstruction,  as  to  be  enabled  to  allow  their 
employees  the  same  rate  of  bonus,  6 per  cent.,  as  had  been 
their  pleasure  to  give  in  1919,  which  was  the  first  year  the 
company  had  seen  their  way  clear  to  accomplish  that  aim 
and  which  it  had  had  so  long  in  view.  He  expressed  the 
hope  that  the  H.  H.  Crosby  Co.’s  business  would  so  develop 
and  grow  until  it  reached  the  stage  where  the  bonuses 
would  be  an  assured  factor  of  the  concern  for  all  time. 
They  had,  continued  President  Crosby,  now  under  consid- 
eration a scheme  of  rearrangement  of  the  present  bonus 
plan  which  if  adopted  would  award  the  bonuses  in  accord- 
ance with  the  length  of  service.”  He  went  on  to  refer  to 
the  present  depression  and  said  that  one  of  the  greatest 
factors  in  overcoming  existing  conditions  was  loyalty  of 
the  employees  to  the  employer  and  a proper  recognition 
of  the  employees’  interests  by  the  employer.  President 
Crosby  was  followed  by  Mr.  K.  E.  Crosby,  who  referred 
to  his  recent  attendance  at  the  Shoe  Manufacturers’  Con- 
vention at  Toronto. 
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Address  of  Mr.  Joseph 
Daoust  to  Shoe 
Manufacturers 

President  Elect  of  Shoe  Manufacturers’ 
Association  Deals  With  Trade  Conditions 
and  Prospects 

IN  our  February  1st  issue  we  gave  a synopsis  of  the 
Annual  Meeting  of  the  Canadian  Shoe  Manufacturers. 
Obviously  it  was  necessary  to  condense  our  report  in 
order  to  cover  the  whole  Convention.  We  are  now  glad  to 
be  able  to  offer  a verbatim  report  of  the  address  of  the 
President  elect,  which  was  given  at  the  Annual  Banquet. 

Gentlemen,  it  is  our  privilege  to-night  to  have  with 
us  a very  distinguished  guest.  No  doubt  you  are  all  very 
anxious  to  hear  what  he  has  to  say,  but  before  giving  you 
this  pleasure  I believe  it  is  customary  for  the  President 
Elect  to  deliver  his  address.  However,  I will  not  inflict  you 
with  a very  long  speech. 

In  order  to  understand  the  situation  in  the  shoe  trade, 
one  has  to  go  back  seven  or  eight  months  to  find  the  reasons 
which  brought  about  the  conditions  of  to-day.  We  have 
passed  through  a very  trying  year,  but  there  are  always 
reasons.  There  is  no  effect  without  cause,  and  we  must 
find  the  cause  to  enable  us  to  find  the  remedy.  We  do 
not  all  agree  on  the  causes.  Some  blame  our  Finance  Min- 
ister, for  instance,  with  his  Luxury  tax.  Some  others  blame 
the  bankers  for  curtailing  credits,  while  some  others  blame 
the  newspapers  with  their  big  head  lines,  but  there  are 
other  reasons. 

For  the  last  four  or  five  years  we  have  been  too  pros- 
perous. We  have  not  been  walking,  but  we  have  been  run- 
ning, and  a stop  had  to  come  some  day.  When  the  people 
realized  that  the  purchasing  power  of  a dollar  was  only 
fifty  cents  they  stopped  buying,  and  what  caused  this  dis- 
ruption of  business  was  more  a buyer’s  strike  than  anything 
else,  although  the  other  factors  might  have  been  incidental 
in  bringing  about  this  depression.  But  this  depression  and 
these  conditions  are  world-wide.  The  depression  of  Canada 
is  the  same  as  in  the  United  States.  The  same  conditions 
exist  in  France,  and  they  also  exist,  if  not  more  severe,  in 
England,  if  I am  well  advised,  so  then  these  are  general 
conditions  which  apply  to  all  countries  of  Europe  due  to  the 
w'ar,  and  due  to  extravagance,  and  the  readjustment  had  to 
come  some  day. 

During  the  last  seven  or  eight  months  we  have  been  pass- 
ing through  a period  of  readjustment.  Not  only  has  it 
affected  the  manufacturers  of  boots  and  shoes  but  it  has 
affected  manufacturers  of  all  commodities.  Heavy  losses 
have  been  sustained,  and  I am  sure  our  Minister  of  Finance 
is  well  aware  of  the  fact  that  the  War  Profits’  Tax  will  be 
very  small  this  year.  He  has  arranged  his  budget  accordingly, 
and  I think,  if  he  wanted  to  be  fair,  he  should  reimburse 
the  excess  profits  that  we  have  paid  the  Government.  It 
would  be  a good  thing  for  many  manufacturers — I should 
say  most  of  us — to  get  some  of  that  money  back  to  enable  % 
us  to  pay  our  bills  and  to  buy  more  leather.  (Laughter  and 
applause.) 

We  are  all  anxious  to  buy  more  leather,  now  that  the 
Convention  is  over,  but  the  question  is  to  get  the  money,  so 
I will  now  ask  the  Finance  Minister  to  advance  the  money 
to  the  shoe  manufacturers  in  order  to  pay  for  the  leather. 
(Hear,  hear,  and  laughter.) 

The  actual  situation,  in  my  opinion,  gentlemen,  is  a 
decided  improvement.  In  the  last  two  or  three  weeks  we 
have  seen  that  improvement.  Confidence  seems  to  have 
come  back. 


Not  so  very  long  ago  the  newspapers  were  calling  the 
manufacturers  and  the  tanners  a lot  of  profiteers.  They  will 
have  to  change  their  tune  now,  and  they  should  publish  that 
we  are  not  profiteers  but  very  nearly  bankrupt.  (Laughter.) 

What  is  the  actual  position  of  the  leather  market? 
Mind  you,  gentlemen,  I am  not  speaking  to  you  as  a tanner 
to-night.  I am  speaking  to  you  as  a shoe  manufacturer, 
but  I say  that  we  must  trust  the  tanner.  We  have  heard 
to-day  what  has  been  said  in  their  addresses,  and  we  must 
believe  what  they  said.  They  told  us  that  the  bottom  had 
been  reached,  that  we  would  not  see  any  lower  prices,  and 
I believe  that,  as  a shoe  manufacturer.  (Laughter.)  I 
believe  what  they  said,  that  the  bottom  has  been  reached, 
and  we  ought  to  start  buying  now,  but  in  order  to  do  that 
we  must  show  some  courage,  and  we  must  set  the  example. 

We  have  at  the  present  time  a great  problem,  the 
problem  of  unemployment.  The  Federal  and  the  Pro- 
vincial Governments  have  been  requested  to  start  public 
works  to  employ  these  men.  There  is  a solution  to  that 
problem.  With  the  aid  of  the  governments,  and  the  muni- 
cipalities, we  should  open  up  our  factories  with  confidence. 
Work  is  what  we  need.  Have  courage  in  the  future.  Canada 
is  not  broke,  gentlemen.  (Applause.)  What  we  need  to- 
day is  courage  and  confidence  in  Canada.  We  must  be  like 
Great  Britain.  The  emblem  of  Great  Britain  is  the  bull- 
dog, and  we  must  be  bulldogs.  We  must  have  confidence 
and  stick  to  our  business  and  not  get  discouraged.  So 
what  I would  advise,  gentlemen,  is  to  open  up  our  factories, 
and  if  we  have  no  orders  make  a stock  of  staple  lines.  Sale 
for  that  stock  will  be  forthcoming  some  day;  if  it  is  not 
this  month,  or  if  it  is  not  next  month,  it  will  be  March,  or 
possibly  April.  People  have  got  to  wear  shoes.  Shoes  are 
no  luxury.  We  had  a luxury  tax  on  shoes,  but,  as  I say, 
shoes  are  not  a luxury.  (Hear,  hear.)  Shoes  are  a com- 
modity, a necessity,  and  the  people  when  they  have  finished 
their  strike  will  have  to  buy  shoes,  will  have  to  come  to  us. 
I do  not  mean  to  say  that  we  should  take  advantage  because 
they  went  on  strike.  We  should  be  broad-minded  and  forget 
what  they  have  done,  and  it  is  in  that  spirit  that  we  should 
open  our  factories,  not  the  spirit  of  revenge,  but  the  spirit 
of  giving  work  to  our  help,  and  thus  start  the  movement  of 
prosperity  that  we  need  in  this  country.. 

The  machinery  has  been  stopped  for  the  time  being, 
but  only  stopped  temporarily,  and  the  moment  that  we 
open  up  our  factories  confidence  will  be  regained,  the  tan- 
ners will  resume  buying  hides,  and  hides  and  skins  from  the 
farmers  will  go  up. 

In  conclusion,  the  message  that  I would  give  you  manu- 
facturers, and  to  the  public  at  large,  is  to  buy  more  freely 
now.  The  buyers’  strike  has  done  its  work;  it  has  brought 
down  the  cost  of  living,  to  some  extent,  but  it  has  also  closed 
the  factories,  and  we  want  to  open  up  our  factories  again. 
Therefore,  let  the  consumers  buy  more  freely.  I do  not  say 
that  they  should  be  extravagant  in  their  buying,  but  they 
should  buy  with  confidence.  What  we  want  on  the  part  of 
everybody,  whether  tanner,  shoe  manufacturer  or  retailer, 
is  confidence.  We  want  good  fellowship,  and  we  want  fair 
play.  (Applause.)  We  must  come  back  to  normal  times 
when  a contract  was  a contract,  when  an  order  was  an  order. 

I will  not  criticize  anybody  in  particular,  but  everything 
has  contributed  to  the  disruption  of  business,  and  we  must 
get  back  to  normal.  We  must  be  what  we  were  before  the 
war,  and  we  must  bring  back  business  to  normal. 

We  have  got  to  start  doing  business  and  I would  advise, 
in  conclusion,  that  the  boot  and  shoe  manufacturers  should 
go  to  the  tanners  and  buy,  with  confidence,  the  leather  that 
they  require.  And  I would  tell  the  retailers  that  they,  too, 
can  buy  with  confidence,  that  the  bottom  has  been  reached, 
and  they  should  not  wait  any  longer  to  place  their  require- 
ments for  the  spring  trade,  because  if  we  should  all  come 
together  I am  afraid  that  my  old  friends,  the  tanners,  who 
( Continued  on  page  71) 
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Convention  Date 
Fixed  for  1921 

The  N.  S.  R.  A.  Convention  to  be  Held  in 
Toronto,  July  13th  and  14th,  This  Year — 
Everything  Shaping  for  a Big  Success 

THE  Executive  Committee  of  the  National  Shoe  Re- 
tailers’ Association  of  Canada  held  a special  meeting 
in  Toronto  last  week  to  consider  some  important 
business  of  the  organization,  the  most  important  of  which 
was  to  fix  the  date  ai\d  place  of  the  next  convention.  The 
members  present  were — Geo.  Gales,  Montreal,  President; 
W.  T.  Fegan,  Toronto,  Past  President;  James  Jupp,  Toronto, 
Treasurer;  Howard  C.  Blachford,  Toronto,  Secretary;  E.  A. 
Stevens,  Ottawa;  H.  W.  Rising,  St.  John,  N.B.,  members  of 
Executive. 

The  committee  had  gone  to  considerable  trouble  to 
ascertain,  by  correspondence,  where  would  be  the  best 
place  to  hold  the  convention  this  year.  Toronto  was  the 
place  selected  for  1919  and  last  year  Montreal  had  the 
honor  of  having  it,  so  it  became  a somewhat  perplexing 
question  as  to  where  to  hold  the  third  gathering.  The 
committee  did  not  wish  to  slight  any  place  that  might  desire 
to  have  it  and  was  prepared  to  take  care  of  it,  no  matter 
where  it  might  be  held.  It  was  apparent  that  the  retail 
merchants  of  whatever  city  should  have  this  big  event 
would  have  to  devote  considerable  time  and  energy  to 
looking  after  the  details  connected  therewith.  It  was  also 
felt  that  these  details  could  not  be  handled  at  long  range 
by  the  Executive,  as  it  would  mean  a great  deal  of  time  and 
expense.  After  very  careful  consideration  and  a most 
thorough  canvass  of  the  whole  situation  the  Executive  was 
unanimous  in  its  choice  of  Toronto  and  the  date  fixed  is 
Wednesday  and  Thursday,  July  13th  and  14th  next. 

Of  course  there  is  plenty  of  time  before  July,  but  the 


GEO.  G.  GALES 
President 


Executive  felt  it  would  be  well  to  get  to  work  at  once  in 
the  appointing  of  committees  and  a general  discussion  was 
had  on  various  details  that  are  important  in  connection 
with  the  conduct  of  the  convention.  The  chairmen  of  the 
various  committees  were  appointed  and  they  will  welcome 


suggestions  from  anyone  concerning  the  work  their  com- 
mittees have  to  perform  and  if  retailers  or  others  will  send 
these  in  it  will  be  of  the  greatest  help  and  show  that  the  spirit 
of  co-operation  is  working.  The  following  chairmen  were 
appointed  for  the  different  committees:  Topics  and  speakers, 
E.  A.  Stephens,  Sparks  street,  Ottawa,  Ont. ; Arrangements 
and  Entertainment,  Warren  T.  Fegan,  88  Queen  street  west, 
Ioronto;  Registration,  J.  W.  Jupp,  810  Queen  street  east, 
Toronto;  Publicity  and  Press,  Howard  C.  Blachford,  286 
Yonge  street,  Toronto;  Resolutions,  H.  W.  Rising,  St. 
John,  N.B. 

With  such  experienced  and  enthusiastic  men  in  charge 
of  affairs  the  success  of  the  1921  convention  is  assured.  It 


H.  C.  BLACHFORD 
Secretary 


will  be  well  that  every  retailer  should  begin  now  to  lay  his 
plans  to  make  Toronto  for  July  13th  and  14th.  It  will  be 
an  inspiration  to  attend  such  a gathering  and  coming  at  the 
time  it  does,  the  middle  of  July,  it  can  be  easily  arranged 
and  made  a semi-holiday  trip. 

There  is  every  reason  to  believe  that  the  manufacturers 
will  take  advantage  of  the  convention  and  make  arrange- 
ments to  display  their  lines  as  the  opportunity  for  meeting 
so  many  retailers  will  be  worth  while.  The  Executive  also 
expects  that  the  shoe  travellers  will  hold  their  convention 
about  the  same  time.  This  will  complete  a gathering  of  the 
utmost  import  to  the  trade  and  the  individual  members 
who  will  attend. 

Fix  the  date  and  place  in  your  mind — July  the  13th 
and  14th,  1921,  at  TORONTO." 


BOSTON  STYLE  SHOW  TO  BE  HELD  JULY  11-14 

Plans  for  the  second  Annual  Style  Show  are  being 
formulated  by  the  National  Shoe  and  Leather  Exposition 
and  Style  Show,  Inc;  The  show  will  be  held  in  the  Mechanics’ 
Building  in  Boston  from  July  11th  to  July  14th.  Commit-' 
tees  on  finance,  style,  exhibits,  publicity  and  hospitality  are 
all  busy  with  their  preparations. 

It  is  unfortunate  that  the  dates  conflict  to  some  extent 
with  the  Convention  of  the  National  Association  of  Shoe 
Retailers  of  Canada.  Those  desiring  to  take  in  both  events, 
however,  will  be  able  to  do  so  by  arranging  to  visit  Boston 
during  the  first  day  or  two  days  of  the  show. 

The  tendency  to  hold  Style  Shows  in  the  varioifs  centres 
is  gradually  growing.  Philadelphia  has  arranged  for  a show 
to  be  held  in  the  Gold  Room  of  the  Bellevue-Stratford 
Hotel  on  July  18th  and  19th. 


50 


THE  SHOE  AND  LEATHER  JOURNAL 


Co-Operation  in 
Advertising 


it  is,  for  you  must  get  the  idea  that  this  is  a town  booster 
as  well  as  an  individual  trade  booster. 

While  these  lines  and  ads  are  largely  for  the  out-of- 
town  trade  the  people  in  your  town  must  not  be  overlooked 
and  should  have  equal  opportunity  of  taking  advantage  of 
the  specials  offered. 

Head  the  ad  with  a striking  line  like  “Blanktown’s 
Special  Offerings  for  This  Week — Wednesday  Only.”  Be- 
neath this  use  something  of  this  nature:  “To  Out-of-town 
people.  It  is  the  endeavor  of  these  stores  advertising  here 
to  see  that  nothing  appears  on  this  page  except  special 
money-saving  articles  that  will  make  it  an  object  for  you 
to  come  to  Blankville  on  Wednesday  of  each  week.  The 
specials  which  are  offered  for  that  day  cannot  be  purchased 
on  any  other  day  before  or  after.  They  are  held  exclusively 
for  Wednesday  and  these  for  this  week  will  not  be  offered 
again  at  these  prices,  so  WEDNESDAY  is  the  day.” 

This  advertisement  must  appear  in  the  issue  immediate- 
ly preceding  the  Wednesday  sale  day.  That  is,  it  must  be 
just  that  much  ahead  of  each  Wednesday  to  reach  the  people. 

Another  way  to  augment  the  newspaper  advertising  will 
be  to  have  bills  of  this  ad  run  off  and  circulated  among  +he 
people  who  may  not  receive  the  paper.  This  will  include  the 
surrounding  country  district  for  at  least  ten  or  fifteen  miles. 
Now  will  come  the  plan  of  distribution.  There  will  be  some 
among  the  merchants  who  will  have  cars  and  these  mer- 
chants may  be  willing  to  allow  them  to  be  used.  When 
the  weather  is  fine  it  will  afford  an  outing  for  the  merchants 
to  go  out  and  take  a boy  or  two  and  distribute  these  bills. 

We  are  aware  that  this  plan  will  need  some  drumming 
up  to  obtain  the  co-operation  of  the  merchants,  for  human 
nature  moves  slowly  when  wanted  to  be  turned  into  new 
channels.  The  old  ruts  offer  the  least  resistance  and  people 
like  that  old  “Line  of  least  resistance.”  But  with  a little 
patience  and  a meeting  or  two  to  talk  the  matter  over, 
appoint  an  arrangement  committee,  etc.,  the  plan  should 
go  over  and  go  over  big.  Try  it  some  time. 


A Plan  That  Can  be  Worked  to  the  Ad- 
vantage of  Those  Who  Go  Into  it — Especi- 
ally Helpful  for  Out-of-Town  Trade 

AS  shoe  retailers  grow  to  realize  that  it  is  not  good 
business  to  keep  up  so-called  “opposition”  feuds, 
they  can  come  closer  together  in  the  promotion  of 
business  and  co-operate  in  methods  that  will  bring  more 
trade.  One  plan  that  can  be  utilized  to  excellent  advantage 
is  a special  selling  day.  Let  us  assume  that  Wednesday  is 
chosen  as  that  day.  All  the  merchants  should  co-operate 
in  offering  special  lines  that  will  be  of  extra  value  and 
placed  on  sale  for  that  day  only  at  the  prices  set.  That  is, 
the  goods  advertised  cannot  be  purchased  on  Tuesday  or 
Thursday  or  any  other  day  at  the  prices  quoted. 

By  fixing  Wednesday  or  Thursday  as  the  special  day 
it  will  turn  a mid-week  day  into  a better  business  day  and 
even  the  week’s  business  over  the  entire  six  days  rather  than 
crowd  the  bulk  of  it  into  Saturday  selling.  It  can  be  worked 
by  one  trade  alone  like  the  shoe  trade  or  dry  goods,  but  it 
will  be  best  to  have  the  co-operation  of  the  entire  town  or 
the  great  bulk  of  the  stores  in  it  as  it  then  creates  a bigger 
interest.  It  will  also  appeal  to  more  people  than  when  it  is 
confined  to  one  trade,  for  if  one  should  not  want  shoes  he 
may  want  some  other  article  and  this  will  bring  more  people 
into  town  and  the  more  that  come  the  bigger  will  be  the 
success  of  the  plan.  It  should  be  understood  that  this  plan 
is  to  appeal  largely  to  the  out-of-town  trade. 

After  enlisting  the  co-operation  of  all  the  Stores  possible 
arrangements  should  be  made  to  run  a joint  advertisement 
in  the  local  papers.  If  your  town  is  large  enough  have  about 
a half  page  of  a two-page  spread.  That  is,  have  two  half 
pages  and  let  them  run  across  the  two  pages  of  the  paper. 
This  will  be  a new  idea  in  advertising  and  as  no  single 
person  or  firm  will  adopt  that  plan  this  ad  when  it  appears 
will  be  distinctive  and  the  readers  will  immediately  know 
that  it  refers  to  the  special  selling  day  of  your  town.  This 
space  shall  then  be  divided  into  equal  portions  so  that  no 
one  store  will  have  more  than  another.  The  same  style 
of  layout  and  set  up  should  be  adopted  and  the  same  style 
of  type  for  the  name  of  the  firms  in  each  ad.  The  same 
size  and  style  of  type  must  be  used  to  play  up  the  prices 
in  each  ad.  In  other  words,  the  ads  should  be  uniform. 
This  will  give  the  impression  that  it  is  one  big  ad  of  one  big 
firm  and  when  you  come  to  figure  it  out  that  is  about  what 


SPECIALIZING  IN  OUT  SIZES 

As  an  example  of  the  extent  to  which  specializing  is 
developing  in  the  retail  shoe  trade  as  well  as  in  manufac- 
turing to-day  a store  has  been  opened  by  A.  Weinstein, 
of  Chicago,  specializing  on  shoes  for  large  women.  The 
enterprise  began  with  a department  in  the  store  at  634 
W.  Ninth  avenue  and  has  grown  in  three  years  to  such  pro- 
portions that  a special  establishment  with  over  a thousand 
feet  of  floor  space  was  recently  fitted  up  to  meet  the  demands 
of  this  class  of  trade.  It  is  fitted  with  handsome  six-foot 
mirrors,  rugs  and  individual  William  and  Mary  walnut 
and  leather  covered  chairs. 
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The  Jobber,  the  large 
buyer  and  the  mer- 
chant who  has  been 
accustomed  to  buy  in 
Quebec  City  will  this 
season  find  the  finest 
workmanship  that  has 
ever  been  seen  in 
Quebec  lines.  Im- 
provement has  been 
startling  during  the 
last  few  seasons  but 
never  have  the  lines 
been  generally  ofi  the 
present  high  tone. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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At  the  service  of  the  industry 

The  unusually  quick  delivery  which  must 
he  given  by  the  manufacturer  this  Season 
will  not  permit  the  neglect  of  any  feature 
that  increases  speed  and  uniformity  of 
shoes. 

That  is  probably  one  reason  that  so  many 
come  to  us  for  our  exceptional  service  in 

CUTTING  DIES 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch : 28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto : 90  Adelaide  St.  West 


Mention  “ Shoe  and  Leather  Journal”  when  zvriting  an  advertiser 
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JAMES  ACTON,  President 
Montreal  Office:  Boston  Office 

510  Coristine  Building  161  Summer  Street 
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LET  us  look  at  the  sheet  before  us  this  new  season.  As  yet 
it  is  spotlessly  clean.  Not  even  an  undesirable  order,  as 
yet,  to  mar  its  appearance.  What  will  the  story  be  in  August? 
Will  the  sheet  be  neatly  filled  with  good  orders,  sold  on  a fair 
basis,  manufactured  to  a high  standard,  shipped  on  time,  delivered 
on  time,  accepted  by  the  buyer  and  paid  for  promptly?  It  will 
largely  rest  with  the  spirit  of  the  manufacturer.  There  is  business 
to  be  got  to-day.  The  red-blooded,  hard  hitting,  clean  and 
aggressive  men  are  getting  orders.  The  boys  with  a yellow 
streak,  a chip  on  their  shoulder  or  a grouch  are  out  in  the 
cold.  Those  are  cold  facts.  We  don’t  say  orders  are  large  but 
they  are  being  taken  to-day. 

Prices  will  be  set  and  by  April  1st  the  buyer  will  find 
that  they  are  steady.  Manufacturers,  salesmen,  jobbers  and  mer- 
chants can  in  this  one  season  pull  trade  back  to  normal.  If  you 
smile  instead  of  growl  you  will  be  doing  at  least  part  of  your 
share. 
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Featuring  Special  Prices 


Our  Special  Prices 
for  rush  delivery 
will  be  found  very 
much  in  your  favor. 

Ask  and  see  for 
yourself. 


McKAYS,  ETC. 

In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following: 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’  and  Gent’s  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

” 614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses’  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 
Screw  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 
Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKay,  Louis 

Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 

500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 

MEN’S  WELTS 

No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 

600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 


DUCHAINE 

195  De  la  Couronne 


PERRINS 

Quebec,  Que. 


Mention  "Shoe  and  Leather  Journal”  when  zuriting  an  advertiser 
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SHOE  FACTORIES  IN  QUEBEC 
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Beaulieu,  Jos.,  & Co.,  80  Colomb 

X 

X 

X 

X 

Berrouard,  F,  401  St.  Valier 

Bertrand  & Thibault,  104  Montmagny 

X 

X 

X 

X 

X 

X 

Bisson,  0,  76  Marie  Louise 

X 

X 

X 

Children's  Shoe  Mfg.  Co.,  Ltd.,  11  Belleau 

X 

X 

X 

Drolet,  J.  B.,  Co.,  Ltd.,  583  St.  Valier 

X 

X 

X 

X 

X 

Duchaine,  Ludger,  593  St.  Valier 

X 

X 

X 

X 

X 

X 

X 

X 

Duchaine  & Perkins,  195  De  la  Couronne 

X 

X 

X 

X 

X 

X 

X 

X 

X 

x 

Eastern  Canada  Shoe  Co.,  Colomb 

X 

X 

X 

X 

Gale  Bros.,  Limited,  518  St.  Valier  St 

X 

X 

X 

Gosselin,  J.  H.,  50  D’Argenson 

X 

X 

X 

X 

X 

X 

Goulet,  O , 575  St.  Valier.  

X 

X 

X 

X 

X 

X 

X 

X 

X 

Grenier,  Art,  104  Colomb 

X 

Jobin,  E.,  Ltd.,  35  Colomb 

X 

X 

X 

X 

X 

X 

X 

X 

X 

Lachance  & Tanguay,  70  Bigaouette 

X 

X 

Lagace  & Lepinay,  22  St.  Anselme 

X 

X 

X 

X 

Leclerc  & Freres,  96  St.  Malo 

X 

X 

Marier,  Trudel,  Ltd.,  Nelson  & Colomb  . 

X 

X 

X 

X 

X 

X 

X 

Marois,  A.  E.,  Ltd.,  559  St.  Valier  

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

Marsh,  Wm.  A.  Co.  Ltd.,  472  St.  Valier  ... 

X 

X 

X 

X 

Martin,  J.  & A.,  Reg.,  117  Charest 

X 

x 

Maisan  Freres,  34  Turgeon 

X 

X 

x 

Quebec  Glove  Leather  Mfg.,  Limoilou 

X 

Ritchie,  John,  Co.,  Ltd.,  496  St.  Valier.  

X 

Rochette,  J.  Marcel,  80  Signai 

X 

X 

X 

X 

Routier,  Luc,  56  Colomb  

X 

X 

X 

X 

Saillant  & Lessard,  Limoilou 

X 

x 

X 

Samson,  J.  E.,  Enr.,  20  Arago  

X 

X 

X 

X 

X 

X 

X 

x 

X 

x 

Stobo,  J.  M.,  Co.,  Ltd.,  92  Arago 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

Tanguay,  Jos.,  122  St.  Dominique.. 

x 

X 

x 

X 

X 

X 

X 

X 

Tremblay,  Ed.,  108  Boisseau 

x 

x 

x 

x 

X 

X 

X 

Copyright,  Canada.  1920.  by  the  Acton  Publishing  Co..  Limited,  Toronto 
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At  a time  when  the  new  Fall  lines 
are  about  ready  to  be  shown  we 
want  to  draw  attention  to  the  great 
advance  in  the  quality  of  our 
whole  line.  The  finish  we  are 
giving  the  shoes  we  ship  is  a 
marked  improvement  over  what 
has  been  standard  in  our  class 
of  shoes. 

Still  able  to  give  quick  service  on 
late  Spring  deliveries. 

LAGACE  & LEPINAY 

22  St.  Anselme  Street 
QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  Stjt  Valier. 

Clement,  Oscar,  234  St.  Helejne. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  494  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  lTncarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  j553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  'Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


WILL  OUT- WEAR 
KID  AND  LOOK 
BETTER  AS  IT 


There  is  a definite  place  for  Borne’s  Surface 
Kid  in  good  shoe-making.  It  is  not  sold 
only  as  a lower  priced  substitute.  It  is  sold 
as  good  leather  for  good  shoes  and  is  used 
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Samson  Staples  Lead 


Any  test  to  discover  value  that  you  might  apply  will  operate 
to  the  credit  of  the  Samson  line  of  Staples. 

Whether  it  be  price,  shoe-making,  materials  or  service  we  court 
intelligent  comparison. 

Many  of  the  best  Jobbers  find  the  line  a very  profitable  one. 

Medium  McKays,  Standard  Screw,  Heavy  Work  Shoes, 
Sporting  Boots,  Hockeys  and  Welts. 


J.  E.  SAMSON  E nr  - 20  Araffo  st- 

QUEBEC,  P.Q. 


• .*  «*•  .V  * .**#•*** 

*.*•  V . 
/' • : m*  i • •/.v. 


■■□■■■■a 

0 


■ McKAYS 

for  Men,  Boys,  Y ouths, 
i W men,  Misses  and 

0 Children 

of  our  quality  at  our  price 
sell  regardless  of  conditions. 

0 Also  Making  Standard  Screw  for  Men, 

0 Boys,  Youths,  Women,  Misses  and 

Children;  Welts  for  Men  and  Boys  and 
m Mock  Welts  for  Women. 

0 Pegged  Shoes  for  Men  and  Women 

0 


ONESIME  GOULET 

575  St.  Valier  St.  - Quebec 


00 
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Where  the 
Jobber  Stands 

A Real  Service  is  Given  to  the  Trade 
Manufacturing  Costs  Reduced-  Styles 
Standardized — Goods  Moved 

THE  other  day  we  read  a letter  from  a man  in  a middle- 
western  province.  He  was  soliciting  a “job”  with 
a shoe  factory  as  a salesman.  He  said  he  had  ex- 
perience and  could  supply  references.  He  wanted  to  sell 
direct  to  the  retail  trade  for  a manufacturer  as  he  said  “the 
days  of  the  jobber  are  numbered.”  When  we  repeated  this 
to  one  of  the  biggest  operators  a the  trade  he  said,  “that’s 
a clever  guy.  He  must  be,  because  he  can  see  so  many  years 
beyond  his  own  lifetime.” 

Seriously,  though,  we  looked  into  the  matter  further. 
We  found  the  man  had  been  a salesman  for  a short  time 
for  a very,  very  small  jobbing-house  that  dealt  mostly  in 
“specials”  or  “jobs.”  He  had,  we  are  told,  been  laid  off. 
We  found,  too,  that  one  manufacturer  who  was  just  as  light 
in  weight  as  the  salesman  who  wrote  the  letter  actually  took 
it  to  heart! 

As  a matter  of  fact,  the  jobber  is  here  for  a long,  long 
time  to  come  and  no  manufacturer  should  be  so  short- 
sighted as  to  believe  otherwise.  There  are  many  reasons  to 
offer  that  will  back  up  this  assertion.  First  there  is  the 
investment  of  millions  of  dollars  in  shoes.  That  investment 
is  practically  permanent.  Secondly  there  is  a connection 
built  up  over  years — generations- -of  time  that  is  solid  as  a 
rock.  Thirdly  there  is  the  inestimable  service  done  the  thou- 
sands of  small  merchants  who  could  not  live  if  it  were  not 
for  the  service  and  accommodation  possible  only  through  the 
functioning  of  the  shoe  wholesale  distributor. 

This  last  phase  of  our  business  is  possibly  the  most 
important  reason  for  the  prosperity  of  the  jobbing  trade. 
There  are  upwards  of  11,000  stores  selling  shoes  in  Canada. 
How  many  of  them  buy  anything  to  speak  of  direct  from  the 
manufacturer?  Possibly  6,000  of  them  buy  a good  deal. 
Possibly  8,000  buy  some.  But  we  will  say  broadly  that  90% 
of  these  stores  at  frequent  intervals  during  the  year  are 
compelled  to  size  up  quickly  from  a stock  of  staple  lines 
carried  by  a jobber  in  a near-by  town.  Were  this  service 
denied  them,  they  would  lose  sales  and  profits.  Were  it 
supplanted  by  factory  stocks,  these  stocks  would  have  to 
be  placed  in  convenient  spots  across  all  of  Canada  at  a cost 
at  least  equal  to  the  present  cost  of  the  jobbers’  service  to 
the  merchant. 

Along  the  same  line  of  thought,  we  find  that  the  jobbers 
of  Canada  have  been  carrying  open  accounts  amounting 
in  total  to  considerable  sums.  This  accommodation  has  been 
given  and  will  be  given  by  the  jobber  as  long  as  he  does 
business.  The  manufacturer  does  not,  we  are  sure,  desire 
to  add  this  burden  to  his  present  worries.  He  is  not  organ- 
ized to  assume  it. 

In  brief,  the  jobber  more  than  justifies  himself  by  the 
service  of  both  his  stock  and  his  cash.  Manufacturers  will 
do  well  to  consider  this  point  well.  They  do  not  want,  we 
are  sure,  to  carry  either  stocks  or  credits  all  over 
Canada. 

To-day  some  of  our  good  manufacturers  may  be  a little 
impatient  of  the  Jobber.  He  has  been  buying  only  what 
he  needs.  The  re-action  from  a couple  of  years  during  which 
the  wholesale  merchant  took  all  the  shoes  he  could  get  is 
rather  painful.  But' why  blame  the  jobber?  We  are  sure 
that  the  manufacturer  wants  him  to  do  business  on  a safe 
basis.  Would  it  have  been  wise  to  buy  freely  during  the 
past  six  months?  It  would  have  been  most  unsound  and 


unsafe.  The  manufacturer  who  has  turned  against  the  jobber 
would  not  justify  the  tanner  who  decided  to  make  shoes 
because  he  could  not  sell  his  leather.  We  are  sure  of  that. 
And  we  are  just  as  sure  that  in  another  year,  the  manufac- 
turers will  be  glad  to  see  the  jobbers  coming  to  market  and 
buying  in  ten,  twenty  and  thirty  case  lots. 

The  shoe  wholesale  house  that  is  sound  to-day  will  be 
doing  more  business  than  ever  a year  from  to-day  because 
he  will  both  improve  his  service  and  reduce  his  cost  of  doing 
business.  

CRUSADE  AGAINST  HIGH  HEELS 

The  Massachusett’s  Legislature  proposes  to  curb  the 
tendency  in  feminine  footwear  towards  high  heels.  A Bill 
has  been  prepared  to  go  before  the  present  session  making 
it  unlawful  to  wear  heels  that  are  more  than  an  inch  and  a 
half  high.  The  preamble  of  the  Bill  sets  forth  the  deleterious 
effects  of  the  high  heel  upon  women  physically  and  makes 
it  if  passed  “unlawful  for  corporation  to  manufacture, 
sell,  display  or  wear  shoes  having  heels  more  than  1%  inches 
high.”  And  the  penalty  attached  for  violation  provides  for 
a first  offence  a fine  of  not  less  than  $25  nor  more  than  $500 
and  for  any  other  offence  after  the  first  a fine  of  not  less  than 
$500  or  more  than  $1,000  and  imprisonment  for  not  less  than 
30  days  or  more  than  one  year,  or  both  fine  and  imprison- 
ment. As  the  Boston  Herald  says:  The  spectacle  of  a 

partnership,  firm  or  corporation,  gallivanting  about  on 
heels  IF2  inches  high  or  more  would  be  sufficiently  painful, 
but  even  more  shocking  would  be  that  of  . some  fair  damsel, 
convicted  of  appearing  in  public  in  shoes  whose  heels,  as 
scaled  by  the  official  measurer,  exceeded  the  dead  line  by 
even  the  fraction  of  a millimeter,  being  sent  to  prison  for  a 
year,  while  her  weeping  father  digs  down  into  his  jeans  and 
produces  a cool  “thou”  for  the  purpose  of  satisfying  the 
financial  exigencies  of  the  situation. 

“This  bill  is  not  meant  to  punish  anybody,”  says  Dr. 
Smith,  the  sponsor  of  the  bill.  “After  all  it  is  largely  a 
personal  matter.  A woman,  as  an  individual,  can  walk  on 
her  toes  with  her  heels  in  the  air  if  she  likes.  But  as  a possible 
mother  she  has  no  right  to  abuse  and  malform  her  body  by 
so  doing.  We  must  educate  women,  and  men  too,  for  that 
matter,  that  they  may  know  what  happens  to  our  babies  or 
what  may  happen  as  a direct  consequence  of  women  wear- 
ing high  heels. 

The  wearing  of  high  heels  is  morally  a crime,  because 
it  is  an  injury  to  the  race  as  well  as  the  individual.  Being 
morally  a crime,  the  osteopaths  seek  to  have  it  made  legally 
a crime  in  order  to  benefit  the  human  race  by  its  abolition 
in  an  analogous  manner  to  the  benefit  obtained  by  the 
Volstead  act.” 

Dr.  Smith  is  an  osteopath  and  he  has  behind  him  the 
spectacled  “culture”  of  the  Hub  represented  by  the  ancient 
female  busybodies  that  are  never  happy  unless  they  are 
organizing  some  movement  for  the  betterment  of  the  race. 


GOODYEAR  WELTS 

A.  E.  MAROIS,  LIMITED 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN  MISSES  CHILDREN 

To  Jobbers  Only 

Capacity  5000  pairs  a day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 

McKAYS  Standard  Screw 
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40,000  Pairs  Daily 

This  capacity  enables  us  to  serve 
you  in  a prompt  manner  with  Louis, 
Military  or  Block  Heels. 

Any  shape.  All  heights. 

Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 
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fa  f|  A Medium 

P°pularly 

Our  staff  have  concentrated  on  one 
grade  in  practically  one  line. 

The  result  is  shown  in  unusually 
attractive  values  on  which  we  can 
still  make  late  Spring  deliveries. 

McKays  for  Women,  Misses,  Children 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 

| 
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TANGUAY 

McKAYS 

Are  sold  freely  in  towns  where 
they  appreciate  rock  bottom 
prices  for  Staple  Shoes. 

WORK  SHOES 

Genuine  Solid  Standard  Screw 
Shoes  that  wear  like  a pig’s  nose. 

Hockey  and  Hunting  Boots 

With  a Patent  Leather  Strap 
Lacing,  appreciated  wherever 
they  are  sold. 

JOS.  TANGUAY 

122  St.  Dominique  Street 

QUEBEC 

| 
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There  is  a definite  shortage  of  top-grade 
kid,  but  those  manufacturers  who  have 
recently  come  into  the  market  have  found 
their  best  selections  in  our  stocks. 


Citadel  Leather  Co.,  Limited 

QUEBEC  MONTREAL 
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Children’s  Shoe  Mfg.  Co 62 

Duchaine,  Ludger.  60 

Duchainc  & Perkins  56 

Goulet,  Onesime 60 

Lagace  & Lepinay  58 
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United  Shoe  Machinery  Co.  of  Canada,  Limited  54 
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The  merchant  looking  for  quick  delivery  for  Spring  Shoes 
will  be  interested  in  our  service.  It  is  not  necessary  to  sacrifice 
quality  for  either  price  orylelivery — Stobo  Shoes  will  suit  your 
high  standard  and  will  appeal  to  your  trade. 


Making  fine  welts  for  Men,  Women  and  Misses  as  well  as]  McKays 
for  Men,  Boys,  Youths,  Little  Gents,  Women,  Misses  and  Children. 


The  J.  M.  STOBO  CO.  Limited 


Quebec 


92  Arago  Street 


J/THE  ** 

!*WlNDS0|te 


SHOE** 
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Dressiness 


is  but  one  of  the  virtues  Clarke’s  Patent  Leather 
reflects  on  the  wearer  of  this  popular  footwear. 

It  has  a more  important  factor,  that  of  giving 
Dependable  Quality — founded  on  the  principle  of 
using  only  best  materials,  which  together  with  the 
Clarke  Process  of  Manufacture  assures  the  buyer 
the  utmost  in  Value  and  the  maximum  in  Wear. 

Specify  the  use  of 

CLARKE'S  PATENT  LEATHER 

on  your  next  order  — it  is  a guarantee  of 
THOROUGH  SATISFACTION. 


%L  Clark  & Company,  Utmtteb 

Toronto 

$ftanct)e*  at  jllontreal  anti  Quebec 
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BE  I ING  a big  demand  in  women's  fine  foot- 
wear as  no  other  Canadian-made  line  does,— 
and  as  successfully  as  the  best  imported  pro- 
duct—our  line  of  Bench  Made  Turns  have  in 
a short  time  established  themselves  as  shoes 
of  rare  trade  building  qualities.  In  every 
pair  exclusive  strongly  appealing  style  is  combined  with 
expert  shoemaking. 

ANNOUNCEMENT 

The  same  standard  of  quality  that  characterizes  our  Bench 
Made  Turns  is  maintained  in  the  production  of  our  "Team 
Made  Turns."  I he  shoes  we  are  showing  in  this  line  are 
wonderful  value  at  prices  ranging  from  $8.00  to  $9.00.  You 
need  these  snappy  styles  to  stimulate  Spring  Selling. 
See  the  samples  NOW. 

OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 


Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns 
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Basis  of  Styles 
in  Shoes 

MR.  CHAS.  S.  HEATH,  chairman  of  the  Style  Com- 
mittee at  the  recent  Milwaukee  Convention,  out- 
lines some  of  his  ideas  as  to  styles  in  the  “Boot 
and  Shoe  Recorder,”  as  follows; 

“Shoes  for  men,  women  and  children  should  harmonize 
with  the  garments,  and  both  should  be  appropriate  for  the 
occasion  on  which  they  are  worn. 

“Footwear  fashions  cannot  always  remain  the.  same. 
In  fact  nobody  would  wish  them  to  continue  without 
change.  Changes  in  garment  fashions  always  have  and 
always  will  influence  footwear  fashions. 

“The  great  problem  facing  the  shoe  industry,  as  well 
as  the  allied  industries  which  produce  wearing  apparel,  is  to 
enable  the  public  to  distinguish  between  ‘fashion’  and  ‘fad.’ 
“Too  often  some  particular  last,  pattern,  design  or 
color  becomes  popularized  to  the  extent  that  ‘Everybody 
is  wearing  it,’  and  in  the  majority  of  instances  that  par- 
ticular thing  is  worn  without  any  regard  to  time,  place  or 
occasion.  While  the  article  may  have  been  beautiful  and 
appropriate  for  the  certain  occasions  or  uses  for  which  it  was 
created,  when  it  reaches  the  point  where  it  is  worn  indis- 
criminately, it  ceases  to  longer  be  styleful  and  usually 
merchants  take  a big  loss  on  left  overs. 

The  Basis  of  Style 

“It  seems  to  me  that  the  basis  of  style  in  women’s 
shoes  is  dependent  and  should  be  based  on  the  following 
four  principal  factors: 

“First — The  length  of  skirts. 

“Second — The  type  of  the  costume;  whether  the  skirt 
is  narrow  and  clinging  or  wide  and  flaring. 

“Third — The  natural  desire  for  a change  of  style  by 
the  consumer. 

“Fourth — A conference  at  least  every  sixty  or  ninety 
days  by  retailers  of  men’s,  women’s  and  children’s  shoes 
from  all  sections  of  the  country.  At  these  conferences 


manufacturers  and  tanners  as  well  as  modistes  and  manu- 
facturers of  men’s  and  women’s  garments  should  be  con- 
sulted. 

“All  of  these  things  are  important  to  keep  shoe  fashions 
in  harmony  with  garments.  They  are  all  watched  closely 
by  the  larger  merchants.  The  heads  of  departments  are 
always  on  the  lookout  for  changes,  and  are  constantly  in 
close  touch  with  shoe  manufacturers,  as  well  as  manufac- 
turers and  retailers  of  women’s  apparel. 

The  Influence  of  Paris  on  Style 

“In  women’s  footwear  particularly,  the  influence  of 
Paris  must  be  taken  into  consideration. 

“Each  individual  merchant  must  take  into  consider- 
ation his  own  particular  needs,  and  his  needs  must  be  largely 
determined  by  a close  contact,  either  personally  or  through 
the  heads  of  his  departments,  with  the  consuming  public. 
No  good  merchant  can  afford  not  to  avail  himself  of  the 
valuable  information  to  be  gained  in  this  way. 

Better  Organization  Urged 

“I  am  convinced  that  we,  as  merchants,  can  by  better 
organization,  and  by  a closer  application  of  these  funda- 
mentals, , do  a great  deal  to  put  our  business  on  a 
further  high  plane,  and  also  eliminate  a lot  of  the  losses  we 
have  taken  in  the  past. 

“We  are  slowly  regaining  the  confidence  of  the  public. 
We  must  cultivate  this  confidence  by  creating  styles  that 
are  beautiful  and  pleasing  but  not  extreme;  and  by  giving 
values  that  are  commensurate  with  the  money  expended.” 


HIGH  CLASS  SHOES  “MADE-IN-CANADA” 

A representative  of  the  Shoe  and  Leather  Journal 
in  conversation  with  Mr.  W.  H.  Myers,  of  the  Parisienne 
Shoe  Co.,  referred  to  the  recent  letters  in  the  press  that 
claimed  Canadian  shoes  were  not  equal  to  American  shoes 
in  qualitjr.  Turning  to  his  samples  Mr.  Myers  said,  “What 
do  you  . think  of  these  shoes?  Aren’t  they  equal  in  design 
and  shoemaking  to  anything  produced  in  the  United  States?  ’ 
We  reproduce  herewith  several  of  the  lines  referred  to 
as  examples  of  the  type  of  shoe  that  “Cannot  be  made  in 
Canada.” 


Some  styles  shown  by  La  Parisienne  Shoe  Co. 
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Rubber  Footwear  Season 
Starts  March  1st 

Early  Order  Discount  of  5%  on 
All  Orders  Placed  Before  May  1st 

Maltese  Cross  Rubbers  have  for  over  25  years  maintained  a premier 
position  as  the  leading  line  of  Rubber  Footwear  in  Canada. 

PLACE  YOUR  ORDERS  NOW 


Do  not  put  it  off,  waiting  for  lower  prices.  The  new  prices,  which  show 
a substantial  reduction,  are  guaranteed  against  decline  up  to  Dec.  1st. 

Travellers  Will  Call  on  You  Shortly 
Save  Your  Orders  for  the 
MALTESE  CROSS  BRAND 
Representative 


DISTRIBUTORS 


W.  B.  Hamilton  Shoe  Co., 
D.  D.  Hawthorne  & Co. 
Geo.  E.  Boulter 
John  McPherson  Co.,  Ltd. 
Sterling  Bros.  Limited 
J.  A.  Johnston  Co. 

Federal  Shoe  Co. 

F.  E.  Smith 

Copeland  Shoepack  Co. 
Bignell  & Knox 
Thompson  Shoe  Co.,  Ltd. 
Canada  Shoe 


Ltd. 


Toronto,  Ont. 
Toronto,  Ont. 
Toronto,  Ont. 
Hamilton,  Ont. 

London,  Ont. 
Brockville,  Ont. 
Ottawa,  Ont. 
Guelph,  Ont. 
Midland,  Ont. 
Montreal,  Que. 
Montreal,  Que. 
Montreal,  Que. 


J.  H.  Larochelle  & Fils  Limitee  Quebec,  Que. 
J.  H.  Begin,  Enreg.  Quebec,  Que. 

La  Maison  Girouard,  Limitee  St.  Hyacinthe,  Que. 


Waterbury  & Rising,  Limited 
J.  W.  Boyer  & Co. 

Hudson’s  Bay  Co.  Wholesale 
Buckler  & Son,  Limited 
Dowling  Shoe  Co. 

A.  McKillop  & Co. 

Maybee’s  Limited 
Damer,  Lumsden  Co. 

Western  Grocers,  Limited 


St.  John,  N.B. 
Victoria,  N.B. 
Winnipeg,  Man. 
Winnipeg,  Man. 
Brandon,  Man. 
Calgary,  Alta. 
Moose  Jaw,  Sask. 
Vancouver,  B.C. 
Cranbrook,  B.C. 


Gutta  Percha  & Rubber,  Limited 

Head  Offices  and  Factory  - Toronto 

Branches:  HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA,  SASKATOON, 
CALGARY,  EDMONTON,  LETHBRIDGE,  VANCOUVER,  VICTORIA 
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THE  NEW  RUBBER  SEASON 

The  rubber  shoe  manufacturers  have  issued  their  new 
lists  and  representatives  are  now  on  the  road  with  new 
season’s  samples.  Prices  have  been  revised  downwards  on 
practically  all  lines,  the  reductions  running  all  the  way  from 
five  to  twenty-five  per  cent.,  according  to  the  class  of  goods. 
The  greatest  difference  will  be  noticed  in  the  lines  in  which 
cloth  and  other  fabrics  have  been  used.  In  the  lighter  lines 
not  much  difference  has  been  made,  the  argument  being  that 
so  little  actual  rubber  is  required  and  the  difference  in  the 
cost  of  raw  rubber  to-day  compared  with  a year  ago  does  not 
warrant  much  change.  In  the  heavier  goods,  and  especially 
those  in  which  linings  and  other  fabrics  are  used,  reduc- 
tions in  cost  have  been  made  in  the  past  year. 

There  are  no  changes  in  datings  or  terms — five  per ‘cent, 
is  to  be  allowed  for  early  orders  and  prices  are  guaranteed 
to  November  30th,  1921. 

■0  Retail  stocks  are  pretty  well  cleaned  up  as  there  has 
not  been  much  sorting,  and  although  some  of  the  heavier 
lines  may  have  to  be  carried  over  the  coast  is  clear  for  the 
new  season’s  business. 

The  mildness  of  the  winter  has  had  the  effect  of  restrict- 
ing rubber  business,  but  as  retailers  have  pressed  sales  and 
held  down  purchases  the  tarry-over  is  not  expected  to  be 
material. 

Opinions  are  divided  on  the  new  lists.  Retailers  are 
disappointed  that  the  reductions  were  not  larger,  irrespective 
of  manufacturing  costs,  as  they  claim  the  public  are  con- 
tinuing to  insist  on  lower  prices.  Manufacturers  point  out 
that  rubber  goods  at  no  time  increased  in  price  proportion- 
ately to  leather  shoes  and  other  commodities.  The  maximum 
increase  was  60%,  and  in  some  lines  40%.  While  raw 
materials  have  declined  in  price,  labor  is  still  high,  and  over- 
head and  general  expenses  are  if  anything  emphasized  by 
unsatisfactory  production  conditions . F or  those  reasons  they 
maintain  that  the  price  reductions  are  all  that  can  be  ex- 
pected. They  also  point  out  the  vast  difference  in  work- 
manship and  finish  demanded  to-day  as  against  the  crude 
types  of  rubbers  sold  at  similar  prices  years  ago. 

It  remains  to  be  seen  what  weight  their  arguments  will 
have  with  retailers.  The  tendency  may  be  to  hold  off 
commitments  on  rubber  shoes,  as  has  been. done  with  leather 


shoes,  till  general  conditions  are  more  stable;  always  with 
the  realization  that  rubbers  will  be  required  as  long  as 
shoes  are  worn,  and  tha,t  they  can  be  produced  more  eco- 
nomically when  manufacturers  can  lay  out  a manufacturing 
program  that  does  not  involve  overtime  operations,  and 
when  the  risk  is  divided  between  them  and  their  customers. 


RUBBER  MEN  GO  AFTER  CONSUMER 

In  the  endeavor  to  stimulate  trade  for  rubber  shoes 
in  outlying  districts  some  of  the  rubber  manufacturers  of 
the  United  States  and  Canada  are  planning  a widespread 
consumer  advertising  campaign. 

Through  trade  papers  and  direct-by-mail  copy  they, 
are  first  selling  this  campaign  to  the  dealer  in  the  selling 
season — the  spring.  When  distribution  is  secured  and  the 
goods  are  in  stock,  it  is  proposed  to  go  to  the  consumer 
through  farm  papers  and  country  weeklies  at  the  same 
time  advising  consumers  as  to  where  the  advertised  goods 
may  be  had. 

Similar  schemes  have  been  productive  of  results  in 
other  lines,  so  there  is  every  reason  to  hope  for  an  increased 
distribution  of  rubber  shoes  as  a result  of  the  campaign. 


COL.  SAMUEL  P.  COLT  ON  RUBBER  SITUATION 

As  chairman  of  the  Board  of  Directors  of  the  United 
States  Rubber  Co.,  Col.  S.  P.  Colt  has  as  comprehensive  an 
outlook  on  the  rubber  situation  as  any  man  in  the  trade. 

He  has  stated  the  belief  that  whereas  prices  of  crude 
rubber  and  other  products  entering  into  the  manufacture 
of  rubber  goods  have  dropped  to  an  extremely  low  point, 
and  in  some  cases  below  the  cost  of  production,  the  inevit- 
able swing  of  the  pendulum  will  bring  them  back.  He  says 
that  the  rubber  business  will  gradually  reach  a healthy  plane 
which  will  be  satisfactory  to  producer  and  consumer. 

Crude  rubber  is  selling  to-day  at  less  than  the  cost  of 
production  due  to  accumulated  stocks.  Continuation  of 
this  condition  will  result  in  reduction  in  production  and 
planting,  with  the  ultimate  effect  of  rising  prices. 

He  does  not  believe  there  are  heayy  stocks  of  rubber 
footwear  in  the  country,  and,  with  moderately  favorable 
weather  conditions,  looks  for  normal  business  in  1921. 


Some  new  American  Conceits 
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THE  SHOE  AND  LEATHER  JOURNAL 


“HOW  MUCH  PAPER  IN  YOUR  SHOES?” 

Here  is  an  article  that  appeared  in  a Sunday  newspaper 
recently  which  we  publish  to  give  you  some  idea  of  what 
is  being  given  the  public  by  writers  in  the  public  press. 
We  call  special  attention  to  the  second  paragraph  and  par- 
ticularly to  the  second  sentence  in  this  paragraph: 

It’s  rather  hard  to  believe  that  half  of  us  are  wearing 
shoes  made  of  part  paper,  but  such  is  the  fact.  Authorities 
agree  that  fully  half  of  the  shoes  being 'manufactured  con- 
tain a percentage  of  paper. 

This  is  not  only  true  of  the  cheap  shoes  but  of  so-called 
“high-grade”  lines.  The  use  of  paper  reduces  the  wearing 
qualities  of  the  shoes,  but  it  is  probable  that  all-leather  shoes 
made  at  the  same  cost  would  not  wear  as  well.  The  saving 
effected  by  using  paper  permits  the  use  of  better  leather  in 
the  parts  most  exposed  to  wear. 

Pressed  paper  is  often  used  for  the  upper  layers  of  the 
heel,  and  shellacked  fiber  is  used  for  box  toes  and  “counters.” 
Another  method  of  saving  is  to  split  the  leather  inner  sole 
into  two,  and  line  them  with  heavy  canvas.  Thus  two 
inner  soles  are  made  from  the  leather  ordinarily  used  for 
one,  at  only  a slight  increase  in  price  over  one  piece. 

A simple  test  is  usually  effective  in  determining  whether 
or  not  a shoe  is  all  leather.  If  paper  is  used,  it  is  usually  in 
the  upper  sections  of  the  heel.  If  the  point  of  a pocket 
knife  is  pressed  on  this  part  of  the  shoe,  with  the  width  of 
the  blade  parallel  with  the  layers,  it  will  readily  sink  in  if 
the  heel  is  of  paper,  but  leather  will  resist  quite  heavy  pres- 
sure from  the  knife. 

If  paper  is  found  here,  it  is  good  evidence  that  it  has 
been  used  elsewhere  in  the  shoe.  Another  test  is  to  bend  the 
counter  inward.  If  it  is  of  leather,  it  will  at  once  spring 
back  into  shape,  but  if  paper  or  fiber  is  used  the  counter 
will  remain  bent.  A similar  test  can  be  applied  to  the  toe 
of  the  shoe.  If  the  box  is  pressed  in,  it  is  so  resilient  that 
it  will  spring  back  if  of  leather,  but  will  remain  permanently 
dented  if  made  of  paper. 

BILL  AGAINST  HIGH  HEELS 

If  this  bill  goes  through  down  in  Utah  it  will  certainly 
stir  things  up  in  that  State.  Just  how  the  interstate  laws 
will  work  in  connection  with  it  is  not  stated  in  the  following 
report.  But  if  a person  coming  into  the  State  from  another 
State  and  has  forgotten  to  take  off  her  high  heels  she  may 
have  some  things  to  explain  to  the  judge.  Here  is  a report 
of  the  bill: — 

The  text  of  the  bill  to  prohibit  high-heeled  shoes  in 
Utah  was  made  public  this  week  at  a meeting  of  represen- 
tatives of  women’s  clubs  in  conference  with  legislators  at 
Washington.  The  bill  is  so  far-reaching  that  the  person 
found  with  a pair  of  such  shoes  in  his  possession  is  subject 
to  a fine  of  from  $25  to  $500  for  the  first  conviction  and 
from  $500  to  $1,000  for  every  additional  offense,  and  im- 
prisonment of  from  30  days  to  one  year.  It  is  drawn  to 
take  effect  on  and  after  January  1st,  1925.  The  height  of 
heels  permitted  is  one  and  a half  inches. 


THE  RIGHT  IDEA  OF  SERVICE 

In  a small  store  in  a town  in  the  Eastern  States  this 
notice  was  posted.  It  shows  the  proprietor  had  the  right 
idea  of  service: — 

When  you  come  in  here  you’re  welcome. 

You  need  not  feel  that  you  must  buy  something.  Some 
people  never  buy  anything.  Some  people  buy  stamps 
only.  Some  buy  a little.  Some  buy  a lot. 

Remember,  you  may  believe  us  when  we  say 

“You’re  Welcome” 

if  you  wish  only  to  know  the  correct  time  of  day, 
get  a match,  wait  for  a car,  or  wish  to  know  when  the  next 


car  goes,  ask  about  the  weather,  tie  your  shoe,  leave  a 
bundle,  or  come  in  to  get  warm  or  to  cool  off,  borrow  our 
hammer,  stepladder,  or  any  little  thing. 

Any  of  the  above  can  occur  and  you  are  just  as  welcome 
as  though  you  spent  some  money. 

It  doesn’t  hurt  us  to  sweep  the  sidewalk  and  part  of 
the  street  or  to  shovel  snow  from  either  or  both. 

“To  do  good  and  be  accommodating  is  a pleasure.” 

We  believe  in  the  Golden  Rule  and  that  the  Ten  Com- 
mandments are  all  good  ones. 

There  are  two  things  we  try  not  to  do,  and  we  try  Hard. 
One  is  to  lend  money  (this  requires  a license);  the  other  to 
cash  checks.  (This  requires  faith.) 

We  will,  however,  be  glad  at  all  times  to  advise  you 
where  money  may  be  borrowed  and  where  checks  may  be 
cashed. 

We  have  been  in  this  store  since  1897  and  have  met 
many  kinds  of  folks,  some  good,  some  bad,  some  indifferent, 
but  all  folks. 

Some  day  you  may  find  us  a little  out  of  form,  and  if  so, 
please  overlook  it,  and  if  you  feel  our  answers  are  short, 
and  our  cordiality  an  empty  claim,  please  excuse  it,  with 
the  thought  that  we  are  busy  or  bilious,  but  that  you  are 
Welcome  just  the  same. 

DO  SHOES  CARRY  IDENTITY  OF  WEARER? 

A New  York  paper  has  a new  one  in  the  way  of  shoes 
indicating  personality  or  circumstances  of  the  wearers. 
This  article  claims  it  is  possible  to  determine  whether  a man 
is  single  or  married  by  the  way  he  buys  his  shoes.  This 
is  what  it  says: 

“Tell  benedict  by  his  shoes! 

,‘It  can  be  done,”  said  the  clerk  in  a downtown  shoe 
store.  “There’s  all  the  difference  in  the  world  between  a 
married  and  a single  man’s  shoes.  The  difference  lies  in  the 
upper  parts. 

“When  the  single  man  has  worn  out  the  soles  of  his 
shoes  once  or  twice  and  had  them  mended  he  gets  himself 
a new  pair.  Not  so  the  benedict.  He  has  new-soles  put  on 
his  shoes  as  long  as  the  upper  parts  will  last,  and  when  he 
comes  here  to  buy  a new  pair  there’s  little  trouble  after 
looking  at  the  worn  upper  part  to  know  he’s  married.  Our 
guess  is  usually  verified  before  he  leaves  our  store  by  his 
expression  of  hope  that  his  wife  will  like  the  new  pair.” 


SHOES  FROM  THE  UNITED  STATES 

This  is  what  the  Farmers’  Sun  has  to  say  about  the 
imports  of  shoes  from  the  United  States: 

Exports  of  footwear  from  the  United 'States  in  1920 
were  approximately  16,500,000  pairs,  compared  with  21,354,- 
537  pairs  in  1919,  and  13,197,020  in  1918. 

The  average  price  of  men’s  shoes  exported  was  $4.75 
in  November,  1919,  from  which  it  moved  irregularly  to  S5.83 
in  October.  1920.  The  November,  1920,  price  was  $5.39. 
The  average  for  women’s  shoes  was  $3.60  in  November, 
1919,  at  a high  of  $4.70  in  July,  1920,  and  down  to  $4.05 
in  November,  1920. 

Cuba  takes  half  the  current  outgo  from  the  United 
States.  Japan  is  the  next  largest  buyer  of  men’s  shoes. 
Mexico,  the  West  Indies  and  Latin  America  are  established 
markets. 

Canada  imports  a considerable  quantity  from  the  U.  S. 
It  is  interesting  to  note  the  prices  of  the  shoes  exported  as 
compared  with  the  prices  we  paid  in  this  country. 


It  is  far  better  to  have  a less  pretentious  home,  and 
even  to  entertain  less  lavishly  than  our  neighbor,  than  to 
be  constantly  harrassed  by  collectors  whom  we  are  unable 
to  pay. 
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VANCOUVER  NOTES 

February  was  a great  and  glorious  month  in  the  Indus- 
trial world  here.  All  the  manufacturers  in  the  province 
turned  themselves  into  “boosters”  for  the  “ Made-in-B.C.” 
Drive. 

Every  shop  window  in  Vancouver,  and  throughout  the 
Province  was  specially  decorated  as  a setting  for' B.C.  goods 
on  display,  and  at  the  numerous  meetings  held,  the  slogan 
in  every  speaker’s  mouth  was  “Buy  B.C.  goods.”  No  one 
realized  until  they  saw  the  display  that  the  province  could 
be  almost  self-sustaining,  and  when  one  comes  to  think  of  it, 
matters  will  continue  to  improve  in  this  connection,  for  the 
Provincial  Government  lends  money  to  any  bona  fide  firm 
composed  of  reputable  citizens,  preferably  returned  soldiers, 
who  desire  to  set  up  in  the  manufacturing  line  and  lends  it 
on  such  easy  terms  that  the  handicap  is  not  felt  until  the 
business  prospers. 

February  was  also  the  month  of  the  big  Board  of  Trade 
Conference.  Sixty-two  out  of  sixty-three  Boards  of  Trade 
in  the  province  being  represented  and  many  important 
resolutions  being  adopted.  Among  them:  More  adequate 

financial  support  for  the  hospitals  by  the  B.C.  Government; 
business  profits’  tax;  freight  rates;  Trans-provincial  High- 
way; Indian  Reserves  reverting  to  the  people;  Canadian 
highways;  the  long  proposed  and  agitated  for  appointment 
of  a Canadian  Customs  Officer  at'  New  York;  the  extension 
of  the  Pacific  Great  Eastern  Railway  to  link  up  Alberta 
and  British  Columbia.  Of  course  out  of  the  big  Board  of 
Trade  Convention  developed  many  other  Industrial  Con- 
ventions, the  most  important  perhaps  being  that  of  the 
Miners. 

The  spirit  of  optimism  prevailed  at  all  the  big  gather- 
ings, which  lasted  day  and  night  for  a solid  week. 

The  old-timers  have  been  busy  telling  the  delegates 
that  more  rain  had  fallen  in  B.C.  this  winter  than  any  other 
time  in  the  history  of  the  province.  Your  correspondent 
has  been  in  Vancouver  30  years  and  he  believes  that  is  so. 
Of  course  this  has  meant  that  the  rubber  shoe  business  has 
been  very  active. 

Concerted  action  on  the  part  of  the  Shoe  Section  of  the 
Retail  Merchants’  Association,  of  Vancouver,  resulted  in 
advance  of  rubber  prices  to  such  a point  that  this  business 
was  no  longer  unprofitable,  as  was  the  case  early  in  the 
season. 

This  action  of  the  shoe  section  shows  that  in  Vancouver 
at  least  they  are  well  organized.  There  are  in  Vancouver 
42  firms  enrolled,  including  all  the.  white  firms  with  one 
exception.  Of  course  besides  this  there  are  numerous 
Japanese  firms  who  have  not  been  asked  to  join. 

Mr.  Cluff,  of  Cluff’s  Shoe  Store,  is  Chairman  of  the 
Shoe  Section  of  the  Association,  and  has  been  very  active 
in  promoting  any  cause  which  he  believes  in  the  interests 
of  the  trade.  He  is  a big  booster  for  the  Retail  Merchants’ 
Association  because  he  says  if  it  were  not  for  them  many 
things  which  have  been  done  in  the  interests  of  the  trade 
would  have  been  impossible.  Besides  that  it  has  enabled 
the  Shoe  men  to  get  together  and  know  each  other  better, 
and  whereas  many  of  them  used  to  think  the  other  fellow 
was  in  business  solely  for  the  purpose  of  ruining  him,  by 
cutting  prices  and  making  his  life  miserable,  they  have  now 
got  acquainted  with  the  other  fellow  and  think  he  is  “all 
right.” 

Mr.  Cluff  made  the  remarkable  announcement  that 
with  himself,  1920  trade  had  been  from  18  to  20  per  cent, 
better  than  the  previous  year.  A great  many  thought  that, 
as  1919  was  a bumper  year,  1920  would  be  a lean  one,  yet 
that  was  not  the  case.. 

All  merchants  had  not  the  same  experience,  but  take  it 
all  round,'  the  amount  of  business  done  in  1920.  in  the  face 
of  circumstances  over  which  merchants  had  no  control — in 
the  way  of  shortened  credits,  etc.,  was  remarkable. 


At  one  time  certain  big  merchants  (not  shoe  men)  placed 
large  advertisements  in  the  papers  offering  goods  at  slaughter 
prices.  The  public  read  between  the  lines  that  the  crash  had 
come  and  now  they  could  get  goods  at  their  own  price. 
The  effect  mentally  on  the  public  was  bad  and  it  was  worse 
on  the  advertisers,  for  the  goods  were  slaughtered  for  less 
than  they  could  buy  them  back  for.  It  was  the  Shoe  Section 
of  the  Merchants’  Association  which  prevented  this  catas- 
trophe in  the  Shoe  trade.  Many  of  the  shoe  men  bought 
in  the  declining  market  and  averaged  their  stock,  changing 
prices  on  every  pair  of  shoes  in  their  store. 

Some  were  fooled,  believing  that  when  the  price  of 
hides  dropped  out  of  sight  the  price  of  shoes  would  of  course 
come  down  too.  If  they  had  considered  correctly  they  would 
have-  come  to  the  conclusion  that  those  hides  were  not  to 
be  turned  into  leather,  but  stored  away  in  warehouses,  and 
held  there  until  the  market  had  strengthened.  Those  who 
are  buying  hides  now  are  buying  for  speculation,  not  for 
manufacturing  into  leather  and  shoes. 

Hides  or  no  hides,  the  better  grades  of  imported  shoes 
do  not  vary  in  price.  There  is  no  danger  of  a sudden  change. 
Any  rise  or  fall  would  be  slight  and  depend  largely  on  labor 
and  other  conditions.  Manufacturers  report  that  while  the 
cost  of  labor  is  higher  thay  do  not  get  the  same  amount  of 
work  out  of  their  men,  and  this  is  reflected  in  the  cost  of 
the  goods. 

Buying  is  more  active  than  anticipated  and  merchants 
are  busy  sorting  up.  The  shoe  men  in  B.C.  buy  in  Canada 
if  they  possibly  can.  There  are  certain  lines  which  it  does 
not  pay  them  to  buy  in  their  own  country.  One  of  them  is 
satin  slippers,  for  which  there  is  considerable  demand. 
They  can  be  bought  cheaper  and  better,  so  your  corre- 
spondent is  informed,  in  the  United  States,  even  allowing 
duty  and  exchange. 

Your  correspondent  was  speaking  of  the  old  prices 
compared  with  the  new  to  a shoe  merchant  and  he  said  there 
was  certainly  a difference.  He  recalled  that  he  used  to  sell 
a Slater  shoe,  kid  lined,  for  $7.50.  He  was  recently  giving 
an  order  to  a traveller  for  “That  fine  Slater  shoe  I used  to 
get  from  you  that  I used  to  sell  for  $7.50,  kid  lined.”  “Kid 
lined?”  repeated  the  traveller,  “Don’t  you  do  it.”  “Do 
you  know  what  the  kid  lining  would  cost  you  this  year  of 
our  Lord,  1920?”  The  kid  lining  for  that  Slater  shoe  in 
the  piece  before  it  was  cut  out  and  fitted  in  the  shoe  would 
cost  $6.50  to-day.”  The  merchant  said,  “Never  mind  the 
kid  lining.” 


COMPLAINT  ON  BOOT  STYLES 

The  recent  attempt  on  the  other  side  to  pass  a law 
against  high  heels  is  not  exactly  a new  idea.  Centuries  ago, 
in  England,  parliament  was  sought  to  pass  a law  against 
che  making  of  boots,  that  is  “high”  boots.  This  is  what 
is  said  about  it: — 

The  modern  galosh  is  but  the  grandchild  of  a long  line 
of  strong,  sturdy  ancestors  from  the  boots  of  Capt.  Kidd 
down.  The  boot  wearing  fever  got  so  bad  in  England  once 
that  parliament  had  to  be  petitioned  to  restrict  tne  making 
of  boots.  “The  merchant  and  mechanic  walk  in  boots,”  so 
read  the  complaint,  and  “many  of  our  clergy  in  shoes  and 
galoshes.  University  scholars  maintain  the  fashion  like- 
wise. Attorneys,  lawyers,  clerks,  serving  men  all  delight 
in  this  wasteful  wantonness.” 

The  great  grandfather  of  the  galosh  was  the  English- 
men’s jack  boot,  black  as  the  leather  bottles  from  which 
they  drank  their  ale — solid  and  unpliable  as  iron,  square 
toed  and  clumsy.  Even  the  purest  of  Puritans  strode  the 
streets  with  this  one  frivolity  of  dress  flaring  at  the  tops. 

“It  wasn’t  the  wearing  of  boots”  that  was  the  abuse, 
mourned  one  commentator  upon  this  style,  “but  the  gener- 
ality of  the  wearing  and  the  manner  of  cutting  boots  out 
with  huge  slovenly,  immoderate  tops.” 
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CHILDREN’S  MOVING  PICTURE  MATINEE 

“Cashman,  the  Shoe  Man”  who  has  a store  on  College 
St.,  in  Toronto,  tried  out  the  matinee  plan  for  children  at 
a big  near-by  theatre  on  the  26th  of  February.  The  loca- 
tion of  Mr.  Cashman’s  store  precluded  the  hiring  of  an 
entire  theatre  so  he  arranged  with  the  management  to  pay 
a rebated  price  for  all  the  tickets  taken  in.  He  had  his  own 
tickets  printed  so  a check  on  the  attendance  was  very  possible. 
To  try  this  out  Mr.  Cashman  used  a limited  number  of 
tickets,  about  400,  and  these  were  all  taken.  This  fur- 
nished him  a working  plan  to  go  by  for  the  next  time,  and 
there  is  always  an  increase  of  numbers  the  second  time  it  is 
tried. 

The  regular  show  was  run  and  also  an  extra  reel  or  so 
of  children’s  pictures,  Jack  and  the  Bean  Stalk,  Puss  in 
Boots,  etc.  It  is  a fact  that  the  older  people  become  children 
when  they  get  to  the  show  and  they  enjoy  these  nursery 
pictures  equally  as  much  as  the  little  folks. 

Mr.  Cashman  used  a small  dodger  to  advertise  ""this 
event.  The  reading  matter  was:  “Special  Matinee  for 

Children.”  Saturday,  Feb.  the  26th,  at  2 o’clock.  Free 
Tickets  Given  Away  With  Every  Purchase  of  $2.50,  at 
Cashman’s  Shoe  Store.  Big  surprise  for  all.  Be  sure  you 
receive  a present  at  the  Theatre  door  after  the  show.  ” Each 
kiddie  received  a ballon  or  bag  of  candy  or  a horn.  Mr. 
Cashman  also  ran  a slide  in  the  theatre  advertising  this 
event. 

A scheme  of  this  kind  is  an  assured  success  for  when 
the  kiddies  realize  they  will  receive  something  for  nothing 
they  will  make  an  awful  talk  about  it.  Mother  and  father 
will  not  have  much  rest  till  they  decide  one  way  or  the  other 
whether  little  Willie  or  Annie  may  go,  which  means  at  least 
a pair  of  shoes  if  they  decide  in  either’s  favor. 

We  are  firmly  convinced  this  plan  can  be  worked  much 
better  in  the  smaller  cities  and  towns  than  in  the  large  ones. 
Try  it  some  time. 


PRIZE  CONTEST 

We  regret  that  we  are  unable  to  announce  the  winners 
of  the  Prize  Contest  in  this  number.  Announcement  and 
reproduction  of  some  of  the  prize-winning  answers  will  be 
made  in  March  15th  issue. 

“MADE  IN  CANADA”  SHOES 

It  is  interesting  to  note  what  people  think  about  inter- 
esting the  public  to  buy  “Made  in  Canada”  shoes.-  We  give 
herewith  a couple  of  clippings  from  a Toronto  paper  which 
show  some  interesting  data  as  viewed  by  these  two  writers. 
The  first  one  says: — 

Sir, — My  attention  has  been  drawn  to  the  article  in 
the  Evening  Telegram  of  February  3rd  referring  to  the  boot 
and  shoe  trade  dnd  the  article  produced  in  Canada.  It 
refers  to  American  style  and  fit  but  lack  of  good  quality. 

I have  been  but  a short  time  in  this  country  but  quite  long 
enough  to  see  the  idea  on  footwear  to  me  is  ridiculous. 
The  sooner  Canada  does  as  Britain  did,  puts  the  model  in 
the  melting  pot  and  gets  the  American  idea  of  style  and 
fit  the  better.  Then  there  will  be  comfort  as  there  was  to 
the  British  wearer.  I was  myself  a retailer  in  the  boot  and 
shoe  trade  in  the  Old  Country,  therefore  know  the  diffi- 
culty of  doing  business  after  the  American  goods  came  on 
the  market.  I quite  agree  that  the  same  can  be  done  in 
Canada  and  it  is  very  much  needed. 

Observer. 

The  other  one  makes  the  following  observations: — 

Sir, — A letter  recently  signed  S.  Crispin,  re  “Made  in 
Canada”  footwear,  contained  some  very  misleading  state- 
ments. 

Is  your  correspondent  aware  that  practically  95  per 


cent,  of  the  footwear  sold  in  the  finest  shoe  stores  through- 
out this  country,  is  “made  in  Canada?” 

The  styles  worn  here  admittedly  are  fashioned  after 
American  designs,  which  originally  are  conceived  in  London 
and  Paris,  latterly  Americanized  to  conform  to  popular  lasts. 

Women  demanding  American  shoes  invariably  are  sold 
those  “made  in  Canada,”  because  the  merchant  is  aware 
that  his  customers  are  not  conversant  with  the  styles, 
fitting  and  wearing  qualities  as  he  is,  who  for  some  years 
has  not  purchased  American  lines,  because  they  do  not  in 
any  feature  surpass  those  “made  in  Canada.” 

H.  McKean, 


CUSTOMER  FOR  CANADIAN  SHOES  IN  LOUISIANA 

That  Canadian  shoes  are  appreciated  is  shown  by  a 
letter  recently  received  by  the  Chas.  Ahrens  Shoe  Co.,  of 
Kitchener.  The  letter  was  from  a mother  of  boys  who 
were  outfitted  with  “Chums  ” shoes  by  Mr. Walsh,  of  Walker- 
ville,  Ont.  The  family  moved  to  New  Orleans  and  when 
the  boy’s  shoes,  were  worn  out  his  mother  was  unable  to 
get  a similar  shoe  in  the  United  States.  She  therefore 
writes  an  urgent  letter  to  the  Ahrens  Shoe  Co.,  requesting 
prices  on  the  shoes  she  required  and  suggesting  that  there 
was  evidently  a market  in  the  Southern  States  for  that 
type  of  shoe. 

“HIGH  HEEL  BILL”  KILLED  IN  MASSACHUSETTS 

Can  you  conceive  of  a legislator  in  the  state  in  which 
Boston,  the  great  shoe  centei  of  the  east  is  situated,  having 
the  nerve  to  bring  in  a bill  to  abolish  high  heels?  Well, 
some  one  did  it  and  it  made  a heap  of  fun  for  a time  while  it 
was  being  considered  before  the  committee  on  public  health. 
Here  is  what  the  report  of  it  says: — - 

Women’s  high-heeled  shoes  are  safe  in  this  State,  for 
a time  at  least;  but  it  took  a wild  legislative  hearing  yester- 
day to  bring  that  situation  about. 

Cheers,  outbursts  of  yells  and  applause,  and  serious, 
humorous  and  ridiculous  oratory  marked  the  hearing  on 
the  “high  heel  bill”  before  the  Committee  on  Public  Health. 
So  completely  out  of  control  did  the  situation  become  at 
times  the  chairman  threatened  postponement. 

The  bill  designed  to  make  high  heels  illegal  was  offered 
by  the  Massachusetts  Osteopathic  Society.  Osteopaths, 
orthopedic  experts  and  wholesale  and  retail  shoe  dealers 
were  on  hand  to  testify. 

Hollis  B.  Skates,  representing  the  New  England  Shoe 
and  Leather  Association,  said  that  New  England  was  the 
home  of  the  shoemaker,  and  that  passage  of  such  a bill 
would  drive  millions  of  dollars  in  business  out  of  the  com- 
munity. He  declared  American  women  would  never  buy 
shoes  that  did  not  have  high  heels. 

A delegation  of  osteopaths  and  foot  experts  were  on 
hand  to  take  the  opposite  side,  these  factions  joining  hands 
in  the  contention  that  high  heels  ruined  the  health  of  the 
wearers. 

After  the  testimony  the  committee  reported  “leave  to 
withdraw”  the  measure,  to  the  chagrin  of  its  proponents. 


CANADIAN  NUMBER  SHOE  & LEATHER  REPORTER 

The  issue  of  February  24th  of  the  Shoe  and  Leather 
Reporter,  of  Boston,  contains  a sixty-eight  page  insert 
called  their  “Canadian  Number.”  This  includes  advertis- 
ing by  representative  Canadian  firms  and  comprehensive 
articles  on  progress  and  extent  of  the  Shoe  and  Leather 
Industries  in  Canada. 

Printed  on  green  coated  paper  it  stands  out  from  the 
iest  of  the  issue  and  should  serve  to  give  the  American  trade 
a more  adequate  idea  of  the  business'  development  of  this 
country. 
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THE  IDEAL  SHOE  SALESMAN 

( Continued  from  page  40) 

salesman  who  was  so  kind  and  courteous.  Also  try  to 
remember  her  name  or  take  her  name  and  address,  the 
style  of  shoe  selected  and  the  size.  In  a short  time  you 
will  have  a good  following  that  will  help  you  and  the  firm 
you  are  working  for.  Treat  every  customer  with  the  same 
interest  as  you  would  your  own  friends. 

Dollar  Bills  on  the  Shelves 

Interest  of  the  firm:  Keep  your  stock  moving.  Pic- 
ture in  your  mind  many  dollar  bills  lying  on  the  shelves. 
Stock  turnover  is  the  secret  of  success  in  conducting  a 
store  This  is  no  small  responsibility.  Knowledge  of 
your  stock  is  essential. 

Co-operation:  To-day  all  things  are  done  by  team  work. 
Fellow  workers  must  work  together,  for  there  are  times 
when  a customer  should  be  turned  over  from  one  sales- 
man to  another.  When  she  shows  that  she  is  dissatisfied 
with  the  styles  shown  her  he  should  not  wait  for  the  last 
number  to  be  shown  but  use  team  work  and  introduce 
another  salesman  and  tell  her  that  he  better  understands  the 
stock  and  will  be  more  able  to  find  other  styles.  By  doing 
this  shows  co-operation.  Also  help  one  another  at  times 
on  stock  work  or  looking  for  odd  styles. 

The  Foot:  Learn  the  different  parts  of  the  foot.  Re- 
member that  there  are  twenty-six  useful  bones  in  it.  This 
will  mean  another  talking  point  and  help  to  gain  her  con- 
fidence. 

Study  the  parts  of  the  shoe,  also  the  kinds  of  leathers. 
At  times  customers  will  come  in  and  question  the  sales- 
man in  regard  to  the  leather. 

Business  to-day  is  a red  blooded  man’s  game.  Success 
comes  to  those  who  know  the  rules  of  this  game. 

Things  to  remember — love  for  your  work,  sincerity 
with  the  customer,  loyalty  to  the  house,  effort  toward  im- 
provements in  the  quality  of  service.. 


NEWSPAPER  ADVERTISING  AND  SPECIAL  SALES 

( Continued  from  page  43) 

about  shoes  then.  Then  he  tells  in  the  advertisement  how 
many  pairs  of  shoes  he  has  for  so  much  and  how  many  for 
another  price,  and  lists  about  twenty  items  in  an  attractive 
way.  There  can  be  no  doubt  but  this  ad  drew  considerable 
business. 

We  are  glad  to  publish  these  advertisements,  for  they 
give  the  retail  trade  a splendid  idea  of  what  is  being  done 
in  the  way  of  conducting  sales. 

G.  H.  Wilkinson,  the  boot  man  of  Windsor,  has  been 
doing  some  very  big  and  exceptionally  good  advertising 
with  a sale  he  has  been  running.  He  issued  a very  classy 
folder  in  two  colors  with  numerous  cuts,  descriptive  matter 
and  prices.  This  very  attractive  circular  starts  out  with 
some  real  good  talk  about  shoe  conditions.  Says:  “There’s 
no  use  kidding  ourselves  that  everything  is  prosperous  and 
we  are  all  doing  fine  and  then  taking  the  cash  receipts  and 
going  south  to  forget  it  and  leave  the  whole  blamed  thing  for 
‘George  to  do  it.’”  Then  it  goes  on  telling  that  the  circular 
is  sent  in  advance  of  the  newspaper  announcements.  This 
is  really  good  stuff. 

The  newspaper  ad  that  followed  was  good  too.  It 
was  well  arranged  and  no  space  lost  and  cuts  and  prices 
used  and  to  advantage.  This  sale  certainly  should  have 
brought  much  business. 

KEEPING  TAB  ON  STOCK 

( Continued  from  page  41) 

the  monthly  record  at  the  end  of  the  week,  or  month  as 
desired.  In  this  way  it  may  be  seen  at  the  end  of  any  day, 
week  or  month  how  each  line  has  sold  and  what  amount 


remains  on  hand.  In  the  monthly  sales  record  the  number 
of  pairs  received  of  each  line  is  entered  with  the  name  of 
the  firm  from  which  it  has  been  purchased  and  the  cost. 
It  thus  becomes  quite  easy  for  the  head  of  the  establishment 
or  buyer  to  run  through  the  lines,  make  memoranda  of  those 
running  short  and  have  the  shortage  covered  before  the 
store  is  actually  out  of  the  lines. 

The  record  also  serves  the  purpose  of  informing  the 
retailers  what  is  selling  and  what  lines  are  moving  slowly. 
He  can  adjust  not  only  his  buying  but  selling  methods 
to  the  information  obtained.  He  may  find,  for  instance, 
that  certain  lines  of  women’s  goods  are  “sticking”  and  deter- 
mine to  do  something  through  his  sales  or  advertising 
methods  to  start  them  or  clear  them  out.  There  are  a dozen 
things  that  a well  kept  stock  record  will  do  for  a store  that 
wants  to  get  turnover  and  profit. 

The  retailer  who  furnished  the  attached  copies  of  his 
stodk  records  is  so  modest  that  he  does  not  wish  us  to  use 
his  name,  saying  that  his  method  may  be  elaborated  or 
changed  in  any  way  to  suit  the  needs  of  any  particular  store. 
He  says,  quite  rightly,  that  no  shoe  dealer  is  in  a position 
to  know  what  he  is  doing  unless  he  has  some  system  of 
stock-keeping.  This  system  permits  either  the  use  of  an 
ordinary  book  or  a loose-leaf  system.  The  Shoe  and 
Leather  Journal  will  be  glad  to  furnish  estimates  of  the 
cost  of  either  systems. 


ADDRESS  OF  MR.  JOSEPH  DAOUST 

(■ Continued  from  page  48) 

were  millionaires  a few  weeks  ago,  or  a few  months  ago, 
and  who  have  lost  hundreds  of  thousands  of  dollars,  will 
try  to  make  up  their  losses,  so  please  do  not  all  come  to- 
gether, but  give  the  tanner  a chance,  give  him  notice  in 
time  and,  at  the  same  time,  you  will  be  giving  employment 
to  the  laboring  class,  the  class  we  must  not  forget.  Capital 
and  labor,  gentlemen,  are  essential  to  prosperity,  so  we  must 
give  employment  to  our  labor. 

I have  great  pleasure  in  saying  that  the  bonne  entente 
between  the  two  provinces  is  indeed  shown  here  to-night, 
and  has  been  shown  for  the  last  two  days.  (Applause.)  I 
am  really  proud  to  be  a Canadian,  and  the  question  of 
provinces  should  not  exist  any  more.  (Hear,  hear  and 
applause.)  The  shoe  manufacturers  have  set  the  best 
example,  and  one  that  all  associations  should  follow.  (Hear, 
hear.)  We  are  here  in  Toronto,  the  place  that  some  people 
in  the  province  of  Quebec  condemn  for — I won’t  say  what — 
(Laughter.)  I am  a French-Canadian,  but  what  is  the 
question  of  language  to-day  in  a country  such  as  this? 
What  is  the  question  of  religion  in  a country  such  as  this? 
You  all  know  that  1 am  a French-Canadian,  you  all  know 
that  I am  a Roman  Catholic,  but  I am  not  ashamed  of  that. 
Does  it  make  any  difference?  (Cries  of  No,  no.)  You  have 
elected  me  your  President,  not  because  I was  a French- 
Canadian,  not  because  I was  a Roman  Catholic — this  is 
simply  an  accident  of  birth — but  because  I was  a shoe 
manufacturer.  (Applause.) 

So  that  spirit  of  bonne  entente  should  always  exist, 
should  always  be  preached  by  all  public  men,  and  the  news- 
papers should  stop  their  criticisms,  should  stop  talking  the 
way  they  do.  I know  we  have  in  my  province  some  people 
that  do  not  talk  right.  You  have  here  in  Ontario  some  papers 
too,  but  I know  that  these  people  and  these  papers  do  not 
reflect  the  mentality  of  the  provinces  of  Ontario  and  Quebec. 
(Hear,  hear.) 


An  automobile  knocks  hardest  when  it  is  going  uphill — 
a man  knocks  most  when  he  is  going  down  hill. 
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DOING  REPAIRS  WHILE  YOU  WAIT 

There  is  no  getting  around  the  fact  that  this  “Work 
Done  While  You  Wait”  would  be  very  much  better  if  the 
customers  would  do  the  waiting  at  home.  True  there  are 
always  little  odd  bits  of  sewing  and  a nail  or  two  that  every 
repair  man  can  do  and  would  be  willing  to  do  and  in  such  cases 
the  customer  will  wait  and  it  does  not  put  any  one  out  very 
much.  But  this  advertising  of  doing  a half  sole  or  two 
while  the  customer  waits  is  a little  too  much  in  the  average 
town.  In  a large  city  or  where  there  is  a large  tourist  trade 
it  is  a different  proposition.  The  average  small  town  or 
quite  big  place  for  that  matter  would  be  better  if  there  were 
no  “ While  you  wait  ” signs. 

If  it  is  practised  it  means  that  a really  nice  room  must 
be  fitted  where  the  customers  may  wait  and  there  should 
be  one  for  men  and  one  for  women.  The  place  must  be  kept 
clean  and  tidy  wnich  is  a good  plan  in  any  case.  Unless 
one  is  prepared  to  have  such  a room  or  rooms  he  had  better 
not  emphasize  this  phase  of  the  work.  To  make  a specialty 
of  this  “While  You  Wait”  repairing  in  an  ordinary  shop  is 
a mistake.  No  one,  either  man  or  woman  likes  to  sit  on  the 
average  seat  that  the  average  shoe  repair  shop  provides. 
■Now  we  do  not  want  the  fellow  who  is  above  the  average 
to  rise  up  on  his  hind  legs  and  make  a fuss  at  that  statement. 
There  are  any  amount  of  repair  shops  in  this  country  where 
none  too  clean  chairs  are  used  and  benches  are  also  used 
in  many  places.  This  is  a great  mistake.  Women  will  not 
want  to  sit  on  a bench  with  men  and  wait  for  her  shoes. 
And  frequently  repaip  shops  are  none  too  particular  about 
smoking.  The  proprietor  and  the  help  and  the  customers 
are  all  allowed  to  smoke  when  it  should  all  be  cut  out  just 
as  much  as  in  any  other  business.  But  the  “While  You 
Wait”  business  should  be  discouraged. 


“SELLING  SOLES  AND  HEELS  FOR  HOME 
REPAIRING” 

This  was  the  heading  of  an  article  in  the  February  first 
number  this  yjurnal  and  thought  it  might  stir  up  some 
trouble.  On  the  other  hand  we  have  a letter  from  a repair 
man  who  says  he  has  become  a convert  to  our  suggestion 
and  will  now  sell  with  a better  feeling  for  these  people.  We 
give  the  letter  in  full  with  some  comment  where  we  think 
the  writer  has  misunderstood  us.  The  letter  reads  as  fol- 
lows: 

“In  reply  to  your  article  ‘Selling  Soles  and  Heels 
For  Home  Repairing’  I will  say  that  question  has  come 
to  me  very  forcibly  in  the  past.  I considered  which  was 
the  right  thing  to  do,  to  sell  or  not  to  sell,  that  is  the  ques- 
tion. I must  say  I have  been  very  indifferent  whether  I 
had  made  any  sales  along  these  lines  or  not,  and  have 
frequently  sent  the  customers  to  the  hardware  for  their 
wants.  But  since  reading  your  article  in  the  Journal  I 
nave  decided  to  sell  to  any  one  who  wants  the  stock. 

“Just  to-day  I had  a customer  asking  for  a pair  of 
men’s  half  soles.  I showed  him  some  3X  stock  and  asked 
him  75c.  for  the  pair.  He  objected  to  the  price,  and 
when  I explained  the  quality  and  the  different  grades 
he  could  not  see  and  said  they  were  for  heavy  rubbers 
and  the  cheap  ones  would  wear  them  out  any  way.  Now 
to  compete  with  the  hardwares  the  repairmen  will  have 


to  stock  a very  low  grade  of  soles  for  these  amateur 
workers  at  home. 

“Of  course  we  need  not  expect  a very  big  trade  from 
these  people,  for  the  bulk  of  home  repairers  try  to  avoid 
the  repairmen.  Irqmy  way  of  thinking  it  is  only  the 
cheeky  ones  who  will  buy  from  the  repairmen. 

“Just  a little  criticism  on  the  article  about  winning 
the  home  repairer  to  bring  jobs  to  work  that  they  are 
unable  to  do.  To  stand  for  this  the  repairman  will  have 
to  have  an  unusual  amount  of  patience.  Just  think  of  it, 
the  extreme  cheek  of  the  home  repairman  to  do  all  the 
work  that  will  bring  the  best  prices  to  the  repairman. 
and  bring  to  us  the  work,  the  critical  jobs,  that  take 
time  and  patience  with  little  pay.  I think  we  should 
resent  such  work  and  teach  the  home  repairer  of  his  / 
selfishness,  and  to  think  more  about  the  other  fellow.” 

We  think  it  would  be  well  if  the  repairmen  would  put 
in  a small  stock  of  inferior  grades  of  soles  to  sell  at  a low 
price.  It  will  give  the  home  man  an  opportunity  to  judge 
between  poor  stock  and  good  stock.  The  man  who  wanted 
the  cheap  soles  to  wear  out  an  old  pair  of  rubbers  was 
probably  right  in  his  reasoning. 

Regarding  the  criticism  offered  we  think  the  writer 
has  misunderstood  our  meaning.  Surely  sewing  soles  has 
money  in  it  for  the  repairman  and  this  was  one  of  the  jobs 
mentioned.  We  also  said  that  about  all  the  home  worker 
could  do  would  be  on  nailed  soles  and  heels.  Sewing  rips 
and  fine  patching  should  have  as  much  money  in  them  for 
the  repairman  as  anything  else.  We  do  not  refer  to  a tiny 
rip  a half  inch  long  which  may  pay  to  do  for  nothing,  but 
there  are  many,  many  jobs  the  home  worker  cannot  do  that 
the  repairman  will  get  and  should  get  good  pay  for.  It  does 
not  pay  in  this  world  to  antagonize  anybody.  There  is  some- 
thing about  friendship  even  in  business  that  pays  and  the 
friendship  of  the  home  worker  is  worth  something  to  repair- 
men at  least  worth  much  more  than  his  enmity.  So  when 
someone  wants  to  procure  some  stock  or  information  from 
you  sell  it  to  him  with  a smile  and  don’t  look  that  grouchy 
old  way  you  do  when  something  does  not  taste  good  at,  your 
dinner.  This  is  a trade  that  you  should  have  just  as  much 
and  more  than  the  hardware  man. 

Home  repairing  is  not  confined  to  shoes  alone.  If  mother 
did  not  do  the  home  repairing  of  her  little  Willie’s  clothing 
or  her  husband’s  clothing  where  would  she  be  at?  If  the 
clothes  presser  and  repairer  kicked  at  this  because  she  did 
not  se/id  it  all  to  him  what  would  you  think  of  him?  Look 
at  if  from  this  broad  view.  This  is  a big  world  and  the  other 
fellow  has  a right  to  conserve  and  even  though  it  may  make 
a little  difference  to  us  we  had  better  smile  about  it. 

MILWAUKEE  REPAIRMEN  WAKING  UP 

Over  in  Milwaukee  the  repairmen  have  at  last  started 
a campaign  to  standafdize  prices.  Toronto  has  been  doing 
this  for  5 years  and  other  Canadian  cities  have  been  doing 
it  equally  as  long.  Here  is  a report  of  what  the  Milwaukee 
fellows  are  trying  out : 

A movement  to  establish  some  uniformity  in  prices 
charged  for  repair  work  has  been  undertaken  by  the  Mil- 
waukee Shoe  Repairers’  Association,  a new  organization 
formed  a short  time  ago  by  owners  of  shops,  principally  of 
an  independent  character.  A meeting  was  held  January 
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26  at  the  Hotel  Blatz,  but  after  a lengthy  discussion,  final 
action  was  deferred  until  a later  meeting.  Purchasing 
problems  under  the  recently  altered  market  conditions 
constituted  an  important  part  of  the  discussion.  Hours 
of  work  in  repair  shops  also  came  in  for  debate.  This  de- 
veloped that  in  some  shops  owners  and  workers  are  engaged 
as  much  as  twelve  and  fourteen  hours  a day.  This  is  due 
largely  to  the  vast  amount  of  repair  work  still  coming  to 
such  shops. 


A SHOE  REPAIR  MACHINE  IN  THE  WINDOW 

Repair  men  do  not  agree  that  putting  a repair  machine 
into  the  window  is  a good  plan.  Of  course  not  all  shops 
have  sufficiently  large  windows.  Size  is  the  first  requisite. 
It  will  also  be  necessary  to  shore  up  the  floor  so  it  will  be 
sufficiently  strong  to  support  the  machine.  There  is  no 
doubt  but  a machine  will  attract  a great  deal  of  attention. 
Demonstrations  in  windows  have  been  known  to  block  the 
traffic  on  the  street  and  a machine  in  your  window  is  simply 
a demonstration. 

It  will  also  be  seen  how  impossible  it  will  be  to  run  a 
whole  line  of  machines,  for  few  windows  are  sufficiently  large. 
But  a portion  of  machine,  or  a nailing  machine  will  serve 
the  purpose  and  be  a good  ad. 

The  public  has  heard  a great  deal  about  shoe  repairing 
by  machinery  and  will  appreciate  seeing  one  in  operation. 
If  one  is  placed  in  this  position  plenty  of  show  cards  should 
be  used  to  tell  the  people  something  about  your  business. 
Do  not  have  an  operator  at  work  and  no  show  cards  to  tell 
what  his  work  is  or  what  you  charge  to  do  certain  repairs. 
Explain  how  much  better  the  machine  sewing  is  than  hand 
work.  Show  how  quickly  you  can  deliver  your  work.  Sug- 
gest that  the  lookers  bring  their  shoes  in  the  morning  and 
have  them  made  like  new  and  call  for  them  at  night  when 
they  will  be  done.  There  are  many  ways  that  you  can  take 
advantage  of  the  plan  and  reap  good  results  from  the 
experiment. 

INSPECT  YOUR  WORK 

Do  you  inspect  your  work?  The  repair  shop  that  sends 
its  work  out  without  being  inspected  by  someone  and  pre- 
ferably by  the  boss  makes  a mistake.  It  may  be  the  boss 
is  the  whole  thing  in  your  shop.  That  is  it  may  be  that  you 
are  working  alone  and  do  your  own  work,  therefore,  you  feel 
that  when  you  do  your  own  work  you  need  not  look  at  it 
before  it  goes  out.  That’s  just  one  of  those  human  nature 
errors.  That  is  just  the  time  you  need  inspection.  What 
we  are  driving  at  is  this.  Every  job  should  be  looked  over 
just  before  wrapping  up.  This  is  especially  true  of  those 
jobs  which  have  been  sent  in  and  left  to  your  discretion. 
There  may  be  some  little  rip  or  hole  or  tear  or  something  that 
you  have  overlooked  and  needed  doing.  If  you  employ 
help  it  is  well  to  look  over  every  piece  of  work  your  help 
does.  Accuracy  is  a great  trade  bringer  and  trade  holder. 
See  that  every  job  is  done  well  and  done  right  and  nothing 
missed.  Then  your  customers  have  no  “come  back.” 

Why  in  the  name  of  common  sense  do  not  shoe  repairers 
take  more  pains  with  their  work?  I saw  a half  sole  trimmed 
recently  so  that  the  front  of  the  right  shoe  looked  like  a 
left  one.  That’s  plain  unadulterated  carelessness.  That’s 
the  result  of  trying  to  bang  out  work  with  speed  and  no  re- 
gard for  quality.  It  is  just  as  easy  to  get  it  right  as  it  is  to 
get  it  wrong.  Do  it  right. 


A GOOD  REPAIR  ADVERTISEMENT 

There  is  no  question  about  it,  repair  men  in  small 
towns  and  even  in  big  cities  could  get  a great  deal  more 
work  if  they  advertised  in  some  sort  of  systematic  manner. 
Here  is  an  idea  introduced  by  a live  repair  man  down  in  a 


small  place  in  Massachusetts.  You  will  note  there  is  a 
little  mail  order  attachment  to  this  and  it  is  safe  betting 
this  fellow  would  get  work  by  mail  and  it  would  pay  him  to 
send  them  back  prepaid.  He’d  get  cash  with  order  on  this 
stuff.  The  quoting  of  prices  would  permit  the  customer 
to  figure  his  own  job.  Here  is  the  circular:— 

To  the  public:  There  are  people  in  this  town  who  have 
a dozen  or  more  pairs  of  shoes  in  their  closets  at  home. 
They  would  be  entirely  fit  for  use  if  there  were  a new  sole 
attached  or  a few  stitches  taken  here  and  there.  Thus  the 
life  of  the  shoe  would  be  extended  several  months.  Every 
person  should  wear  each,  pair  of  shoes  as  long  as  they  will 
hold  a patch  or  a new  sole.  I want  to  bring  these  good  old 
shoes  out  of  hiding. 

This  country  throws  away  $300,000,000  a year  by  neglect 
on  old  shoes.  This  waste  can  be  saved  by  having  old  shoes 
repaired.  It’s  just  the  time  for  you  to  search  the  house 
and  gather  these  gold  dollars  in  the  shape  o£  old  shoes. 

I’ll  do  my  part  by  guaranteeing  that  every  shoe  will 
be  soled  and  heeled,  either  by  sewing  or  nailing,  and  shined 
with  the  best  material  money  can  buy.  Bring  or  send  them 
by  parcel  post.  I’ll  pay  the  charges  back  on  every  pair. 
Also  send  your  old  rubbers— no  need  to  throw  them  away 
any  more.  I can  make  them  as  good  as  new. 


Price  List 

Sewed 

Nailed 

Men’s  full  sole  and  heel 

$3.00 

$2.75 

Men’s  half  sole  and  heel.  

2.25 

1.75 

Men’s  half  sole,  only 

1.75 

1.25 

Boys’  full  sole  and  heel 

2.75 

2.50 

Boys’  half  sole  and  heel 

2.00 

1.50 

Boy’s  half  sole,  only 

1.50 

1.25 

Ladies’  full  sole  and  heel  

2.50 

Ladies’  half  sole  and  heel 

...  1.50 

1.35 

Ladies’  half  sole,  only 

....  1.25 

1.00 

Child’s  full  sole  and  heel 

1.75 

Child’s  half  sole  and  heel 

1.50 

1.25 

Child’s  half  sole,  only 

.85 

Ladies’  turns 

1.50 

1.40 

Men’s  heels,  leather,  75c. 

El  and  Neolin  sole,  $2.00. 

Counter  stiffened,  50c. 

Heel  lining,  40c. 

Arthur  M.  Morrison,  Box  M,  Pepperell,  Mass. 


TORONTO  REPAIRMEN’S  EUCHRE  AND  DANCE 

The  Toronto  Repairmen  this  year  are  going  to  depart 
from  their  regular  custom  of  having  a banquet  and  will 
run  a euchre  and  dance.  Through  the  kindness  of  the  whole- 
salers and  jobbers  this  will  be  a complimentary  affair  to 
the  repaii’  trade  of  the  city  and  will  be  conducted  by  the 
Toronto  Repairmen’s  Association.  Invitations  will  be  sent 
to  every  repairman  in  the  city  whether  he  is  a member  or 
not  and  the  invitation  will  include  his  wife  or  lady  friend. 
Dancing  will  be  enjoyed  and  a good  orchestra  will  be  engaged. 
Splendid  prizes  will  be  given  for  euchre  for  those  who  may 
not  desire  to  dance.  The  date  has  been  fixed  for  March  the 
21st  which  date  every  repair  man  should  fix  in  his  mind  so 
he  will  be  there. 


HAMILTON  SHOE  REPAIRERS’  SOCIAL 

The  Hamilton  Repairmen  held  a most  successful  euchre 
on  the  2nd  of  Feb.  to  which  the  Brantford  repairmen  came 
in  a body.  Nineteen  out  of  a membership  of  26  came  down, 
and  S.  Hall,  one  of  the  Brantford  boys  ran  away  with  the 
prize,  too.  That  is  he  won  it  fairly  and  squarely.  A Hamil- 
ton man  drew  the  booby.  Refreshments  were  served  and 
there  were  in  all  over  60  present.  It  was  the  biggest  success 
of  any  social  evening  the  men  have  had.  There  was  a splen- 
did musical  program  and  many  excellent  speaches  by  the 
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Hamilton  and  Brantford  members.  Mr.  Pettit,  Pres,  of 
the  Brantford  Association  made  a particularly  fine  speech 
in  reply  to  the  welcome  from  the  Hamilton  president  and  in 
conclusion  presented  the  Hamilton  with  a fine  gavel  for 
use  in  the  Hamilton  meetings. 

The  association  will  hold  a banquet  in  a short  time 
which  will  likely  out-strip  their  last  one,  which  was  a big 
success. 


WATCH  OUT  FOR  FIRE 

These  days  fire  prevention  leagues  are  doing  good  work 
and  there  can  be  no  doubt  but  many  fires  have  been  pre- 
vented by  the  precautionary  measures  advocated  by  these 
leagues.  Repair  men  cannot  be  too  careful  with  their  shops. 
It  may  be  felt  that  leather  is  not  inflammable,  neither  is 
iron,  yet  more  fires. occur  in  foundries  than  in  woodworking 
shops.  Here  are  two  cases  where  fires  occurred  through 
the  blower  exhausts  not  being  properly  looked  after.  In 
a repair  shop  in  Dover,  N.H.,  a fire  started  from  spontaneous 
combustion  in  a pile  of  dust  that  had  collected  underneath 
the  floor,  which  had  been  blown  there  by  the  blower  from 
the  finishing  machine.  The  same  occurred  in  a shop  in 
Maine,  except  this  place  had  the  exhaust  outlet  from  the 
blower  in  the  partition  instead  of  outdoors  or  in  another 
room.  The  main  thing  is  to  have  plenty  of  air  in  and  about 
the  collected  dust.  Coal  piled  in  heaps  without  ventilation 
will  take  fire  from  spontaneous  combustion,  and  even 
green  hay  mowed  away  into  a barn  has  been  known  to 
do  the  same  thing. 

TIMELY  ADVERTISING 

The  following  advertisement  appeared  in  a New  Mexico 
newspaper,  which  shows  up-to-date  ideas: 

“The  tune  that  the  old  cow  died  on”  is  getting  to  be 
expensive  music.  Leather  costs  more  to-day  than  ever  be- 
fore. And  to  use  inferior  leather  is  to  defeat  the  purpose  of 
repair  work.  We  buy  the  highest  grade  of  leather  obtain- 
able, prime  quality.  The  soles  of  the  shoes  for  which  you 
pay  fifteen  dollars  are  not  superior  to  the  leather  we  use  in 
re-soling.  Nor  is  any  factory  more  adequately  equipped  to 
build  quality  and  service  into  their  product.  We  take  as 
much  pains  in  repairing  your  shoes  as  a high  school  sopho- 
more takes  to  arrange  a bow  necktie  preceding  a dance. 
Our  shining  service  is  unsurpassed. 

Electric  Shoe  Repairing  Company,  617  Douglas  Avenue. 

Frank  Berry,  Prop.,  E.  Las  Vegas,  N.  M. 


SAVE  A SHOE  A YEAR 

A New  York  paper  gives  some  advice  on  the  saving  of 
shoes,  which  we  publish  herewith: — 

According  to  the  chemists  of  the  Department  of  Agri- 
culture everybody  in  the  United  States  wastes  a shoe  a 
year.  That  is,  instead  of  buying  300,000,000  pairs  annually, 
as  we  do,  we  could  get  along  with  250,000,000  pairs  if  we 
took  care  of  them. 

In  a pamphlet  called  “The  Care  of  Leather”  the  depart^ 
ment  advises  citizens  of  both  sexes  on  the  subject  of  keeping 
their  footwear  up  to  the  peak  of  endurance.  It  first  suggests 
that  the  same  shoes  shall  not  be  worn  two  days  running; 
let  the  leather  have  a day  to  dry  thoroughly.  Wet  leather 
is  softer  than  dry  and  the  stitches  cut  through  it  more 
readily.  Drying  a wet  shoe  calls  for  knowledge.  The  shoe 
should  be  cleaned  and  in  the  case  of  a farmer,  golfer  or 
outdoor  man  should  be  at  once  greased  or  oiled.  Then  the 
shoe  should  be  straightened  into  shape  and  the  toe  stuffed 
with  crumpled  paper.  To  put  a wet  shoe  in  a place  where 
it  becomes  hotter  than  the  hand  can  bear  means  ruin  to  the 
shoe,  for  wet  leather  burns  more  readily  than  dry. 

Oiling  and  greasing  shoes  is  often  a puzzle  to  the  unin- 


formed. The  city  man  remembers  vaguely  that  as  a lad  in 
the  country  he  used  to  put  neatsfoot  oil  on  those  boots 
with  red  tops  and  brass  tips.  So  he  smears  neatsfoot  oil 
on  his  costly  calfskin  shoes  that  he  wears  to  Wall  Street 
and — behold!— the  bootblack  gives  them  up  in  despair. 
They  refuse  to  be  polished. 

It  is  impossible  to  have  both  water-proofing  and  high 
polish  in  the  ;ame  shoe.  Rut  if  a man  or  woman  wants  to 
treat  a shoe  with  oil  so  as  to  keep  it  pliable,  preserve  the 
leather  and  still  make  it  amenable  to  the  brush;  this  can  be 
done,  and  castor  oil  is  the  answer.  It  should  be  applied 
lightly  to  a clean  dry  shoe  and  rubbed  into  the  leather  until 
it  is  dry.  If  the  application  is  light  enough  the  shoe  may 
be  polished  immediately  afterward,  but  it  is  better  to  wait 
until  the  next  morning.  A heavy  daubing  of  castor  oil  may 
put  the  shoe  beyond  the  aid  of  the  most  energetic  bootblack. 

Every  man  and  woman  who  farms,  hunts,  fishes,  golfs 
or  merely  walks  in  all  weathers  wants  to  know  how  to  make 
shoes  waterproof.  The  Department  of  Agriculture’s  pamph- 
let gives  four  formulas  as  follows: 

“No.  1.  Neutral  wool  grease,  8 dunces;  dark 
petrolatum,  4 ounces;  paraffin  wax,  4 ounces. 

“No.  2 Petrolatum,  1 pound;  beeswax,  2 
ounces. 

“No.  3 Petrolatum,  8 ounces;  paraffin  wax,  4 
ounces;  wool  grease,  4 ounces;  crude  turpentine 
gum,  2 ounces. 

“No.  4.  Tallow,  12  ounces;  cod  oil,  4 ounces.” 

Each  of  these  mixtures  should  be  prepared  and  applied 
warm,  but  not  very  hot.  The  edge  where  sole  and  welt 
meet  should  be  smeared  most  generously,  as  that  is  the 
point  where  shoes  leak  most.  The  sole  itself  can  be  water- 
proofed by  letting  the  shoe  stand  for  fifteen  minutes  in  a 
shallow  pan  containing  the  warm  mixture. 

CLEANING  SUEDE  SHOES 

With  the  popularity  of  the  suede  shoe  comes,  as  might 
be  expected,  the  necessity  for  either  having  the  means  for 
cleaning  them  in  the  store  or  giving  customers  instructions 
for  removing  stains  or  restoring  the  surface.  One  of  the 
troubles  is  the  flattening  of  the  surface  through  getting  wet. 
The  nap  can  be  restored  by  rubbing  up  with  a clean,  stiff 
brush,  preferably  a metallic  one  or  with  sandpaper.  This 
should  always  be  done  before  applying  any  cleansing  liquid 
in  any  case.  As  a rule  naphtha  or  ether  will  remove  grease 
spots.  Sometimes  an  extra  application  may  be  necessary. 
The  shoes  when  dry  should  be  brushed  up  again  and  to 
restore  the  color  a little  powder  of  the  color  of  the  leather 
should  be  rubbed  in.  By  properly  informing  customers  of 
the  care  and  renovation  of  this  class  of  footwear  sales  may 
be  appreciably  increased. 


If  you  are  one  of  the  very 
few  houses  in  the  indus- 
try not  handling  the 

“NATIONAL”  SHOE  PLATE 

We  would  like  to  send  you  samples 
and  quote  you  prices. 

MADE  IN  THREE  SIZES— FROM  DRAWN  STEEL 

National  Shoe  Plate  Mfg.  Co. 

160  N.  Wells  St. 

Chicago,  Illinois,  U.S.A. 
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HELPFUL  HINTS  FOR  REPAIRMEN 

Chalk  is  a good  thing  to  use  on  your  hands  when  work- 
ing white  goods,  but  do  not  get  too  much  on  nor  use  it 
carelessly. 

When  shoes  become  barked  or  scarred,  very  often  a 
small  piece  of  leather  becomes  loose.  It  is  very  foolish  to 
cut  it  off.  Flatten  the  piece  in  place  with  a little  glue  and 
allow  it  to  dry;  apply  blacking  and  it  is  as  good  as  new. 
When  the  soles  begin  to  wear  thin  I cut  a strip  of  leather 
from  a pair  of  discarded  shoes  and  use  glue  to  put  it  on  the 
worn  sole  and  one  can  then  get  months  of  wear  longer  and 
so  save  shoe  bills. 

-X-  * * 

All  liquids  used  in  shoe  making  should  be  well  shaken 
before  using.  All  compounds  should  be  thoroughly  stirred. 
Even  though  the  directions  do  not  mention  this,  it  is  better 
to  be  on  the  safe  side  and  keep  the  ingredients  well  mixed. 

■X-  X * 

If  a job  is  done  right  in  the  first  place  there  need  be  no 
trouble  or  worry  that  it  will  be  returned.  A hastily  finished 
job  usually  ends  up  badly  and  it  is  better  to  take  a little 
more  time  and  be  assured  that  your  customers  will  be 
pleased  and  satisfied. 

* * * 

The  mould  which  gathers  on  leather  when  kept  in  a 
damp  atmosphere  may  be  removed  by  taking  it  in  a warm, 
dry  atmosphere  and  brushing  or  treating  with  dry  bran. 
Scatter  the  bran  over  the  mouldy  place  and  then  remove 
with  a brush,  which  will  carry  the  mould  with  it.  Keep  the 
leather  in  a dry  place  aftewards. 

* * * 

To  temper  brittle  hard  sole  leather,  it  should  be  soaked 
overnight  in  a solution  of  borax  and  water.  By  so  tem- 
pering it  can  be  used  just  as  well  as  a soft,  pliable  leather. 

• * * 

In  rubber  soling  shoe  repairers  would  find  it  advan- 
tageous to  apply  an  additional  piece  of  hard  rubber  at  the 
toe  end,  thereby  strengthening  it  and  making  it  wear  longer. 

* * * 

In  machine  sole  stitching  the  shoe  should  be  held  firmly 
and  the  machine  run  at  a moderate  rate  of  speed.  All 
parts  of  the  machine  that  come  into  contact  with  the  wax 
should  be  kept  perfectly  clean  and  the  wax  always  at  the 
proper  temperature. 

* * * 

When  stitching  machines  are  run  at  a high  speed  the 
parts  heat  up  and  burn  the  oil  as  fast  as  it  is  put  in.  When 
you  see  smoke  coming  out  of  your  machine  you  may  know 
that  the  oil  is  being  burned  away  and  it  is  high  time  to  give 
the  machine  a rest.  Such  a practice  persisted  in  not  only 
causes  machine  parts  to  wear  out  in  short  order,  but  the  main 
bearings  will  also  wear  out,  necessitating  a complete  new 
machine. 

A practical  shoe  repairer  says  that  once  or  twice  a 
month  all  machines  should  be  thoroughly  cleaned  by  run- 
ning them  rapidly  while  gasoline  is  poured  in  to  wash  away 
all  grime  and  grease.  After  the  gasoline  is  thoroughly 
evaporated  apply  a good  oil. 

The  streaking  appearance  noticed  on  kid  shoes  after 
applying  a dressing  is  often  caused  by  the  texture  of  the 
sponge,  rather  than  the  dressing  used. 

In  putting  on  half  rubber  heels  on  men’s  or  women’s 
shoes,  it  will  make  a much  better  job  if  there  is  a light  piece 
of  leather  put  on  the  heel  first,  as  in  nine  out  of  every  ten 


pairs  of  shoes,  there  is  nothing  left  but  paper  after  taking 
off  the  first  and  second  layer  of  leather.  It  does  not  matter 
how  cup  shaped  a rubber  heel  may  be,  it  will  show  up  a 
bad  joint  after  wearing  a little.  By  cementing  a light  piece 
of  leather  to  the  paper,  and  nailing  on  the  rubber  heel,  you 
will  have  a good  and  lasting  job  with  a joint  which  will 
always  look  good. 

* * * 

Always  trim  turn  shoes  by  hand.  Don’t  use  your 
tr,mmer  as  the  shield  will  cut  the  upper  and  there  are  not 
enough  turn  shoes  to  buy  a special  shield  for. 


On  dress  shoes,  always  bevel  the  edge.  It  looks  better, 
pleases  the  customer  and  wears  just  as  long. 

In  leveling  the  stitched-aloft  bottom  if  the  ridges  at 
each  side  of  the  row  of  stitching  are  not  rubbed  down, 
when  the  shoe  is  buffed  off,  these  ridges  are  buffed  off,  and 
it  gets  through  the  grain  and  shows  the  leather  coarse  all 
around  the  stitched-aloft  seam. 

-y-  -x*  V; 

The  best  results  in  tempering  pigskin  welting  are  said 
to  be  obtained  by  thoroughly  wetting  the  same  in  a pail  of 
water,  after  it  has  been  grooved  and  leveled,  and  then  wrap 
it  in  wet  gunny-sacks  and  allow  it  to  mull  from  12  to  48 
nours.  Pigskin  takes  water  quickly  and  gives  same  up  very 
quickly  unless  it  is  allowed  to  temper. 

* * ¥■ 

In  repairing  heels,  it  is  well  not  to  put  too  many  nails 
in,  as  the  heel  gets  repaired  oftener  than  the  sole.  When 
you  get  a heel  which  has  too  many  nails  in  it,  take  off  enough 
so  as  to  rebuild  it  without  getting  the  old  nails  when  scouring. 
Nothing  looks  worse  than  heels  in  which  the  nails  have  been 
scoured  into  and  cut  and  then  covered  with  wax.  After  the 
wax  wears  off,  the  nails  will  show  and  it  is  a good  way  to 
lose  a customer. 

* # * 

Before  applying  the  ink,  a little  solution  of  castile 
soap  and  water  applied  to  the  edge  of  the  shoe  and  run 
around  on  the  edge  setter  will  make  a first-class  job.  Put 
your  ink  on  it,  let  dry  and  set.  It  will  look  well  and  will 
hold  up  for  a long  time. 

* * * 

Much  of  the  trouble  experienced  in  getting  good  lasted 
heel  seats  could  be  avoided  by  taking  pains  to  use  counters 
that  are  cut  on  patterns  that  are  designed  to  fit  lasts  as  they 
should. 

-x-  * 

Whenever  it  is  necessary  to  make  any  adjustment  on 
your  machine  be  sure  the  power  is  turned  off  before  you 
make  them,  and  see  that  the  belt  is  thrown  off.  Someone 
might  accidently  start  the  machine,  or  the  belt  catch  the 
pulley  and  cause  the  machine  to  turn,  and  thereby  cause 
serious  injury.  An  ounce  of  prevention  is  worth  a pound 
of  cure. 

* -X-  -X- 

Use  a regular  cleaner  to  clean  your  shoes  as  this  takes 
the  dirt  off  and  puts  a polish  on  that  looks  well  and  it  does 
not  spoil  the  shoe.  There  is  nothing  worse  than  edge  ink 
on  an  upper,  as  there  is  too  much  wax  in  it.  If  you  don’t 
clean  the  shoe,  you  cover  up  the  dirt  with  edge  ink,  so  use  a 
regular  cleaner. 

* V7  -X- 

Shoes  can  easily  be  made  pliable  and  waterproof  by 
applying  hot  melted  mutton  tallow.  The  mutton  will  have 
to  be  applied  several  times’,  and  while  the  leather  will  never 
take  polish  afterwards,  it  will  be  waterproof,  and  will  be 
very  soft  and  comfortable.  Mineral  oils  should  never  be 
applied  to  leather  or  rubber. 
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Our  Welting  Meets  Your  Standards 

is  bound  to  meet  them,  because  it  has  to  meet  ours  first.  We  make  Goodyear 
and  McKay  Welting-  in  all  colors  and  guarantee  it  to  be  A-l  in  quality  and 

workmanship. 

Free  samples  on  request 

BROCKTON  WELTING  CO. 

—incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  Ss  MERRILL,  Inc.,  210  Broad  St.,  Lynn,  Mass. 


SALES  OFFICES:  BOSTON.  185  Essex  St.:  PHILADELPHIA.  S.  W Cor  5th  and  Arch  Sts  • 
MILWAUKEE.  258-260  Fourth  St.:  ST.  LOUIS.  1419  Olive  St,;  ROCHESTER.  N.Y..  22  Andrews  St.': 


CINCINNATI.  410  East  8th  St.: 
NEW  YORK  CITY.  33  Spruce  St. 


FOREIGN  REPRESENTATIVES:  ENGLAND,  Messrs.  Pearson  Robinson  & Arterton.  4 Albion  St.,  Leicester. 

. FRANCE,  Louis  Dubois,  47  Rue  des  Petites  Ecuries.  Paris 


Landis  Outfits  are  Money  Makers 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.  No  Royalty 


Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 


Landis  Machine  Co.  £?:  louis25^: 


Mention  “Shoe  and  Leather  Journal”  when-writing  an  advertiser 
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Bona-fide  advertisement*  of  Situation*  Wanted  or  Situation*  Vacant  in  *hoe  and  leather  trade  inserted  free  of  charae.  Space  limit — one  Inch. 


WANTED — Traveller  to  carry  a good  line  of  silk  oxford 
shoe  laces  also  cotton  ones.  Good  commission  paid. 
Address  “Laces,”  Box  1934,  Montreal,  Que. 

YOUNG  MAN  experienced  in  the  shoe  business  also  dry 
goods,  seeks  position  with  high-class  shoe  manufacturing 
firm  or  retailer.  Box  958,  Shoe  and  Leather  Journal, 
545  King  St.  West,  Toronto,  Ont. 

WANTED — Representative  calling  on  best  trade  in  Pro- 
vince of  Quebec,  including  Quebec  City,  to  carry  line  of 
Spats,  Shoepacks  and  Slippers  on  commission.  Reply 
Box  16  Shoe  and  Leather  Journal,  510  Coristine  Bldg., 
Montreal,  Que. 

WANTED — Traveller  with  good  connection  for  Western 
Ontario  for  well-known  staple  line  of  shoes.  Box  951, 
Shoe,  and  Leather  Jour'nal,  545  King  Street  West, 
Toronto 

FOR  SALE — Men’s  shoe  store,  good  repair  trade,  modern 
machinery,  stock  $5000.  Central  location,  bargain, 
leaving  country.  Box  952,  Shoe  and  Leather  Journal, 
545  King  Street  West,  Toronto 

FOR  SALE — Shoe  business  in  one  of  Ontario’s  good  cities; 
good  location  and  splendid  opportunity  for  right  man, 
who  has  some  cash.  Apply  Box  953,  Shoe  and  Leather 
Journal,  545  King  St.  West,  Toronto. 

GOAT  SKINS  FOR  SALE— Have  a limited  monthly 
quantity  of  good  large  Argentine  goat  skins  for  sale  at  a 
very  reasonable  price.  Box  954,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

SALESMEN  WANTED — Working  Port  Arthur  to  Van- 
couver, also  Quebec  and  Maritimes— to  carry  Felt 
Slippers  as  side  line,  on  commission.  Prices  right;  only 
one  grip.  Good  money  for  right  men.  Write  Box  957, 
Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto,  Ont. 


WANTED — Shoemaker,  good  all-round  repair  man.  Must 
be  man  of  ambition  and  character.  Permanent  position 
if  satisfactory.  Never  any  lost  time.  Write  fully,  giving 
references.  Box  955  Shoe  and  Leather  Journal,  545 
King  Street  West,  Toronto. 

STRONG,  WELL-ESTABLISHED  LINE  of  Children’s 
Turns  and  McKays  open  as  “side  line”  and  commission 
basis  for  Manitoba  and  Eastern  Saskatchewan  branch 
lines.  This  line  also  open  for  Maritime  Provinces.  Appli- 
cations must  give  experience  and  name  lines  being  carried 
at  present  time.  Apply  Box  956  Shoe  and  Leather 
Journal,  545  King  street  west,  Toronto. 

WANTED — To  hear  from  manufacturers  and  jobbers  requir- 
ing the  services  of  a high-grade  shoe  salesman  with  good 
connection  in  the  Maritime  Provinces.  Address  Box  945, 
Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto. 

WANTED — Position  as  buyer  and  manager  of  shoe  store  or 
department,  preferably  in  Maritime  Province  town  or  uity. 
Ten  years’  experience,  card  writer,  advertiser,  window 
trimmer  and  thorough  shoeman.  Open  for  engagement 
April  1st  or  sooner.  Address  Box  944,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 

WANTED — A competent  shoe  salesman  to  represent  a few 
live  manufacturers  in  Great  Britain  on  the  Canadian 
market  on  commission.  Apply  at  once,  stating  terms,  age 
and  experience  to  Northamptonshire  Journal  of  Commerce, 
Northampton,  England. 

EXPERIENCED  TRAVELLER  wants  a line  or  lines  of 
shoes  to  sell  in  the  Maritime  Provinces.  Can  produce  the 
sales  and  “Bring  Home  the  Bacon.”  Address  quick,  Box 
946,  Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto. 

FOR  SALE — Good  clean  stock  of  boots  and  shoes.  Good 
live  town  and  country.  Box  950,  Shoe  and  Leather 
Journal,  545  King  Street  West,  Toronto. 


THE  LEATHER  WORKER 

The  first  copy  of  “The  Leather  Worker,”  published 
by  E.  J.  Holliday  in  Montreal,  has  just  made  its  appearance. 

We  take  this  opportunity  of  welcoming  them  to  the 
Shoe  and  Leather  Trade  and  on  their  ambition  to  cover 
the  field  of  technical  men  in  shoe  factories,  tanneries,  etc. 
Certainly,  any  factor  that  contributes  to  the  origination 
or  dissemination  of  knowledge  is  welcome  at  these  times. 

The  field  is  perhaps  restricted  in  a country  the  size  of 
Canada,  but  as  the  editors  say,  they  have  their  eyes  on  the 
future  when  our  population  will  be  fifty  millions  oi  more. 

We  wish  them  every  success  in  their  new  endeavor. 

SHOP  KINKSFOR  THE  REPAIRMAN 

Everybody  likes  cleanliness,  so  keep  your  machinery 
clean.  It  does  not  take  much  time  and  the  machinery  will 


last  longer  and  give  better  service.  A “sloppy”  machine 
and  shop  indicate  the  kind  of  work  that  is  turned  out  there. 
Your  customers  will  notice  this,  so  clean  up;  it  pays. 

* * * 

There  is  an  iron  which  fits  all  makes  of  Jacks  that  will 
get  into  the  toe  and  holes  of  insoles  and  other  hard  places, 
where  the  regular  last  will  not  clinch  the  nail.  Every  shoe 
repairman  should  have  one.  Get  it  from  your  jobber. 

* t * ' 

Some  shoe  repairmen  do  not  pay  enough  attention  to 
the  edges.  In  scouring  the  edge  down,  they  get  too  far  in 
on  the  welt,  running  into  the  old  stitches  so  that  they  show. 
Not  only  that,  but  they  spoil  the  shoes  so  that  it  can  not  be 
half  soled  again.  In  scouring  or  trimming  an  edge,  just 
touch  the  welt  and  make  a good  job. 
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It  is  reported  there  is  a change  in  the  business  of  Alex. 
Gauthier,  of  Jonquieres,  Que. 

The  Cobourg  Felt  Co.  have  started  their  factory  after 
being  closed  for  a very  short  time. 

The  business  of  B.  Lecker  is  undergoing  some  changes. 
He  is  located  at  Laurentides,  Que. 

J.  D.  Hawthorn,  Toronto,  has  gone  to  Pasadena, 
California,  to  spend  several  weeks. 

There  is  a report  that  a large  shoe  factory  will  be 
started  in  Goderich  by  a Buffalo  firm. 

S.  H.  Parker,  of  Preston,  Ontario,  has  been  looking  up 
the  jobber  in  Toronto  during  the  past  week. 

Dundas,  Ontario,  is  negotiating  for  a new  rubber  factory 
which  wants  financial  aid  to  locate  in  the  valley  city. 

J.  Rotstein,  of  the  Silver  Footwear  Co.,  Toronto,  spent 
several  days  last  week  calling  on  the  trade  in  Montreal. 

Mr.  Shaw,  of  Ross  & Shaw,  Toronto,  has  been  calling 
on  his  Hamilton  and  other  western  Ontario  customers  last 
week. 

Messrs.  Hunter  and  Foote,  of  the  Independent  Rubber 
Co.,  Limited,  Merritton,  were  business  visitors  in  Toronto 
last  week. 

The  Vernon  Shoe  Co.,  of  Vancouver,  have  been  running 
a very  special  sale  conducted  by  the  Dominion  Sales  Co. 
of  that  city. 

J.  F.  Clark,  of  Clark  Bros.,  St.  Stephens,  N.B.,  has 
been  showing  samples  at  the  Queen’s  Hotel,  Toronto,  during 
the  past  week. 

C.  G.  Marlatt,  of  Marlatt  & Armstorng,  Oakville,  Ont., 
is  recovering  rapidly  from  a recent  illness  and  spending  part 
time  at  business. 

The  Furby  Boot  and  Shoe  Store,  of  Winnipeg,  was 
slightly  damaged  by  fire  resulting  in  a loss  of  $400  on  stock 
and  $100  on  building. 

H.  C.  Arnold,  with  Geo.  Boulter.  Toronto,  has  been 
laid  up- for  a few  days  with  two  tioublesome  teeth.  He  is 
back  at  his  duties  now. 

W.  B.  Fryer,  the  popular  salesmanager  of  Scott-Cham- 
berlain  Co.,  London,  was  in  Toronto  last  week  looking  up 
his  shoe  buying  friends. 

Eugene  L.  Keyes,  who  was  manager  of  the  Chicago 
office  of  the  United  Shoe  Machinery,  died  at  his  home  in 
that  city  a short  time  ago. 

According  to  a report  at  the  late  Rubber  Conference 
the  rubber  industry  has  jumped  in  Canada  in  the  last  ten 
years  from  $4,600,000  to  $56,000,000. 

N.  J.  Bordeau  has  been  on  his  territory  for  some  time 
with  his  two  lines,  Clark  Bros.,  St.  Stephens,  N.B.,  and  the 
Galt  Shoe  Co.,  Limited,  of  Galt,  Ontario. 

The  Great  West  Rubber  Footwear  Co.,  of  Lethbridge, 
Alta.,  are  now  the  agents  of  the  Kaufman  Rubber  Co.,  of 
Kitchener.  This  is  a new  agency  for  this  company. 

Chas.  A.  Davies,  of  the  Davies  Footwear  Co.,  Toronto, 
has  gone  on  his  usual  western  trip  to  the  coast  and  will 
dropoff  at  some  of  the  big  centres  on  his  way  out. 

Matthew  Sissons,  of  Lindsay,  was  in  Toronto  last"  week 
doing  some  buying  for  his  firm.  Mr.  Sissons  sa>s  that  he 
has  no  complaints  to  offer  about  business  in  Lindsay. 

Amedee  Casgrairi,  of  Beverley,  Mass.,  died  recently  in 
the  hospital  in  that  city  after  an  operation.  He  was  one  of 
the  first  officers  of  the  U.  S.  M.  Co.,  and  was  of  a very  in- 


ventive turn  of  mind,  having  invented  many  of  the  machines 
the  company  has  sent  all  over  the  world.  He  comes  from  an 
old  and  illustrious  family,  the  Casgrains  of  Canada. 

Ben.  Marin,  salesmanager  of  the  Kingsbury  Footwear 
Co.,  of  Montreal,  has  been  in  Toronto  calling  on  his  many 
customers  and  still  wearing  that  “ Can’t-Wash-It-Off  ” smile. 

At  a recent  convention  of  representatives  of  the  shoe 
trade  in  Boston  one  of  the  speakers  declared  the  industry 
was  rapidly  regaining  its  old  stride  and  would  soon  be  on 
its  feet. 

The  B.  & M.  Shoe  and  Slipper  Co.,  Toronto,  are  in  a 
new  factory  at  128  Garden  avenue,  which  gives  them  more 
floor  space  that  was  greatly  needed  to  carry  on  their  manu- 
facturing. 

A woman  who  stole  two  pairs  of  shoes  in  a Toronto 
store  was  remanded  for  sentence  because  the  shoes  were 
less  than  ten  dollars  and  she  had  been  taking  drugs  to  make 
her  sleep.  My,  but  this  is  a funny  world. 

Overbrook  citizens  object  to  the  odors  of  a tannery  in 
their  neighborhood  and  have  put  the  matter  up  to  the  county 
council,  who  in  turn  deferred  the  consideration  till  April 
the  7th,  when  the  board  of  health  will  meet. 

In  our  last  issue  we  gave  the  change  of  address  of  the 
Colonial  Manufacturing  Co.,  Toronto,  to  be  266  Adelaide 
street  west  and  it  should  have  been  366.  The  new  quarters 
are  in  the  Hobberlin  building  at  the  latter  address. 

A writer  in  the  Albertan,  of  Calgary,  suggests  the  build- 
ing of  a tannery  to  be  run  by  the  city.  He  shows  the  in- 
efficient method  of  sending  raw  hides  to  Ontario  to  be  tanned 
and  then  shipped  back  as  finished  products  to  be  too  expen- 
sive. 

J.  M.  Haslam  is  the  new  representative  of  the  Stand- 
ard Welt  Co.,  Limited,  of  Montreal,  makers  of  men’s, 
women’s  and  children’s  welt  shoes.  Mr.  Haslam  will  make 
Toronto  his  headquarters  and  will  open  permanent  sample 
rooms  here. 

The  Traders  Trust  Co.,  of  Winnipeg,  advertised  for 
tenders  for  the  wholesale  boot  and  shoe  stock  of  Footes 
Limited,  tenders  to  be  in  by  noon  Friday,  the  18th  of  Febru- 
ary. The  inventory  of  stock  was  $117,520.20  and  the 
fixtures  $3,161.75. 

Harry  McKellar  has  been  at  the  Queen’s  Hotel,  Toronto, 
for  some  time  showing  the  full  line  of  the  Oscar  Rumple 
goods.  Harry  says  his  gains  on  part  orders  even  up  his 
losses  of  part  lots  and  he  has  no  particular  kick  coming  on 
his  present  placing. 

Down  in  Ottawa  is  a woman,  Miss  O’Malley,  who  runs 
a shoe  store.  Recently  she  had  a fire  and  afterwards  sent 
a check  for  $25  to  the  firemen  for  their  benefit  fund  as  a 
little  appreciation  of  the  excellent  work  done.  Now  this 
woman  has  the  right  idea  of  business. 

W.  R.  Chester  has  taken  over  the  interests  of  E.  T. 
McDonald  in  the  firm  of  E.  T.  McDonald,  of  Owen  Sound. 
Mr.  Smith,  who  was  a silent  partner  in  the  old,  business  will 
retain  his  interest  and  soon  come  into  active  partnership. 
The  new  firm  will  be  known  as  Chester  & Smith. 

At  the  regular  convocation  of  St.  Patrick  Chapter, 
No.  145,  Royal  Arch  Masons,  held  in  the  Masonic  Temple, 
Toronto,  a presentation  was  made  to  Companion  Fred.  W. 
Jacobi  of  a mahogany  cabinet  of  silverware  (104  pieces) 
by  the  chapter  as  a slight  recognition  to  him  on  his  retiring 
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from  the  office  of  treasurer,  he  had  held  for  a number  of 
years. 

According  to  reports,  shoe  prices  are  fixed  by  the 
government  in  Spain.  A permanent  committee  on  the 
skin,  leather  and  shoe  trade  has  been  fixed  to  regulate  the 
supply  on  the  domestic  market.  This  will  affect  the  type  of 
sboe  to  be  manufactured  and  the  price  to  be  charged. 

The  F.  F.  Dailey  Corporation  has  become  the  holding 
corporation  for  the  F.  F.  Dailey  Co.,  New  York,  manu- 
facturers of  “2  in  1”  shoe  polish;  S.  M.  Bixby,  manufac- 
turers of  the  Bixby  line  of  shoe  polishes,  and  the  Shinola 
Co.,  of  Rochester,  N.Y.,  manufacturers  of  Shinola  products. 

C.  S.  Sutherland,  of  the  Amherst  Boot  and  Shoe  Co., 
Amherst,  N.S.,  is  among  the  optimistic  fellows.  He  said 
recently  at  the  annual  meeting  of  the  company  that  “A 
trade  revival  is  imminent  if  not  already  here.”  This  is  good 
news  from  a man  of  Mr.  Sutherland’s  knowledge  of  affairs. 

Mr.  Harvey  Graham,  of  W.  A.  Marsh  Cc.,  Quebec, 
has  been  at  the  Queen’s,  Toronto,  for  some  days  showing 
not  only  the  regular  line  of  the  firm  but  some  interesting 
departures  that  are  creating  a great  deal  of  interest  amongst 
buyers  of  high-class  shoes.  Mr.  Graham  says  that  the 
“buyers”  strike  is  practically  over  and  dealers  are  begin- 
ning to  show  anxiety  as  to  their  spring  goods. 

W.  H.  Myers,  representing  La  Parisienne  Shoe  Co.,  is 
displaying  a great  line  of  fancy  low-cuts.  Amongst  these 


R.  HANNA 

Representing  Geo.  Boulter,  Toronto 


are  some  entirely  new  designs  in  one,  two  and  three-strap 
effects,  and  some  of  the  latest  New  York  novelties  in  suede 
in  combinations  of  suede  and  kid  in  black,  ivory  and  grey. 
Some  shoe  men  who  have  seen  the  display  say  it  is  as  good 
as  anything  shown  at  Milwaukee  or  Rochester  at  the  recent 
shows. 

Even  the  good  Boston  people  can  get  in  wrong.  Presi- 
dent Hardock,  of  the  United  States  Hockey  Association, 
handed  out  a decision  in  which  he  said  the  Shoe  Trades 
Club  of  Boston  had  severed  itself  from  the  association  in 
refusing  to  play  its  schedule  game  with  the  Aura  Lees,  of 
Toronto.  It  may  be  that  of  two  evils,  getting  badly 
beaten  or  losing  membership  in  the  association,  the  Shoe 
Trade  people  chose  the  least. 

The  Canadian  Shoe  Findings  Co.,  of  Toronto,  have 
a representative  in  Montreal,  Mr.  Blumenthal,  Jr.,  and 
expect  to  open  a branch  there.  They  have  recently  taken 
on  some  more  agencies,  among  them  an  English  line  of 


laces  known  as  Princess.  They  also  have  a new  style  strap 
for  converting  plain  pumps  into  strap  designs.  Another 
line  is  the  Crescent  Braid  Co.’s  laces  incase  lots  of  a gross 
in  a neat  cabinet.  The  Foot-O-Scope  is  also  to  be  had  from 
them. 

Mr.  W.  F.  Martin,  of  the  Kingsbury  Footwear  Co., 
Montreal,  has  been  in  the  west  for  a couple  of  weeks,  visiting 
Toronto,  Montreal,  London,  Hamilton  and  other  large 
centers.  He  reports  business  as  settling  down  to  more  nor- 
mal lines  and  a tendency  amongst  both  wholesalers  and 
retailers  to  go  ahead.  There  is  a little  tendency  still  towards 
caution  in  buying,  but  one  thing  has  become  apparent  and 
that  is  that  stocks  of  shoes  are  pretty  well  down  to  a normal 
point,  with  spring  just  ahead.  Mr.  Martin  thinks  that 
with  the  open  weather  prevailing  since  Christmas  mo  t of 
the  dealers  have  done  a larger  business  than  usual  in  regular 
lines  of  footwear. 


PRESENTATION  TO  G.  G.  GALES  AND  PETER  DOIG 

We  are  sorry  to  note  that  owing  to  the  pressure  of  get- 
ting our  report  of  the  Shoe  Manufacturers  to  press  we 
omitted  mention  of  one  of  the  most  pleasing  features  of  the 
banquet. 

At  the  close  of  the  banquet  handsome  gold  watches 
were  presented  to  Mr.  Geo.  G.  Gales  and  Mr.  Peter  Doig 
for  their  valuable  and  unselfish  services  in  connection  with 
the  Fair  at  Montreal  last  summer. 

The  success  of  the  show  was  in  no  small  measure  due 
to  the  unremitting  efforts  of  those  two  gentlemen  and  the 
manufacturers  felt  that  it  was  only  fitting  that  their  appre- 
ciation should  be  shown  in  a tangible  form. 


TAKING  THE  SEA  AIR 

W.  T.  Fegan,  of  Toronto,  with  his  wife  and  daughter 
have  been  spending  a short  vacation  at  New  York  and 
Atlantic  City.  Mr.  Fegan  has  returned  much  benefited 
by  the  sea  air,  but  more  especially  from  contact  with  some 
of  the  retail  shoe  trade  at  the  big  centres  who  all  say  that 
business  has  begun  to  pick  up  and  the  prospects  of  the  shoe 
trade  are  brightening  very  considerably. 

IN  BALMY  CUBA 

Mr.  A.  E.  Marois,  of  Quebec,  is  taking  a well-earned 
holiday  in  the  south.  He  writes  the  Shoe  and  Leather 
Journal  from  Havana,  Cuba,  and  says:  “I  am  here  for  sev- 
eral weeks.  Havana  is  a little  New  York.  The  very  best 
grades  are  seen  in  the  store  windows,  principally  fine  Ameri- 
can welts.  There  are  few  cheap  shoes  here,  prices  ranging 
from  $15  to  $25.  Goods  in  cheaper  qualities  are  shown  in 
bulk  in  the  windows  and  priced  from  $9  to  $12.  We  are  hav- 
ing July  weather  here.  Must  learn  Spanish.  Kindest 
regards.” 

KITCHENER  TANNER  WEDS 

The  Church  of  Our  Lady  of  Hope,  96th  street,  New  York 
city,  was  the  scene  of  an  exceedingly  pretty  wedding  at 
eleven  o’clock  on  the  morning  of  February  8th  when  Miriam, 
daughter  of  Mrs.  Louise  Geraghty,  became  the  bride  of 
Geo.  William  Lang,  of  the  Lang  Tanning  Company,  and  son 
of  Mr.  and  Mrs.  George  C.  H.  Lang,  of  Kitchener,  the 
ceremony  being  performed  by  the  parish  priest.  The  ushers 
were  Edward  Mahar,  Jr.,  and  Herbert  Klein,  of  New  York 
City,  followed  by  the  bride’s  attendants,  Miss  Lulu  Geraghty 
as  maid  of  honor.  Miss  Kathleen  Lang  and  Miss  Margaret 
Lang  as  bridesmaids.  Mr.  Frank  Phelan,  of  Toronto,  was 
best  man.  Following  the  ceremony  a reception  and  wedding 
breakfast  was  held  at  the  Waldorf  Astoria. 
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AT  THE  FRONT 

Famo  Glared  Kid 


V ¥/  H E RE  V E R good  shoes  are 
* * known  and  genuinely  stylish 
leathers  appreciated,  there  you  find 
FAMO  KID  at  the  front. 

FOREMOST  in  cutting  econ- 
* omies,  in  Style  effect,  and  in 
durability,  it  stands  pre-eminent  as  the 
all-round  pradical  leather  to  bring 
credit  to  your  product. 


HENWOOD  & NOWAK,  INC. 

Tannery  at  Wilmington,  Del. 

General  Offices:  95  South  St.,  Boston 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


82 


THE  SHOE  AND  LEATHER  JOURNAL 


H.  o.  McDowell 


H.  N.  Lincoln 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 
KITCHENER.  ONT. 


QUAC  MACHINERY  FINDINGS 
OnUL  AND  FACTORY  SUPPLIES 


BRANCH 

5«  ST.  VALIER 
QUEBEC 


REPRESENTING 

American  Lacing  Hook  Co.. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago.  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks.  Stains.  Waxes,  etc. 
Cyclone  Bleach 

rhe  Ceroxylon  Co. 

Boston.  Mass. 
Ceroxylon.  the  Perfect 
Liquid  Wax 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 
MAIN  OFFICE 

154  NOTRE  DAME  ST.,  WEST 

MONTREAL 

In  addition  to  the  lines  shown  in  the  list 
of  Houses  we  represent  and  for  which 
we  are  Exclusive  Agents,  we  carry  large 
stocks  of  Specialties. 


Dean.  Chase  Co.. 

Boston.  Mass. 

Shoe  Goods. 

Cotton  Threads 

The  Louis  G.  Freeman  Co., 
Cincinnati.  Ohio. 
Shoe  Machinery 

Hazen.  Brown  Co., 

Brockton.  Mass. 
Waterproof  Pox  Toe  Gum 
Rubber  Cement 

Lynn  Wood  Heel  Co. 

Keene.  N.H. 
Wood  Heels  and  Die  Blocks 

Markem  Machine  Co.. 

Boston.  Mass. 
Marking  and  Embossing 
Machines.  Compounds. 

Inks.  etc. 

M.  H.  Merriam  & Co.. 

Boston.  Mass. 
Binding.  Staying,  etc. 

Puritan  Mfg.  Co.. 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Goodyear 
Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies. 

Needles,  etc. 

H.  S.  & M.  W.  Snyder.  Inc. 

Boston.  Mass. 
Kids.  Cabrettas  and  Horse 

J.  Spaulding  & Sons  Co.. 

N.  Rochester.  N.H. 
Guaranteed  Fibre  Counters 
Fibre  Innersoling 


We  are  ready  to  Serve  You  Right  on  any 
of  the  following  lines.  Ask  for  Samples 
and  Prices  or  send  us  a trial  order. 


Belting 

Oak  Tanned  - Tannate 

Belt  Hooks  and  Pliers 

Bows  - all  sizes 

Breasting  Knives 

Crayons  - Marking  for 
Leather  and  Rubber 

Cheese  Cloth 

Cover  for  Linings 

Covering  Paper 


Dry  Paste  Stickfast 
Kegs  and  Bbls. 
Silkolene  Silk  Wipers 
Sponges 

Dressing,  Gumming 

Tag  Holders 

Tarred  Felt 

Thread  Cotton 
for  Puritans 

Tubes  for 

all  Perforators 


Textile  Manufacturing  Co.. 

Toronto.  Ont. 

Shoe  Laces 

United  Stay  Co.. 

Cambridge.  Mass. 
Leather  and  Imit.  Leather 
Pacing.  Welting,  etc. 

Safety  Utility  Economy  Co. 

Boston.  Mass. 

Electric  Heating  Equipment 


SOLE  CANADIAN  AGENTS 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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LET’S  GO! 


As  a foursome  teed  off  for  the  “water"  hole,  each  of  the  first 
three  picked  out  the  oldest  ball  in  his  kit,  and  BINGO ! 
three  foozles  and  three  lost  balls.  Mister  Number  Four 
chose  a nice  shiny  one,  looked  things  over,  and  ZIP  ! away 
it  went  for  a beautiful  drive. 

BUT  WHY?.  The  first  three  were  licked  before  they 
started;  they  “thought”  failure.  Now,  number  four  wasn't 
the  best  golfer  by  any  means  but  he  had  faith  in  himself. 

He  “thought”  SUCCESS,  and  kept  his  eye  on  the  balk 

That’s  how  it  is  with  business  right  now.  It’s  all  in  our 
“think  tanks.”  There’s  business  to  be  had  and  successes 
to  be  made,  but  we’ve  got  to  “think”  it  first,  and  then  keep 
our  eye  on  the  ball,  and  follow  through. 

So,  Let’s  Go  ! And  by  the  way,  there’s  a brand  new  ball 
in  Canadian  Shoe  Circles.  It’s  labelled  “Talbot.”  Keep 
your  eye  on  it. 

Yours  for  Better  Business.  RIGHT  NOW. 

The  Talbot  Shoe  Co.,  Limited 

St.  Thomas  - - Ontario 
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An  All  Round  Line  of 

POLISHES 

That  Makes  Friends  All  Round 


RALSTON’S 


When  you  sell  your  customers  Ralston’s  Polishes  you 
are  selling  them  real  POLISH  SATISFACTION.  The 
MERIT  embodied  in  every  box  or  bottle  represents  a 
strict  adherence  to  the  very  best  standards  in  polish 
production. 

Ralston’s  White  Shoe  Dressings  will  boost  your  Spring 
and  Summer  sales. 

Ralston  Service  Means  Quick  Accurate  Shipments 

Robt.  Ralston  & Co.,  Limited 

Hamilton,  Ontario 


A 

Complete 
Range 
of  Shoe 
Findings 


No.  3 


No.  4 


No.  8 


The  above  line  comes 
in  Black,  Brown,  Tan, 
and  Oxblood. 


roR  All  Shades 


BROWN  | 

SljFJ>£*0°2L 
Castor. 
Buckskin  Etc  ; 


Mahutactoiho  By 

Robt  Ralston  4 q. 

Hamilton.  Out. 


Suede  Dressing  or  Suede  Powder  all  Colors. 


A 

Dressing 

for 

Every 

Shoe 
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Are  You  Prepared? 


There  is  every  indication  that  the  “Buyers’ 
Strike”  is  about  over  and  people  are  beginning 
to  realize  their  need  of  GOOD  SHOES. 
See  to  it  that  your  supply  of 

AMHERST  RELIABLES 

is  sufficient  to  meet  the  demand.  They  are 
an  Every  Day  requirement  and  sales  will  be 
lost  if  you  are  not  kept  Sized  Up. 

They  are  designed  to  meet  the  needs  of 
those  who  want  GOOD  SHOES  at 
REASONABLE  PRICES.  They  meet  every 
test. 

Sorting  and  season  orders  in 

Independent  Rubber  Co/s 

footwear  are  promptly  filled  from  large 
stocks  carried  for  your  convenience. 


Amherst  Boot  & Shoe  Co. 

LIMITED 

Amherst  : Halifax  : Regina 
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ALBANY 


GEM 


Independent  Rubbers 

for 

Season  1921-1922 

will  be  shown  to  you  very  shortly  by 
our  travellers. 

The  Independent  Range  this  year  in- 
troduces many  new  styles  and  the 
variety  offered,  in  both  styles  and 
sizes,  makes  it  possible  to  meet  any 
demands  of  the  trade  in  up-to-the- 
minute  Rubber  Footwear. 

The  supreme  Quality  of  Independent 
Rubbers  is  still  predominant — a 
factor  which  has  pleased  thousands 
of  wearers  from  Coast  to  Coast  in 

SATISFACTORY  WEAR  SERVICE. 

Ordering  Independent  extensively  is 
one  of  the  safest  propositions  in  your 
merchandising. 

Just  a little  reminder — How  about 
your  Speed  King  Outing  Shoes  for 
the  coming  season  ? — tell  it  to  our  . 
man  when  he  calls ! 


You  can  rely  on  White’s  for  Service. 


White  Shoe  Co.,  Limited 

Wholesale  Shoe  Distributors 


9 Wellington  St.  West  : Toronto 
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“Esmay” 

RECOGNIZED  AS  THE  LEADING 
SPAT  IN  CANADA— A REPUTATION 
EARNED  BY  THEIR  FIT  AND  BY 
THEIR  EXCEPTIONALLY  HIGH 
QUALITY— THEY  ARE  THE  FINEST 
GRADE  CUSTOM  TAILORED  MER- 
CHANDISE- 

MADE  IN  FELT,  CLOTH  AND  SILK 

This  Fall,  ESMAY  SPATS  will  be  the  preference  of  the  majority  of 
Merchants.  They  have  won  their  way  to  a leading  position  because  of 
their  fine  materials,  their  high-grade  tailoring  and  their  close  fitting 
qualities. 

Remember,  too,  that  they  do  not  come  to  you  tied  in  unsightly  bundles- 
Each  pair  is  packed  in  an  attractive  carton  and  comes  to  you  spotlessly 
dean  and  unwrinkled. 

Drop  a Line  and  the  Esmay  Line  will  be  shown  you. 

Don’t  delay  if  you  want  to  be  sure  of  Delivery 

SOLE  DISTRIBUTORS  FOR 

J.  P.  Cochrane  & Co.  (Cochrane 
Soles),  French  Beading  and 
Novelty  Co.  (Beaded  Buckles, 
Theo  Charms,  Beaded  Bows), 
Hornby  & West  Co.,  Ltd.  (English 
Brogue  Shoes  for  Men  and 
Women),  Indian  Slipper  Mfg.  Co. 
(Indian  Slippers  and  Moccasins), 
S.  S.  May  Co.  (Esmay  SpatsMnd 
Overgaiters) . 

HALL  and  HODGES 

LIMITED 

16  ST.  SACRAMENT  ST. 

MONTREAL,  CANADA 

Formerly  Industrial  Export  Company  of  Canada,  Limited 


Indian  Slippers 

These  Indian  Slippers  of  ours  are 
possibly  the  most  profitable 
specialty  you  could  place  in  your 
store.  They  are  strictly  hand- 
made and  must  not  be  confused 
with  the  ordinary  factory  kind.— 
In  all  sizes  for  Men,  Women, 
Children  and  Infants  in  attractive 
colors. 
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They  come  each  fair  nealiy  wrapped 
as  shown  and  packed  in  attractive 
cartons.  A dozen  pair  to  the  carton. 
The  very  package  helps  sell  the  goods. 


^lEG.IN 


&ENDE£ 


Canada 


The  Best  Selling 
Insole  on  the  market 


Kendex  Insoles  are  selling  well  because  they  are  a 
good  product  attractively  wrapped.  The  illustra- 
tion speaks  for  the  appearance. 

In  color  it  is  a close  match  for  Sole  Leather.  In 
texture  it  approximates  a split  but  is  softer.  It 
positively  does  not  conduct  either  heat  cr  cold.  It 
will  not  stain  the  most  delicate  hose.  It  is  so  made 
that  it  can  be  neatly  shaved  to  fit  the  peculiarities 
of  any  last. 

+ — 

It  sells  easily  at  a good  profit  and  is  good  value. 
A sample  pair  of  any  size  sent  free  if  you  ask  for  it. 

SOLD  BY  GOOD  SUPPLY  HOUSES. 

IF  YOURS  DOES  NOT  CARRY  THEM, 
WRITE  US  DIRECT. 


Kenworthy  Bros. 


of  Canada,  Limited 


St.  Johns 


P.Q. 


m 
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For  Spring  Delivery 

The  Easter  trade  is  bound  to  leave  the  merchants’  stocks  depleted. 
This  will  re-act  upon  the  wholesale  house  and  those  finding 
themselves  short  of  several  lines  will  be  able  to  take  full 
advantage  of  our  quick  delivery  proposition. 

Our  Welt,  McKay  and  Turn  We  make  a complete  line 

departments  are  in  separate  of  Welts,  McKays,  Turns 

buildings.  Just  as  distinct  in  and  Stitchdowns  for  Men, 

location  and  workmen  as  if  in  Boys,  etc.,  and  Women, 

different  towns.  Misses,  etc. 

The  stability  of  our  line  is  the  result  of  the  even  standard  of 
shoe-making  which  will  not  be  lowered  even  on  “rush”  orders. 

Dufresne  & Locke,  Limited 

Montreal,  P.Q. 

| 



ip 
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CALF  AND  KIP  SIDES 
STORM  CALF 


ALL  COLORS 


H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 
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The  Largest  Handlers  of 


“MALTESE  CROSS”  RUBBERS 


In  Canada 


The  home  of  “Stub  Proof”  Rubbers 


When  you  are  selecting  your  Rubber  Footwear  for  the  1921-22  Season  why 
not  choose  the  lines  of  proven  reliability — ‘ c MALTESE  CROSS”  and 
“STUB  PROOF”  and  why  not  choose  the  most  reliable  House  from 
which  to  get  them — HAMILTON’S? 

You  can  give  us  your  PLACING  ORDERS  knowing  that  you  are  getting 

THE  BEST  VALUES  OBTAINABLE  and  that  you  will  get  SHIPMENTS 
AT  SHIPMENT  TIME  as  specified,  also  knowing  that  we  WE  CARRY 
THE  STOCK  from  which  you  can  get  SORTING  ORDERS  filled  at 
SHORTEST  NOTICE. 

Nowhere  will  you  see  as  fine  a line  of  HEAVY  RUBBER  FOOTWEAR  as  we 
are  showing.  Our  LEATHER  TOP  LUMBERMEN’S  RUBBERS  are  ex- 
tremely popular  with  the  outdoor  worker  and  sportsman  and  we  also  feature 
“Hood  Bullseye”  Heavy  Rubber  Boots  which  are  in  a class  by  themselves 
for  wear,  service  and  value. 

Our  travellers  have  a rubber  selling  proposition  for  you  which  you  cannot 
afford  to  miss.  Do  not  place  orders  until  they  call. 


15  Front  Street  East  - TORONTO 
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Mr.  Retailer,  why  not  handle 
Union-Made  Shoes  and  have 
a Strong  Selling  Point? 


Customers  are  not  over-plenty  these  days.  Then  why  not  take 
advantage  of  our  Nation-Wide  Advertising  Campaign  now  going 
on,  wherein  our  Representatives  are  advising  Labor  Union  Members 
to  Buy  Union-Made  Shoes.  Thousands  of  working  people  axe 
being  talked  to  each  week,  with  the  Buying  of  Union-Made  Shoes 
as  the  Chief  Argument.  We  did  not  Profiteer  in  Wages  during 
the  war  period.  We  did  not  secure  advances  in  wages  within  50 
or  60  per  cent,  of  the  advanced  cost  of  living,  and  asked  only  for 
wage  lists  that  would  hold  after  the  war  period,  when  nearly 
normal  conditions  prevailed.  We  Played  Fair,  kept  the  factories 
running,  and  did  not  hold  up  producers  with  unfair  war  demands. 

Our  Representatives  are  now  engaged  in  an  organized  campaign 
to  bring  this  home  to  all  members  of  organized  labor  bodies — with 
an  emphatic,  urgent  call  upon  them  to  buy  only  shoes  bearing 
our  stamp.  Therefore,  Mr.  Shoe  Retailer,  if  you  want  the 
Business  order  shoes  bearing  the  Union  Stamp. 


Boot  and  Shoe  Workers’  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET  BOSTON,  MASS. 

COLL  IS  LOVELY,  - General  President 

CHAS.  L.  BAINE,  General  Secretary-Treasurer 
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The  record  of  each  clerk 

An  up-to-date  National  Cash  Register  shows  you  exactly 
what  each  one  of  your  clerks  does  every  day.  Adding 
counters  on  the  register  tell: 

® How  many  customers  each  clerk  waited  on. 

© The  total  amount  of  each  clerk’s  sales. 

These  daily  records  show  you  which  clerks  are  most 
industrious,  which  clerks  sell  the  most  goods,  which 
clerks  are  most  accurate. 

They  enable  you  to  fix  wages  on  actual  selling  ability. 

They  give  you  the  figures  needed  for  a bonus  or  profit- 
sharing  system. 

These  clerks’  records,  together  with  the  many  other 
printed  and  added  records  made  by  an  up-to-date  National 
Cash  Register,  enable  you  to  control  your  business. 


We  make  cash  re^istets  for  every  line  of  business 

NATIONAL, 


OF  CANADA  LIMITED 

TORONTO,  ONT. 


This  adding  counter,  at  the  leftside  of 
the  register,  shows  that  Clerk  A took 
in  $39.84  during  the  day.  Similar 
counters  show  what  the  other  clerks 
took  in. 


aim 


r 


These  adding  counters,  at  the  front 
of  the  register  just  above  the  cash 
drawers,  show  how  many  customers 
each  clerk  waited  on,  and  the  total 
number  of  customers. 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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SHOE  STORE  SUPPLIES 

OF  EVERY  DESCRIPTION 

OVERGAITERS,  LECGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz. : 


Alberta  and  British  Columbia 
G.  F.  Wadsworth 

Western  Ontario  Eastern  Ontario 

R.  J.  McAllister  L.  M.  Savage 

Quebec  City  & Eastern  Quebec 
J.  B.  Crochier 


Manitoba  and  Saskatchewan 
C.  S.  Page 

Ottawa  Dist.  & Eastern  Townships 
James  Leddy 


Lower  Provinces 
A.W.  Gardner 


Northern  Quebec 
Leo.  De  Celles 


City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 


L.  H.  PACKARD  & CO  L IMITED 

Montreal 


OSHAWA 


J CANADA 


CHROME  PATENT  SIDES 
DULL  CHROME  SIDES 
BRIGHT  BOARDED  SIDES 
RETAN  STORM  LEATHER 
CHROME  TONGUE jSPLITS 

TAN  CHROME  SIDES 
MAHOGANY  CHROME]  SIDES 
ROYAL  PURPLE  CHROME  SIDES 
ELKS,  various  colors 
WHITE  BUCK 


The  High  Standards 
Persistently  Adhered  to 
In  The  Production  Of 
Robson  Leathers  Make 
Them  Outstanding  In 
Appearance  and  Superior 
In  Durability. 

Robson  Colored  Sides 
Feature  the  Shades  That 
AreFashion’s  Choice. 


ROBSON  LEATHER  CO.  LIMITED 


MONTREAL 


OSHAWA 


QUEBEC 


Mention  “Shoe  and  Leather  Journal’’  when  zvriting  an  advertiser 
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In  addition  to  our  ever  popular 
Brown  and  Black  Storm  Calf 
Bluchers,  in  Boys,  Youths  and  Gents 
Goodyear  Welts,  and  Skuffer  Welts, 
we  have  succeeded  in  enlarging  our 
“In  Stock”  department  with  a full 
line  of  Boys’  Bals.  in  Goodyear  Welts 
only,  as  follows: — 


0239  Boys’ 

Mahogany  Calf  Bal. 

Sizes 

1 to  3 Vi 

0639 

it 

it  it  it 

it 

1 to 

0339 

it 

it  it  it 

it 

4 to  6K 

0246 

it 

Black  Gun  Metal  Bal. 

a 

1 to  3# 

0646 

it 

a a tt  a 

a 

1 to  5 y2 

0346 

it 

a a a a 

a 

4 to  6K 

Please  notice  the  different 
ranges  of  sizes  we  have  now 
ready  for  shipment  and  our 
prices  vary  with  the  sizes. 


Write,  phone  or  wire  to-day  for  prices  and  sample  pairs  of  this  profitable  line  of  sure  repeaters. 


Tib®  Unfi®  Sib®®  C@ng  Lkanllsdl 

Otterville,  Ontario 


MARK 


Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 

The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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DON’T  wait  until  your  salesmen  reach  your  customers.  Go  after  them  NOW  and  keep  after 
them.  Sending  a series  of  real  live  folders  or  broadsides  is  the  best  possible  thing  you  can 
do  right  now  to  hasten  the  return  of  active  buying.  They  are  of  extraordinary 
value  in  driving  home  your  message,  as  well  as  putting  the  reader  in  a receptive  state  of  mind 
agreeably  anticipating  your  salesman’s  visit. 

We  know  we  can  stimulate  the  sales  of  any  worthy  article.  Our  staff  is  of  such  a nature  that 
we  can  create  and  produce  sales  promoting  literature  which  appeals  to  the  most  progressive  men 
in  the  trade,  because  we  give  them  what  they  want  and  need — dependable  and  authoritative 
"dull  times’’  ammunition — with  a real  punch  in  it  which  compels  your  customer  to  read  it. 

We  welcome  the  privilege  to  design  and  print  your  mailing  folders  or  broadsides,  or  plan  with 
you  their  construction. 

Right  now  grasp  the  opportunity.  Write,  telephone  or  wire  at  our  expense,  and  allow  us  the 
privilege  of  demonstrating  to  you  how  we  can  do  some  real  constructive  work  in  helping  you  to 
bring  conditions  back  quickly  to  a Business-as-Usual  basis. 

The  Acton  way  turns  your  printing  expense  account  into  a 100%  asset. 


ACTON  PUBLISHING  CO.,  LIMITED 

PRINTERS  AND  DESIGNERS 

TORONTO  - MONTREAL 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Fine  Grade  Buckles 


Fashion  has  decreed  that  buckles  should  be  placed  on  shoes. 
Plain  shoes  are  poor  shoes  from  fashion’s  point  of  view.  By 
using  “Dalco”  buckles  the  highest  style  effects  can  be  obtained. 
“Dalco”  patter^  are  rich  and  pleasing.  “Dalco”  workmanship 
is  above  criticism.  And  above  all  is  the  quick  and  safe  method 
by  which  “Dalco”  buckles  can  be  attached  and  detached. 


In  the  factory  or  the  dealer’s  store  “Dalco”  buckles  are  found 
most  desirable.  As  profit  producers  these  buckles  in  dealer’s 
stores  stand  high.  The  sales  possibilities  are  great.  A little 
experience  with  “Dalco”  method  of  attaching  them  to  shoes  will 
reveal  ways  and  means  of  making  a buckle  business  that  pays  big. 

WRITE  FOR  SAMPLES  AND  PRICES 

DALRYMPLE  PULSIFER  COMPANY 

Haverhill,  Mass. 

R.  B.  GRIFFITH  CO.  - HAMILTON,  ONT. 

Sole  Distributors  For  Canadian  Retail  Trade 


All  buckles  supplied  with  fillers  and 
“Dalco”  device  ready  for  attaching 
to  shoes. 


iiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiimmiMiiiiimiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiimiiiiiiimr 


CORRUGATED  ®.  FIBRE 
SHIPPING  CONTAINERS 


Offer  the  BEST  Method  of  Packing  and  Shipping 
Footwear  because  of  their 

ECONOMY  and  SAFETY 


They  save  storage  space. 

They  cut  packing  ex- 
penses in  half. 

They  reduce  shipping 
charges. 


No  risk  of  damage  to 
goods. 

No  pilfering  losses. 

No  shipping 
delays. 


LET  US  SEND  YOU  SAMPLES  AND  PRICES 


CORRUGATED  PAPER  BOX  CO. 

Toronto,  Canada  Limited 

An  all  Canadian  Company  Financed  by  Canadian  Capital 


Mention  " Shoe  and  Leather  Journal”  when  ivriting  an  advertiser 


There  are  literally  hundreds  of  variations  of  Ihe  present 
strap  vogue  in  women’s  pumps.  The  manufacturer  who 
shows  this  style  gets  the  business.  We  can  supply  the 
patterns  on  very  short  notice.  Wire  or  Write. 

Conaway- Wads  worth  Pattern  Co.  Limited 

223  McGILL  STREET  - - Rooms  11  and  12 

MONTREAL,  QUE.  GUS  LOSSMAN,  Manager 


IF  YOU  WANT  TO  KNOW 
NEXT  SEASON’S  GAITER  STYLES 


be  sure  to  see  the  choice 
range  we  are  showing. 

You  will  find  in  it  many 
quick  selling  models  that 
will  stimulate  your  Gaiter 
trade. 

We  will  be  pleased  to  sub- 
mit samples  on  request. 

Stocks  on  hand  for 
Immediate  Delivery. 


THE  COLONIAL  MANUFACTURING  CO. 

366  Adelaide  St.  West  - Toronto 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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KROWNALL  DRESSING 

FOR  VICI  AND  IMITATION  OF  VICI  LEATHER 

Made  in  various  degrees  of  body  to  fit 
any  quality  of  smoothness  of  leather. 

This  dressing  is  very  bright,  very 
black,  and  imparts  to  the  leather  a soft, 
pliable  feeling,  and  the  leather,  when 
dressed,  will  not  have  the  appearance 
of  being  coated. 

Manufactured  by 

BOSTON  BLACKING  COMPANY 

152  McGill  Street 

MONTREAL  CANADA 


iiriiMiiiiiiiiini 


C.  A.  Spencer  & Son  Co 

183  ESSEX  ST,,  BOSTON,  MASS. 

Manufacturers  of 

Acme  Brand  Quebracho  Extract 

Deliveries  in  Barrels  and  Tank  Cars 


QUERMOS 

A Special  Extract  for 
Retanning  Fancy  and 
Colored  Leathers 


CAMESCO 

SULPHONATEI) 

OIL 


SULPHONATEI)  NEWFOUNDLAND  COD  OIL 


Branch  Offices:  1!  Tithebarn  Street,  Liverpool,  England 
Cable  Address;  “C^SPEN,”  Boston 
Telegraph  Address;  “HESPWILL,”  Liverpool 


m 
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When  a Tanner  wants  a Color,  he  wants  a 
color  that  is  PURE,  UNIFORM,  RELIABLE, 
CONVENIENT,  PERMANENT  AND 
ECONOMICAL 


The  dyes  offered  by  L.  B.  Holliday  & Company,  Limited,  are  noted  for  their  fast  quali- 
ties, and  are  adaptable  to  a wide  variety  of  uses,  covering  every  requirement  of  the  Tanner 


Chrome  Leather  Black  G. 
Chrome  Leather  Tan  2G. 
Chrome  Leather  Brown  G. 
Basic  Tan  O. 

Basic  Dark  Brown  P. 
Magenta  Powder 
Methyl  Violet  2B.  Cone. 


SAMPLES  ON  APPLICATION 


French  Black  2938 
Chrysoidine  R.  Cone. 
Bismarck  Brown  R.  Cone. 
Fast  Red  A. 

New  Phosphine  R. 
Auramine  O.  Cone. 
Orange  ll.f 
Ponceau  G. 


Brilliant  Bordeaux  2B. 
Acid  Prime  V. 

Naphthol  Blue  Black  10B. 
Naphthylamine  Black  H. 
Light  Acid  Brown  L. 

Dark  Acid  Brown  L.R. 
Nigrosine  W.S. 


STOCKS  MAINTAINED 


L.  B.  Holliday  $ Company,  Limited 

HUDDERSFIELD,  ENGLAND 


CANADIAN  OFFICE  AND  WAREROOMS:  27  ST.  SACREMENT  ST., 

Cable  Address:  “DYEWARES,”  MONTREAL  MONTREAL  P.O. 

Telephone:  MAIN  8105  ’ 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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I FAIRE  BR0S  & CO.,  LIMITED 

RUTLAND  STREET,  LEICESTER,  ENGLAND 


Manufacturers  of 


STIFFENERS 


TO  BOOT  MANUFACTURERS 


Our  well-equipped  modem  factories  are  adapted 
to  meet  all  your  requirements  in  high  grade 

SOLED  GRAIN  STIFFENERS  SOLID  SPLIT  STIFFENERS  THREE  PIECE  SPLIT  STIFFENERS 

GRAIN  BACKED  STIFFENERS  TWO  PIECE  SPLIT  STIFFENERS  LEATHER  LAYER  STIFFENERS 

In  all  sizes.  Men’s,  Army,  Women’s,  Children’s  and  Golosh  Shapes. 


BE  SURE  AND  SEE  OUR  SAMPLES  BEFORE  RE-ORDERING. 


IT  WILL  PAY  YOU  TO  DO  SO 


| FAIRE  BRO*.  & CO.,  LIMITED,  Manufacturers  of  Shoe  Mercery,  LEICESTER 

=3iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiimiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiii 


DEPENDABILITY 


A WATCHWORD  throughout  our  organization  that  applies  alike  to  the 
quality  of  our  materials  and  of  our  service. 

SOLUBLE  COTTON  COTTON  SOLUTIONS 

PATENT  LEATHER  SOLUTIONS  SOLVENT  THINNERS 

AMYL  ACETATE  ETHYL  ACETATE 

REFINED  FUSEL  OIL 


Prompt  Shipment  from  Chicago  or  Boston 


> 


CHEMICAL  WORKS 

3358  av o ndaleJ^ve  *CHICAG Q^U-S’A 


Mention  "Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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NEWCASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors,  White,  Black, 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits, 
Indias,  Heavy  Leathers,  Skivers,  Cab- 
rettas.as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 

NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W..  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


RECENT  PATENTS 

Leather. — J.  J.  Stoeckley.  British,  149,334,  July  19, 
1920.  Ultra-violet  light  obtained  by  means  of  a high- 
frequency  spark  is  used  for  hardening  the  surface  of  patent 
leather. 

Tanning, — M.  Melamid.  British,  137,323,  Jan.  2,  1920, 
also  148,268,  Feb.  23,  1920,  and  148,738,  Feb.  25,  1920, 
covering  the  preparation  of  synthetic  tanning  agents  from 
anthracene  oil  or  soft  pitch  by  treatment  with  alkali  and 
subsequent  condensation.  Examples  are  given. 

Rubber  Soles. — J.  M.  Ogilvie.  U.S.,  1,356,783,  Oct. 
26,  1920.  A 3-ply  rubber  fabric  is  formed  for  the  manu- 
facture of  shoe  soles  and  heels.  The  middle  ply  is  highly 
fiberised  and  the  upper  ply  unfiberised.  The  lower  ply 
may  be  formed  of  elastic  vulcanisable  rubber  composition. 


Shoe  and  Glove  Leathers 

GLOVE  HORSE 

lj 

SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 

li 

Creemore 

Boulevard 

| ] 

Boulevard 

Smoked 

1 1 

o o 

II 

Black 

Alaska 

H 

j s 

Alaska 

Pearl  Grey 

Smoked 

PFISTER 

& 

VOGEL 

85=87  South  St. 

• 

Boston,  Mass. 

Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Beal’s 

Shoepacks 

for 

Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 


The  R.  M.  Beal  Leather  Co. 


Lindsay,  Ont. 


Limited 


Edwards  & Edwards  umiud 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of  Heels  in  Leather  and 
Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.  These  will 
interest  you. 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


INFOOT  BRAND 
BRITISH -MADE 


Infants’  Footwear 

SOFT-SOLE  SHOES 
in  Kid,  Silk,  Poplin,  Wool,  etc.  j 

HARD-SOLE  SHOES 

Sizes  1-6,  Black  and  Tan  Leathers  j 

INFANTS’  FOOTWEAR  LTD. 

London,  England 
GREENE-SWIFT  BUILDING 
LONDON  - CANADA 


Mention  " Shoe  and  Leather  Journal”  ivhen  writing  an  advertiser 
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- Cabinette 

Wooden  Heels 

for 

Ladies'  Shoes 

+ + + 

Manufactured,  by 

CANADA  CABINETTE  HEELS 

Limited 

2732-2736  St.  Hubert  St.,  Montreal,  Canada 
Calumet  1959 


Modernize  your  store  front.  Make  your 
windows  work  for  you.  Build  up  trade 
with  ARTISTIC  fixtures. 

Send  for  our  catalog.  Lots  of  helpful  hints  FREE. 

Artistic  Wood  Turning  Works 

Formerly  Polay  Fixture  Service. 

515  N.  Halsted  St.,  Chicago,  111. 


CLARKE  8s  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


PLANT  AT  WINDSOR,  N.S. 

Our  business  established  and  increased  on  the  principle  of 

Extra  Quality  and  Condition 

Offices  and  Warehouses  at  Quebec,  P.Q. 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  Street,  Montreal,  P.Q. 

Quebec,  P.Q.  St.  John,  N.B.  Three  Rivers,  P.Q. 

Ottawa,  Ont.  Windsor,  N.S.  Peterboro,  Ont. 


COLONIAL  HIDE  COMPANY 


MONTREAL  PACKER  HIDES 
COUNTRY  and  CITY  HIDES 
CALFSKINS 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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Tanners'  Oils  & Greases 

Sulphonated  Cod  Oils 
Sulphonated  Neatsfoot  Oils 
Sulphonated  Castor  Oils 
Acid  Fat  Liquors 
Moellon  Degras 

n 

MADE  FROM  CANADIAN  PRODUCTS  AND 
MANUFACTURED  AT  FARNHAM,  QUEBEC. 

n 

Salem  Oil  & Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 


dse ~£hzSbaS 


GOOD  PATTERN  DESIGNING 

IS  AK  ACQUIRED  ART 

^ ittin§  the  lines  of  a last  is  not 
a Mechanical  Operation  but  a 
Matter  of  Skill-a  result  of  years 
of  Study  and  draining 

PATTERN  MAKING  demands  fiare 
Judgement  to  Qwc  Style  and  6 race- 
full  Lines  and  assure  conformity 
to  the  Original  Last  Outlines 
FITTING  QUALITY  DEMANDS  ACCURACY 

"WHEELERS  CUMMINGS 

179 Lincoln  5t.  Boston  Mass  USA. 


We  Make  a Specialty  of  All  Kinds  of 

FELT 

for  the  SHOE  TRADE 

Upper  Felt  Lining  Felt  Sole  Felt 
Insole  Felt  Cushion  Felt  Heel  Pad  Felt 
Shoe  Toppings  Filler  Felt 

Shoe  Roll  Felt,  etc. 


SUPERIOR  LINE  OF  FELT  FOR  BOX  TOES 
THE  BEST  FELT  FOR  EVERY  PURPOSE 


Write  for  samples  of  our  Special  Innersoling 
Artificial  Leather  for  Shoe  Purposes 

Write  us  for  Samples  and  Prices 

Boston  Felt  Mfg.  Co. 

112  Beach  Street  Boston,  Mass. 


Mention  “Shoe  and  Leather  Journal’’  rvhen  writing  an  advertiser 
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Increased  Profits  and 
constant  Repeat  Orders 
from  Satisfied  Customers 
is  the  Result  of  Handling 
our 


“SILVERITE”  Lamb’s  Wool  Soles 


“SHOE  FINDINGS  THAT  SELL” 


“SELWEL”  Cemented  Heel  Lining 
Repairer 


‘WARMTREAD”  Cushion  Insoles  made  of 
“Korxole”  and  White  Cushion  Felt 


These  cuts  illustrate  only  a few 
of  the  Findings  Specialties  we 
manufacture. 

Write  for  Catalog  and  Price  List 


L.  G.  Ss  S.  S.  COMPANY 

81  High  Street  Boston,  Mass.,  U.S.A. 


“SELWEL”  Stitched  Heel  Lining  Re- 
pairer Stitched  with  a smooth  zig-gag 
stitch. 


Ross  &.  Shaw 

Successors  to  Chas.  F.  Ross 

Sole  distributors  for  Canada  of 

\ 

Armand  Bastien  ] Indian  Lorette, 

and  Bastien  Bros,  j P.Q. 

Jack  Buck,  Elk  and  Moose  Moccasins,  Snow  Shoes, 

Chrome  Tanned  Shoepacks  and  Indian  Slippers 

Also  the  famous  Indian  Moccasins  that  will  not  harden. 

32  FRONT  STREET  WEST,  - - - TORONTO 


KANGAROO 

RICHARD  YOUNG  CO. 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

36  and  38  Spruce  Street  - §£EW  YORK,  U.S.A. 

Sheepskins  Skivers  “Ryco”  Matt  Kid 

Branch:  54  South  Street,  BOSTON,  MASS. 

J.  HARDY  SMITH  ® SONS  H,DE  “ USS™”1 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Belgrave  Gate,  Leicester,  Eng. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


Jerusalem’s  large  army  of  cobblers  who  have  been  they  are  now  reaping,  according  to  the  Palestine  Weekly, 
enjoying  an  undreamed  of  prosperity  because  of  the  terrible  a new  English  newspaper  published  in  Jerusalem.  With 
conditions  of  the  streets  which  has  kept  them  busy  repairing  plans  under  way  for  the  establishment  of  shoe  factories 
shoes,:  are  beginning  to. worry  over  lean  days  ahead.  With  capable  of  a large  daily  output,  which  will  bring  shoe  prices 
the  British  administration  and  the  Zionist  commission  en-  down  to  a low  level,  combined  with  the  smoothness  the 
gaged  in  improving  the  streets  of  the  Holy  City  the  cobblers  streets  are  now  acquiring,  the  present  opulent  cobblers  have 
see  future  days  of  little  to  do  compared  to  the  golden  harvest  resons  to  worry  over  the  future. 

Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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“ALL  ABOARD!”  Direct  through  Connections  from  “HOOF  TO  BEAMHOUSE” 


Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 


PARIS  HAVANA 


International  Hide  Merchants 


BASLE 


HP 

fc'iuJa  bed 


NEW  YORK 


“We  deliver  what  you  buy’ 


CHICAGO 


Page 


Acton  Publishing  Co.  Limited 97 

Aird  Si  Son 94 

Ames-Holden-McCready,  Limited  19 

Amherst  Shoe  Co.,  Ltd. 85 

Artistic  Wood  Turning  Works 105 

Beal,  R.  M.  Leather  Co 104 

Beebe,  L.  8<  Sons 6 

Bell,  J.  Sr  T.,  Limited 7 

Bennett,  Limited  3 

Blachford  Shoe  Mfg.  Co.,  Ltd 51 

Boot  Si  Shoe  Workers’  Union 92 

Borne,  Lucien 59 

Boston  Blacking  Co 100 

Boston  Felt  Co 106 

Breithaupt  Leather  Co I.F.C. 

Brockton  Welting  Co .77 

Canada  Cabinette  Heels,  Limited... 105 

Canadian  Consolidated  Rubber  Co 34 

Canadian  Footwear  Co 26 

Canadian  Shoes,  Findings,  Novelty  Co,...  20 

Children’s  Shoe  Mfg.  Co.,  Ltd 62 

Citadel  Leather  Co 63 

Clarke,  A.  R.  Co.  Limited 64A 

Clarke  Si  Clarke 105 

Clark  Bros.,  Limited O.B.C. 

Colonial  Hide  Co 105 

Colonial  Mfg.  Co 99 

Columbus  Rubber  Co.,  Ltd. 28 

Conaway-Wadsworth  Co. 99 

Condensed  Ads 78 

Corson  Shoe  Mfg.  Co 31 

Corrugated  Paper  Box  Co.  Ltd 98 

Cota,  J.  A.  Si  M 21 

Dalrymple-Pulsifer  Co 98 

Daoust,  Lalonde  8r  Co., 23 

Davis,  A.,  8r  Son 18 
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Davis  Leather  Co.  Limited 5 

Duchaine,  Ludger 60 

Duchaine  8i  Perkins 56 

Duclos  Si  Payan 4 

Dufresne  Si  Locke,  Limited 89 

Eagle  Shoe  Co.  Limited 11 

Edwards  fij  Edwards  104 

Evans,  John  R.,  Leather  Co 20 

Faire  Bros.  Si  Co.  Limited 102 

Ficq  A.  en  Zoon j 104 

Foerderer,  Robt.  H.,  Inc 22 

Galt  Shoe  Mfg.  Co.,  Ltd 30 

Getty  Si  Scott,  Limited 12 

Goulet,  Onesime _ 60 

Gutta  Percha  8r  Rubber,  Ltd 66 

Hall  Si  Hodges „ 87 

Hamilton,  W.  B.,  Shoe  Co.,  Ltd. 91 

Handelon  Si  Staff 106 

Hardy,  Smith  fij  Sons 107 

Henwood  Si  Nowak 81 

Holliday,  L.  B.  Co.  Limited 101 

Independent  Rubber  Co 8-9 

Infants’  Footwear  Limited 104 

International  Supply  Co  . . 82 

Johnston,  H.  B.  Co.  Limited 90 

Kaufman  Rubber  Co.,  Ltd. 27 

Kenworthy  Bros 88 

King  Bros. 107 

La  Duchesse  Shoe  Co 29 

Lagace  Si  Lepinay,  Reg.._ 58 

Landis  Machine  Co _ 77 

Lennox,  John,  Co.,  Ltd. 10 

L.  G.  Si  S.  S.  Co 107 
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Marois,  A.  E.,  Ltd 61 

McLaren,  J.  A.,  Co.,  Limited 16,  17 

Miner  Rubber  Co.,  Ltd 24,  25 

Montreal  Heel  Co,.... 103 

National  Cash  Register  Co 93 

National  Shoe  Plate  Co 75 

New  Castle  Leather  Co.,  Inc 103 

Northern  Rubber  Co.,  Ltd 32,  33 

Owen-Elmes  Mfg.  Co 64B 

Packard,  L.  H.,  8j  Co.,  Limited 95 

Perfection  Counter,  Limited 101 

Pfister  Si  Vogel 103 

Quebec  Heel  Co.,  Ltd 62 

Ralston,  Robert,  Si  Co.,  Ltd 84 

Robinson,  Jas.,  Co.,  Ltd. 14,  15 

Ross  Si  Shaw 107 

Routier,  Luc 62 

Robson  Leather  Co.  Limited. 95 

Salem  Oil  and  Grease  Co 106 

Samson,  J.  E. 60 

Schmoll  Fils  8f  Co 108 

Shoe  Machinery  Co. 96 

Spencer,  C.  A.  Co 100 

Stobo,  J.  M.,  Co.,  Ltd 64 

Talbot  Shoe  Co.,  Ltd 83 

Tanguay,  Jos.  62 

Toronto  Heel  Co 104 

Tred-Rite  Shoe  Co.  Limited 96 

United  Last  Co.,  Limited 13 

United  Shoe  Machinery  Co 54,  I.B.C. 

Universal  Shoe  Machinery  Co 72 

Van  Schaack  Bros 102 

Wheeler  Si  Cummings 106 

White  Shoe  Co.,  Ltd 86 

Williams  Shoe  Limited 18 

Young,  Richard,  Co 107 
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The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 


THE  SHOE  AND  LEATHER  JOURNAL 


YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 
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These  days  price  and  style  go 
hand  in  hand.  The  merchant 
who  gives  the  utmost  in  service 
is  able  to  sell  a shoe  that,  while 
wearing  better  than  the  average, 
carries  the  limit  in  style. 

This  is  the  day  of  the  strap. 
It  is  the  day  of  the  light,  flexible 
shoe  brimming  over  with  style, 
snap  and  vim.  It  is  the  day  of 
the  better  wearing  shoe  at  the 
better  price.  This  is  the  day 
for  our  single  sole  flexible  Mc- 
Kays that,  while  carrying  the 
dressy  lines  of  the  turn,  will 
give  wear  equal  to  the  heavier 
looking  welt. 


The  prices  are  absolutely  right,  but  even  if 
they  were  higher,  the  quality  of  these  flexible 
McKays  would  be  remembered  long  after  the 
price  was  forgotten. 


BUY 

CLARK  BROS. 
STRAP  SHOES 

FOR 

STREET  WEAR 


Clark  Bros. 

LIMITED 

St.  Stephen,  N.B. 

Permanent  Sample  Room:  20  Windsor 
Hotel,  Montreal 


THE  THIRTY-FOURTH  YEAR  TORONTO,  MARCH  15,  1921 

ana  MEMHS  JOCMML 


ASTORIA  SHOES 

Scott  - chamberlain  m 

^Maker's 

LONDON,  ONTARIO 


ACTON  PUBLISHING  CO.  LIMITED 

TORONTO 


MONTREAL 
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Shoe  Manufacturers 

USING 

Trent  Valley  Oak 

OR 

Royal  Oak 

SOLE  LEATHER 

ARE  ASSURED  OF 

Uniform  Quality 
Constant  Reliability 
Top  Value 

Two  "Twin  Tannages  of  the  Six 
Manufactured  by 

The  Breithaupt  Leather  Co.  L imited 


Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 


Quebec 


Mk 
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D & P Counters 

Have  the  clean,  smooth,  flexible  edge 
found  only  in  the  best  Fibre  Counters. 
Lasted  in  properly  as  by  the  best 
manufacturers,  they  stand  unusual 
abuse,  give  great  comfort  and  hold 
up  to  the  end. 

Made  only  up  to  one  standard 
the  Counter  we  guarantee  without 
question, 

DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES : 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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We  are  specialists  in  the  tanning  of  calfskin  and  side  leather  upper  stock. 

The  size  of  our  tanneries — our  long  experience  and  vigorous  application  of  the 
newest  and  most  progressive  methods  of  tanning — our  facilities  of  every  kind  mak- 
ing toward  efficiency — and,  last  but  not  least,  our  determination  to  produce  only 
such  leather  as  shall  excel  in  every  point  of  value  and  quality  in  the  grade — all 
these  place  us  in  a position  to  assure  the  retailer  the  utmost  in  appearance  and 
wear  from  shoes  in  which  Lawrence  Leathers  have  been  used. 

We  invite  you  to  specify 

For  top  grade  shoes:  GUN  METAL  CALF. 

For  medium  grade:  GUN  METAL  SIDES. 

For  finest  quality  suede  footwear:  WEILDA. 

For  the  next  grade  of  suede:  NUBUCK. 

For  patents:  BLACK  DIAMOND. 

You.  will  thus  insure  satisfaction  to  both  yourself  and  the  eventual  purchaser. 

A.  C.  Lawrence  Leather  Co. 

161  SOUTH  STREET,  BOSTON 

NEW  YORK  CHICAGO  ROCHESTER 

CINCINNATI  ST.  LOUIS  PHILADELPHIA 

^miiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiHimmNiiiiiiiini^ 
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Climbing  Over  Conditions 


Those  shoe  manufacturers  and  sellers  whose  progress 
will  not  be  stopped  by  the  changing  conditions  facing 
them  are  the  ones  who  make  QUALITY  and  VALUE 
their  only  safe  guides. 

DAVIS  LEATHERS 

enable  you  to  climb  over  conditions  because  they  give 
your  lines  STRENGTH  OF  APPEAL  and  STRENGTH 
OF  SERVICE. 

These  two  Davis  Specials  are  particularly  suited  to 
present  day  demands. 

Colored  Veals 

a popular  priced  leather,  making  a shoe  of  good  quality. 

Black  Diamond  Veals 

a low-priced  gun-metal  finished  leather  for  Men’s  Welts. 


If  you  are  not  using  these  leathers 
a trial  will  start  you  on  the  way 
to  more  profitable  shoe-making. 


Davis  Leather  Company 

Limited 

Newmarket,  Ontario 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings 
Cyclone  Bleach,  Etc. 


this  List  and  Send  in  Your  Order 


Look  Over 

Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 
The  King  Edge  Ink 

For  a one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes 

King  Edge  No.  31  (Natural) 

Model  First  Setting 

A stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.  Made  in  all  colors 

Colored  Heel  Stains 
Black  Diamond  Shank 

Black  Bottom  Dye 

A dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain  B 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and  dis- 
colorations. and  makes  a hard,  smooth, 
uniform  finish 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A gum  to  use  where  a high  polish  is  wanted 
on  a paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 

• 

Boston 
Leather 


Naphtha  Black 

For  raw  edges  of  vamps  and  tips 

Nonesuch  Filler 

A filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kief  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all  colors. 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A stain  finish  to  take  the  place  of  paint 
or  wax  finish;  will  cover  all  kinds  of  leather 

Paragon 

A wax  stain  for  shanks  and  foreparts  on 
black  and  colored  shoes 

Paragon  Thinner 

Redoakunion  Thinner 

Redoakunion 

A paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 

Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red.  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all  kinds 
of  bottom  finish 

Auto  Treeing  Composition 

Cutting  Board  Dressing 


Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a coat  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Ruby  Cutter  No.  2 
Ruby  Flow  No.  3 

Finishing  Room  and 

Dressing  Room  Supplies 

Baby  Cow  Polish 

A friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet  leather 

Tanners’  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 

Veneering  (Russet) 

Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Stain 

Company 


109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents: 


INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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These  Are  Selling 


When  you  are  building  for  a better  Spring,  we  know 
that  you  will  have  strap  effects  very  much  in  mind  be- 
cause straps  will  be  worn  this  Summer  and  early  Fall. 

Remember,  too,  that  the  really  worth  while  folks  will 
want  conservative  expressions  of  this  style — and  they  will 
want  many  other  features  for  which  Bell  Shoes  are  known. 

To  meet  this  demand  we  suggest  that  you  learn  more 
about  our  lines  numbered  from  360  to  366  inclusive. 
These  are  fine  buttoned  and  buckled  strap-effect  welts 
made  in  Kid,  Calf,  Suede,  and  Combinations  to  retail 
from  $8.50  to  $12.00. 


/.  & T.  Bell,  Limited 

MONTREAL,  QUE. 
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See  The  Independent 
Rubber  Samples 

for  1921-22  and  you  will  be  convinced  of 
the  advisability  of  handling  this  reliable 
line  of  Rubber  Footwear  in  preference  to 
any  other.  The  High  Standard  in 
material  and  workmanship  that  has 
always  characterized  Independent  Pro- 
ducts stamps  our  new  season’s  range  with 
actual  superiority.  Independent  Rubbers 
cover  Every  Rubber  Footwear  need,  and 
their  Quality  means  longer  durability 
and  greater  value. 

Our  wholesale  representatives  are  ^ now 
out  with  Independent  Samples.  Be  sure 
to  see  them  and  make  the  most  of  Rubber 
Selling  possibilities  by  ordering  early. 


INDEPENDENT 

Amherst  Boot  Ik  Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  fit  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - - - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  MoLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  ...  Toronto,  Ont. 


The  Independent 

Merritton 


WHOLESALERS 

C.  Weaver'  ------  Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  - - London,  Ont. 

T.  Long  8t  Brother,  Limited  - Collingwood,  Ont. 

Kilgour  Rimer  Co.,  Limited  - - Winnipeg,  Man 

Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask. 
Dowers  Limited  -----  Edmonton,  Alta. 

The  J.  Leckie  Co..  Limited  - Vancouver,  B.C. 


Rubber  Co.,  Limited 

Ontario 
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ESTABLISHED  1903 


Remember 

Frank  W.  Slaters  Strider 
Shoe 


EARLY  in  April  our  salesmen  will 
pay  you  a visit,  presenting  our 
newest  creations  for  Summer  and  Fall 
which  we  are  in  a position  to  deliver 
on  30  days’  notice. 

Our  “In  Stock”  Catalogue  shows 
our  lines  for  immediate  shipment.  A 
copy  will  be  sent  on  request. 

We  can  serve  you  with  Staple 
Sellers  in  Men’s  and  Women’s  better 
grade  Welts  from  our  “In  Stock” 
Department,  which  assures  you  of 
quick  turnover.  They  are  on  the 
newest  lasts  in  latest  designs. 

SAMPLE  PAIRS  OF  ANY  LINE  ON  REQUEST 


EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET,  MONTREAL 


-un 


By  Every  Standard 

of  Comparison 

STRIDER  SHOES 
ARE  BETTER 


No.  5009.  Genuine  Kangaroo 
Oxford,  on  last  406,  C & D 
widths,  sizes  2-7.  Price  $5.50 

No.  5014.  Royal  Purple  Rena 
Oxford  as  5009,  on  last  406, 
C & D widths,  sizes  2-7, 
Price  - - . - - - $5.65 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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New  Lines  for 
Early  Summer 
and  Fall  Show 
features  that 
will  interest  you 


For  Quick  Turn-over 

T^OR  ready  sales  it  is  necessary  to  have 
a good  women’s  line  that  will  retail 
at  $10.00  and  less — and  you  will  find  it  in 
the  Canadian  Footwear  Samples. 

Factory  conditions  still  permit  us  to 
give  early  shipment  on  summer  orders  and 
this  is  your  opportunity  to  cut  into  the  pop- 
ular selling  class  of  shoes. 

Try  the  line  at  this  season  and  you  will 
place  confidently  for  Fall. 

Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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Prepare  Now 


FALL 

RUBBER 


Requirements 


for  your 


Do  not  overlook  the  vital  point  of 
QUALITY  when  placing  your  order 
and  book 


LIFE-BUOYS 


The  Superior  Quality  Line  of 
Rubber  Footwear  that  you  cannot 
afford  to  be  without. 

A Life-Buoy  Salesman  will  call. 
Wait  for  him  and  see  our  samples 
before  placing  your  order. 


The  Kaufman  Rubber  Co.  Limited 


VANCOUVER  EDMONTON  CALGARY  LETHBRIDGE  SASKATOON 
REGINA  WINNIPEG  LONDON  TORONTO  OTTAWA 


Head  Office  and  Factory 


Kitchener,  Ontario 


MONTREAL  QUEBEC  ST.  JOHN  TRURO 
CHARLOTTETOWN 


Mention  “ Shoe  and  Leather  Journal”  zvhert  writing  an  advertiser 
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MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


Buy  Styles 
That  are  Safe 


WOMEN’S  TURNS 


Metropolitan 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


It  is  very  easy  to  be  led  too  far 
along  strange  paths — particularly  in 
Shoe  Styles. 


It  is  necessary  for  the  live  Merchant 
to  tone-up  with  the  newest  creations. 
In  fact,  he  should  be  careful  to  do 
so — at  the  same  time  remembering 
that  his  VOLUME  of  business  is  in 

Fine  Shoes  showing  Styles 
that  are  not  subject  to  the 
whim  of  the  moment. 


Trade  is  undoubtedly  better  and  is  improving  all 
over  Canada  as  the  weeks  slip  by.  The  merchant 
who  buys  now  for  both  Summer  and  Fall  is  making 
no  mistake. 

Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 
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Welting  From  “The  States” 


BARBOUR  GROOVED  ENDLESS  WELTING 

is  the  recognized  standard  of  excellence  among 
American  Shoe  Manufacturers,  and  enjoys  a 
constantly  increasing  sale  in  Canada. 

It  is  a high-grade  Double  Shoulder  Welting 
made  from  carefully  selected  tannages  of  leather. 

It  is  provided  all  grooved  according  to  your 
instructions  and  specifications  and  has  the 
patented  Endless  Feature  whereby  vou  auto- 
matically eliminate  all  end  waste. 


IV e respectfully  solicit  an  opportunity  to  submit  Samples  and  Prices 


Brockton  Rand  Company 

BROCKTON,  MASS. 
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S^/sTem 


Rubbers  Made 
Up  to  a Standard 


WITH  the  experience  of  the  “A.H.M.”  or- 
ganization in  making  better  Rubbers, 
it  is  natural  to  look  for  exceptional  merit  in 
our  product. 

Judge  the  line  yourself  and  place  strictly  on 
merit  with  the  “A.H.M.”  men  who  are  now 
on  the  road. 


Manufactured  and  sold  by 


AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 


m 
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No.  104 

Men’s  Chocolate  Willow  Calf  Blucher 


Sample  of  any  of  our  lines  gladly  sent. 
Prices  on  application 


For  Value 

Shoes  giving  such  dollar  for  dollar 
value  as  embodied  in 

The  Williams  Line 

are  the  kind  of  shoes  that  are 
WANTED  these  days.  Williams 
Shoes  will  sell  easily  to  your  trade 
and  besides  making  a nice  profit 
for  you  will  add  prestige  to  your 
store. 

Consider  Williams  Shoes  as  a pro- 
ducer in  YOUR  store.  Have 
some  ready  to  show  your  Spring 
Trade.  ORDER  NOW. 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 


SHOE  STORE  SUPPLIES 

(OF  EVERY  DESCRIPTION) 

OVERGAITERS,  LECGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz.: 


Alberta  and  British  Columbia 
G.  F.  Wadsworth 

Western  Ontario  Eastern  Ontario 

R.;J.  McAllister  L.  M.  Savage 


Manitoba  and  Saskatchewan 
C.  S.  Page 

Ottawa  Dist.  8s  Eastern  Townships 
James  Leddy 


Quebec  City  8s  Eastern  Quebec 
J.  B.  Crochier 


Lower  Provinces 
A.W.  Gardner 


City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 


Northern  Quebec 
Leo.  De  Celles 


L.  H.  PACKARD  & CO.,  Limited 


Montreal 


Mention  “Shoe  and  Leather  Journal’'  when  writing  an  advertiser 
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Evans  Kid  and  Strap  Effects 

rTHE  WHIM  OF  FASHION  has  fixed  the  eyes  oFthe  entire 
1 trade  on  STRAP  EFFECTS. 

Possibly  because  the  airy  appearance  of  a dainty  turn,  a 
neat  flexible  McKay  or  a close  trimmed  welt,  was  a pleasant 
relief  to  the  women  folk. 

It  is  no  whim  that  guided  so  many  of  the  makers  in  using 
EVANS  KID,  however.  They  cut  it  because  its  quality  is 
suited  to  making  the  finest  shoe  creations. 

John  R.  Evans  Leather  Co.  Limited 


214  LEMOINE  STREET 


MONTREAL 


iiiiiiiimiiiiiiiiimiiiiiiiiiiiiiiiiitiiiiiiiim!iii!iiimiiiiiiiimimiiiiimiiiiiiii!iiimiiiiiiiiiiiiiigiiiiiiiiiiimiii!iiiiiiiiiiimimimiiimm!i£ 


Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


iiiiiiiiiiMiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiriiiiiifiriiiiiiiiiiiiiiiiiiiiiiiiiTr 
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11  When  Kendex  Insoles  arrive  in  your  store , they  come 

in  an  attractive  car  ion — a dozen  pairs  to  a carton 

<^NDfe> 

Wherever  a merchant  is  selling  Kendex  THEY  SELL  ON  SIGHT. 

Insoles,  he  is  selling  them  more  often.  THEY  CAN  FIT  ANY  LAST. 

He  is  selling  them  too,  at  a full  profit 

and  is  adding  to  the  good  name  of  his  EST  j-fOSE  A NON-CON- 

store.  DUCTOR  OF  HEAT  - COOL 

ON  THE  FEET. 

There  is  nothing  like  Kendex,  for  its 

process  is  patented.  WRITE  FOR  PRICES 

IF  YOUR  FINDINGS  OR  SUPPLY  JOBBER  DOES  NOT  SELL 
KENDEX,  WRITE  US  DIRECT  FOR  A FREE  SAMPLE  PAIR 

OF  ANY  SIZE. 

Kenworthy  Bros. 

of  Canada,  Limited 
St.  Johns  P.Q. 

1 
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If  you  operate  a stock  keeping  system  your 
records  will  show  that  the  Easter  business  has 
sadly  depleted  many  lines.  If  by  any  chance, 
you  lack  a method  of  recording  sales,  we 
suggest  checking  up  now  and  sorting  to  fill 
in  your  sales  leaders. 

This  season  is  one  of  the  year’s  best  opportu- 
nities to  serve  you  from  our  stock,  which  has 
been  kept  very  complete. 


Our  Stock  is  Very  Complete 


James  Robinson  Company 

MONTREAL 


Limited 

184  McGILL  STREET 
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With  all  the  talk  of  style,  fit  or  appearance 
rubber  footwear  is  finally  judged  by  its 


service. 


Of  course  the  lasts,  over  which  Independents 
are  made,  are  large  in  number— you  can  fit 
any  shoe  with  them.  They  are  well  made 
and  well  finished,  too.  In  addition  to  these 
points  we  are  unceasing  in  our  efforts  to  keep 
Independent  Rubbers  in  the  lead  when  it 
comes  to  wear. 


Independent  Rubbers  IV ear 


James  Robinson  Company 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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INVINCIBLE”  Rubber  Boots 
and  Shoes  are  built  of  tough, 
tire  -tread  stock  and  by  auto 
tire  methods. 


Like  auto  tires  they  are  cured 
by  the  high  Pressure  Cure 
Process.  A combination  that 
makes  the  toughest,  strongest 
and  longest  wearing  boot  that 
your  money  can  buy.  “Invin- 
cible” Rubber  Boots  and  Shoes 
will  outwear  any  other  make, 
bar  none. 


vmINER^ 

INVincibU 


If  you  are  hard  on  footgear 
ask  your  local  dealer  for  “Invin- 
cibles”  and  save  money. 


The  Miner  Rubber  Co 

LIMITED. 


WNER’g 

HVincibU 
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MINER'S 


""IIIMuiMIMHIUlumriUiu, 


IF  YOU  WEAR  MINER’S  “INVINCIBLES”  don’t  read  this  ad.  You  don’t  need 
to  because  you  already  know  how  well  and  how  long  the  boot  wears. 

IF  YOU  DON’T  WEAR  MINER’S  “INVINCIBLES”  buy  your  finft  pair  this 
season  and  prove  from  actual  experience  that  they  wear  longer  than  any  other 
make  you  have  ever  had. 


THE  MAN  WHO  HAS  WORN  THEM  KNOWS . 

THE  MAN  WHO  HASN’T  WORN  THEM  has  our  garantee  that  his  fir^t  pair 
of  “Invincibles”  must  give  him  complete  satisfaction — or  we  will! 

“INVINCIBLE”— THE  BOOT  THAT  WEARS  A YEAR— OF  1 EN  LONGER-SELDOM  LESS. 


THE  MINER  RUBBER  CO 


LIMITED. 
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A Regina 
Creation 


Although  REGINA  is  not  a high-priced 
line,  we  were  showing  Strap  Effects  in 
advance  of  the  trade.  Certainly  in  good 
shoes  at  a medium  price , Regina  Straps 
lead. 


The  fact  that  REGINA  and  DIANA  samples  showed  the  popular 
“Strap  Effect”  so  early  is  but  an  indication.  It  points  to  style 
leadership  and  would  suggest  to  the  large  buyer  and  jobber  that  he 
is  in  a position  to  sell  novel  creations— a field  in  which  he  has  too 
long  been  restricted. 


Diana  Welts 


Regina  McKays 


Excellent  shoes  at  prices 
which  make  them  leading 
values — made  in  new  pat- 
terns over  many  new  lasts. 
The  shoe-making  will 
please  the  most  critical. 


The  close  trimmed  edges 
and  the  flexible  soles  of  this 
line  gives  to  REGINA 
footwear  a distinct  advan- 
tage in  wearing  qualities 
over  most  turn  shoes. 


Diana  Welts  and  Regina  McKays  are  sold  by  jobbers  every- 
where. If  yours  does  not  show  them,  we  will  give  you  the 
names  of  those  who  do. 


The  Regina  Shoe  Co.,  Limited 

MONTREAL,  QUE. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


25 


Karin’  to  go 


A TETRAULT  BROGUE.  With  correct  Last , 
PerJ orations  and  Pinking.  A Style  Leader  every- 
where in  Canada , made  in  all  leathers  to  retail  at 
$10  00  or  less. 


Isn't  this  one  of 
the  humming  shoes 
of  the  season  - - - 
Every  line  singing 
the  tune  of  class? 

Look  it  over,  know- 
ing that  it  is  typical 
of  what  we  can  do 
for  you. 


In  designing  and  making  the  new  line  of  Tetrault 
Welts,  we  have  gone  further  than  the  larger  buyers 
thought  possible  in  one  season.  Certainly  we  are 
offering  shoe-making  and  values  that  the  keen 
Merchant  should  not  by  any  means  overlook. 

Step  into  any  sample  room,  looking  for  Men’s 
Welts  at  the  popular  price  of  to-day.  Pick  the 
snappiest  ones— the  ones  easiest  to  sell.  Pull 
out  those  that  are  well  made,  too.  Nine  out  of 
ten  will  be  Tetraults. 


Sold  by  jobbers  everywhere, 
we’ll  tell  you  who  does. 


If  yours  does  not  show  them, 


Tetrault  Shoe  M’f’g.  Co. 

LIMITED 

MONTREAL  - CANADA 


-Earnest  Shoe  Manufacturers  in  Canada 
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“INCREASED  SALES  FORCE” 


Geo.  E.  BOULTER 

TORONTO  - MONTREAL 


THE 

JOHN 

McPherson 
COMPANY 
Manufacturers 
Men’s  and  Women’s 
“SMART 
FOOTWEAR’’ 
and 

CELEBRATED 
“LIGHTING-HITCH’’ 
HOCKEY  BOOTS 

“THEY  WEAR" 


G.  E.  FORTIN 

Montreal  and  Quebec  Province 


THE 

GUTTA 

PERCHA 

and 

RUBBER,  Limited 

TORONTO 

ONT. 

MALTESE 

CROSS 

RUBBERS 

“ U ndisputed 

Durability ” 


REPRESENTATIVES: 

GEO.  E.  FORTIN 

] Montreal  and  Quebec  Province 

T.  D.  KINSELLA  (Maltese-Cross  Rubbers) 
Northern  Ontario  and  Soo 

J.  S.  ASHPLANT  (Maltese-Cross  Rubbers) 
London  and  Western  Ontario 

W.  V.  WHITE 

Centre  and  West  Toronto 

R.  J.  HANNA 

North  and  East  Toronto 

H.  E.  BOULTER 

Sporting  Goods,  Toronto 

H.  C.  ARNOLD  - Sales  Manager 
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Latest  Novelties 
Exclusive  Patterns 
Strap  & New  Buckle 
“SABOT” 
SLIPPERS 

Men’s  and  Women’s 
“BROGUE” 
OXFORDS 
All  Leathers! 


Geo.  E.  BOULTER 

3 Wellington  St.  E.  - Phone  M.  5833  - TORONTO,  ONT. 
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We  suggest  that  you  anticipate  your 
April  requirements  by  ordering  now. 


Perth  Shoe  Company,  Limited 

PERTH  ::  ONTARIO 
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Do  Not  Overlook  These 


RITZ  SPECIALS 


These  prices  are  only  possible  because  we  cleaned  out  one  of  the 

largest  shoe  manufacturers’  stock  room. 


EACH  OF  THESE  IS  A STAPLE  SELLER 


Good  in  Spring  or  Summer 

—The  Kind  You  Sell  Every  Day. 

At  Lower  Prices  Than  Ever 

Shipment  on  Receipt  of  Order 

Write,  Wire,  Phone  at  our  Expense 


No.  621 — Wos.  Black  Cord,  Kid  McKay  Bal. 

An  8in.  shoe,  black  only,  with 
half  Louis  heel.  A good  full 
fitting  last. 

Price  $3.95 


No.  300 — Men’s  Black  Gun-Metal  Welt.  A 
recede  last.  Leather  in-sole.  A 
snappy  shoe. 


No.  617— Wos.  Black  Cord,  Kid  McKay  Bal. 

An  8in.  shoe,  black  only,  carrying 
the  popular  Military  Heel.  A 
smart  looking  shoe. 

Price $3.75 


They  Say  The  Public  Wants 

Lower  Prices This  is  Your 

Opportunity. 


No.  317 — Men’s  Gun-Metal  Blucher  Welt. 

This  is  the  staple  medium-high 
toe  and  is  a well  made  shoe. 
Black  and  Mahogany. 


Sample  Pairs 
Gladly  Sent 
On  Request 


Price  $4.25 


Price  $4.25 


We  are  moving  shortly  to  larger  premises,,  29  Victoria  Square 


RITZ  SHOE  COMPANY 


Boots,  Shoes  and  Rubbers 

66  McGill  Street  Montreal,  Que. 
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No.  072 — Men's  Tan  Side  Velour  whole  quarter 
Bal.  with  circular  vamp.  This  is  a 
popul  :r  Welt  with  a stout  single  sole. 


It  pays  to  give  care- 
ful thought  to  your 
every  day  sellers  be- 
cause while  Fads  may 
depart  overnight,  the 
general  style  ten- 
dency moves  within 


reasonable  bounds. 

Therefore  there  is  n 
risk  in  buying  freely 
from  such  a line  as 
Cote's — as  many  are 
doing. 


As  they  are  sold  principally  to  the  retail 
merchant,  our  salesmen  cover  all  of 
Canada.  If  you  are  open  for  a better  line 
of  staples  drop  a line  to-day. 


imiukiuT 
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L&Comp&gnie  JA&M  Cote 


B2E izzzzzzzzzzzzzzzzzzm  m 

E2  E3 


= .H ... 

W.T' 

ST.HYACINTHE,  QUE 


Mention  “ Shoe  and  Leather  Journal"  -when  writing  an  advertiser 


30 


THE  SHOE  AND  LEATHER  JOURNAL 


A fine  Women’s  Welt, 
Syi"  high,  1 Ya,"  Cuban 
Heel. 

Made  from  Fine  Kid  on 
a last  with  excellent 
fittmo  qualities. 


Order  Now — It’s  Safer 


There  has  been  an  unusual  speeding  up  of  placing  since 
January.  Most  orders  have  been  marked  “rush”  and  it  has 
pressed  the  best  manufacturers  to  maintain  quality  and  Speed. 
It  is  quite  evident  that  this  condition  will  be  prolonged  and  we 
advise  immediate  decision  on  any  lines  wanted  for  summer. 


We  make  a complete  line 
of  Welts,  McKays,  Turns 
and  Stitchdowns  for  Men, 
Boys,  etc.,  and  Women, 
Misses,  etc. 


Our  Welt,  McKay  and  Turn 
departments  are  in  separate 
buildings.  Just  as  distinct  in 
location  and  workmen  as  if  in 
different  towns. 


You  can  make  no  mistake  in  placing  full  confidence  in  our 
organization — the  prices  are  right,  the  quality  is  standardized 
and  deliveries  are  good,  if  you  give  us  but  a fair  opportunity. 

Dufresne  & Locke,  Limited 

Montreal,  P.Q. 
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Selling  Fast 

All  Over  Canada 

At  a time  when  Merchants  have  found  trade  quiet  in 
many  standard  lines,  they  are  finding  no  difficulty  in 
moving  these  GLOBE  SHOES. 


No.  XX  202. — A specialty  of  the 
Women’s  Fat  Ankle  type.  A 
Dongola  extension  edge  turn  with 
Pillow  Insole  and  Rubber  Heel. 
Made  in  Blucher,  Bal  or  Button. 
Widths — E.  EE,  and  EEE.  A 
leader  wherever  shown.  Prices 
and  samples  on  application. 


Making  a finer  line  of 
Welts  and  Turns  for 
Women,  Misses  and 
well-dressed  Children. 


Sold  by  the  Merchant 
at  fair  prices  which  net 
him  a full  profit  and 
a pleased  customer. 


No.  X 2330. — A Woman’s  8 inch 
Bal  with  H heel.  Made  in 
Duchess  Calf  with  Pillow  Welt 
Insole.  Widths  D and  E.  Sizes 
2-7.  A wonderfully  comfortable 
walking  shoe,  well  made.  Samples 
and  prices  in  any  leather  on 
application. 


GLOBE  SHOE,  LIMITED 

TERREBONNE  - - QUE. 

Montreal  Office — 11  St.  James  St.  Representative — J.  F.  BLUTEAU 
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Beco  Leathers 

The  Line  of  Solid  Merit 


HEAVY  LEATHERS 
Elk,  Kangaroo 

and 

Box  Grain 

Blacks  and  Colors 
Sides  and  Bellies 
Shoulders  and  Splits 

White  Chrome  Sheep 

COLLAR  LEATHER 
KIPS 


THE  BERNARD  COMPANY 

111  LINCOLN  ST.,  BOSTON,  MASS. 


Mention  “Shoe  and  Leather  Journal’’  -.  hen  uniting  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


33 


> ■ AU'f  M 


L'a  JDucAesse. , 


Values  in 
La  Duchesse  Shoes 
continue  to  com- 
mand attention 


Incidentally  style  is  often  a great  feature  in  con- 
sidering value.  In  this  connection  the  wholesale 
trade  will  be  interested  in  learning  that  we  are 
taking  orders  for  early  delivery  on  several  new 
lines,  showing  the  popular  “Strap  Effect.”  The 
prices  are  attractive,  too. 

Merchants  will  find  many  of  the  best 
Jobbers  in  a position  to  deliver  La 
Duchesse  Turns,  McKays  or  Welts  from 
stock. 

“La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 
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RUBBERS 

To  Fit  Every  Shoe 

One  of  the  big  advantages  of  stocking  Dominion 
Rubber  System  Rubbers  is  the  complete  range 
of  styles  and  sizes  to  fit  every  shoe.  Dominion 
Rubber  System  Rubbers  are  made — not  for  one 
province  or  one  section  of  the  country— but  for 
every  city,  town,  village  and  farm  in  Canada, 
from  the  Atlantic  to  the  Pacific.  Thus,  dealers 
can  obtain  Dominion  Rubber  System  Rubbers 
to  exactly  fit  the  shoes  worn  by  every  customer, 
man,  woman  and  child. 

So  excellent  is  the  quality — so  sound  are  the 
values — that  people  in  every  walk  of  life  demand 
Dominion  Rubber  System  Rubbers.  This 
reputation  for  quality  and  service  is  a valuable 
asset  to  the  dealer. 


DOMINION  RUBBER  SYSTEM 

SERVICE  BRANCHES 

Located  at 

HALIFAX  ST.  JOHN  QUEBEC  MONTREAL  OTTAWA 
TORONTO  HAMILTON  BRANTFORD  KITCHENER  LONDON 
NORTH  BAY  FORT  WILLIAM  WINNIPEG  BRANDON 

REGINA  SASKATOON  CALGARY  LETHBRIDGE  EDMONTON 
VANCOUVER  and  VICTORIA 
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THE  FRYING  PAN  AND  THE  FIRE 

THE  temptation  has  always  been,  when  business  slows  down  in  shoes,  to  inject  a little  “kick” 
into  the  situation  by  developing  a few  new  styles.  For  the  past  three  or  four  years  there  has 
been  very  little  urge  in  this  direction  for  the  reason  that  it  has  been  difficult  to  produce  the 
goods  needed,  and  in  the  second  place  the  general  trend  in  women’s  lines  especially  was  in  the 
direction  of  goods  to  match  the  marvellous  development  of  apparel  and  millinery  ideals.  - 

Within  the  past  month  or  two  the  tendency  towards  the  introduction  of  new  lines  has  been 
more  marked  than  for  a considerable  period  past.  It  is  only  natural  that  retailers  as  well  as  whole- 
salers should  endeavor  to  stimulate  business  by  inducements  in  the  way  of  new  goods  and  this 
effort  is  not  only  legitimate  but  commendable  to  a certain  extent. 

There  is  danger,  however,  in  two  directions.  In  the  first  place  costs  are  always 'increased  by 
these  changes  both  with  the  manufacturer  and  the  dealer.  The  former  is  under  the  extra  expense 
of  lasts,  patterns  and  special  materials,  while  the  latter  must  necessarily  figure  upon  a heavier 
cost  of  stocking  and  selling. 

It  is  desirable  that  the  public  should  be  encouraged  to  buy  shoes  by  every  lawful  and  sane 
means  that  may  be  available.  What  the  dealer  must  guard  against  is  the  danger  of  taking  his 
eye  off  the  race  and  allowing  the  sales  of  novelties  to  interfere  with  the  necessity  of  getting  the 
regular  stock  down  to  a point  where  business  will  be  on  a safe  and  solid  basis. 

By  all  means  let  new  styles  and  novelties  be  encouraged.  But  the  retailer  who  allows  them 
to  turn  him  aside  from,  the  steady  purpose  of  getting  the  goods  that  are  on  his  shelves  on  the  feet 
of  the  people  will  be  jumping  from,  the  frying  pan  into  the  fire. 

There  are  some  stores  whose  trade  dem.ands  a constant  stream,  of  novelties  and  these  keep  a 
keen  eye  upon  their  stocks  and  insist  upon  frequent  turnovers.  For  the  ordinary  dealer  the  safe 
policy  seems  to  be  to  keep  the  stock  livened  up  with  sufficient  new  lines  but  push  mightily  to  keep 
his  shelves  clear  of  accumulations. 


$1.50  a Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office 

510  Coristine  Building  161  Summer  Street 
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The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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I n the 
Market  Place 

Business  Conditions  as  Noted  in  Manu- 
facturing, Wholesale  and  Retail  Fields 

THE  continued  mild  weather  throughout  the  country 
has  stimulated  business  earlier  than  would  otnerwise 
have  been  the  case.  As  a result,  bright  spots  con- 
tinue to  show  up  on  the  horizon  which  give  general  condi- 
tions a more  rosy  appearance  perhaps  than  the  facts  actually 
warrant.  If  there  is  anything  in  the  statement  that  psy- 
chology has  had  a great  deal  of  influence  in  bringing  about 
the  stagnation  that  has  existed,  then  the  converse  should 
be  true  In  any  event  the  spirit  of  optimism  that  pervades 
trade  circles  is  bound  to  have  some  beneficial  effect.  The 
general  trend  of  wholesale  and  retail  prices  on  this  continent 
is  still  in  a downward  direction.  Wage  reductions  and  re- 
stricted manufacturing  operations  are  still  prevalent  and 
have  a re-action  on  the  purchasing  power  of  the  community. 
Unsettled  conditions  in  construction  and  railroad  industries 
are  holding  steel  markets  in  check.  It  was  hoped  that  with 
the  opening  up  of  spring,  activity  would  be  shown  in  build- 
ing and  other  trades,  but  in  spite  of  a widespread  shortage 
of  houses  and  the  need  for  construction  in  other  directions, 
hesitation  at  the  outlays  involved  is  evident  to  a marked 
degree.  That  business  recovery  is  going  to  be  slower  than 
was  anticipated  in  some  quarters  and  characterized  by 
advances  and  reactions  is  becoming  more  apparent  each 
week. 

Retail  Shoe  Trade 

Conditions  remain  unchanged  in  the  recail  business. 
Dealers  who  have  been  making  a drive  for  business  have 
been  able  to  move  some  goods.  Staple  lines,  and  men’s 
shoes  in  particular,  remain  slow,  and  it  is  not  expected  that 
there  will  be  any  material  improvement  till  fine  weather 
really  sets  in.  Dealers  who  handle  fancy  women’s  shoes 
report  a good  volume  of  business  when  they  can  get  the  shoes 
they  require.  The  effect  of  unemployment  and  slack  manu- 
facturing conditions  is  of  course  felt  by  those  retailers  who 
cater  to  the  working  classes.  The  mechanic  and  working 
girl  have  become  accustomed  to  keeping  themselves  well 
shod,  but  now  find  themselves  unable  to  do  this,  or  find 
more  pressing  needs  for  the  money  they  have.  This  is 
bound  to  continue  until  general  conditions  improve. 

Leather  Markets 

Except  for  some  of  the  better  grades  which  are  in 
demand,  both  sole  and  upper  leathers  are  inactive.  What 
business  is  booked  is  for  immediate  manufacturing  re- 
quirements, and  the  quantities  necessarily  small.  Canadian 
producers  of  hides  are  sold  up  very  close  and  consider 
that  buyers  of  hide;  on  to-day’s  values  are  making  a safe 
investment.  A certain  number  of  hides-  are  going  into 
process  but  presumably  most  of  them  are  put  away.  Tan- 
ners requi  ements  are  at  present  small,  and  can  be  largely 
taken  care  of  by  Canadian  product,  the  prices  on  which  are 
low.  There  is  a feeling  that  firmer  prices  will  be  seen  on 
hides  and  cal  skins  next  summer,  with  a pronounced  advance 
in  the  fall. 

Wholesale  and  Manu  acturing  Trade 

In  general,  manufacturing  and  jobbing  activities  reflect 
the  conditions  in  the  retail  trade.  Bare  shelves  or  lowered 
stocks  in  retail  stores  are  evidenced  by  types  of  orders 
being  received.  Last  fall  the  natural  feeling  was  that 
staple  lines  were  a good  buy  if  anything  was,  so  thatr  the 
first  let  down  was  felt  by  manufacturers  of  the  higher- 


priced  and  fancier  1 nes.  Retailers  had  a feeling  of  com- 
parative safety  in  buying  and  stocking  wnat  they  had 
always  bee”  able  to  sell.  But  manufacturers  of  fancy  shoes 
for  women  could  get  no  orders.  The  sudden  demand  for 
particular  types  of  low  shoes  with  strap  effects  has  resulted 
in  a feverish  activity  and  inability  to  fill  orders  on  the  part 
of  a few  manufacturers,  while  the  others  are  obliged  to  plug 
for  whatever  business  they  get.  Salesmen  who  are  assidu- 
ously making  the  rounds  of  the  stores  are  getting  business. 
True,  orders  are  small,  but  there  are  orders  to  be  booked. 
The  old  day  when  a traveller  sat  in  his  sample  room  at  the 
hotel  and  dispensed  his  goods  to  those  he  favored  has  gone, 
“Keen  competition,”  and  the  “buyer’s  market,”  is  showing 
manufacturers  and  wholesalers  the  weak  or  strong  points 
in  their  sales  organizations. 

American  Markets 

Retail  business  continues  to  maintain  activity  in  the 
new  spring  lines  of  low-cuts.  High  boots  can  hardly  be 
given  away,  so  pronounced  is  the  feeling  against  them. 
Oxfords  are  also  very  slow  sellers,  and  the  feeling  is  that 
they  will  not  sell  again  till  the  rotation  of  styles  brings 
them  back.  Manufacturers  and  retailers  feel  that  something 
must  take  the  place  of  the  high-boot  for  next  fall.  But 
no  person  will  make  a prediction  as  to  what  that  will  be. 
The  button  boot  has  even  been,  suggested  as  a probability, 
the  statement  being  made  that  while  possibly  unshapely, 
it  is  no  more  unsightly  than  the  sloppy  overshoe  worn  the 
last  couple  of  seasons.  The  business  that  is  being  done  is 
almost  entirely  in  one  and  two  strap  loop  pumps,  with  Col- 
onial pumps  gradually  losing  favor.  Manufacturers  are 
finishing  up  Easter  shoes  and  working  on  late  spring  and 
early  summer  lines.  In  another  article  we  outline  some  of 
their  ideas  as  to  styles.  The  feeling  is  that  there  may  be 
some  let-down  after  Easter,  but  that  an  excellent  summer 
business  in  sport  shoes  should  come  along.  Manufacturers 
of  men’s  shoes,  and  the  more  staple  women’s  shoes — if 
there  are  such  things  any  more  —are  still  waiting  their 
turn.  Sole  leather  is  moving  in  small  volume,  particularly 
those  lines  suitable  for  sole-cutters  who  are  supplying 
material  for  women’s  styles  in  vogue.  Active  demand 
exists  for  certain  shades  of  suede  and  kid,  with  other  grades 
and  colors  unsaleable.  Sheepskin  canners  report  -slightly 
better  business.  Glazed  kid  in  higher  grades  is  still  in 
great  demand,  and  improved  market  is  also  found  for  some 
of  the  medium  grades. 

Eurpoean  Markets 

Shoe  and  leather  circles  in  England  are  slightly  more 
optimistic  than  for  some  months  past,  though  there  is  no 
apparent  reason  for  optimism.  There  is  a striking  parallel 
between  conditions  there  and  in  America.  The  same 
demand  for  women’s  fancy  low  shoes  exists,  with  the  con- 
comitant bright  spots  in  manufacturing  and  leather  trades. 
For  the  most  part  the  buying  that  is  being  done  is  from  the 
hand-to-mouth  variety.  Rumors  of  very  large  orders  from 
Russia,  Austria  and  other  countries  stir  up  the  whole  trade, 
but  to  date  nothing  has  materialized.  Some  of  these  may 
be  the  same  boots  that  were  “purchased”  in  Canada  re- 
cently. Leather  prices  are  still  very  uncertain  and  the 
dumping  of  some  government  leather  on  the  market  recently 
caused  further  drops  and  some  more  cancellations.  Gen- 
erally the  feeling  exists  that  the  bottom  has  been  reached, 
but  that  business  of  any  volume  cannot  be  expected  till 
unemployment  is  ameliorated  and  the  questions  of  exchange 
and  export  trade  put  on  a more  satisfactory  basis.  The 
Continental  situation  remains  in  bad  shape.  Hide  and 
leather  markets  are  dead,  and  shoe  factories  shut  down  or 
working  very  short  hours.  In  Marseilles  shoe  manufac- 
turers are  attempting  to  retail  their  own  shoes,  and  are 
waging  bitter  war  with  the  retailers. 
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Stray  Shots 
From  Solomon 

Wisdom  Crieth  Without; 

She  Uttereth  Her  Voice  in  the  Street 

Hard  work  is  the  only  sure  road  to  any  kind 
of  success.  You  never  find  a man,  who  is  unafraid 
of  hurting  his  muscles,  in  the 
WORK  AND  bread  line.  “Much  food  is  in 
SAVE  the  tillage  of  the  poor,  but  there 

is  that  is  destroyed  for  want  of 
judgment.”  We  are  just  now  feeling  the  effects 
of  the  distaste  that  has  grown  on  people  for  what 
they  call,  “mere  grubbing.”  There  never  was  a 
time  in  the  history  of  the  world  when  work  was  so 
unpopular.  The  “sleeping”  disease  is  epidemic 
and  the  wonder  is  if  anything  will  waken  people 
up  other  than  an  empty  stomach  or  a bare  back. 
The  gospel  of  work  is  needed  to-day  as  much  as  the 
gospel  of  salvation.  They  are  practically  the  one 
thing.  There  will  be  no  prosperity  in  this  or  any 
country  until  men  and  women  get  down  to  doing 
an  honest  day’s  work  and  forget  all  about  the  high 
pay  they  got  during  the  war.  But  work  is  not 
alone  sufficient.  We  need  to  cut  out  waste.  Lack 
of  judgment  and  scandalous  profligacy  have  been 
throwing  earnings  to  the  winds.  The  head  of  the 
scavenging  department  in  one  of  our  large  cities, 
said  recently  that  there  is  five  times  as  much  waste 
to  be  found  to-day  that  there  was  during  the. war. 

o o o 

One  of  the  hardest  temptations  to  resist  is 
to  say  “smart”  things  to  those  who  annoy  or 
injure  us.  Thousands  of  dollars 
TALKING  are  lost  in  business  through  this 

BACK.  desire  to  get  back  at  the  other 

fellow.  When  you  are  tempted 
to  write  a letter  to  someone  telling  him  “where 
to  get  off”  don't.  Put  it  off  for  a day  or  so.  If  you 
must  get  it  off  your  chest — writ?  the  letter  but 
shove  it  in  your  desk  for  a day  or  so.  Then  read  it 
over  carefully — and  burn  it.  If  the  tragedies  of 
foolish  speakers  and  foolish  writers  could  be  writ 
ten  what  a record  of  folly  they  would  provide. 
“Scornful  men  bring  a city  into  a snare”  and  they 
often  bring  a business  man  to  a crust  of  bread. 
After  all  the  temptation  to  say  sharp  things  is 
practically  the  same  as  the  instinct  of  the  savage 
to  get  out  his  club  or  knife.  “A  soft  answer  turneth 
away  wrath  ” The  man  with  whom  you  show  a 
readiness  to  go  the  “second  mile”  will  oftener  than 
not  become  your  staunchest  friend.  Try  the 
“soft  answer”  instead  of  the  “grievous  words.” 

o o o 

There  is  nothing  like  jealousy  or  greed  to  make 
an  end  of  good  in  the  best  oc  men.  When  given 
rein  they  will  make  a devil  out 
THE  EVIL  of  an  archangel.  They  will  sep- 

EYE.  arate  closest  friends  and  wreck 

the  most  devoted  families.  “He 
that  hasteth  to  be  rich  hath  the  evil  eye.”  The 


getting  cf  wealth  is  not  wrong  in  itself,  money  may 
be  the  source  of  much  good  to  the  individual  who 
g ts  it,  as  well  as  the  community  in  which  it  is 
spent.  But  the  fellow  who  is  in  a hurry  to  be  rich 
usually  losfes  his  sense  of  moral  perspective.  He 
becomes  spiritually  pop-eyed  and  cannot  tell  the 
difference  between  his  neighbor’s  purse  and  his  own. 
When  you  notice  the  first  signs  of  spiritual  wall-eye 
get  down  on  your  knees  in  a dark  corner  and  like 
the  blind  beggar  of  Jericho,  pray  that  you  may 
receive  your  sight.  For  man  shall  not  live  by  bread 
alone  nor  can  he  hold  up  his  head  and  still  act  the 
snake  or  wolf  with  his  fellows.  The  itching  ear, 
the  evil  eye  and  the  long  nose  are  evils,  concerning 
which  every  decent  man  should  say  “Good'  Lord 
deliver  us! ” 

o o o 

Some  men  make  a terrible  howl  about  “per- 
sonal liberty”  when  their  beer  is  touched,  but  bow 
meekly  to  the  law  when  it  says 
AGAINST  he  shall  not  carry  a gun  or  dirk 

LAW.  knife  on  his  hip.  Fancy  the 

ruckus  that  would  have  arisen 
a hundred  years  ago  if  a gentleman  had  been  for- 
bidden to  carry  a sword,  and  his  servant  a dagger! 
But  the  most  amusing  stunt  that  liberty  loving 
victims  of  temperance  legislation  perform  is  the 
effort  to  show  that  temperance  practices  and  laws 
are  unscrip  ural.  Christ  made  wine  at  the  wedding 
feast,  say  they,  and  Paul  told  Timothy  to  take  a 
little  wine  for  his  stomach’s  sake  These  are  the 
regular  stock  arguments.  These  liberty  lovers 
ought  to  go  back  to  Genesis  and  Chronicles  and 
start  a scriptural  agitation  in  favor  of  polygamy. 
Why  not  let  us  have  the  good  old  patriarchal 
customs  that  allowed  a man  to  have  as  many  wives 
as, he  could  buy  or  support.  Polygamy  and  booze 
have  gone  by  the  board  because  they  became 
enemies  of  civilizaton.  The  curse  of  liquor  is  that 
it  has  proven  itself  a foe  to  law  and  order  as'  well 
as  a menace  to  the  community  in  its  direct  effects 

o o o 

Some  really  bright  men  discount  their  worth 
fifty  per  cent,  by  their  love  of  being  patted  on  the 
back.  It  is  only  natural  to 
SKIMMING  value  the  good  opinions  of  those 

THE  POT.  about  us,  but  when  these  opin- 

ions and  not  the  deeds  them- 
selves are  the  source  of  our  gratification  our  good 
works  may  well  be  classed  with  the  “sounding 
brass  and  tinkling  cymbals.”  What  we  do  should 
be  the^revelation  of  what  we  are.  “As  the  fining 
pot  for  silver  and  the  furnace  for  gold  so  is  a man  to 
his  praise.”  That  is  why  old  Job  said,  “He  know- 
eth  the  way  that  I take,  and  when  He  hath  tried 
me  I shall  come  forth  as  gold.”  You  may  be  as 
good  as  your  word  but  are  you  as  good  as  your 
deeds?  Are  your  alms  done  “before  men”  or  to 
the  praise  of  Him  who  “maketh  His  sun  to  rise 
on  the  evil  and  the  good  and  sendeth  rain  on  the 
just  and  on  the  unjugt?”  There  are  a lot  o'  us 
that  if  we  were  stripped  of  this  praise  of  men  would 
not.  have  much  to  cover  us.  Ask  yourself  how 
much  gold  would  be  left  if  the  dross  of  pride  were 
skimmed  from  your  particular  pot. 
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The  Dominion 
Income  Tax 

Some  Timely  Comments  on  How  and  When 
to  Make  Returns — By  J.  W.  MUIR,  Late 
Chief  Auditor  of  Taxation,  Department 
of  Finance,  Ottawa 

TAXATION  is  an  important  subject  that  our  average 
citizen  has  never  given  the  amount  of  consideration 
it  deserves.  When  the  last  date  of  payment  arrives 
he  may  g'rouch,  kick  or  even  mildly  protest,  but  the  day 
after  it  is  forgotten,  and  in  its  relation  to  business  generally 
we  seldom  hear  the  word  used. 

It  is  safe  to  say  that  we  have  now  entered  a period  of 
taxation  which  will  continue  beyond  the  present  generation, 
and  among  the  various  forms  in  force  throughout  the  Do- 
minion, none  is  less  understood  than  the  Dominion  War 
Income  Tax  Act  of  1917. 

There  is  probably  no  Act  on  the  Statutes  more  difficult 
of  administration  than  the  Income  Tax  Act.  Careful 
observation,  however,  will  show  that  the  Income  Tax  Depart- 
ment has  endeavored  to  administer  the  Act  with  utmost 
fairness  and  consideration,  giving  the  taxpayer  the  benefit 
of  the  doubt  wherever  necessary.  This  can  be  easily  sub- 
stantiated by  reference  to  the  few  appeals  and  the  lack 
of  court  decisions  in  this  country  as  compared  with  Great 
Britain  or  the  United  States. 

In  the  early  part  of  1920  considerable  prominence  was 
given  in  the  daily  press  to  the  small  amount  collected  under 
this  act,  and  the  number  of  large  incomes  that  evidently 
escaped  the  tax.  Before  passing  judgment,  however,  it 
should  be  remembered  that  it  took  Great  Britain  fifteen 
years  to  get  the  Income  Tax  Act  on  a proper  working  basis, 
while  the  United  States  has  not  yet  got  that  far. 

No  doubt  public  criticism  was  responsible  for  a number 
of  important  rulings  and  drastic  penalties  which  were  added 
to  the  Income  Tax  Act  at  the  session  of  parliament  which 
was  held  during  1920.  Under  the  Act  as  it  now  stands  the 
taxpayer  must  forward  to  the  inspector  for  the  district, 
returns  covering  the  income,  accompanied  by  a cheque 
for  a't  least  25  per  cent,  of  the  estimated  tax,  and  where  the 
taxpayer  fails  to  supply  the  required  amount  he  is  subject 
to  a penalty  equal  to  25  per  cent,  of  the  tax  unpaid. 

A penalty  of  25  percent,  of  the  total  tax  is  imposed,  if 
the  returns  are  not  delivered  to  the  inspector  on  or  before 
the  proper  date,  which  for  individuals  and  joint  stock  com- 
panies is  30th  of  April.  The  unpaid  balance  of  the  tax, 
viz.:  75  per  cent,  is  payable  in  three  two  monthly  install- 
ments with  interest  thereon  at  six  per  cent,  per  annum  from 
the  last  day  prescribed,  fojr  making  the  return  to  the  date 
on  which  payment  is  made. 

It  will  therefore  be  seen  that  to  the  business  or  individ- 
ual paying  six  per  cent,  for  borrowed  money,  there  is  nothing 
to  be  gained  by  paying  for  installments,  and  to  save  all  risk 
of  the  penalty  it  would  be  well  to  send  in  a very  substantial 
amount  if  not  the  whole  tax.  Any  person  who  in  the  return 
states  the  income  below  the  true  amount  is  liable  to  severe 
penalties,  for  example: 

If  a taxpayer  reports  his  income  to  be  $6,000.00  when 
it  is  actually  $9,000.00,  he  has  to  pay  a penalty  of  $3,000.00, 
in  addition  to  the  unpaid  tax,  (even  if  the  error  of  omission 
is  unintentional)  the  Act  makes  no  provision  whereby  an 
■/fficer  of  the  department  can  remit  or  cancel  the  fine. 

When  an  overpayment  has  bpen  made  the  Income  Tax 
Department  will  make  a refund  of  the  amount,  except  in 
cases  where  an  installment  remains  unpaid,  when  the  over- 
payment will  be  applied  thereon,  and  any  balance  remaining 


will  be  given  back  to  the  taxpayer,  if  claimed  within  the 
time  limit  as  stated,  in  the  Act. 

The  returns  of  individuals  must  be  made  for  the  calendar 
year,  and  where  a taxpayer  is  a partner  in  a business  he 
must  include,  as  part  of  his  income,  his  individual  share  of 
the  profits,  taking  same  at  the  amount  calculated  at  the 
end  of  the  fiscal  year,  which  terminated  within  the  calendar. 
For  the  purposes  of  the  Act  a husband  and  wife  will  not  be 
considered  as  partners,  but  in  the  event  of  the  wife  having 
a separate  income,  which  is  not  derived  from  any  source 
connected  with  her  husband’s  income,  she  may  make  sep- 
arate returns  and  is  entitled  to  the  same  exemption  as  her 
husband,  viz. : $2,000.  Only  one  allowance,  however,  will 
be  made  for  the  dependent  children;  this  allowance  of  course 
applies  to  the  normal  tax  exclusively. 

Returns  are  required  from  employers  showing  the 
salaries  paid  to  employees  at  a rate  amounting  to  one-thou- 
sand dollars  per  year. 

Companies  paying  dividends  must  record  such  dividends 
on  forms  for  the  purpose,  while  trustees  and  executors  must 
make  returns  of  money  collected,  and  of  all  amounts  paid 
or  due  to  each  beneficiary.  These  forms  should  be  filed 
on  or  before  31st  of  March. 

The  income  assessable  is  the  profit,  gain,,  gratuity, 
salary,  wages  or  remuneration  for  the  preceding  year  of 
every  person  residing  or  ordinarily  resident  in  Canada,  or 
who  remains  within  the  Dominion  for  a period  equal  to  183 
days  during  any  calendar  year.  Bonuses  paid  to  employees 
are  income  of  the  year  in  which  they  are  received.  Stock 
dividends  are  treated  like  cash  dividends  and  must  be 
included  as  income. 

After  a considerable  amount  of  litigation  the  Supreme 
Court  of  the  United  States  has  ruled  that  stock  dividends 
are  not  income;  this  ruling,  however,  is  not  recognized  by 
the  Minister  of  Finance  in  Canada,  and  rightly  so.  For 
while  it  is  true  that  the  share  certificate  represents  the  pro- 
portionately net  worth  of  the  company,  nevertheless  the 
stock  dividend  is  the  distribution  of  the  accumulated  profits, 
which  cannot  be  subsequently  taxed  when  cashed,  as  it 
would  then  come  under  the  classification  of  a realization  of 
capital  which  in  Canada,  i-s  not  taxable  under  the  Income 
Tax  Act.  While  this  ruling  is  theoretically  correct,  it 
seems  to  me  that  a better  plan,  and  one  which  would  create 
less  hardship,  would  be  to  tax  the  stock  dividend — when 
it  is  cashed. 

Where  Canadian  companies  or  individuals  have  to  pay 
ar  income  tax  in  certain  countries,  such  as  Great  Britain  or 
the  United  States,  on  income  derived  therefrom,  the  tax- 
payer should  send  with  his  returns  to  the  local  inspector, 
the  official  receipt,  and  in  computing  the  tax  payable  in 
Canada,  deduction  therefrom  will  be  made  for  the  amount 
paid  elsewhere,  provided  the  deduction  does  not  at  any  time 
exceed  the  amount  payable  in  Canada  and  covers  a corre- 
sponding period. 

An  important  point  which  is  not  clear  to  a great  many 
people  is  the  difference  between  the  expense  of  carrying 
one’s  home  and  the  expense  of  carrying  an  investment. 
Where  a taxpayer  has  investments  in  property  which  is 
revenue  bearing,  the  cost  of  the  upkeep  of  the  buildings, 
including  interest  on  mortgages,  taxes  and  fire  insurance 
charges  may  be  deducted  from  the  income  derived  from 
the  same  property.  This,  however,  does  not  apoly  to  the 
house  or  dwelling  in  which  the  taxpayer  is  livn.g,  and  in 
making  up  the  annual  returns  no  deduction  should  be  shown 
for  such  charges.  In  like  manner  the  cost  of  carrying 
investments  which  directly  relate  to  one’s  business  are 
proper  charges'  in  corfnection  with  the  operation  of  the 
business. 

The  general  rules  of  good  accounting  are  recognized 
by  the  Department,  and  allowances  are  made  for  depre- 
( Continued  on  page  7/) 
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Style  Hints  from  the 
Large  Centres 

What  is  Selling  in  Eastern  and  Western 
Cities  Across. the  Line — Trend  of  Styles 
in  Men’s  and  Women’s  Shoes 

IN  the  Eastern  States  there  seems  to  be  more  of  a tendency 
than  in  the  West  to  develop  more  style  on  men’s  lines. 
In  New  York  and  Philadelphia  there  is  quite  a notice- 
able effort  to  put  a little  more  “pep”  into  this  class  of 
goods  and  this  being  accomplished  mainly  through  the 
introduction  of,  combinations  or  two-tone  effects,  especially 
in  tans.  Light  Russia  is  offset  with  dark  quarters  and 
sometimes  the  foxings.  are  made  in  contrast.  There  are 
some  smart  lines  shown  in  combination  of  cloth  and  buckskin 
tops  with  Russia  or  gun-metal  vamps.  Quite  a number  of 
brown  cordovan  bals  and  Oxfords  are  also  seen,  the  latter 
with  straight  and  winged  tips.  Boarded  Russia  is  being 
extensively  used  for  Oxfords  in  the  darker  shades  in  brogue 
styles  and  seem  to  be  holding  their  own  a§  far  as  men’s  wear 
is  concerned.  In  the  middle-west  the  same  conditions  are 
noticeable  as  in  the  east  and  there  seems  to  be  a general 
disposition  to  spruce  up  in  men’s  lines.  In  the  far  west, 
and  especially  at  the  Coast,  the  tendency  is  toward  con- 
servatism and  a great  many  plain  bals  are  seen,  many  of 
them  in  the  lighter  shades,  although  the  darker  tans  are 
holding  their  own.  Blacks  in  both  high  cuts  and  Oxfords 
are  growing  in  popularity  and  kid  both  in  black  and  brown 
will  be  found  more  frequently  than  in  the  past  two  or  three 
seasons. 

Women’s  Shoe  Styles 

There  is  very  little  interest  in  high-cut  shoes  at  all  and 
even  Oxfords  and  pumps  are  suffering  considerably  from 
the  general  furore  for  strap  effects.  Nevertheless  Oxfords 
in  medium  and  dark  shades  of  tan  are  selling  well  both  in 
the  East  and  throughout  the  West,  especially  the  brogue 
effects  for  street  wear.  The  latter  are  found  largely  in  the 
Cuban  heel,  although  there  is  a tendency  towards  lower 
heels  on  women’s  street  shoes.  Tips,  wings  and  narrow 
ball  straps  are  found  in  many  of  these  and  combinations  of 
light  and  dark  shades  are  frequent.  Black  gun-metal 
pumps  and  Oxfords  are  selling  well  in  a regular  way  in  the 
smaller  centres  and  have  a good  sale  soon  in  the  larger 
cities.  Brogues  seem  to  be  quite  as  popular  as  ever  in  many 
districts,  although  all  kinds  of  Oxfords  are  being  ousted  by 
the  strap  brogue.  Colonials  do  not  seem  to  be  as  popular 
as  hey  were. 

Straps  are  certainly  all  the  go  and  are  being  shown  in 
one,  two,  three  and  even  the  four  strap  variety.  The  single 
and  double  strap  and  the  cross  strap  are  possibly  the  most 
popular.  In  materials  Ooze  and  satin  are  most  frequently 
used,  grey  suede  being  by  far  the  most  popular  material, 
although  fawn  is  gaining  somewhat.  Tips,  wings  and  ball 
straps  are  noticeable  amongst  the  ornamentations  and  con- 
trasting trimmings  are  very  much  favored.  Combinations 
of  suede  and  satin  are  also  in  evidence  very  much,  as  also 
suede  and  kid.  Inlays  of  contrasting  materials,  perforated 
straps  and  fancy  collars  are  amongst  the  means  used  to 
brighten  effects  in  this  class  of  goods. 

Some  Interesting  Novelties 

Amongst  the  novelties  noticed  is  a one-strap  fawn 
suede  pump  with  a harness  buckle  in  the  centre  of  the  in- 
step. Fawn  suede  and  patent  is  another  combination  with 
fawn  inlays  in  striped  effect.  Mouse  colored  kid  and  inlays 
of  patent  is  another  fad.  A two-strap  walking  pump  with 
a walking  heel  in  a warm  tan,  with  buckle  and  perforated 
tip  and  foxing,  looks  very  attractive.  Amongst  the  Colonials 


is  seen  a black  satin  with  cut-out  tongue  of  black  suede, 
having  inserts  of  black  satin  and  strap  foxing  of  suede. 
The  fan-shape  tongue  and  strap  foxing  is  very  popular  in 
this  class  of  shoe.  In  one  line  shown  the  tongue, falls  over 
the  instep  like  a' shawl  tongue  and  it  has  beaded  ornaments. 

A new  shoe  in  a new  shade  of  brown  suede  selected  is 
of  the  two-strap  style,  fastened  with  a small  aluminum 
buckle.  Another  new  boot  is  of  henna  calf  and  still  another 
is  of  grey  horse  hide,  made  in  the  sport  style.  Another 
strap  pump  has  three  slender  sabot  straps  on  the  sides, 
two  of  which  pass  over  the  instep,  producing  a twin-strap 
effect,  while  the  third  is  stitched  down  to  the  vamp. 

The  season  promises  to  be  a big  one  for  sport  shoes  and 
fancy  white  low-cuts  in  straps  and  Oxfords  will  be  popular. 
The  feature  this  season  promises  to  be  extensive  combin- 
ation and  decoration,  with  tips,  color  trims,  black,  red, 
green  and  blue  and  purple  being  used  in  contrast  with  white 
and  other  shades.  Buck  and  suede  seem  to  be  in  the  greatest 
demand.  Strap  effects  will  be  especially  prominent  and 
decorative  trimmings  will  be  en  regie.  Low  heels  will  be 
more  in  evidence  than  usual,  although  Cuban  and  Louis  will 
be  seen.  Shoe  men  say  they  will  be  surprised  if  the  coming 
season  is  not  the  best  for  sport  goods  in  several  years. 

Style  Committee  Findings 

At  the  convention  of  the  Ohio  retailers  held  last  week 
at  Cleveland,  the  committee  on  styles  brought  in  the  fol- 
lowing summary  which  shows  in  a general  way  what  mer- 
chants of  the  middle-west  think  will  be  the  trend  during  the 
next  .few  months.  The  report  says: 

Men’s  shoes:  Smarter  styles  and  have  men  properly 

fitted  for  every  occasion;  leather  and  materials  lighter 
shades.  Cordovan  decreasing  popularity.  Grain  and 
boarded  leathers  on  increase.  Men’s  black  shoes  growing 
in  demand  on  account  of  the  lighter  shades  coming  in. 
Smarter  designs.  New  patterns.  Individual  styles  by  re- 
tailers insisted  upon.  Plenty  of  punching,  pinking,  brass 
eyelets,  new  lasts,  shorter  foreparts.  More  “pep”  in  men’s 
shoes.  Will  be  big  Oxford  business.  Place  orders  at  once 
for  immediate  future.  Seven  to  $12  will  be  price  scale. 
Discontinue  the  long  receding  toe. 

Boys:  Fewer  styles,  more  sizes.  Same  leathers  as 

recommended  for  men.  Misses’  and  children’s:  Continu- 

ing lace  styles;  no  change  in  lasts. 

Women’s:  Straps  in  turns  and  welts.  One  and  two 

straps  will  continue  into  fall.  Sport  Oxfords  one  and  two 
strap  models  into  fall.  Walking  Oxfords  in  black  and 
brown  kid  into  the  winter.  Lasts  are  adequate;  medium 
length.  Colors  light  and  medium;  many  combinations. 
Will  be  big  white  season.  Buy  whites  at  once.  Continue 
staple  line  black  and  brown  kid  boots  with  walking  heels. 


THE  POOR  FARMER 

Here  is  a story  from  Saskatchewan  that  we  give  for 
what  it  is  worth.  A farmer  writes  to  the  Saskatoon  Star: 

“One  of  our  neighbors  sent  a hide,  weighing  fifty 
pounds,  to  the  city  market,  for  which  he  received  ninety- 
three  cents.  Out  of  this,  fifty  cents  express  charges  were 
deducted,  and  he  had  to  pay  twenty  cents  at  a local  store 
for  a box.  This  left  him  the  magnificent  sum  of  twenty- 
three  cents  for  his  hide.” 

We  can  cap  this  with  a supposedly  true  story  of  a 
tobacco  grower  in  the  south,  who  shipped  in  a load  of 
tobacco.  In  the  course  of  a few  days  he  was  advised  that 
after  charges  were  paid,  he  owed  the  buyer  two  dollars.  The 
buyer  suggested  he  send  him  in  a pair  of  chickens  in  pay- 
ment. On  his  next  visit  the  grower  brought  in  the  chickens. 

“Hold  on,”  said  the  buyer,  “there  are  four  birds  here 
instead  of  two.” 

“That’s  all  right,”  answered  the  farmer,  “I’m  shipping 
you  another  load  of  tobacco.” 
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Signing  on  the 
Dotted  Line 

The  Irrevocable  Contract — Is  It  The  Pan- 
acea For  The  Evils  of  Modern  Business? 
— When  is  an  Order  Not  an  Order? 

^rX^HERE,  Mr.  Smith,  I think  that  should  fix  up  your 
stock  in  fine  shape.  I might  have  suggested  a few 
more  pairs  of  No.  422,  but  I dont  want  to  overload 
you  this  trip.  I’ll  be  around  this  way  again  in  a few  weeks, 
and  you  may  have  a different  angle  on  the  prospects  then. 

“As  to  shipment,  we’ll  make  that  August  30th,  as  you 
suggest,  and  you  can  absolutely  bank  on  our  living  up  to  our 
promise. 

“Now,  if  you’ll  just  put  your  name  here,  the  order  will 
be  regular,  and  I won’t  keep  you  any  longer.  Thanks!” 

How  soon  shall  we  see  scenes  somewhat  along  the 
above  lines  enacted  in  retail  shoe  stores  through  the  country? 

It  has  been  claimed  that  of  all  the  contributing  causes 
of  the  slump  which  began  last  year,  and  out  of  which  we 
are  all  hoping  to  emerge  during  the  next  year,  the  greatest 
was  the  epidemic  of  cancellations  that  swept  over  the  whole 
world.  Theoretically,  if  there  had  been  no  cancellations, 
a great  deal  of  the  tie-up  in  industry,  and  unemployment 
would  have  been  avoided.  But  practically,  an  end  had  to 
come,  in  some  way,  to  the  ever-ascending  “spiral”  of  prices 
and  wages.  Readjustment  was  inevitable,  and  from  its 
very  name  implied  reduced  values,  with  consequent  losses 
to  someone. 

The  losses  would  have  been  general,  but  probably  no 
more  general  than  they  actually  have  been.  While  the 
process  might  have  been  different,  the  net  result  would 
have  been  about  the  same. 

World-Wide  Cancellations 

In  any  event,  world-wide  cancellations  in  all  sorts  and 
descriptions  of  commodities  resulted  in  the  tying  up  of 
products  amounting,  it  has  been  estimated,  to  over  $2,000,- 
000,000  in  the  United  States  alone.  The  same  writer  esti- 
mates that  there  is  an  additional  $1,000,000,000  tied  up  in 
the  shape  of  American  goods  in  foreign  warehouses.  Before 
final  adjustments  on  these  goods  are  made  someone  will 
have  to  show  losses  in  the  neighborhood  of  $500,000,000. 

Such  conditions  as  these  have  led  traders  in  every  line 
of  merchandise  to  consider  some  means  of  preventing  a 
recurrence  of  the  situation  through  which  we  have  just 
passed. 

The  controversy  has  been  waged  over  the  last  year. 
It  was  not  so  long  ago  that  buyers  could  not  procure  goods 
in  adequate  quantities  at  any  price.  What  was  the  result? 

In  their  clamor  for  goods  they  placed  duplicate  orders, 
any  one  of  which  would  have  more  than  supplied  their 
requirements,  if  delivered.  Deliveries,  however,  were  uncer- 
tain so  they  took  a chance  that  they  were  not  over-buying. 

And  many  a buyer  said:  “Never  mind,  my  turn  is 

coming.  Just  wait!” 

Well  it  came. 

Suddenly,  with  the  demand  cut  off,  he  found  himself 
swamped  with  goods  bought  at  high  prices. 

As  a matter  of  self-preservation,  he  commenced  re- 
fusing goods  and  cancelling  orders.  And  often,  while  he 
was  taking  his  own  medicine,  he  derived  a certain  malicious 
pleasure  in  “getting  back  a bit  of  his  own”  from  the  other 
fellow  who  had,  he  thought,  treated  him  “rough”  in  the 
previous  year  or  two. 

There  are  two  distinct  sides  to  the  story,  and  both 
buyer  and  seller  have  had  grievances  without  doubt. 

Back  of  this  controversy  lies  the  fact  that  business 


has  been  done  along  very  loose  lines,  and  if  radical  changes 
are  not  made  now  the  way  will  be  left  open  for  a repetition 
of  the  program  of  the  past  few  months. 

The  shoe  business  of  Canada  has  been  anything  but 
an  exception.  If  men  really  meant  some  of  the  things  they 
have  said  or  thought  in  the  heat  of  the  debacle,  the  whole 
industry  would  desintegrate  for  lack  of  confidence. 

All  of  which  brings  us  to  the  main  point  in  our 
story. 

There  is  a growing  belief  that  the  soundness  of  business 
in  general,  and  of  the  shoe  and  leather  business  in  particular, 
will  rest  in  the  future,  as  in  the  past,  on  a mutual  confidence 
between  the  seller  and  buyer,  but  with  the  addition  of  two 
factors. 

First,  the  seller  should  undertake  to  make  delivery  of 
goods  as  and  when  promised,  and  Second,  the  buyer  should 
give  concrete  evidence  of  his  good  faith  by  attaching  his 
signature  to  the  order  when  given. 

It  is  admitted  that,  in  law,  it  may  be  difficult  or  im- 
possible to  compel  the  delivery  or  acceptance  of  goods  sold 
or  purchased.  But,  at  least,  the  law  would  give  compen- 
sation adequate  for  the  financial  protection  of  the  buyer  or 
seller,  as  the  case  might  be. 

The  question  involved  is  undoubtedly  engaging  the 
attention  of  the  keenest  thinkers  in  the  shoe  and  leather 
ndustry  in  Canada. 

Effect  on  Trade 

Let  us  see  how  it  would  affect  the  various  trades  in- 
terested. 

With  the  above  principles  established,  the  tanner  will 
be  able  to  gauge  his  market  closely,  and  regulate  his  com- 
mitments accordingly. 

The  shoe  manufacturer  and  jobber,  on  the  other  hand, 
can  lay  out  their  manufacturing  or  merchandising  pro- 
grams with  a reasonable  feeling  of  security.  Inevitably, 
their  operating  and  selling  costs  will  be  affected,  and  should 
be  reflected  in  prices  to  the  retail  trade. 

But,  peculiar  as  it  may  seem,  the  retail  dealer  should 
benefit  in  greater  measure  than  the  others.  For  after  all, 
he  is  the  one  who  pays  for  the  “high  cost  of  cancellations.” 

In  the  first  place  he  is  protected  on  his  deliveries;  for 
the  whole  scheme  becomes  inoperative  if  consideration  is 
not  forthcoming  from  both  parties  to  the  agreement.  He 
knows  that,  within  the  bounds  of  human  capability,  he  is 
going  to  get  what  he  ordered,  and  when  he  wants  it. 

Under  those  considerations,  and  in  view  of  the  fact 
that  he  has  to  put  his  name  to  the  order,  he  is  going  to  buy 
long,  sounder  and  more  careful  lines. 

That  should  result  in  lower  stocks,  or  at  least  in  more 
carefully  chosen  stocks,  as  even  more  time  will  be  given 
than  heretofore,  to  the  study  of  buying. 

The  retailer  could  look  for  more  helpful  co-operation 
from  the  salesman ; for  the  tendency  to  overload  the  buyer 
with  stock  will  be  reduced  by  the  feeling  that  each  order 
taken  is  for  actual  delivery,  and  will  not  be  cancelled  by 
wire  or  letter  as  soon  as  the  salesman  has  left. 

The  more  the  plan  is  considered,  the  more  advantages 
it  has  to  present,  to  offset  the  disadvantages  or  objections  that 
might  be  offered. 

The  problem  is  one  the  solution  of  which  lies  in  the 
hands  of  the  trade  associations.  Action  may  be  taken  by 
individual  companies,  or  by  groups  of  manufacturers;  but 
much  of  advantage  will  be  lost  unless  concerted  action  is 
taken. 

It  is  for  just  such  problems  that  the  National  Shoe 
Retailers’  Association  and  Shoe  Manufacturers’  Association, 
respectively,  were  organized.  And  it  is  to  those  associations 
that  their  members  must  look  for  guidance  and  action  in 
times  such  as  these. 
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Putting  Pep  in  the 
Shoe  Business 

Some  Aspects  of  The  Tendency  Towards 
Frequent  Style  Changes  Will  the  Advan- 
tages Offset  the  Cost? 

OUR  leading  editorial  in  this  issue  deals  with  some 
of  the  dangers  of  the  question  that  is  under  discus- 
sion and  consideration  in  every  shoe  centre  of  the 
world:  “How  can  we  stir  up  the  shoe  business  to  a basis 

of  normal  or  increased  volume?” 

In  past  years  business  has  been  conducted  along  fairly 
well  defined  lines,  and  it  was  considered,  in  Canada  at  least, 
that  the  backbone  of  the  trade  was  the  business  in  staples, 
the  class  of  shoes  that  are  bought  and  worn  day  in  and  day 
out  from  one  year’s  end  to  the  other.  There  can  be  no 
question  in  the  minds  of  any  one  who  looks  squarely  at 
the  proposition,  but  this  assumption  is  correct,  and  that 
the  old  conditions  of  stability  will  return. 

But  as  a people  we  have  become  impatient  of  delays, 
and  find  it  impossible  to  sit  waiting  for  trade  to  return 
without  trying  to  stir  things  up  a bit.  The  result  has  been 
the  discovery  that  certain  types  of  women’s  shoes  are  sale- 
able if'  they  are  put  on  the  market  without  delay.  In  the 
background  is  the  feeling  that  fashions  will  be  ephemeral, 
and  that  as  quickly  as  one  style  becomes  popular,  another 
takes  its  place.  Consequently,  while  all  manufacturers  and 
dealers  in  women’s  fancy  shoes  are  scrambling  after  their 
share  of  the  business,  they  are  at  the  same  time  wondering 
how  long  the  rush  will  last,  and  hoping  they  will  not  get 
caught  when  a slump  comes,  if  it  does. 

Already  some  have  jumped  at  the  conclusion  that  the 
whole  basis  of  the  shoe  business  has  changed.  We  have 
left  the  old  days  of  buying  six  months  ahead,  they  say. 
The  shoe  business  has  become  a hand  to  mouth  proposition. 
There  is  a feeling  that  instead  of  a two  season  business  it 
will  become  a four  season  proposition  with  travellers  mak- 
ing their  trips  for  spring,  summer,  fall,  and  winter  goods. 
Possibly  changing  styles  would  necessitate  even  more  fre- 
quent purchasing  on  the  part  of  retailers. 

It  is  further  advanced,  that  the  salvation  of  the  shoe 
business  lies  in  deliberate  efforts  of  manufacturers  and 
dealers  creating  new  fashions  as  rapidly  as  possible. 

All  this  stir  is  caused  by  the  spring  rush  in  fancy 
women’s  shoes. 

Manufacturers  of  men’s  shoes  are  naturally  wondering 
when  their  turn  will  come,  while  the  retailer  looks  at  his 
slowly  moving  stocks  of  men’s  goods  and  also  looks  for  a 
means  of  starting  something.  The  obvious  query  is,  “If 
it  is  possible  i^women’s  shoes,  why  not  in  men’s?  ”-  Hence 
the  active  propaganda  for  the  creation  of  a multiplicity  of 
styles  for  men. 

There  is  something  to  be  said  along  the  line  of 
increasing  volume  in  men’s  shoes.  It  is  the  exceptional 
man  who  has  more  than  two  pairs  of  shoes  at  one  time. 
The  average  male  is  satisfied  with  one  pair  of  boots  for 
cold  weather  and  a pair  of  low  shoes  for  summer.  He  feels 
that  with  one  pair  of  black  shoes  he  can  go  anywhere. 

In  discussing  this  one  dealer  said  he  had  seen  men  at 
funerals  wearing  tan  shoes,  or  eyen  at  evening  parties, 
dinners  or  weddings.  An  active  advertising  campaign  on 
the  part  of  the  Retailers’  and  Manufacturers’  Associations 
advocating  the  equipment  of  men  with  shoes  suitable  for 
various  purposes  and  occasions  would  be  quite  in  order 
and  of  great  possibilities.  There  is  no  reason  why  a man 
should  not  feel  it  an  essential  part  of  proper  appearance 
to  be  wearing  shoes  suitable  to  the  occasion.  This  would 
mean  that  he  should  have  at  least  four  or  five  different 


types  of  boots  and  shoes  for  informal,  formal,  outing  and 
other  purposes. 

From  the  other  angle,  the  creation  and  destruction  of 
styles  in  men’s  and  women’s  shoes  in  rapid  succession  is 
fraught  with  far  more  dangers  than  advantages. 

Already  we  see  the  difficulties  under  which  retailers  and 
manufacturers  are  working  to  turn  over  their  spring  stocks, 
manufactured  and  distributed  under  hurry-up  conditions. 
Manufacturers  are  advertising  their  ability  to  receive  orders, 
manufacture  the  goods  and  make  shipment  in  anywhere 
from  two  to  four  weeks.  While  they  are  boasting  of  the 
efficiency  attained  in  order  to  do  this,  nothing  is  said  as 
to  cost,  or  as  to  who  pays  the  shot.  There  is  no  question 
in  the  mnd  of  any  sound  manufacturer  that  rush  work 
is  expensive.  Supplies  must  be  purchased  on  short  notice 
in  competition  with  eager  buyers.  Fancy  styles  mean  high- 
class  operatives,  and  more  of  them  per  shoe  turned  out. 
Selling  expense  is  increased.  Lasts  and  patterns  running 
into  money  must  be  thrown  into  the  discard.  Overhead 
expenses  may  or  may  not  increase  depending  on  the  volume 
obtained.  But  certainly  the  worry  to  executives  and  the 
financial  risks  run  in  the  face  of  possibly  vanishing  markets 
and  worthless  stocks  of  out  of  date  shoes  demand  a handsome 
compensation. 

So  far  as  leather  markets  are  concerned  the  style 
business  places  a premium  on  certain  classes  of  leather 
for  short  periods  of  time,  with  a resulting  top-heavy  mar- 
ket that  offers  permanent  advantage  to  no  one. 

From  the  standpoint  of  the  retailer  also  the  question 
is  full  of  pitfalls.  The  type  of  retailer  whose  customers  are 
largely  in  the  class  that  demands  style  and  more  style  must 
play  the  style  game  to  the  limit.  He  is  used  to  it,  however, 
and  from  years  of  experience  is  competent  to  judge  his 
trade  and  not  get  caught  with  heavy  stocks  of  obsolete 
shoes.  Even  the  best  of  them  “pull  a bone,”  on  occasion. 
The  average  Canadian  shoe  dealer  caters  to  a staple  trade 
and  also  to  some  extent  to  a fashionable  trade  that  demands 
style.  And  it  is  to  him  that  the  situation  offers  the  greatest 
problems.  Constantly  changing  styles  would  mean  more 
frequent  purchases,  closer  supervision  of  stocks  and  greater 
mark-ups  to  take  care  of  the  inevitable  clearance  sales. 
Against  possible  or  probable  increases  in  volume,  he  would 
have  an  increased  investment  in  new  lines,  leaving  on  the 
shelves  many  goods  that  would  otherwise  have  been  sold, 
and  in  the  end  it  is  doubtful  whether  his  net  profit  would 
have  increased. 

Against  a normal  seasonal  variation  in  shoe  styles 
there  is  nothing  to  be  said.  As  one  retailer  said  to  us  in 
commenting  on  this,  “without  new  styles  we  would  get 
stale  and  the  shoe  business  would  get  into  a rut.”  He  fur- 
ther said,  “We  look  forward  to  the  new  styles  coming  out 
and  the  main  thing  is  to  get  in  early,  and- out  before  the 
drop  comes.”  This  last  statement  is  the  crux  of  the  whole 
situation.  To  play  the  style  game,  you  must  know  it,  or 
take  the  consequences. 

In  a communication  from  another  Canadian  firm  we 
were  given  the  following  quotation  from  a recent  Babson’s 
report: 

“The  next  item  of  importance  is  to  attack  directly  the 
menace  of  unemployment.  Wherever  possible  get  off  the 
freak  styles,  extreme  fashions,  multiplicity  of  models, 
transient  articles,  and  get  on  to  standard  articles  for  which 
there  is  a steady  year-round  demand.  Much  has  been  done 
in  these  lines,  and  in  places  where  it  would  seem  as  though 
little  could  be  done.  The  prescription  is:  Standard  Goods 
in  place  of  Seasonal  or  Transient.” 

In  many  quarters  it  is  felt  that  the  problems  of  style  and 
standardization  should  engage  the  most  serious  consider- 
ation of  all  branches  of  the  trade,  with  a view  to  the  elim- 
ination of  a lot  of  expense  which  is  incurred  at  present  to 
the  advantage  of  no  one. 
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Prize  Essays  on  “Why  I 
Take  the  Shoe  and 
Leather  Journal” 

He  Has  Taken  It  for  Thirty-Four  Years- 
Here  are  Some  of  His  Reasons  JOHN 
MAW,  of  Ormstown,  Que. 

IN  answer  to  the  question  “Why  do  you  take  the  Shoe 
and  Leather  Journal”  my  first  reason  is  that  it  is 
what  I require  in  my  shoe  business,  and  from  my  experi- 
ence after  having  been  a subscriber  for  thirty-four  years 
(or  since  its  birth),  I feel  justified  in  stating  that  it  is  the 
Journal  for  all  live  shoe  men,  manufacturers,  wholesalers, 
retailers  and  repairmen. 

The  Journal  has  kept  in  line,  during  all  the  years  of 
its  publication,  with  all  advancement  in  the  art  of  printing, 
supplying  articles  of  interest  to  each  branch  of  the  trade, 
from  manufacturer  to  consumer,  dealing  justly  and  without 
partiality  to  all.  The  cost  is  no  consideration  compared  to 
the  benefits  obtained  from  the  excellent  articles  published 
in  each  number.  The  advertisements  are  another  feature 
that  I claim  are  of  a benefit,  keeping  one  in  touch  with  lead- 
ing manufacturers,  and  change  of  styles,  as  they  take  place 
each  season. 

One  more  point  that  I admire  in  the  Journal  is  the 
suggestions  to  the  retailer  and  his  clerks  of  improved  meth- 
ods in  business,  window-dressing,  display  of  goods,  show 
cards,  and  of  their  due  attention  to  the  customer. 

The  particular  advantages  of  tve  Shoe  and  Leather 
Journal  to  the  retailer  or  his  clerks,  are  that  it  draws 
their  attention  to  many  useful  ideas  that  may  be  adopted 
in  their  line  of  business,  if  their  minds  are  open  to  peruse 
its  columns;  also,  it  affords  opportunity  to  gain  knowledge 
of  the  cost  of  materials  and  production  required'  in  the 
making  of  boots  and  shoes. 

Why  should  every  live  shoe  man  read  it?  Simply 
because  he  requires  to,  if  he  wishes  to  keep  in  the  front 
line;  but  if  he  has  nothing  to  learn  I am  sorry  for  him. 

With  regard  to  suggesting  any  improvement  in  the 
Shoe  and  Leather  Journal,  I consider  it  a very  difficult 
thing  to  do,  as  I am  sure  that  the  publisher  is  doing  his  best 
in  that  line  to  improve  its  service  to  the  patrons.  How- 
ever, one  thing  I would  suggest  would  be  that  the  Shoe 
and  Leather  Journal  issue  a fashion  plate  twice  a year, 
spring  and  fall,  showing  styles  for  the  coming  season,  not 
bound  as  a page  in  the  Journal,  but  a sheet  the  size  of  the 
Journal  open,  and  which  should  be  put  in  a frame  by  the 
retailer  and  hung  up  in  his  store.  When  a new  fashion  plate 
is  issued,  remove  the  old  one  from  frame  and  replace  with 
the  new  one.  It  would  be  something  attractive  for  the 
shoe  store,  and  for  customers  who  wish  to  see  the  coming 
styles.  And  by  all  means  have  the  name,  Shoe  and  Leather 
Journal  appear  on  the  plate 

* * * 

Wh  r I Take  the  “Shoe  and  Leather  Jour- 
nal”— Its  Value  to  Retailer  and  Salesman 
ROWLAND  HILL,  JR.,  of  London,  Ont. 

We  take  the  Journal  because  we  feel  as  a shoeman 
we  could  not  get  along  without  it.  Its  arrival  is  an  event, 
promising  the  possibility  of  some  new  idea  or  ideas  which 
can  be  adopted  to  advantage  by  the  ambitious  retailer. 
In  addition  to  any  helpful  ideas  how  else  can  the  merchant 
keep  posted  on  “What’s  what”  and  “Who’s  who”  in  the 
shoe  business?  The  Journal  is  brimming  over  with  just 


the  news  which  is  so  necessary  for  the  merchant  to  have  to 
be  up  to  date  on  “what’s  doing”  in  the  shoe  trade. 

Possibly  the  biggest  advantage  to  the  retailer  is  its 
fund  of  information  on  the  changing  conditions  in  the  shoe 
trade,  which  is  the  information  a merchant  must  have  to 
help  him  sell  as  well  as  buy  his  stock  intelligently  and  profit- 
ably. Then,  too,  the  full  reports  of  the  doings  of  the  National 
Shoe  Retailers’  Association,  as  well  as  the  speeches  given, 
are  of  great  value  to  the  merchant  who  was  not  fortunate 
enough  to  be  present  at  the  various  gatherings.  This  all 
helps  to  create  enthusiasm  as  well  as  appreciation  of  the 
“big  job”  of  successful  shoe  merchandising  under  present- 
day  conditions. 

To  the  salesman  as  well  as  the  merchant  the  Shoe  and 
Leather  Journal  is  a veritable  boon.  It  is  a short  cut  in 
learning  the  various  ins  and  outs  of  the  shoe  trade.  Selling 
talks  in  all  its  branches  appearing  from  time  to  time,  as 
well  as  articles  on  window  dressing  and  stock  keeping,  afford 
the  wide-awake  clerk  an  opportunity  for  increasing  his 
worth. 

Every  live  shoeman  should  read  the  Shoe  and  Leather 
Journal  because  it  contains  valuable  information  in  regard 
to  changing  conditions  and  how  to  handle  them,  articles  on 
next  season’s  styles,  as  well  as  a fund  of  useful  information 
of  the  very  kind  a shoeman  needs  to  keep  him  “out  of  the 
rut.”  The  advertisements  themselves  are  valuable  as 
information  sources  on  what’s  new  and  what’s  selling  in  the 
shoe  trade. 

In  suggesting  an  improvement  in  service  we  would 
consider  the  salesman’s  needs  as  he  is  the  store’s  represen- 
tative in  meeting  the  public.  Then,  why  not  go  stronger 
on  a series  of  salesmanship  talks  of  a practical  nature,  deal- 
ing with  how  to  show  goods,  how  to  handle  each  type  of 
customer  and  how  to  close  the  sale,  etc?  The  merchant 
himself  as  well  as  the  salesman  would  profit  by  such  a series. 

* * * 

The  “Shoe  and  Leather  Journal”  as  it 
Appeals  to  ARTHUR  WILSON,  of  Hamil- 
ton, Ont. 

I take  the  Shoe  and  Leather  Journal 

1 —  Because  every  shoe  retailer  should  take  a trade 
paper. 

2 —  Because  being  in  business  in  Canada  I want  a paper 
that  is  familiar  with  and  can  give  CANADIAN  news. 

3 —  Because  after  taking  the  paper  for  a great  number 
of  years  I have  found  it  to  be  the  most  reliable  Journal 
in  Canada  on  all  things  pertaining  to  the  shoe  and  leather 
trade. 

4 —  Because  it  is  always  dependable.  If  there  is  any 
trade  contingency  arising,  any  governmental  actions  coming 
up  it  is  always  there  with  the  necessary  notices,  admonitions 
and  advice.  Its  advice  on  trade  conditions  in  general  I 
have  always  found  worth  following. 

5 —  Because  its  policy  is  one  “open  and  above  board,” 
free  from  cant  and  fearless  in  its  principles  and  treats  all 
alike.  The  retailer  and  manufacturer  and  wholesaler  all 
get  a square  deal  without  partiality. 

6 —  Because  its  founder  and  publisher  and  editor  having 
been  on  the  job  for  over  30  years  knows  the  Canadian  shoe 
and  leather  trade  as  no  other  man  can  possibly  do,  and  as 
the  journal  has  never  gone  back  but  always  advanced  and 
improved  it  must  be  on  the  right  track  with  the  right  policy. 

7 —  Because  it  has  always  tried  to  be  of  service  to  both 
advertiser  and  buyer  and  as  a medium  between  these  two 
it  fills  a place  that  cannot  be  estimated  in  dollars  and  cents, 
and  fills  a need  that  cannot  be  supplied  by  any  other  medium 
in  Canada.  It  is  Canada’s  best  trade  journal.  Its  news  is 
always  up  to  date  and-never  behind  or  stale. 
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Prize  Contest 
Winners 

We  have  been  under  considerable  difficulty  in  picking 
the  winners  in  the  contest  advertised  in  our  January  1st 
issue.  We  are  now  glad  to  be  able  to  announce  the  con- 
testants whose  efforts  entitled  them  to  the  prizes. 

We  may  say  that  our  purpose  in  the  first  question  was 
not  to  have  bouquets  thrown  at  us,  but  to  get  an  idea  as  to 
what  our  readers  thought  of  the  Shoe  and  Leather  Jour- 
nal and  why,  and  also  the  features  that  they  most  valued. 

We  received  so  many  meritorious  replies  to  the  first 
two  questions  that  we  felt  it  was  only  fair  to  give  two  -extra 
prizes  of  $5.00  each  for  answers  which  were  deserving  of 
special  mention. 

The  winners: 


Question  No.  1.— Why  do  you  take  the  “Shoe  and  Leather 
Journal”? 

First  prize — Mr.  John  Maw,  Ormstown,  Que. 

Second  prize — Mr.  Rowland  Hill,  Jr.,  London,  Ont. 
Third  prize — Mr.  Arthur  Wilson,  Hamilton,  Ont. 
Special  Prize — Mr.  F.  W.  Love,  Aylmer,  Ont. 

Special  Prize — Mr.  E.  W.  Groome,  Ingersoll,  Ont. 

Question  No.  2 — A Trade-Drawing  Window 

First  Prize — Mr.  H.  C.  Blachford,  Toronto,  Ont. 
Second  Prize — Mr.  A.  L.  Wright,  Amherst,  N.S. 
Special  Prize— Mr.  F.  W.  Love,  Aylmer,  Ont. 

Special  Prize,  Mr.  Rowland  Hill,  Jr.,  London,  Ont. 

Question  No.  3 — A Successful  Advertising  Stunt 

First  Prize — Mr.  Geo.  J.  Ree,  Knowlton’s  Boot  Shop, 
Brandon,  Man. 

Second  prize — Mr.  J.  P.  Trimble,  Laird’s  Shoe  Store, 
Toronto,  Ont. 


My  Most  Successful 
Advertising  Stunt 

First  Prize  Effort  of  GEO.  J.  REE, 
Knowlton’s  Boot  Shop,  Brandon,  Man. 

UR  most  successful  advertising  stunt  was  held  in 
November  of  last  year. 

The  idea  occurred  to  us  that  possibly  many 
residents  of  this  city  and  district  might  have  pairs  of  shoes 
or  rubbers  on  which  they  might  like  to  realize  one  dollar 
bill. 

We  first  ran  a full  page  advertisement  in  the  local  news- 
paper, had  large  numbers  of  same  advertisement  printed  in 
bills  of  various  colors,  got  together  the  most  recent  and 


reliable  mailing  list  we  could  obtain  and  mailed  them  to 
two  thousand  residents  of  the  adjoining  towns  and  villages. 
We  addressed  these  bills  to  a person,  not  merely  to  “house- 
holder,” which  plan  proves  better,  as  by  sending  to  just  a 
“householder”  means  nothing  while  the  addressing  of  a 
person  by  name  lends  more  weight  to  the  circular. 

On  the  bill,  alongside  the  person’s  name,  we  had  printed 
the  words,  “Did  you  know  it  was  coming?” 

In  giving  sale  prices,  we  quoted  what  the  sale  price 
was,  and  then  had  printed  below  each  price,  the  dollar 
allowance  given  for  old  shoes  on  every  item. 

Result — we  were  swamped  with  old  shoes  and  our 
event  was  a huge  success. 

Might  add  too,  that  every  pair  of  old  shoes  or  rubbers 
we  got,  we  put  in  our  windows  as  we  received  them,  and 
you  sure  ought  to  have  seen  our  really  excellent  display 
window  at  the  end  of  the  second  day’s  selling. 

The  accompanying  bills  show  the  advertisements  we  used. 


KNOWLTON’S  jT 

$30,000*°  PROFIT -SHARING l 


..Mind  WWl  Tbr  A 


ANNIVERSARY  SALE 

Commencing  at  9t30  a.m.,  Thursday,  November  5th, 

J.  U tm|lT  ■ - ' J roc  -tB  earn*  «r  PPOfTT  SHARING  ^ANNIVERSARY  SALE.  TIa.  a am  OrtMar  W«A.  cnin 

S30.000.00  WORTH  OF  HIGH  GRADE  SHOES 

ySuwuwin  ' tent^tor'  EACH ’p  AW  * icwuan 

, j tea  «ccfc  arc  pu  ya a Wr— Wn  if  rco  kiWi  u 

AN  0008  AND  ENDS  SALE.  BUT  A SALE  Of  NEW  ud  U* 


OU)  SHOES  AS  WELL 

oowt  roncrr  rv*s 
Tbi.  b «•  l 


Thursday  Morning  Owning 

EXTRA  SPECIAL  A REAL  ETE  OPENER 

95c 


PRICE 

You  Old  Shorn 
Mr  Worth 

YoaG-ttb. 

Sham  1m 

$6.95 

$1.00 

$5.95 

"~TW*T  ^sale 
price 

PrtM 

$i:95 

$1U0 

$4.95 

PHICE 

AMhiw  oid 

IU.M.  w*  » 

$495“ 

$1.00 

$3.95 

LADIES'  SHOES 

Sale 

Price 


$10.95 

= $1.00 

$9.95 


oUc.  4m  Um  — * 1 mh  may  WrM«  |»  • dnU  i 


50  Cents  .™L™5,*r,ES  50  Cents 


$4.45 

. 50c 

$195 


rm  JJJJ 

5*-*“  $145 


iSS.  $2.95 
*STmS  50c 
?X'”m  $2  .«S 


FREE!!! 


KNOWLTON’S  BOOT  SHOP 


NO  LET  UP!| 

TO  THIS  GREAT  MERCHANDISING  EVENT 

PMCESFAR  LOWER  THAN  USUAL 


KNOWLTON’S  BOOT  SHOP 
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Prize  Window 
Displays 

A Window  Display  is  a Merchant’s  Best 
Ad! — H.  C.  BLACHFORD,  Toronto,  Ont. 

CONSIDERING  all  window  dressing  from  standpoints 
of  appearance  (a  pleasure  to  the  eye),  ability  to  draw 
crowds  of  people  to  look  at  the  trimmer’s  efforts, 
and  success  in  the  ability  to  sell  the  goods  displayed,  I 
have  no  hesitation  in  naming  and  describing  one  certain 
display,  by  night  only,  of  a woman’s  tan  oxford.  This, 
as  the  best  of  buyers  will  do  at  times,  was  purchased  and 
heavily  stocked  as  a “peach”  or  winner,  but  turned  out  to 
be  a “lemon”  and  “didn’t  go  big”  according  to  the  number 
of  pairs  bought.  It  was  finally  displayed  every  night  for  a 
whole  week  in  a large  window,  cleared  of  every  other  shoe. 
After  being  well  lasted,  laced  and  polished,  it  was  displayed 
upon  a pedestal  about  eighteen  inches  in  height,  the  stand 
first  being  draped  from  the  back  window  or  wall  with  a fine 
length  of  black  velvet,  which  fell  to  the  floor  of  the  window 
in  well  arranged  folds  from  the  stand. 

The  shoe  seemed  to  stand  in  its  elegance  alone,  and 
when  enriched  by  the  rays  of  light  from  one  spot-light, 
hidden  back  and  up  from  the  observer’s  view,  and  with  all 
other  usual  window  lights  quite  extinguished,  even  the 
buyer  seemed  pleased  that  he  had  made  such  an  apparently 
poor  selection.  And  the  line  sold  and  sold  out  fast! 

* * * 

A Christmas  Window  that  Drew  Trade 
A.  L.  WRIGHT,  Amherst  Boot  & Shoe  Co., 
Limited,  Amherst,  N.S. 

MY  best  trade  drawing  window,  judging  from  sales 
results,  was  undoubtedly  my  Christmas  display 
of  ladies’  footwear  of  1919.  Seasonable,  snappy 
boots  and  oxfords,  with  dainty  slender  pumps  were  shown 


together  with  a variety  of  richly  colored  fine  felts  and  fur 
trimmed  baby  boots,  and  also  silk  hosiery. 

In  a setting  of  hand  painted  panels,  with  silk  velour 
drapes  in  royal  blue  and  Persian  orange,  this  r^splay  proved 
a steady  trade  bringer  for  the  three  Christmas  weeks. 

A DEFENCE  OF  MADE-IN-CAN  AD  A SHOES 

Editor,  Shoe  and  Leather  Journal, 

Dea,r  Sir, — In  your  publication  of  March  1st,  1921, 
there  is  a,n  article  by  o^ne  signed  “Observer,”  referring  to 
a paragraph  in  Evening  Telegram,  concerning  made-in - 
Canp.da  footwear.  He,  says  he  has  been  but  a short  time 
in  thjs  country,  but  still  he  is  long  enppgh  here  to  start  to 
knock  our  Canadian  production  of  footwear.  He  says  the 
idea  on  footwear  is  ridiculous,  and  the  sooner  Canada  does 
as  Britain  d,id,  get  the  idea  of  American  style  and  fit,  the 
better.  Now  this  greenhorn  to  our  country  is  probably 
not  aware  that  ouy  Canadian  made  shoes  are  manufactured 
on  American  lasts,  (which  that  country  has  the  name  of 
being  the  best  in  th,e  world  at  making).  But  the  styles  of 
these  lasts  are  made  in  Paris  and  London,  and  then  repro- 
duced in  America.  Observer,  according  to  his  paragraph, 
was  a retail  shoe  man  in  the  old  country.  Well,  if  they  did 
so  well  there  on  American  ijdeas,  why  come  to  Canada,  a 
British  possession,  and  knock  the  industry  here?  Having 
so  much  faith  in  American  ideas,  why  not  migrate  to  Amer- 
ica, and  fall  in  line  there  with  those  ideas.  It  is  knockers 
like  this  that  do  great  harm  to  our  country’s  welfare  and 
Canadian  production. 

Boost  the  country  you  are  getting  your  livijng  in,  Mr- 
Observer,  and  let  the  other  one  look  after  itself. 

Yours  for  Canadian-made  goods. 

Retail  salesman,  of  High  Grade  Canadian- 
made  footwear. 
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Have  Retailers 
Taken  Their  Losses? 

Question  Again  Brought  Up  by  MR.  D.  A. 
CAMERON  of  Canadian  Bank  of  Com- 
merce— Toronto  Retailers  Roused 

EVER  since  last  fall  the  Shoe  and  Leather  Journal 
has  urged  on  the  trade  the  necessity  of  observing  che 
sound  principle  that  the  “first  loss  is  the  smallest,1’ 
and  pressing  them  to  reduce  inventories  to  a conservative 
replacement  basis,  with  a view  to  moving  their  stocks  and 
preparing  for  iuture  profitable  business.  In  conversation 
with  various  sections  of  the  trade  we  have  been  informed 
that  those  retailers  who  had  clear  vision  and  sound  ideas 
had  gone  through  their  stocks  and  marked  down  to  a point 
they  considered  safe.  Necessarily,  that  point  would  rep- 
resent the  figures  at  which  the  goods  could  be  replaced. 
At  the  same  time  it  is  possible  that  some  individuals  have 
been  reluctant  to  let  go  of  fancied  possible  profits,  and  have 
remained  sitting  on  the  high-priced  stocks.  If  that  is  the 
case  they  will  have  to  sit  a long  time. 

The  multitude  of  sales  of  shoes  at  slaughter  prices  has 
indicated  a widespread  desire  to  liquidate  stocks.  This  has 
been  more  pronounced  in  American  markets,  in  the  case 
of  high  shoes,  which  have  been  sold,  or  offered  for  sale  at 
prices  which  do  not  represent  even  the  value  of  the  leather 
used  in  the  shoes. 

The  question  has  been  stirred  up  again,  in  so  far  as 
Toronto  and  its  neighborhood  are  concerned,  by  M.  D.  A. 
Cameron,  Toronto  manager  of  the  Canadian  Bank  of 
Commerce,  in  a recent  address  to  the  Kiwanis  Club,  of 
Toronto. 

In  his  address  Mr.  Cameron  said  that  retailers  gen- 
erally had  been  slower  in  getting  back  to  pre-war  prices 
than  manufacturers  and  wholesalers,  many  of  whom  had 
written  their  losses  out  of  their  balance  sheets.  He  in- 
stanced the  case,  among  others,  of  the  retail  boot  and  shoe 
dealers  whose  prices  he  said  had  not  reached  pre-war  levels 
notwithstanding  the  fact  that  the  price  of  hides  was  now, 
if  anything,  lower  than  before  the  war.  Similarly  in  the 
case  of  clothing,  some  items,  such  as  overcoats,  were  selling 
to-day  at  prices  far  in  excess  of  pre-war  figures  notwith- 
standing the  fact  that  wool  was  now  down  to  pre-war  levels 
or  thereabouts. 

Farm  Products  Low 

With  regard  to  the  famers  of  Ontario,  Mr.  Cameron 
said  that  farm  products  generally  were  now  bringing  be- 
tween one-half-  and  even  as  low  as  one-third  of  what  they 
received  at  this  time  last  year.  On  the  other  hand  these 
same  farmers  were  not  able  to  come  into  the  buyers’  market 
and  secure  their  needs  on  any  such  basis.  This  naturally 
had  the  effect  of  retarding  the  purchases  of  the  farmers  in 
the  urban  centres  and  he  thought  the  retailers  would  be 
better  advised  to  reduce  all  their  prices  at  once  to  replace- 
ment values,  which  doubtless  would  have  the  effect  of 
encouraging  buying  and  bringing  about  a normal  business 
situation  much  sooner  than  the  present  system  of  endeavor- 
ing to  get  out  with  little  or  no  loss  on  goods  which  they 
bought  at  the  higher  figures. 

In  getting  back  to  a normal  situation  it  depended, 
therefore,  upon  retailers  and  merchants  generally  fol- 
lowing such  a course  as  would  permit  of  a reduction  in  the 
cost  of  living  and  enable  workmen  to  accept  lower  wages 


and  the  wheels  of  industry  to  turn.  That  was  the  only 
way  in  which  Canada  could  compete  with  other  countries. 

Mr.  Howard  Blachford’s  Letter 

As  a local  retailer,  and  also  as  secretary  of  the  National 
Shoe  Retailers’  Association  of  Canada,  Mr.  Howard  C. 
Blachford  at  once  made  protest  in  the  following  letter  to 
Mr.  Cameron: 

“Having  had  my  attention  drawn  to  your  remarks 
made  in  an  address  delivered  before  the  Kiwanis  Club  on 
Wednesday  last,  as  brought  to  the  notice  also  of  the  public 
through  the  Toronto  daily  papers,  and  if  your  remarks, 
as  reported,  are  correct,  I hasten  to  respectfully  reply  and 
state  that  the  local  members  of  this  association  feel  that, 
as  far  as  the  retail  shoe  men  in  general  are  concerned,  you 
must  be  misinformed  in  order  to  state  that  much  of  the 
blame  for  present  conditions  rests  on  the  retailers,  because 
he  has  not  been  willing  to  reduce  his  prices  to  present-day 
values;  and  especially  we  note  your  reference  to  present 
prices  of  shoes. 

“For  the  most  part,  shoe  retailers  have  reduced  the 
price  of  their  merchandise  until  they  not  only  show  a loss 
on  their  inventory  sheets,  but  are  continuing  to  retail  to- 
day at  prices  quite  on  the  level,  if  not  below  the  present 
replacement  value. 

“The  members  of  this  organization  feel  that  you  have 
not  dealt  fairly  with  the  retailers  of  shoes  by  creating  in 
the  minds  of  the  public  a wrong  impression  of  actual  con- 
ditions.” 

Letters  from  other  individual  shoe  and  clothing  dealers 
were  also  sent  to  Mr.  Cameron.  At  date  of  issue  Mr. 
Blachford  had,  however,  received  no  reply. 

Several  Points  of  View 

There  are  several  ways  of  viewing  the  matter.  From 
the  standpoint  of  the  retailer  who  is  smarting  under  the 
losses  he  has  taken  in  writing  down  his  inventory,  who 
faces  further  possible  losses,  and  is  doing  his  best  to  carry 
on  under  the  present  adverse  circumstances,  it  is  obviously 
unfair  that  the  public  should  be  given  the  impression  that 
shoe  dealers  are  still  holding  them  up.  What  the  shoe 
trade  are  looking  for  is  the  growth  of  a feeling  on  the  part 
of  the  public  that  this  is  the  time  to  commence  buying.  The 
newspapers  have  done  enough  harm  to  the  shoe  business 
during  the  last  year  or  so  by  means  of  doubtful  and  sen- 
sational publicity,  without  fresh  fuel  being  added  to  it. 

There  is  another  side  to  the  question,  however,  that 
is  worth  considering.  It  is  up  to  the  live  men  of  the  shoe 
trade  to  see  to  it  that  the  weak  sisters  are  braced  up. 1 If 
there  are  some  smaller  or  short-sighted  concerns  who  are 
still  hoi  ling  out  in  the  hope  of  unloading  high-priced  stocks 
at  a profit  they  constitute  a menace  to  the  whole  trade. 
For  at  the  time  when  business  is  getting  on  its  feet  again 
it  will  be  disastrous  to  have  tailenders  realizing  at  the  last  - 
moment  that  they  must  take  a loss. 

The  layman  is  only  too  ready  to  look  at  reduced  values 
in  hides  and  immediately  relate  them  to  shoes.  It  is  there- 
fore particularly  unfortunate  that  a man  prominent  in 
banking  and  financial  circles  should  advise  retailers  to  get 
back  not  only  to  replacement  values,  but  to  pre-war  values, 
and  relate  to  that  advice  the  fact  that  hides  are  on  a 
pre-war  basis. 


PURE  SHOE  BILL  OPPOSED 

A deputation  of  shoe  manufacturers,  wholesalers  and 
retailers  waited  on-the  Committee  on  General  Laws  of  the 
New  York  State  Assembly,  on  March  8th,  to  protest  against 
the  proposed  bill,  requiring  that  shoes  containing  leather 
substitutes  be  tagged  with  a tag  explaining  the  nature  of 
construction.  A .full  and  free  discussion  took  place,  but 
there  was  no  indication  as  to  the  result. 
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Do  You  Sell 
Hosiery? 

Opportunities  to  Increase  Sales  and  Profits 
in  Shoe  Stores  Offered  by  Allied  Lines 

IT  is  a noteworthy  fact  that  during  the  past  few  years 
larger  numbers  of  progressive  shoe  dealers  have  found 
it  advantageous  and  profitable  to  stock  hosiery  as  an 
adjunct  to  their  shoe  business.  Right  now  retailers-  are 
seeking  any  means  that  will  give  them  more  volume,  and, 
if  possible,  a profit.  It  is  quite  logical  for  a man  who  sells 
shoes  to  handle  hose.  When  one  considers  feminine  demand 
for  shoes  and  stockings  that  match — or  in  some  cases  that 
contrast — what  better  opportunity  could  she  have  to  satisfy 
this  than  by  purchasing  both  in  the  same  establishment, 
where  she  can  make  her  choice  without  the  necessity  of 
visiting  several  shops  in  search  of  exact  color  and  quality 
lequired.  Further,  it  has  been  demonstrated  by  dealers 
who  have  adopted  the  policy  of  handling  hosiery,  that  the 
initial  investment  is  relatively  small,  while  the  margin  of 
profit  is  very  satisfactory. 

If  you  have  not  realized  the  possibilities  of  this  line 
to  a full  extent,  there  is  no  time  more  opportune  for  exam- 
ination and  installation  of  a hosiery  department  than  the 
present. 

There  is  no  denying  the  fact  that  every  woman  is  almost 
irresistibly  attracted  by  hosiery  displayed  in  a pleasing 
manner.  It  is  hard  for  her  to  pass  by  such  a window.  The 
value  of  the  hosiery  department  in  securing  women’s  custom 
is  slightly  different  than  in  the  case  of  men.  A man  will 
come  in  to  buy  shoes  and  stay  to  buy  hose;  a woman  is 
more  likely  to  come  in  to  look  at  hosiery  and  end  by  buying 
shoes  as  well.  When  you  consider  that  once  you  have  a 
woman’s  custom,  ycu  often  have  that  of  the  whole  family, 
you  can  reaaily  see  its  value  to  your  hosiery  departi  ent  and 
your  business  as  a whole.  She  will  surely  make  all  purchases 
for  the  children  from  you,  and  it  is  quite  likely  to  buy  for  her 
husband  also.  Many  retailers,  especially  in  the  cities,  cater 
to  the  high  class  women’s  trade  by  keeping  in  stock  a wide 
variety  of  all  colors  and  qualities  in  women’s  fancy  hosiery. 
They  make  a specialty  of  matching  practically  every  color 
of  gown  and  slipper  worn;  some  who  are  near  to  the  manu- 
facturers going  so  far  as  to  make  arrangements  to  have 
hosiery  dyed  any  special  shade  in  two  or  three  days  at  most. 

Of  course,  this  is  beyond  the  province  of  the  average 
shoe  retailer,  but  it  will  give  a hint  as  to  the  possibilities 
of  your  hosiery  department.  A reasonable  range  of  styles 
and  colors  in  these  days  when  colored  kid  and  other  slippers 
are  so  much  worn,  will  greatly  increase  your  total  sales — 
and  your  profits. 

Another  feature  that  is  worthy  of  attention,  is  the 
possibilities  of  this  department  during  the  holiday  season. 
These  are  almost  limitless.  It  has  this  additional  advantage, 
that  the  stock  is  quickly  turned  over,  and  at  a good  profit. 
The  best  class  of  business  is  attracted  thereby,  and  it  is  a 
splendid  feeder  to  the  various  shoe  departments  proper. 
Women  do  most  holiday  hosiery  buying,  and  are  readily 
persuaded  to  buy  shoes  for  themselves  as  well. 

Why  Backward  About  Going  at  It? 

So  much  for  the  value  of  the  hosiery  department  in 
attracting  business  and  increasing  gross  sales.  Many 
retailers  who  refuse  to  go  in  for  hosiery  will  admit  some  of 
the  foregoing  statements,  but  are  afraid  to  take  the  plunge 
owing  to  initial  cost,  inexperience,  lack  of  room,  or  other 
assumed  difficulties  in  the  way. 

As  for  initial  cost,  no  department  can  be  added  to  your 
store  with  so  little  outlay  at  the  start  as  a hosiery  section. 


Skeptical  retailers  by  the  score  have  demonstrated  this. 
Again,  in  hosiery,  invested  capital  is  turned  over  much 
more  rapidly  than  in  shoes,  consequently  your  money  is 
not  tied  up  to  the  same  extent.  The  profit  on  this  turnover 
is  also  considerably  greater  than  is  the  case  with  shoes. 
The  danger  of  shopworn  stock  is  also  obviated. 

Inexperience  need  not  frighten  any  shoe  dealer  from 
installing  a hosiery  sect  on.  All  needed  informa  ion  will 
gladly  be  given  by  the  manufacture  s or  jobbers  with  whom 
you  do  business,  and  a little  application  of  the  hard  common 
sense  and  acumen  you  apply  to  other  parts  of  your  business 
will  pull  you  through  with  little  difficulty. 

Lack  of  room  is  about  the  weakest  objection  of  all. 
When  you  consider  that  five  dozen  men’s  half-hose  or  three 
dozen  women’s  hosiery  can  be  placed  in  the  space  required 
by  one  pair  of  shoes,  you  can  see  how  groundless  is  the  fear 
of  lack  of  space.  Some  shoe  stores  doing  a large  trade  in 
hosiery  need  only  one  small  corner  to  shelve  all  the  varied 
lines  they  keep  in  stock.  For  interior  display  purposes  one 
show  case  is  usually  sufficient,  which  takes  little  space. 

Be  sure  that  in  buying  your  stock  you  select  principally 
nice  lines— good  selling  colors  varying  in  weight  and  tex- 
ture. The  quality  must  be  good.  From  the  start  it  should 
be  your  policy  to  avoid  the  cheapest  grades.  Dealers  in 
the  smaller  towns  who  cater  to  country  trade  to  a consider- 
able extent,  will  need  to  carry  a fair-sized  stock  of  the 
coarser  grades  to  go  with  the  heavy  footwear  sold  to  many 
customers.  The  average  shoe  dealer,  however,  will  find 
it  to  his  advantage  to  sell  only  medium  and  higher-priced 
goods.  Leave  the  cheaper  trade  to  the  department  and 
specialty  dry  goods  stores,  who  buy  in  large  quantities 
and  make  price,  the  chief  feature  in  selling.  Carry  good 
stock,  then  demand  a fair  profit.  As  a shoeman,  you  occupy 
a strategic  position,  which  can  be  turned  to  good  account. 
In  women’,  hosiery  it  is  inadvisable  to  carry  too  complete 
a line  at  the  outset.  In  the  fancy  grades,  careful'and  limited 
buying  should  be  the  plan  of  procedure  until  you  have  the 
situation  thoroughly  sized  up.  A good  range  of  blacks  and 
plain  colors,  varying  in  weight  and  quality,  will  make  a 
fair  beginning.  You  will  turn  over  the  stock  often  enough  to 
be  able  to  make  any  changes  deemed  advisable. 

Show  Hosiery  on  Forms 

Good  display  is  very  necessary  to  ensure  success.  For 
this  purpose,  several  hosiery  forms  should  be  purchased. 
For  interior  display  in  the  average  store  a good  sized  show 
case  could  be  used  with  profit,  and  both  men’s  and  women’s 
hosiery  could  be  tastefully  arranged  therein.  It  is  always 
advisable  to  use  forms  when  displaying  hosiery.  They  make 
the  goods  appear  much  as  they  do  when  in  use,  thus  appealing 
more  powerfully  to  the  eye.  In  displaying  women’s  fancy 
hosiery,  it  will  aid  materially  in  selling  the  goods,  if  they 
are  shown  in  conjunction  with  a fancy  slipper  of  the  same 
or  harmonious  color.  It  is  hard  for  a woman  to  resist  the 
aesire  to  purchase  when  such  a combination  is  seen. 

Both  the  show  case  and  the  hosiery  department  itself 
should  be  near  the  front  of  the  store  in  a position  sure  to 
attract  the  attention  of  people  going  to  and  from  the  depart- 
ment proper.  Hosiery  should  be  featured  in  the  store  win- 
dow periodically.  If  the  latter  is  tastefully  tr  mmed  in 
harmonious  colors  and  the  proper  lighting  effects  secured  at 
night,  results  will  always  follow. 

The  sales  force  should  be  in  thorough  sympathy  with 
your  plans  to  boost  the  hosiery  department.  Urge  hem  to 
take  every  opportunity  to  tactfully  urge  the  purchase  of 
hosiery  along  with  shoes.  With  women  especially,  these 
suggestions  will  surely  bear  fruit,  if  pains  are  taken  t show 
the  effect  produced  by  matching  hosiery  and  footwear. 
Take  your  salesmen  into  your  confidence.  Give  them  a 
certain  percentage  of  all  sales  of  hosiery  made,  as  many 
stores  do  with  their  findings  department.  This  will  stimulate 
( Continued,  on  page  7/) 
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Association 

Spirit 

Pulling  Together  in  the  Shoe  and  Leather 
Trade — Time  Calls  for  Co-operation — 
Broader  and  Bigger  Spirit  Needed  for  Suc- 
cessful Business 

ABOVE  all  years,  this  is  going  to  be  filled  with  oppor- 
tunities for  success  or  failure.  The  problems  of  the 
shoe  and  leather  and  allied  industries  in  Canada 
are  of  a vital  character;-  How  are  you  going  to  meet 
them?  Are  you  going  to  try  to  work  out  your  own  salva- 
tion, or  do  you  see  the  advantage  of  unity  of  purpose  and 
action  in  the  trade? 

Whether  you  are  a lea.ther  man,  shoe  manufacturer, 
retailer  or  repair  man,  your  problems  lie  along  parallel 
lijnes. 

Machinery  exists,  in  the  form  of  trade  associations,  for 
attacking  the  various  problems  that  confront  us.  All  that 
is  needed  is  the  will  to  use  and  direct  that  machinery. 

Over  a period  of  years  we  have  seen  associations  come 
in  various  trades,  and  have  watched  them  disintegrate  from 
lack  of  purpose  and  use.  And,  perhaps  the  chief  cause  of 
their  failure  was  lack  of  interest  and  co-operation  on  the 
part  of  the  members,. 

The  tendency  ip  any  organization  is  for  the  member- 
ship at  large  to  throw  all  the  activities  on  the  shotdders  of 
a small  group.  The  inevitable  result  Js  that  tjte  organiza- 
tion becomes  typical  of  the  thoughts  and  policies  of  that 
group.  Eventually,  t,he  men  who,  through  lack  of  interest 
or  energy,  laid  the  burden  on  those  who  were  willing  to 
assume  it,  become  forgetful  of  that  fact,  and  make  them- 
selves believe  that  the  authority  was  seized  arbitrarily. 
The  result  is  shown  in  criticism,  jealousy,  and  lack  of  cohe- 
sion and  harmony,  with  the  consequent  decline  of  the 
activity  and  usefulness  of  the  whole  body. 

There  is  a tra,de  body  in  the  southern  States  that  is  a 
typical  “one-man”  association.  By-  virtue  of  a strong, 
outstanding  personality,  extremely  pronounced  views,  and 
a wide  acquaintance  and  popularity  among  the  trade,  the 
president  of  this  organization  has  held  it  together,  increased 
its  membership,  fought  its  battles,  and  generally  worked 
for  what  he  considered  the  best  interests  of  the  trade.  Ann- 
ually, an  unsuccessful  search  is  made  for  some  one  to  relieve 
him  and  carry  on  the  work.  The  general  feeling  among 
observers  is  that  when  he  lets  go,  as  he  must  some  day, 
the  whole  fabric  of  the  organization  will  fall  apart.  An^ 
association  can  only  function  under  those  circumstances 
for  a limited  period. 

It  is  to  the  credit  of  the  shoe  trade  of  Canada  that 
there  are  men  who,  for  the  benefit  of  the  trade  at  large, 
are  able  and  willing  to  devote  time  and  energy  to  the  affairs 
of  the  various  associations.  But  it  ip  fair  neither  to  them 
nor  to  the  trade  that  the  whole  load  should  be  borne  by  the 
small  group  elected  as  officers. 

We  cannot  afford  to  overlook  a bet  in  1921. 

Have  you  considered  the  problems  ahead  of  you  that 
can  and  should  be  hapdled  by  co-operation?  Do  you  realize 
what  the  associations  have  already  accomplished  and  what 
they  are  proposing  to  do? 

Have  you  any  ideas  as  to  problems  that  should  be 
attacked  and  along  what  lines? 

Whether  your  activities  lie  in  the  manufacturing,  selling, 
or  repair  field,  from  the  point  of  view  of  self-interest,  if  not 
for  broader  reasons,  it  is  up  to  you  to  back  up  your  asso- 
ciation in  its  work  by  ideas,  suggestions,  advice,  or  criticism 
of  a constructive  nature. 


The  man  who  having  a voice  does  not  use  it,  is  not 
deserving  of  it.  And,  if  ever  we  needed  to  use  our  h-eads, 
voices  and  votes  to  good  purpose,  we  do  now. 

This  plea  is  for  a broader  and  deeper  realization  of 
the  advantage  of  and  necessity  for  association  spirit.  The 
Shoe  and  Leather  Journal  is  prepared  to  lend  the  fullest 
assistance  to  the  furtherance  of  any  project  that  is  of  value 
to  the  Canadian  trade,  and  we  feel  very  strongly  that  the 
word  “co-operation”  is  the  “open  sesame”  to  the  doors 
of  prosperity  before  which  we  have  been  waiting  these 
past  months. 

Bear  ip  mind  that  you  will  receive  from  your  Associa- 
tion in  proportion  as  you  give. 


RAPID  MERCHANDISING 

The  tendency  towards  quick  changes  in  style  makes 
for  more  rapid  turnovers  in  stock.  The  rapidity  with  which 
stocks  can  be  turned  is  well  instanced  by  a case  described 
in  American  shoemaking. 

Some  shoe  manufacturers  like  to  sell  shoes  to  stores 
that  turn  stock  quickly.  Certain  advantages  are  in  it,  and 
with  them  the  trade  is  familiar. 

One  achievement  in  rapid  merchandising  of  shoes  is 
secured  by  Frank  M.  Horton,  manager  of  the  Smith,  Mur- 
ray Co.,  Bridgeport  Conn.  He  turned  his  stock  ten  times 
last  year,  and  he  plans  to  turn  it  twelve  times  this  year. 

The  average  turnover  of  stock,  for  all.  the  stores  of 
the  country,  is  less  than  three  times  a year,  according  to  the 
figures  of  the  Harvard  business  school. 

Mr.  Horton’s  methods  bring  him  to  market  every  other 
week.  He  buys  from  stock  departments  of  wholesale  stores 
and  factories,  also  from  the  manufacturers  who  specialize 
on  quick  production  of  novelties.  He  keeps  a month’s 
supply  of  shoes  ahead. 

His  stock  of  shoes  on  hand,  or  bought,  on  March  1,  he 
expects  to  close  out  before  April  l,_and  to  have  a new  stock 
on  hand  for  April  sales.  Likewise  he  expects  to  close  out 
his  April  stock  before  May  1,  and  to  replace  it  with  a new 
stock. 

If  a line  of  shoes  doesn’t  sell  in  two  weeks,  he  cuts  the 
prices,  and  sacrifices-  them  at  the  end  of  the  month.  So  he 
carries  over  no  dead  stock.  And  dead  stock  is  wasteful, 
of  course.  His  maximum  price,  by  the  way,  is  $4.95  a 
pair.  A year  ago  it  was  $6.95.  He  handles  shoes  for 
women,  misses  and  children. 

It  may  be  interesting  to  consider  the  relation  of  this 
merchandising  method  to  the  manufacturing  system.  Mr. 
Horton  buys  every  two  weeks.  So  that  means  small  orders 
frequently  repeated.  It  means  that  his  manufacturers  must 
have  either  stocks  of  shoes  on  the  floor,  or  quick  methods 
for  making  new  shoes.  It  also  means  changes  in  styles  on 
many  lines  each  month.  And  it  furthermore  means  that 
shoes  being  turned  into  cash  within  a month  are  promptly 
paid  for,  and  are  beyond  the  possibility  of  being  returned 
to  the  factory.  

FOOTWEAR  IN  SOUTH  AFRICA 

South  Africa  has  been  a large  importer  of  footwear. 
It  is  reported  that  imports  of  boots  and  shoes  from  Great 
Britain  amounted  to  £2,106,063  for  1920  as  against  £385,- 
051  for  1919.  During  the  war  great  advances  were  made 
in  shoe  manufacturing  in  that  country  and  it  was  estimated 
that  in  a short  time  three-quarters  of  its  requirements 
could  be  manufactured  at  home. 

Conditions  at  the  moment  are  the  same  in  South  Africa 
as  in  other  parts  of  the  world,  heavy  stocks  are  on  hand, 
and  little  demand  is  evidenced.  The  local  manufacturers 
are  marking  time  till  stocks  are  worked  off  and  demand  im- 
proves. Meanwhile  they  are  seeking  government  protection 
against  possible  dumping  of  goods  from  overseas,  a thing 
which  they  feel  jeopardizes  their  growing  industry. 
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Service  and  Profit  in 
the  Retail  Business 

From  an  Address  by  BENTLEY  P.  NEFF 
to  Retailers  at  the  Eighth  Annual  Training 
School  for  Merchants,  Conducted  by  the 
University  of  Minnesota  at  Minneapolis 

A MERCHANT  has  just  two  reasons  for  being  in 
business:  Service  to  his  community  and  a reasonable 
profit  for  himself.  The  profit  is  the  compensation 
he  receives  for  the  service  and  is  usually  in  proportion  to 
the  character  of  the  service  rendered. 

The  merchant’s  understanding  of  his  service  function 
hus  been  rapidly  growing,  but  it  cannot  be  emphasized  too 
strongly.  The  merchant  who  is  continually  watching 
for  ways  to  improve  his  service  to  customers,  to  eliminate 
waste  and  leaks,  to  make  his  business  efficient,  who  makes 
for  himself  a place  in  community  life  by  actively  supporting 
and  assisting  in  the  activities  for  the  community  uplift 
and  who  has  the  goodwill  of  the  community,  will  make  far 
greater  progress  than  the  man  who  holds  himself  aloof  and 
who  attends  to  “his  own  business”  only,  so  called. 

In  the  past  the  average  small  town  merchant  aimed  to 
carry  a good  stock  of  staples  but  depended  to  a large  extent 
on  special  ordering  for  his  novelties.  This  practice  exists 
to  a certain  degree  to-day.  The  automobile  has  brought 
the  larger  centres  closer  to  the  farmer,  has  caused  him  to 
be  more  exacting  in  his  demands.  He  now  demands  a 
larger  selection,  a better  class  of  merchandise  than  hereto- 
fore. For  this  reason  the  retailer  must  carry  a limited 
supply  at  least  of  the  fancier  lines,  and  this  is  piade  easier 
by  the  small  quantities  in  which  wholesale  houses  will  sup- 
ply him  with  such  lines. 

Some  small  stores  are  very  careless  of  the  manner  in 
which  they  keep  their  stores,  stocks  and  displays.  Enough 
care  is  not  exercised  in  the  way  goods  are  kept  on  the  shelves, 
displayed  in  the  showcases,  and  few,  if  any,  avail  themselves 
of  their  window  displays.  Success  is  coming  to  be  spelled 
“service,”  and  the  biggest  word  in  the  category  of  modern 
business  is  “service.” 

In  my  opinion  some,  at  least,  of  the  fundamentals  of 
successful  merchandising  under  the  20th  century  require- 
ments may  be  summed  up  as  follows:  Financial  ability, 
integrity,  business  ability,  understanding  of  service  function, 
management,  knowledge  of  merchandise,  knowledge  of 
markets,  buying  ability,  knowledge  of  community  needs, 
knowledge  of  business,  business  records,  selling  organization, 
store  and  stock  arrangement,  advertising  and  display, 
credits  and  collections,  elimination  of  waste  and  vision. 

To  become  a good  merchant  one  should  have  had 
training  with  some  good  merchant  or  should  be  alive  to 
giasp  the  modern  ideas  of  merchandising.  He  should  sur- 
round himself  with  assistants  who  will  learn  and  practice 
modern  methods.  Many  a good  clerk  is  spoiled  because 
of  association  with  a poor  merchant.  The  merchant  should 
understand,  and  give  his  force  to  understand,  that  all  really 
big  business  is  built  by  their  ability  to  give  service  to,  and 
secure  the  lasting  confidence  of,  the  public. 

The  merchant  and  his  staff  should  have  an  under- 
standing of  what  they  are  selling;  they  should  be  posted. 
Many  male  clerks  in  country  stores  are  afraid  to  go  behind 
the  dry  goods  counter  to  wait  upon  a woman,  as  they  feel 
she  may  ask  for  something  they  do  not  know  about,  and 
display  their  ignorance  of  the  merchandise. 

One  of  the  most  important  things  to  get  over  to  the 
smaller  merchants  is  the  extreme  necessity  of  a proper 
accounting  system.  Many  smaller  merchants  do  not 
know  the  cost  of  doing  business  and  hence  are  not  properly 


equipped  to  decide  on  many  matters  affecting  the  welfare 
of  their  business.  I believe  that  the  lack  of  proper  account- 
ing methods  is  accountable  for  a large  percentage  of  the 
mercantile  failures  of  this  country. 

One  great  difficulty  with  the  smaller  merchants  is  that 
they  graduate  from  the  ranks  of  storekeeping  with  the  idea 
that  they  can  successfully  run  a store  of  their  own  with  a 
limited  capital,  whereas  they  cannot  do  this  and  successfully 
meet  the  competition  of  the  large  metropolitan  centers. 
They  should  not  start  in  business  until  they  are  much  better 
fortified  in  the  matter  of  capital  than  they  usually  are. 

One  of  the  greatest  handicaps  under  which  the  country 
merchant  labors  i his  inability  to  understand  that  very 
common  percentage  problem,  viz.,  that  the  percentage  of 
expense  has  always  got  to  be  figured  on  sales,  and  that  the 
percentage  of  profit  must  also  be  figured  on  sales  rather  than 
on  the  cost  price  of  the  merchandise.  Lack  of  understanding 
of  this  has  led  to  the  merchant  finding  when  he  takes  inven- 
tory that  he  has  been  doing  business  without  profit  and 
he  is  at  a loss  to  understand  the  reason  thereof.  Then  he 
tries  to  correct  his  mistake,  often  by  marking  some  lines  of 
merchandise  so  high  that  hie  cannot  compete  with  the  stores 
running  on  a more  scientific  basis. 

Many  small  stores  also  overlook  the  advantage  of 
dividing  their  store  into  as  many  departments  as  their 
busin  ss  will  justify.  In  my  opinion,  all  stores  should  do 
this  to  the  extreme  limit,  for  in  this  way  the  merchant  is 
able  to  tell  just  what  lines  have  given  the  greatest  turnover 
and  in  what  stocks  he  is  weak  and  in  what  stocks  he  is  over- 
loaded. 

I believe  you  will  find  in  every  instance  where  you 
create  two  departments  out  of  one  that  the  sales  of  the  two 
departments  will  far  exceed  the  sales  made  by  the  one 
department,  although  frequently  you  will  find  more  of  an 
investment  in  the  two  than  you  found  in  the  one  depart- 
ment. 

A definite  appropriation  should  be  set  aside  for  adver- 
tising. Advertising  plans  should  be  formulated  a d the 
personality  of  the  store  expre  sed.  Display  should  re-enforce 
advertising. 

Display  is  unquestionably  the  most  vital  and  most 
important  advertising  medium,  yet  usually  window  display 
is  seldom  given  a fair  share  of  the  publicity  appropriation 
or  of  the  attention  of  the  retail  merchant.  Store  exteriors 
and  interiors  are  usually  cold  and  unattractively  commer- 
cial and  do  not  fittingly  express  by  an  external  unit  of  design, 
color  and  arrangement,  the  purpose,  intent  and  quality  of 
the  institution. 

Windows  are  in  most  instances  overcrowded,  badly 
proportioned  and  not  studiously  arranged  for  the  mer- 
chandise which  is  to  be  displayed  in  them. 

Merchants  in  small  towns  frequently  are  very  negligent 
of  their  windows.  No  matter  how  small  the  town  or  how 
small  the  store  a neatly  trimmed  window  will  be  just  as 
refreshing  as  a new  gown  to  a woman  or  a new  suit  of  clothes 
to  a man.  Change  your  windows  frequently,  put  in  them 
attractive  merchandise  and  you  will  find  that  they  will 
become  an  ever-beckoning  hand  to  your  store. 

Window  trimming  in  the  country  is  becoming  a lost 
art.  Put  originality  into  your  windows  and  advertising. 
Don’t  copy  but  study  other  advertisements  and  windows 
for  inspiration. 

Some  one  in  the  establishment,  some  member  of  the 
family,  or  the  merchant  himself,  should  take  an  interest 
in  window  decorating,  even  going  so  far  as  to  take  a course 
along  this  line  so  that  proper  advantage  can  be  taken  of 
this,  as  it  is  a most  important  phase  of  retail  business.  He 
should  also  fit  himself  along  the  lines  of  newspaper  adver- 
tising, as  the  mail  order  houses  very  justly  claim  that  their 
greatest  sources  of  business  arise  from  communities  where 
merchants  do  not  advertise.  If  you  use  your  local  paper — 
( Continued  on  page  50) 
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Business  Recovery 
is  Gradual 

Views  and  Conditions  As. Expressed  by 
Credit  Association 

THE  March  letter  issued  by  Mr.  J.  H.  Tregoe,  ex- 
ecutive secretary  of  the  American  National  Asso- 
ciation of  credit  men,  throws  some  light  on  general 
conditions  in  the  United  States.  Mr.  Tregoe  regrets  the 
tendency  on  the  part  of  many  people  to  look  for  a rapid 
recovery  from  the  depressed  conditions  that  have  prevailed. 
He  states  that  the  injury  to  business  was  too  deep  and  too 
serious  for  a recovery  other  than  through  a period  in  which 
the  recuperation  might  be  permanent.  Business  men  must 
think  straighter  than  they  have  ever  done,  and  realize  that 
their  actions  will  have  a very  direct  bearing  on  future  con- 
ditions. His  letter  embodying  data  received  from  all  classes 
of  trade,  is  of  interest  to  Canadian  dealers.  He  says  in  part: 
“During  the  past  month  no  violence  has  happened  in 
the  field  of  merchandising  and  credit,  which  interfered  with 
natural  processes  in  a period  of  depression  such  as  we  are 
passing  through.  This  is  of  itself  an  encouragement.  We 
have  deplored  many  pronouncements  and  prophecies  of 
recent  days,  which  would  tend  to  inspire  a more  rapid 
recovery  than  could  safely  or  desirably  be  expected.  This 
is  a period  when  our  people  must  think  straighter  than  they 
have  ever  done  and  realize  that  much  that  is  to  happen  in 
the  future  will  depend  upon  their  attitude  and  assistance. 
The  hurt  to,  business  was  too  deep  and  too  serious  for  a 
recovery  other  than  through  a period  in  which  the  recuper- 
ation might  be  permanent. 

“Gathering  data  from  a very  wide  field  east  of  the 
Rockies,  we  find  that  merchandise  stocks,  wholesale  and  re- 
tail, have  largely  been  liquidated  and  are  now  running 
below  normal  for  this  period  of  the  year.  This  is  a good 
symptom,  though  with  the  retailers  of  some  sections  the 
merchandise  in  stock  is  unseasonable  and  will  have  to  be 
held  for  later  demand.  In  the  agricultural  sections  there  was 
during  February  a liquidation  movement  in  commodities, 
though  not  of  large  proportions.  There  is  still  in  store 
throughout  the  country  a very  large  sum  in  agricultural 
products  and  about  the  movement  of  which  there  is  more  or 
less  correspondence  going  on  between  those  who  owe  and 
those  to  whom  debts  are  due. 

“The  liquidation  movement,  however,  has  released 
some  funds,  and  this  was  reflected  in  improved  collections. 
Therefore  a large  amount  of  receivables  was  liquidated 
during  February.  A selling  movement  was  discernible  also, 
as  a corollary  perhaps  to  the  liquidation  of  receivables,  and 
that  some  classes  of  commodities,  such  as  textiles,  boots 
and  shoes,  etc.,  were  running  low  on  the  retailers’  and  whole- 
salers ’ shelves.  We  do  not  believe,  however,  that  even  with 
the  selling  movement  that  factories  are  producing  and 
wholesalers  distributing  beyond  one-third  of  the  normal 
output  for  this  period.  The  retailers  are  having  in  the  larger 
cities  and  in  some  sections  a better  distribution,  but  on  the 
whole  the  distribution  is  very  much  below  normal.” 

THE  GOLOSH  GLIDE 

The  daily  papers  have  just  commenced  commenting 
on  what  has  been  a familiar  sight  in  American  and  Canadian 
centres  during  this  and  last  winter,  the  wearing  of  over- 
shoes by  the  young  women  who  wish  to  be  considered  up 
to  the  minute. 

The  custom  of  wearing  light  shoes  and  thin  stockings 
in  mid-winter  necessitated  some  sort  of  protection  against 
snow  and  slush.  The  result  was  a demand  for  heavy  over- 


shoes. But  to  be  in  the  fashion  they  must  be  worn  unfast- 
ened and  slopping  about  the  feet.  It  is  a peculiar  com- 
mentary on  feminine  character  that  in  the  midst  of  a period 
of  neat,  trim  figures  and  clothes,  a fashion  so  ungainly  and 
unattractive  in  appearance  should  take  hold. 

The  effort  to  navigate  in  such  an  outfit  has  led  to 
such  terms  as  the  “golosh  glide.” 

It  will  be  interesting  to  note  what  fad  will  displace  this 
one  next  season,  as  it  has  already  lasted  two  years,  which 
seems  an  unreasonably  long  time. 

MR.  A.  E.  MAROIS  SHOWS  THEM  HOW 

For  one  who  has  had  the  experience  of  fishing  for  salmon 
in  the  St.  Lawrence  and  environs  it  is  easy  money  to  go  south 
and  give  an  exhibition  to  the  natives.  Mr.  A.  E.  Marois, 
of  Quebec,  took  a jaunt  to  Florida  and  one  of  the  results 
is  shown  in  the  accompanying  photograph.  We  direct  the 
attention  of  Messrs.  Narcisse  Gagnon,  Lucien  Borne,  Hugh 
White  and  other  members  of  the  Fishing  Section  of  the 
shoe  and  leather  trades  to  the  mark  Mr.  Marois  has  set  up 


Mr.  A.  E.  Marois  and  his  “Tarpon." 


for  them  to  shoot  at.  He  tells  us  it  was  a “Tarpon,”  weighed 
152  pounds,  and  was  “some  puller.” 

No,  the  fish  did  not  grow  on  the  tree,  it  is  evidently 
being  held  up  by  the  fisherman’s  strong  right  arm — see  how 
easily  he  does  it.  In  the  background  is  the  briny  deep  from 
which  the  monster  fish  was  hauled.  Fishing  for  Tarpon, 
with  a rod  as  shown,  must  be  a great  game,  as  we  under- 
stand it  is  necessary  to  play  the  fish  from  half  an  hour  to 
several  hours,  depending  on  how  long  he  will  play  with  you. 
That  it  is  dangerous  sport  is  evidenced  by  the  way  in  which 
our  fisherman  friend  has  protected  his  ankles  and  throat. 

It  will  be  extremely  interesting  at  a future  meeting  of 
the  Fishing  Section  ti  he  r the  thrilling  details  of  Mr. 
Marois’  encounter  with  this  finny  monster . 


“ Cheer  up!  Our  beauty  may  be  restored,”  the  last 
year’s  buckle  said  to  its  erstwhile  companion  the  rosette. 
“I’m  a frayed  knot,”  the  latter  quipped  in  reply. 


50 


THE  SHOE  AND  LEATHER  JOURNAL 


Tanning 
in  Siam 

It  Seems  Rather  a Far  Cry  from  Preaching 
the  Gospel  to  Tanning  Hides,  but  Mis- 
sionaries of  the  Presbyterian  Church  of 
the  United  States  Were  the  Real  Agents 
that  Introduced  Tanning  and  the  Manu- 
facture of  Leather  Goods  into  the  Distant 
Kingdom  of  Siam 

DR.  H.  S.  Vincent,  while  working  among  the  Siamese 
* people,  noted  the  vast  quantities  of  raw  material 
going  to  waste,  and  without  any  previous  knowledge 
of  tanning,  made  a careful  study  of  the  modern  processes. 
When  on  furlough  in  the  United  States,  he  discussed  his 
ideas  with  men  in  the  leather  business,  confessing  absolute 
ignorance  of  the  whole  process.  With  many  misgivings 
they  provided  him  with  full  written  instructions  and  shipped 
to  Siam  such  material  as  was  necessary.  The  work  began 
with  two  tubs,  a few  knives,  some  written  directions  and 
a determined  man. 

The  first  year,  a thousand  dollars’  worth  of  leather 
goods  were  sold,  and  then  the  King  of  Siam  investigated 
the  work  being  done  in  the  Trade  School  that  had  been 
formed  at  the  mission  at  Lakawa;  This  was  in  1913. 
Seven  boys  that  could  not  be  interested  in  the  academic 
work  were  immensely  interested  in  the  tanning  and  sewing 
and  are  now  heads  of  departments.  The  Siamese  have 
learned  that  if  they  are  to  be  without  Hookworm  and  other 
tropical  diseases,  they  must  wear  shoes. 

The  Evangelistic  work  of  the  Mission  is  given  new 
opportunities  as  farmers  come  to  sell  hides  and  merchants 
to  buy  the  finished  product.  The  school  has  a standing 
order  from  the  Siamese  army  for  its  total  output  of  shoes 
which  they  claim  surpass  the  American  article. 

Because  of  his  wife’s  health,  Dr.  Vincent  has  had  to 
eave  Siam,  and  the  Presbyterian  Mission  Board  has  sent 
him  to  the  University  of  Peking,  China,  for  their  industrial 
department.  No  one  familiar  with  the  vast  plains  to  the 
north  and  west  of  Peking,  can  doubt  that  vast  herds  of 
cattle  will  be  raised  there,  and  that  the  present  supply  of 
hides  only  marks  the  beginning  of  a great  trade.  It  is 
interesting  to  note  that  the  modern  missionary  is  alert  to 
social  and  economic  conditions,  and  preaches  a Gospel  that 
tells  both  how  to  live  and  how  to  make  a living.  The  Uni- 
versity of  Peking  is  an  Interdenominational  organization 
controlled  by  the  Presbyterian,  Methodist  and  Congrega- 
tional Boards,  associated  with  the  London  Missionary 
Society  making  it  international. 


SERVICE  AND  PROFIT  IN  TEE  RETAIL  BUSINESS 

(Continued  front  page  48) 

and  you  should  use  it — make  it  a point  to  see  that  adver- 
tisements are  carefully  and  attractively  written,  that  suit- 
able cuts  are  used,  and  that  your  advertising  is  changed 
each  issue. 

A great  deal  of  help  in  the  preparation  of  your  adver- 
tising can  readily  be  obtained  from  the  editor  of  your  local 
paper.  These  men  are  getting  in  touch  with  wholesale  and 
manufacturing  concerns  and  are  preparing  themselves  with 
interesting  data  and  with  cuts  so  that  they  can  be  of  assist- 
ance to  the  merchants  in  their  home  towns  and  in  the  sur- 
rounding community.  Most  of  the  representative  whole- 
sale houses  are  now  conducting  what  they  call  “dealers’ 
service.”  They  are  supplying  their  dealers  with  advertis- 
ing matter,  cuts  and  sending  them  other  information  of 
value  such  as  sales  plans,  etc. 


The  real  live  rural  merchant  of  to-day  connects  himself 
with  the  advertising  department  of  the  wholesale  house 
from  which  he  boys,  and  in  so  doing  places  himself  in  touch 
with  avenues  of  information  that  are  .of  the  greatest  possible 
value.  There  is  a saying,  “The  Lord  helps  those  who 
help  themselves,”  and  this  is  certainly  true  in  the  mercan- 
tile business. 

Merchants  should  pay  frequent  visits  to  markets. 
They  should  make  it  a point  to  get  in  touch  with  the  com- 
panies with  whom  they  do  business,  get  on  the  personal 
mailing  list  of  the  various  department  managers  and  request 
that  they  be  sent  samples,  clippings,  etc.,  of  the  latest  the 
primary  markets  afford. 

All  forms  of  advertising  may  be  possible  if  used  in 
moderation  and  systematically  planned,  but  advertising 
without  the  goods  and  service  behind  it  is  not  only  a waste 
of  money  but  may  at  the  same  time  be  a direct  destruction 
of  confidence. 

Quality  merchandise  is  the  surest  and  most  depend- 
able factor  to  establish  a good  reputation  for  any  store  and 
requires  less  advertising  for  its  disposal.  Cheap  wares 
require  a constant  stimulus  by  dwelling  on  the  price,  as 
price  on  that  class  of  merchandise  is  ihe  only  magnet. 

(To  be  continued) 

WINNIPEG  SHOE  MAN  IN  THE  SOUTH 

A recent  visitor  of  the  Shoe  and  Leather  Journal 
was  Mr.  Andrew  B.  Rannard,  of  the  Rannard  Shoe  Co., 
Winnipeg.  During  January  and  February  he  decided  to 
go  away  and  forget  about  business.  Mr.  Rannard  and  his 
wife  had  an  extremely  pleasant  and  interesting  trip  through 


Mr  and  Mrs  Rannard  in  Market  Place, 
Kingston.  Jamaica. 


the  West  Indies,  touching  at  Cuba,  Jamaica,  Porto  Rica, 
Venezuela,  Barbadoes,  Trinidad  and  other  points. 

He  advise?  us  that  on  an  even  basis  of  quality  and  value 
there  is  a feeling  in  the  West  Indies  favorable  towards 
Canadian  products.  If  any  of  the  trade  would  like  definite 
information  Mr.  Crawford  Gordon,  manager  of  the  Bank  of 
Commerce  at  Kingston,  Jamaica,  and  Mr.  H.  C.  Males, 
manager  of  the  same  bank  at  Port  of  Spain,  Trinidad,  will 
be  glad  to  furnish  it. 
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Quebec,  the  cradle  of 
Canada’s  Shoe  and 
Leather  Industry,  is 
to-day  producing  20% 
of  all  the  Shoes  made 
in  Canada. 

The  manufacturers, 
without  exception, 
are  opening  the  new 
season  with  finer  shoes 
than  were  ever  before 
shown  in  Quebec. 

Make  no  mistake, 
Quebec  quality  is  the 
genuine  article. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


54 


At  the  service  of  the  industry 

it  is  the  aim  of  this  organization  to  supply 
the  needs  of  the  industry  with  precision  and 
dispatch. 

There  are  many  things  needed,  often  in  a 
hurry.  Our  service  is  rather  well-known  on 
the  following: 


ADHESIVES 
BOARDS  & BLOCKS 
BRUSHES 
CUTTING  DIES 


SANDPAPER 

SHANKS 

WAX 

ETC. 


When  in  need  of  supplies  of  any  kind,  U.S.M.C. 
organization  is  at  your  command. 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch : 28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advcrtiset 


Shoe  and  Leather  Journal 

Publishe.cL  Twice  cl  Month- 


THIS  is 

COLUMBUS  was  adventurer  rather  than  explorer.  Red 
blood  flowed  in  the  veins  of  Jacques  Cartier.  Shackelton 
finds  many  treasures  in  the  North  because  he  has  nerve  to  back 
his  good  judgment.  In  industry  those  at  the  helm  step  forward 
fearlessly  when  their  judgment  prompts  action  of  any  kind. 

Hesitation,  fear  or  procrastination  terminate  in  stagnation, 
either  for  a trade,  an  institution  or  a man.  As  a nation,  Canada 
is  far  from  stagnant;  as  a trade  the  Shoe,  Leather  and  Allied 
Industries  are  moving  with  certainty  and  precision.  He  who 
has  set  forth  steadily  every  day  of  the  week  for  the  past  nine 
months  has  bettered  his  condition  and  is  to-day  in  a position  to 
trade.  He  is  going  to  do  business.  He  is  going  to  sell.  He 
is  going  to  profit. 

For  red-blooded,  two-fisted  men  there  is  a definite  call.  A call 
not  for  next  month  or  next  Fall;  but  a call  for  NOW.  This 
is  the  time. 


— ««# 


$1.50  a Year  Single  Copies  15c.  Outside  Canada,  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office 

510  Coristine  Building  161  Summer  Street 
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TO  ADVERTISERS 

j The  paid  circulation  of  the  SHOE  AND  LEATHER  J 

| JOURNAL  is  more  than  double  that  of  any  other  | 
shoe  publication  in  Canada,  and  exceeds  the  com-  s 
bined  paid  lists  of  all  other  Shoe  Trade  papers  ! 
circulating  in  this  country.  I 


the  Time 
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Tanguay  Hockeys 
and  Staples 

P>OTH  lines  have  many  special  points  to  recom- 
mend  them  both  to  wholesale  and  retail  trade, 
but  possibly  the  two  outstanding  features  are  their 
fitting  and  wearing  qualities — for  on  these  two 
our  success  has  been  built. 


The  last,  the  support, 
the  stout,  broad  leather 
laces,  the  patent  lacing 
feature  and  the  friction 
fastener  are  all  unsur- 
passed selling  points 
found  in  TANGUAY’S 
HOCKEYS. 


pat  app'Dfor 


See  the  complete  Tanguay  line  and  you  will  find  many 
unusual  and  attractive  values  in  shoes  that  sell  every  day 
in  the  year. 


JOS.  TANGUAY 

34  King  Street  (Cor.  St.  Dominique) 

QUEBEC,  - QUE. 


Mention  " Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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SHOE  FACTORIES  IN  QUEBEC 


Cooyright.  Canada.  1920.  by  the  Acton  Publishing  Co..  Limited,  Toronto 


British  Copyright  secured 
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SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres^,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helefae. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lupien,  491  Stt  Valier. 

Clement,  /Oscar,  234  St.  Helepe. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 


Kid 


Kip 


Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  49J.  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  l’lncarnation. 
Clement,  Oscar,  224  St.  Helene, 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515, .St.  Valier. 

Richard  Freres, $j553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206Tleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


Mil 


Announcing — 

“CENTAUR” 

A Distinctly  Fine  Surface  Kid 

The  many  fine  qualities  peculiar  to  the  line  of  “Surface  Kid” 
(Glazed  Horse)  have  compelled  us  to  use  a Brand  Name  for  this 
leather  that  will  be  just  as  distinctive  as  the  leather  itself. 

“ CENTAUR,”  then,  is  not  and  will  not  be  sold  as  a substitute 
for  any  leather — it  has  superior  qualities  that  apply  to  the  tannage 
of  no  one  else. 

Lucien  Borne 


491  ST.  VALIER  ST. 


QUEBEC,  P.Q. 
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The  Trend  of  Styles 


At  this  early  date  it  might  seem  a little  premature  to 
offer  an  opinion  as  to  what  will  be  selling  in  the  early  or 
late  fall.  We  must  admit  that  the  manner  in  which  the 
trade  buying,  both  medium  and  high  priced  women’s  lines, 
switched  in  January  to  the  straps  in  both  Cuban  and  mili- 
tary heels  was  rather  disconcerting.  Rather,  it  would  have 
been  disturbing,  had  it  not  been  in  the  nature  of  a God-send 
— just  as  much  to  the  merchant  as  to  the  jobber  or  manu- 
facturer. Because  of  the  flurry  in  January  and  February, 
however,  the  trade  is  asking  whether  it  would  be  wise  to 
set  styles  now  for  fall — and  if  styles  are  set,  what  they  will 
most  likely  show. 

The  wisdom  of  setting  styles  in  March  to  be  delivered 
in  August  for  sale  all  fall  is  surely  apparent.  It  will  be  more 
than  apparent  to  literally  hundreds  of  merchants  who  will 
not  receive  their  new  spring  lines  in  time  for  Easter.  In 
this  connection,  we  do  dislike  to  say  “we  told  you  so,” 
and  it  is  not  our  ambition  to  come  before  you  in  that  light. 
But  the  fact  remains  that  at  the  date  of  writing  almost 
every  factory  is  from  two  to  five  weeks  behind  a shipping 
date  that  will  take  the  shoes  to  the  merchant  for  Easter. 
We  do  not  mean  that  all  factories  are  busy;  but.  rather, 
that  those  presumably  shipping  for  Easter  will  find  it  impos- 
sible to  fill  their  commitments  on  time.  Nor  are  the  fac- 
tories to  blame.  Rather,  the  responsibility  rests  with  job- 
bers and  merchants  who  would  not  order  on  time  and  with 
a few  salesmen  whose  cold-footed  grouch  may  have  been 
found  to  be  contagious. 

. In  short,  styles  are  set  because  it  is  not  possible  to  take 
orders  from  hundreds  of  merchants  and  deliver  to  hundreds 
of  merchants  on  a month  or  six  weeks’  notice.  Orders  com- 
ing in  late  disorganize  production  schedules  on  early  orders 
received,  and  general  confusion  results.  It  may  take 
another  season  to  drive  this  home  to  the  trade  as  a whole, 
but  it  won’t  take  that  long  for  the  quick  thinking  jobber 
and  merchant  to  see  the  point. 

We  know  it  wont  take  another  season  to  show  the 
manufacturer  what  he  must  do.  In  fact  many  fall  samples 
are  now  ready  and  will  be  shown  to  the.  trade  shortly. 
Because  of  that,  style  tendencies  are  a subject  for  early 
discussion.  They  are  before  the  house. 

We  can  pass  up  the  subject  of  children’s  shoes  with 
the  one  remark  that  they  will  be  a reflection  of  the  styles 
shown  for  men  and  women.  In  one  grade  of  shoe,  it  is  worth 
while  drawing  attention  to  the  improvement  noticeable  in 
stitchdown  production.  More  manufacturers  are  pro- 
ducing stitchdowns  and  competition  has  brought  about 
many  improvements. 

A few  changes  are  noticeable  in  men’s  shoes.  The 
extreme  recede  toe  has  disappeared  for  some  time.  The 
straight-tread,  natural  tread  or  so-called  “English  last” 
is  shown  in  greater  variety.  It  is  shown  in  black  and  brown 
kid,  and  by  some  in  calf — of  course  it  is  a bal.  The  brogue 
is  still  with  us  and  is  expected  to  be  quite  a fair  selling  shoe: 
although  its  lines  have  been  refined  and  the  patterns  made 
more  in  line  with  Canadian  ideas. 

Colored  calf  for  men’s  shoes  has  changed  a little.  The 
red  which  was  so  popular  the  last  couple  of  seasons  is  on  the 
wane.  Much  of  it  will  be  sold,  but  a rich  nut  brown  is  in 
greatest  favor- -lighter  than  the  old  “Nigger  Brown’1’ 
which  was  too  close  to  black,  and  richer  than  “Havana 
Brown.”  Some  imported  English  shoes  of  very-  fine  make 
carry  a heavy  showing  of  extremely  light  tan  which  will 
find  a sale  in  the  larger  centres. 

In  women’s  shoes  there  is  possibly  more  variation  than 
in  men’s.  The  lasts  will  show  a decided  favoring  of  the 
lower  heel.  The  Louis  will  not  be  shown  as  extensively 
for  street  wear  as  in  the  past.  Its  poor-looking  cousin  the 


“Baby  Louis”  is  also  just  about  done.  Various  heights  of 
Cuban  or  military  heels  will  be  the  thing  for  street  shoes- 
Evening  shoes  will,  of  course,  continue  to  show  the  Louis 
and  the  half-Louis  heel.  Medium  length  vamps  will  be 
again  in  favor  as  there  is  no  apparent  inclination  to  turn 
from  one  of  about  3>J  inches  to  either  the  stage  or  the  long 
effect.  Toes  will  be  medium  fine  and,  in  some  cases,  nicely 
rounded. 

The  craze  for  “straps”  will  be  carried  throughout  the 
fall  and  many  oxfords  will  be  shown  carrying  either  buttons 
or  plain  harness  buckles.  In  high  shoes,  the  bal  of  eight 
or  inch  will  be  shown  in  preference  to  others.  Kid 
will  remain  popular  with  light-weight  calf  running  it  a 
close  race.  The  colors  will  be  on  the  light  side  as  the  mahog- 
any brown  seems  to  be  about  done. 

From  the  above  summary,  the  merchant  will  gather 
that  he  will  be  entirely  safe  in  ordering  part  of  his  require- 
ments in  April.  Beyond  the  lighter  colored  leathers,  there 
is  nothing  so  startling  that  he  will  go  wrong.  Manufacturers 
want  the  merchant  to  play  safe  and  are  going  a long  way  to 
making  it  easy.  If  the  merchant  will  sell-off  all  his  darker 
browns  before  fall  he  will  be  in  good  shape.  If  he  places 


A Tetrault  Brogue 


conservatively  and  early  for  at  least  50  per  cent,  of  his 
requirements  he  will  insure  delivery  and  run  a far  better 
chance  of  getting  his  later  orders  in  reasonable  time. 

The  style  changes  are  so  conservative  and  so  “unani- 
mous” that  there  is  every  reason  for  avoiding  the  last  minute 
rush. 

NOVEL  ARRANGEMENT  FOR  SHOE  SHINING 
DEPARTMENT 

Many  shoe  dealers  have  found  it  advantageous  to  install 
a shoe-shining  department  for  the  convenience  of  their 
customers.  This  is  appreciated  particularly  by  women, 
who  are  naturally  somewhat  reluctant  to  enter  a public 
shoe  shining  establishment.  In  order  to  facilitate  the  work 
of  the  person  who  is  polishing  the  shoes,  it  is  necessary  that 
the  customer  should  be  seated  at  a considerable  elevation. 
Under  the  ordinary  arrangement  the  custome  is  obliged 
to  climb  up  from  in  front  of  the  seats,  brushing  against 
other  customers  and  climbing  between  the  foot  supports. 
To  obviate  this  an  American  retailer  has  set  all  his  seats  on 
a raised  platform,  separated  from  each  other  sufficiently  so 
that  the  customer  can  pass  between  them.  Customers  go 
up  a short  flight  of  steps  at  one  end  of  the  platform  and 
pass  along  behind  the  seats  till  they  reach  one  that  is  vacant. 
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Write  Now  for  Special  Prices 


We  are  still  featuring  our 
Special  Prices  for  Rush 
Delivery. 


If  you  are  in  a position  to 
take  advantage  of  one  of  the 
best  opportunities  of  the 
season 

Write  Or  Wire  Us. 


In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following: 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’  and  Gent’s  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

’’  614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses’  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 

Screw  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 
Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKay,  Louis 

Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 

500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 


MEN’S  WELTS 

No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

” 0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 

600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 


DUCHAINE  PERRINS 

195  De  la  Couronne  - ■ Quebec,  Que. 


McKAYS,  ETC. 
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ST.  JOHN  NOTES 

Alexander  Anderson,  of  Torryburn,  a member  of  the 
Dominion  Rubber  System,  Ltd.,  staff  in  St.  John,  has 
been  promoted  and  transferred  to  the  Halifax  branch. 

W.  R.  Stewart,  who  has  been  manager  of  the  local 
branch  of  the  Dominion  Rubber  System,  Limited,  has 
resigned  and  his  place  has  been  filled  by  the  appointment  of 
T.  F.  Davies,  who  for  the  last  five  ye.  rs  has  been  conducting 
the  Halifax  branch. 

Mr.  Stewart  has  gone  to  the  F.  E.  Partridge  Rubber 
Co.,  Ltd.,  Guelph,  Ont.,  as  Maritime  province  and  New- 
foundland representative. 

F.  L.  Hunter,  of  the  Dominion  Rubber  System,  St. 
John,  has  been  sent  to  Halifax  to  assume  the  duties  of  Mr. 
Davies. 

Percy  M.  Levine  has  started  to  remodel  the  building  on 
King  Street  which  he  recently  purchased.  Mr.  Levine 
intends  moving  from  his  Charlotte  Street  store  when  his 
King  Street  store  is  finished. 

The  Daylight  Saving  question  was  settled  in  St.  John 
on  Monday,  February  28,  when  an  election  was  held.  Out 
of  16,000  voters  only  3,862  took  the  opportunity  to  vote. 
2,568  favored  daylight  with  1,258  against.  We  see  where 
our  shoe  clerks  will  have  a good  time  this  year  with  the  extra 
hour  in  the  evening.  ■ 

Dollar  Day  in  St.  John  seems  to  be  very  popular.  The 
seventeenth  of  February  was  dollar  day  and  business  was 
heavy  all  over  the  city.  Many  people  took  advantage  of 
the  bargains. 

At  the  annual  meeting  of  the  Maritime  Shoe  Whole- 
salers’ Association  held  recently  in  the  Union  Club,  S.  C. 
Mitchell,  divisional  manager  of  Ames.  Holden,  McCready, 
Limited,  with  headquarters  in  St.  John,  was  elected  presi- 
dent. The  meeting  was  attended  by  many  of  the  prominent 


wholesalers  in  the  Maritime  provinces  and  considerable 
business  of  importance  to  boot  and  shoe  industry  was 
transacted.  The  other  officers  elected  for  the  year  are: 
Mr.  Sutherland,  of  the  Amherst  Boot  and  Shoe  Cc.,  Vice- 
president;  Harold  W.  Rising,  secretary-treasurer;  P.  L. 
Turner,  vice-president  for  Prince  Edward  Island;  J.  H 
Codner,  of  Halifax,  and  P.  L.  Higgins,  of  Moncton,  members 
of  the  executive. 


OVER  THE  TOP 

Mr.  Jas.  Robinson,  of  Montreal,  writes  from  Tampa, 
Florida,  that  after  a long,  hard  pull  he  is  “over  the  top” 
and  getting  ready  for  anything  that  comes  along.  Mr. 
Robinson’s  friends  in  the  trade  throughout  Canada  will 
all  be  glad  to  hear  this  news,  and  will  join  the  Shoe  and 
Leather  Journal  in  wishes  for  his  continued  good  health. 


CHAS.  E.  ROY  & CO. 

(REG.) 


DEALERS  IN 

New  and  Second-Hand  Machinery 


Leather  and  Shoe  Findings 

Let  us  know  your  requirements 
We  may  have  what  you  want 


31  Colomb  St.  QUEBEC  CITY 


m 

mm 


Staple  Shoes  are  the  back- 
bone of  the  trade.  And  in 
the  Samson  Line  you  find 
a range  and  a quality  that 
is  scarcely  approached  else- 
where. 


Medium  McKays,  Standard  Screw,  Heavy  Work  Shoes, 
Sporting  Boots,  Hockeys  and  Welts. 


d.  E.  SAMSON  Enr.,  £ 


w 

'CHAUSSURE' 
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Men’s  Welt.  Popular  semi-recede  last  with 
circular  vamp.  Stout  single  sole.  Made  in  all 
leathers.  Retails  at  about  $9.50  to  $10.00 

The  above  is  a particularly  attractive 
value  and  will  prove  an  easy  selling 
line.  It  is  typical  of  the  many  ex- 
amples of  better  shoe -making  at 
popular  prices  that  you  will  find  in 
our  new  line.  In  covering  your 
requirements  remember  the  values 
we  offer  in  every  shoe. 

Still  able  to  give  quick  service  on 
late  Spring  deliveries. 

LAGACE  & LEPINAY 

22  St.  Anselme  Street 
QUEBEC,  P.Q. 
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The  “Maryon”  Shoe 


A Highly 
Specialized  Line 

of 

< Women’s  McKays 

in  the 

Better  Grades 
Featured 
Exclusively  in  all 
Colors 

of 

yode  Kid 


A stylish  high-grade  shoe 
you  need  for  Spring  Trade 


LACHANCE  & TANGUAY 


70  BIGAOUETTE  AVE. 
QUEBEC,  P.Q. 
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ONESIME  GOULET 

STS  St.  Valier  St.  Quebec 


While  showing  several  new  numbers  n our 
samples  we  do  net  overlook  the  old-fashioned 
c[uality  for  which  we  are  known. 

To  be  sure  our  workmanship  and  “finish  im- 
proves with  the  years — but  underlying  it  all 
is  the  old-time  good  shoe. 


Men’s  and  Boys’  Welts,  Women’s  Mock  Welts, 
McKays  and  Standard  Screw  for  Men,  Women, 
Misses,  Boys,  Youths  and  Children. 

A solid  line  of  Pegged  Shoes  for  Men  and  Women. 


A typical  Women’s  Mock  Welt  by 
Goulet — 8-inches  high  with  Military 
or  Cuban  Heel. 


J 

t 
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The  uniformly  high  standard  to 
which  we  work  is  possible  only 
where  you  find  the  close  personal 
supervision  which  we  exercise. 


Making  Welts  for  Men,  Boys,  Youths, 
Women  and  Misses;  McKays  for  Men, 
Boys,  Youths,  Women  and  Misses; 
Standard  Screw  for  Men  and  Boys. 

LUDGER  DUCHAINE 

593  St.  Valier  St.,  QUEBEC 


40,000  Pairs  Daily 


This  capacity  enables  us  to  serve 
you  in  a prompt  manner  with  Louis, 
Military  or  Block  Heels. 

Any  shape.  All  heights. 


Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 


gn 


m 


Medium 

Lines 

Always 

Sell 


All  over  Canada  the  merchants  have 
found  that  the  medium  priced  lines 
have  made  it  possible  for  them 
to  do  business. 

If  looking  for  leaders  in  value  in  this 
grade  of  shoes  you  will  be  interested 
in  our  line. 

McKays  for  Women,  Misses,  Children 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 
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ADVERTISING  INDEX 

(QUEBEC  CITY) 


Blouin,  Pierre,  Limited 

....  66 

Marois,  A.  E.,  Limited 

..  60 

Borne,  Lucien 

59 

Quebec  Heel  Co.  Limited 

67 

Children’s  Shoe  Mfg.  Co 

67 

Ritchie,  Jno.,  Co.,  Limited  

..  58 

Duchaine,  Ludger.... 

.....  67 

Routier.  Luc 

67 

Duchaine  & Perkins 

62 

* Ray,  Chas.  E„  & Co 

63 

Goulet,  Onesime 

66 

Samson,  J.  E..  Enr ... 

63 

Lachance  & Tanguay 

65 

Stobo,  f.  M.,  Co.,  Limited 

68 

Lagace  & Lepinay 

64 

United  Shoe  Machinery  Co. 

Tanguay,  Jos 

of  Canada,  Limited  54 

56 

MAKING 
Finer  Welts  for 
Men,  Women  and  Misses 
And  McKays  for  Men,  Boys,  Youths 
Women,  Misses  and  Gh 


Little  Gents 


The  St  oho  Line  is 


distinctly 
of  the  finer  or  better  grade— 
but  the  present  prices  place 
them  among  the  largest  selling 
shoes  in  the  country. 


A strong  Men’s  line 
to  retail  around  $9.00 


M.  STOBO  CO.  Limited 


92  Arago  Street 


Quebec 


J5/THE 

^WINDSOR*- 

^ JS,  MjacS 


SHOE** 
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AMERICAN  TANNERS  AND  CANADIAN  LEATHER 

That  the  leather  men  in  the  United  States  have  their 
eye  on  the  extent  to  which  Canadian  tanners  have  entered 
or  might  enter  the  American  market  was  shown  by  the 
recent  briefs  submitted  at  Washington  asking  for  the 
imposition  of  duties  ranging  from  8 per  cent,  on  sole  leather 
to  25  per  cent,  on  upper  leathers  and  30  per  cent,  on  leather 
cut  ready  for  use. 

Their  figures  showed  that  importations  from  Canada 
were  insignificant  in  1913,  but  by  1918  had  grown  to  a value 
of  $8,000,000. 

Attention  was  also  drawn  to  the  recently  imposed 
export  duty  of  15  per  cent,  on  hides  and  skins  leaving  India 
for  points  outside  the  British  Empire.  Where  hides  were 
exported  to,  and  tanned  in  the  Empire  two-thirds  of  this 
duty  would  be  remitted.  As  approximately  35  per  cent,  of 
the  goatskins  used  in  the  United  States  come  from  India, 
the  effect  on  the  kid  market  was  feared.  Reference  was 
again  made  to  the  suggestion  from  a Canadian  centre  of 
the  advisability  of  Americans  having  their  Indian  product 


tanned  in  Canada.  The  figures  proposed  were  all  based  on 
free  hides.  

VANCOUVER  NOTES 

A great  improvement  is  manifested  in  the  volume  of 
business  this  last  two  weeks  in  this  city.  The  shock  of 
the  blue  ruin  scare  that  caused  excitement  at  the  end  of 
last  year  has  now  abated  and  trade  is  building  up  on  a 
sounder  basis. 

Edward  Stacks  have  held  a closing  out  sale  of  all  their 
men’s  footwear,  and  will  in  future  give  their  sole  attention 
and  energies  to  exclusive  ladies’  footwear,  and  wi,th  they: 
magnificent  store  it  will  be  classed  as  the  leadi/ig  exclusive 
ladies’  shoe  store  on  the  Pacific  coast. 

Mr.  J.  Storey,  president  of  the  firm  of  Storey  & Camp- 
bell, has  returned  from  an  extensive  tour  on  behalf  of  his 
firm  in  the  East. 

Mr.  Sprule,  of  the  firm  of  Storey  & Campbell,  who 
met  with  a serious  accident  to  his  >knee  while  cranking  an 
auto,  has  had  to  go  under  another  operation  in  the  hospital. 


Tetrault  Welts  shown  to  the 
trade  for  the  first  time,  in 
advance  of  the  Fall  selling 
season. 


No,  10211 — Men’s  Welt.  London 
Last.  Single  Sole,  Bal  , in  Havana 
Brown  Kid,  Brown  Kid.  Black  Kid 
and  also  in  Black  Colored  Calf. 


No.  12121 — Men’s  Welt.  Solid 
Leather  Shoe,  Summit  Last, 
Chrome  Middle  Sole.  Blucher. 
Made  in  Black  and  Colored  Calf. 
Leather  Lined. 
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The  Home  of  the  Three  Well-Known 
Canadian-Made  Brands  of  Fine  Footwear 


Every  merchant  is  looking  for 
a means  of  stimulating  trade 
these  days  and  all  who  look 
through  our  lines  find  it  in 
the  Styles  and  Values  we  are 
showing.  With  their  strong 
appeal  they  are  sure  to  pro- 
duce the  quickest  possible 
turnover  at  satisfying  profit. 

These  three  lines  give  you  control  of  the  trade  in  Fine 
Footwear.  Material  and  Shoemaking  is  RIGHT  and 
the  styles  are  supreme.  They  are  real  Trade  Builders. 

MURRAY  SHOE  CO.,  LIMITED 

LONDON,  CANADA 


LONDON  LADY 
DERBY 

MURRAY  MADE 
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THE  DOMINION  INCOME  TAX 

{Continued  from  page  38) 

■Nation,  wear  and  tear,  bad  debts,  and  the  replacement  of 
all  wasting  assets,  but  fixed  rates  applicable  to  the  various 
classes  have  been  established.  The  taxpayer  would  do 
well  to  carefully  ascertain  that  his  statement  of  affairs  not 
only  include  all  proper  deductions,  but  takes  into  account 
all  sources  of  revenue,  for  the  Act  now  contains  the  follow- 
ing provision  under  Section  Eight,  sub-section  three,  which 
states  as  follows: 

“Any  officer  authorized  thereto  by  the  Minister  may 
make  such  enquiry  as  he  may  deem  necessary  for  ascer- 
taining the  income  of  any  taxpayer,  and  for  the  purpose 
of  such  inquiry  such  offixer  shall  have  all  the  powers  and 
authority  of  a commissioner  appointed  under  Part  One 
of  the  Inquiries  Act,  Revised  Statutes  of  Canada,  1906, 
chapter  one  hundred  and  four.”  j 1 

. , vil-— . 

DO  YOU  SELL  HOSIERY? 

{Continued  from  page  46) 

their  interest  and  benefit  you.  If  the  department  grows 
rapidly,  it  may  be  necessary  to  put  one  salesman  in  complete 
charge.  In  such  cases,  it  would  probably  be  advisable  to 
■drop  the  commission  idea  in  justice  o other  employees. 
These  are  matters  for  individual  adjustment. 

Lastly,  don’t  forget  to  give  the  hosiery  department  a 
fair  share  of  the  advertising  space  used,  which  can  be  charged 
up  against  the  department.  As  a general  rule,  when  adver- 
tising this  line  of  goods,  feature  it  separately.  In  this  way, 
better  results  will  be  obtained.  In  fairness  to  the  depart- 
ment, keep  careful  record  of  all  sales  made.  After  a pro- 
portionate share  of  all  proper  expenditure  has  been  charged 
against  this  section  of  your  business,  you  will  find — if  you 
push  the  sales  in  a vigorous  manner — that  you  have  added 
a considerable  amount  to  the  right  side  of  the  profit  and  loss 
account  at  the  end  of  the  year,  to  say  nothing  of  the  stimu- 
lation received  by  the  other  departments.  A silent  sales- 
man or  pecial  show  case  can  often  be  install  d where  (pace 
allows,  either  inside  or  in  the  entry  outside  the  tore.  When 
placed  outside,  this  will  solve  to  a very  large  extent  the  prob- 
lem of  giving  the  hosiery  department  a fair  amount  of  display 
space,  especially  where  the  dealer  is  short  of  room  in  the 
window. 


APPRECIATION  OF  ADVERTISING 

The  Northamptonshire  Journal  of  Commerce  com- 
ments at  some  length  on  the  activities  of  the  Canadian 
Shoe  Manufacturers’  Association  in  advertising  as  reported 
at  the  Convention  in  January.  They  advise  British  manu- 
facturers to  follow  suit,  saying: 

“British  manufacturers  will  readily  recognize  that  what 
advertising  does  for  the  Canadians  in  developing  their 
industry  it  will  do  equally  for  them,  and  it  is  in  their  hands 
to  make  full  use  of  the  powers  of  the  advertisement.  Few 
can  speak  but  well  of  the  results  of  what  advertising  they 
have  done,  but  they  have  yet  to  recognize  that  to  be  really 
effective  advertising  must  be  consistent.  Properly  used,  it 
is  to  business  like  steam  to  machinery — the  grand  pro- 
pelling power. 


When  shoes  are  brought  in  a wet  condition  it  is  a great 
help  to  place  them  upon  forms  to  spread  out  and  reshape. 
These  forms  would  sell  well  in  localities  where  fine  shoes  are 
generally  worn.  Customers  would  appreciate  the  fact  that 
they  could,  by  means  of  such  forms,  keep  their  old  shoes  in 
shape  during  the  night  at  very  little  cost,  as  these  forms 
sell  at  a very  reasonable  figure.  This  is  a new  outlet  for  shoe 
repairers  of  the  modern  school,  who  are  enterprising  enough 
to  see  the  possibilities  of  the  present  day. 


HOW  YOU  CAN  CO-OPERATE 


Do  you  believe  in  Co-operation?  Have  you  j 
read  the  article  on  page  47  of  this  issue  of  the  J 
SHOE  and  LEATHER  JOURNAL?  | 

Are  you  one  of  those  who  “let  George  do  it”  f 
| and  then  find  fault  with  the  way  he  does  it?  I 

Don’t  you  think  it  is  only  common  fair  play  to 
GIVE  ideas  as  well  as  GET  them  from  others? 

YOU  can  do  something  to  help  to  make  the 
approaching  SHOE  RETAILERS’  CONVENTION  | 
a success  from  a PRACTICAL  standpoint.  3 

What  is  wanted  is  REAL  LIVE  TOPICS  for  j 
consideration  and  discussion.  The  EXECUTIVE  ! 
will  appreciate  YOUR  help  to  make  the  programme  I 
LIVE  and  interesting. 

Fill  in  the  attached  memo  and  send  it  to  the  I 
SHOE  and  LEATHER  JOURNAL  and  we  will  see  I 
that  it  is  sent  on  without  your  name  if  you  wish. 


TOPICS  FOR  S HOE  RETAILERS’  CONVENTION  j 

The  writer  would  like  to  suggest  the  following  I 

subject  for  consideration  of  the  National  Shoe 
Retailers’  Association  Convention  to  be  held  at 
Toronto,  July  13th  and  14th,  1921. 

Subject ...  I 

I 

Name .: j 

I 3 

Address...... 3 

o I 

*» — . 4 


Largest  Makers  of 
Straps  in  Canada 

Converting  Old  Style 
Pumps  into  New  Style 
Strap  Effects.  ALL 
DESIGNS. 

WRITE  FOR  SAMPLE 
DOZENS  TO-DAY 

THE  LIVE  WIRE  HOUSE 

Canadian  Shoes  Findings 
Novelty  Co. 

2 Trinity  Square  (2  Phones)  Toronto 
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McKEEN 

SPECIALTIES 


Infants'  Black  Dongol 

a Button.  Pat.  Tip,  sizes 

1 

to 

5 

at 

$1,00 

Child’s 

,,  ,,  ,, 

4 

to 

1% 

at 

1.20 

Infants' 

Blucher  

1 

to 

5 

at 

1 .00 

Child's 

, , ,,  , , , , 

4 

to 

7p2 

at 

1 .20 

Infants'  Pat.  Instep  or 

Ankle  Strap  Pump,  ,, 

1 

to 

5 

at 

1 .00 

Child’s 

, , ,,  , , , , 

4 

to 

7^ 

at 

1.25 

Girls’ 

, , • , , , , , 

8 

to 

io  y2 

at 

1 .55 

Misses' 

1 

1 

to 

2 

at 

1 .80 

We  carry,  in  stock  a full  range  of 
White  goods  at  very  attractive  prices. 
If  you  have  not  already  bought  your 
requirements  for  the  corning  season  it 
would  be  to  your  advantage  to 


WRITE  US  FOR  SAMPLES 


THE  C.  E.  McKEEN  SHOE  CO. 

LIMITED 

MONTREAL 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 


W.  J.  Field  has  opened  a shoe  store  in  Deseronto. 

Louis  Wolfe,  Dublin,  Ont.,  shoe  repairer,  has  sold  out. 

Mr.  T.  Wise  has  opened  a new  shoe  store  in  Oakville, 

Ont. 

Geo.  B.  Sproule,  of  Danforth  Ave.,  Toronto,  has  sold 
his  business. 

Mr.  J.  Cooper,  of  Hamilton,  was  in  Toronto  last  week, 
on  business. 

W.  H.  Bates,  of  Dundas,  has  sold  his  shoe  business  to 
A.  T.  Haines. 

Mr.  S.  Seconda,  shoe  dealer,  of  Bradford,  was  a recent 
visitor  to  Toronto. 

Mr.  C.  E.  Dufresne,  of  Dufresne  & Locke,  Ltd.,  Mont- 
real, was  in  Toronto  last  week. 

Fletcher,  Johnson,  Ltd.,  shoe  business,  of  Stratford,  has 
been  sold  to  Archer  & Margetts. 

The  Ideal  Shoe  Co.,  Montreal,  shoe  manufacturers, 
have  assigned  to  Paquet  & Bounier. 

The  business  of  Malcolm  G.  Cook,  Stirling,  Ont.,  has 
been  taken  over  by  Bruce  Richardson. 

F.  K.  Bishop,  of  Wolfville,  N.S.,  has  opened  a men’s 
furnishing  and  shoe  store  in  that  town. 

Mr.  J.  E.  Warrington,  of  John  Ritchie  Co.,  Ltd., 
'Quebec,  was  a recent  visitor  to  Toronto. 

Mr.  W.  G.  Yeoman,  Port  Arthur,  Ont.,  has  sold  his 
shoe  business  to  Mr.  James  Henderson. 

Mr.  Smith,  of  Smith’s  Shoe  Store,  Truro,  N.S.,  has 
been  spending  the  winter  in  the  south. 

Mr.  G.  A.  Blachford,  of  Blachford  Shoe  Co.,  made 
a flying  trip  to  American  centres  last  week. 

Mr.  P.  J.  Waugh,  of  Levison’s  Shoe  Store,  Hamilton, 
was  in  Toronto  recently  calling  on  the  trade, 

Mr.  Lafe  Johnson,  of  the  Talbot  Shoe  Co.,  passed 
through  Toronto  this  week  en  route  to  Montreal. 

Mr.  Ken  Murray,  of  the  Murray  Shoe  Co.,  London, 
was  at  the  King  Edward  Hotel,  Toronto,  last  week. 

The  shoe-making  and  harness  business  of  R.  J.  Nichols, 
Onkow,  Sask.,  has  been  taken  over  by  S.  Krumovitz. 

Mr.  H.  E.  Wettlaufer,  of  the  Chas.  Ahrens  Shoe  Co., 
passed  through  Toronto  on  his  regular  trip  to  the  West. 

Mr.  Ed.  R.  Lewis,  leather  merchant,  Toronto,  has  been 
In  Boston,  New  York,  and  Philadelphia  on  business  recently. 

Mr.  J.  Rotstein,  of  the  Silver  Footwear  Co.,  Toronto, 
spent  several  days  recently  calling  on  the  trade  in  Mon- 
treal. 

Messrs.  Pomer,  Winberg  & Co.,  of  73  Adelaide  St. 
East,  Toronto,  are  moving  into  larger  premises  at  78  York 
Street . 

Mr.  R.  B.  Chalue,  of  Adanac  Footwear  Co.,  Toronto, 
was  in  Penetang  recently  visiting  his  mother,  who  has  been 
very  ill. 

Mr.  Armand  Bastien,  moccasin  manufacturer,  of 
Loretteville,  Que.,  lost  his  mother  on  March  5th,  in  her 
-68th  year. 

Mr.  Wilfrid  V.  White,  city  representative  for  Geo.  E. 
Boulter,  lost  his  father  on  March  7th,  after  an  illness  of 
eight  months. 

Mr.  Howard  C.  Blachford,  of  H.  and  C.  Blachford  Co., 
Toronto,  spent  a few  days  last  week  visiting  American 
footwear  centres. 

Mr.  C.  S.  Corson,  of  the  Corson  Shoe  Mfg.  Co.,  makers 


of  the  Regent  shoes  in  Canada,  is  back  at  business  after 
an  illness  of  two  weeks. 

Mr.  Robert  Ayling,  Canadian  representative  of  Church 
& Co.,  of  Northampton,  Eng.,  has  gone  west  to  Winnipeg 
with  a full  line  of  samples. 

Mr.  Craig  Henderson,  son  of  E.  C.  Henderson,  Scotia 
Shoe  Store,  New  Glasgow,  is  representing  thb  Lady  Belle 
Shoe  Co.  in  the  Maritimes. 

Travellers  going  to  the  Maritimes  will  be  glad  to  learn 
that  a new  passenger  service  is  to  be  inaugurated  between 
Pictou,  N.S.,  and  Charlottetown,  P.E.I. 

Grovers  Shoe  Shop,  Montreal,  has  assigned  to  the 
Canadian  Creditmen’s  Trust  Assn.,  Ltd.  A meeting  of  the 
creditors  was  scheduled  for  March  15th. 

Mr.  J.  H.  Moore,  representative  of  Ames,  Holden, 
McCready,  has  opened  a permanent  sample  room  in  the 
Empire  Building,  Hamilton.  He  proposes  to  carry  a stock. 

The  firm  of  E.  A.  Calkin  & Co.,  Kentville,  N.S.,  has 
discontinued  its  shoe  department.  This  will  be  run  as  a 
separate  business  by  the  former  head  of  the  department, 
Mr.  Parker. 

F.  J.  Weston  & Sons,  Toronto,  have  a new  city  repre- 
sentative, Mr.  H.  Naylor,  who  was  formerly  in  charge  of 
the  Robt.  Simpson  Co’s,  boot  and  shoe  mail  order  depart- 
ment at  Regina. 

Retailers  in  the  Maritime  provinces  are  reported  to  be 
following  up  the  “ Made-in-Canada  ” campaign  by  means 
of  advertising  and  window  display.  The  public  interest 
has  been  in  evidence  of  the  success  of  the  movement. 

The  Anderson  Shoe  Co.,  a new  distributing  house, 
have  started  business  at  24  King  St.  East,  Hamilton.  They 
are  carrying  a big  range  of  slippers  of  English  and  Cana- 
dian make  and  are  also  local  representatives  for  Kaufman 
Rubber  Co. 

Among  the  Maritime  retailers  who  have  been  visiting 
American  and  Canadian  centres  this  winter  are  Mr.  Geo. 
Wallace,  of  Wallace  Bros.,  Halifax,  Mr.  W.  L.  Tuttle, 
Halifax,  and  Mr.  and  Miss  David,  of  E.  David  & Son, 
New  Glasgow. 

The  Miner  Rubber  Co.,  Ltd.,  have  again  issued  their 
catalogue  in  the  form  of  a calendar.  This  form  of  catalogue 
serves  a triple  purpose.  Hung  on  the  wall,  it  is  useful  as  a 
calendar,  is  good  advertising,  and  as  a catalogue  is  accessible 
and  easy  to  refer  to. 

The  Northern  Rubber  Co.,  Ltd.,  of  Guelph,  have  issued 
a fifty-six  page  catalogue  showing  Partridge  Rubber  Foot- 
wear for  1921-1922.  Their  full  line  of  heavy  goods,  ordinary 
rubbers  and  canvas  goods  is  covered,  actual  colors  being 
shown  where  necessary  The  frontispiece  is  a view  of  their 
factory  typifying  modern  construction  and  equipment. 

Mr.  H.  D.  Lewis,  who  has  been  representing  Daoust, 
Lalonde  & Co.,  Ltd.,  in  Nova  Scotia,  is  now  carrying  the 
line  of  Chas.  A.  Ahrens  Co.,  Ltd.,  in  the  Maritimes.  He 
carried  “Chums”  shoes  in  that  territory  six  years  ago  as 
a side-line.  He  says  “Chums”  is  now  as  familiar  a word 
in  that  part  of  the  country  as  “Castoria,”  and  that  “child- 
ren cry  for  them.”  Mr.  Lewis  finds  trade  in  the  Maritimes 
quiet,  but  as  stocks  are  low  and  not  well  sorted  he  expects 
a sudden  awakening  in  the  spring. 

Mr.  Geo.  E.  Fortin  has  joined  the  staff  of  Geo.  E.  Boul- 
ter, Toronto,  and  will  look  after  the  City  of  Montreal  and 
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Read  This 

Of  Vital  Interest 
To  You 

THE  YALE  SHOE  MFG.  CO. 

LIMITED 

have  branched  out  into  the  making  of 

JUVENILE  LINES 

along  with  our  BOYS’  and  MEN’S. 

We  have  been  fortunate  in  being  able  to 
purchase  the  Getty  Shoe  Co.  Lasts  and 
Patterns. 

It  will  pay  you  to  write  for  prices  and 
samples. 

CHILDREN’S  OXFORDS 

are  especially  strong— and  we  are  in  a 
position  to  give  you  Real  Service. 

We  are  building  up  our  trade  on  Quality 
and  Service  at  very  reasonable  prices. 

Your  enquiries  solicited. 

“WHY  PAY  MORE?” 

THE  YALE  SHOE  MFG.  CO. 

LIMITED 

Galt  Ontario 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Eastern  Townships.  Although  a young  man,  Mr.  Fortin 
has  been  in  the  shoe  business  a long  time,  having  had  ex- 
perience with  Geo.  G.  Gales,  Montreal,  Hartt  Shoe  Co., 
and  Walk-Over  Boot  Shop.  For  the  last  few  years  he  has 
represented  the  Dominion  Rubber  System  in  the  City  of 
Montreal.  Mr.  Fortin  is  showing  a full  line  of  samples  in 
the  Windsor  Hotel,  Montreal,  commencing  March  10th. 


DEATH  OF  MR.  G.  Y.  CHOWN 

The  trade  wijl  regret  to  note  the  death  of  Mr.  Geo.  Y. 
Chown,  president  of  McArthur,  Irwin  Co.,  of  Montreal. 
Mr.  Chown  was  also  connected  with  Parker,  Irwin  & Co., 
and  with  the  Perfection  Counter  Co. 


A NEW  MAKER  OF  STITCHDOWNS 

The  trade  will  be  interested  in  the  announcement  made 
by  the  Canadian  Stitchdown  Co.,  of  3rd  and  Ernest  Avenue, 
Montreal,  to  the  effect  that  they  have  opened  up  and  are 
running  in  fine  shape.  The  various  departments  ire  in 
charge  of  men  with  a great  deal  of  practical  experience  in 
the  shoe  industry  of  Canada  who  are  all  officers  of  the 
Company.  They  are  concentrating  on  Infants’,  Small 
Children’s  and  Misses’  Stitchdowns  at  quite  reasonable 
prices  and  at  present  are  turning  out  about  500  pairs  daily. 
As  their  capacity  is  a little  over  1,000  pairs,  they  are  able 
to  accept  considerable  business  without  delaying  delivery 
dates  on  either  old  or  new  business. 


AMHERST  BOOT  AND  SHOE  CO.  ANNUAL  MEETING 

The  54th  Annual  General  Meeting  of  the  shareholders 
of  the  Amherst  Boot  and  Shoe  Co.,  Ltd.,  was  held  in  Amherst, 
N.S.,  with  President  Percy  C.  Black  in  the  chair.  Business 
conditions  during  the  past  year  and  prospects  for  this  year 
were  covered  in  the  addresses  of  President  Black  and  the 
General  Manager,  Mr.  C.  S.  Sutherland.  The  report  showed 
that  even  under  the  adverse  circumstances  sales  were  slightly 
in  excess  of  the  previous  year. 

The  meeting  re-elected  the  old  Board  of  Directors,  viz.: 
Messrs.  Percy  C.  Black,  Hon.  E.  N.  Rhodes,  T.  S.  Rogers, 
K.C.,  C.  S.  Sutherland  and  T.  N.  Campbell. 

The  officers  elected:  were  President,  Percy  C.  Black; 
Vice-president  and  Treasurer,  T.  N.  Campbell;  General 
Manager,  C.  S.  Sutherland. 


CHARLOTTETOWN  STORE  CHANGES  HANDS 

The  establishment  of  D.  Gordon  & Co.,  Charlottetown, 
P.E.I.,  has  changed  hands  and  is  now  being  conducted  as 
the  Purdie-Ferguson  Shoe  Co.,  by  Messrs.  Victor  P.  Purdie 
and  Everett  A.  Ferguson.  Mr.  Purdie  has  spent  over  ten 
years  in  the  shoe  business  in  Charlottetown,  having  been 
associated  with  R.  K.  Jost,  J.  C.  Sprague  and  D.  Gordon 
& Co.  Mr.  Ferguson  was  formerly  with  Goff  Bros,  and 
Morris  & Smith,  in  the  town  of  Wellington. 


THE  SILVERITE  COMPANY 

The  Silverite  Company,  formerly  the  L.  G.  & S.S. 
Company,  of  Boston,  Mass.,,  have  achieved  a notable  suc- 
cess in  their  line,  which  covers  the  manufacture  and  dis- 
tribution of  a 'complete  range  of  findings,  accessories  and. 
specialties.  They  have  a wide  distribution  through  the 
country,  and  have  recently  changed  their  name  for  purposes 
of  convenience,  but  remain  under  the  management  of  Mr. 
M.  S.  Silver.  They  have  recently  added  to  their  selling 
staff.  Mr.  Geo.  E.  Campbell,  formerly  manager  of  the  Avon 
Manufacturing  Co.,  of  Natick,  Mass. 


MR.  R.  J.  HENDERSON 

Mr.  R.  J.  Henderson,  who  is  well-known  to  the  trade 
through  his  former  connection  with  the  shoe  department 
of  the  Robt.  Simpson  Co.,  of  Toronto,  was  recently  appointed 
salesmanager  for  J.  E.  Samson,  Enr.,  of  Quebec  City. 
Bob  is  one  of  the  likeable  sort  and  should  find  his  connection 
with  a man  of  Mr.  J.  E.  Samson’s  type  a very  happy  one. 
In  talking  to  a representative  of  the  Shoe  and  Leather 
Journal  recently,  he  was  gratified  to  be  able  to  show  several 
orders  of  quite  reasonable  size.  Then,  too,  the  stork  paid 


a visit  to  Bob’s  household  in  February  and  left  a fine  young- 
ster behind.  Both  Mrs.  Henderson  and  the  infant  are  in 
fine  health. 

RUBBER  HEELS  IN  THE  SHOE  FACTORY 

Leon  Conat,  7 Water  street,  Boston,  has  developed  a 
process  of  interest  to  shoe  manufacturers  using  half  rubber 
heels,  whereby  the  rubber  half-heel  and  the  leather  board 
base  may  be  moulded  together.  Linder  this  process  the 
rubber  is  vulcanized  in  the  usual  manner,  and  the  high 
temperature  customarily  employed  waterproofs  the  leather 
board.  It  frequently  has  been  said  vulcanization  could  not 
be  done,  and  for  this  reason  the  parts  were  not  moulded 
together,  but  Mr.  Conant  has  succeeded  in  giving  heel 
manufacturers  an  easier  heel  to  process,  and  the  shoe  manu- 
facturer a better  one. 

This  type  of  heel  is  byt^t  of  durable  materials  and  con- 
structed so  that  the  parts  are  in  positive  union,  requiring 
but  one  nailing  operation  for  proper  attachment,  and  with 
all  its  former  good  qualities  retained.  Shaving,  scouring 
and  finishing,  all  find  the  new  leatherboard  equally  receptive, 
Assembling  of  the  parts,  cementing,  double  nailing  and  the 
frequent  disclosure  of  washers  missing  are  superfluous. 
The  nail  holes  are  of  consequence  only  to  retain  the  usual 
appearance  of  the  heel.,  Factory  nailing,  except  in  the 
event  of  repairs  calling  for  a whole  new  sole,  is  permanent. 
The  rubber  half  heel,  when  worn  out,  is  removed  without 
disturbing  the  naijs,  as  they  pass  completely  through  the 
tread  and  head  on  the  leatherboard  base.  Shoe  manu- 
facturers now  using  a* leather  lift  to  receive  the  half  heel 
need  no  longer  assume  this  extra  cost.  There  are  other 
advantages. — Hide  and  Leather. 

Trying  to  make  people  believe  that  we  possess  more 
than  we  really  do  is  what  keeps  most  of  us  in  debt. 
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Shoe  Repairing  Profitable 

Your  trade  will  grow  if  you  give 
people  the  Soles  and  Heels  they 
askfor.  Tenax  Soles  and  “Scoop” 

Heels  make  neat  workmanship. 


TENAX  SOLES 

AND 

“SCOOP”  HEELS 


An  unbeatable  combination.  They  are 
light,  long-wearing,  waterproof,  and 
give  a spring  to  every  step : they  make 
walking  easy— and  they  make  repair 
work  profitable. 


Gutta  Percha  & Rubber,  Limited 

HEAD  OFFICES  AND  FACTORY:  TORONTO 

Branches  in  Leading  Canadian  Cities. 
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Rubber  and  Its  Possi- 
bilities for  Footwear 

Address  to  Missouri,  Kansas  and  Nebras- 
ka Retaliers  by  W.  T.  WEIR,  St.  Louis, 
Manager  of  United  States  Rubber  Co. 

UD  UBBER  footwear  is  undoubtedly  the  most  profit- 
able  accessory  that  the  retail  shoe  merchant  can 
handle.  My  reasons  for  saying  this  are  these: 

First:  Because  quite  a good  sized,  representative 

stock  can  be  carried  for  a comparatively  small  investment 
in  dollars  and  cents. 

Second:  Because  it  requires  no  large  space  in  the 

store. 

Third:  Because  of  the  consistency  of  types  and  styles 
it  affords  a remarkable  opportunity  for  a profitable  turn- 
over. 

I believe  that  the  average  shoe  merchant  would  be 
amazed  at  th  ' result  if  he  would  instruct  i his  salesman  to 
give  their  particular  attention  to  the  rubber  footwear  de- 
partment for  one  week,  or  one  month.  Your  salesmen 
should  bear  in  mind  that  when  they  sell  a pair  of  leather 
shoes  they  are  presented  with  probably  one  of  the  best 
opportunities  they  will  have  to  sell  a pair  of  rubbers.  Few 
customers  will  turn  a deaf  ear  to  a sales  argument  based 
on  the  protection  of  health  and  leather  shoes.  There  are 
doubtless  some  who  would  say  that  rubbers  cannot  be 
sold  except  in  inclement  weather.  However,  Mr.  Roths- 
child, who  accumulated  a vast  fortune,  when  asked  for  the 
secret  o”  his  success  answered  with  this  statement,  “Buy 
your  straw  hats  in  the  winter  time”;  and  so  I say  to  you 
sell  your  rubbers  the  year  round,  summer  as  well  as  winter. 

Merchants  Should  Anticipate  Reasonably 

While  at  the  present  time  the  market  may  be  fairly 
well  supplied  with  rubber  footwear,  yet  by  no  means  it  is 
saturated.  I feel  sure  that  most  any  spell  of  bad  weather  would 
cause  concerted  buying  on  the  part  of  the  consumer,  would 
break  and  reduce  rubber  footwear  stocks  very  materially. 
No  brief  is  necessary  in  discussing  rubber  footwear  prices, 
especially  when  considered  from  a comparative  standpoint. 

A reasonable  anticipation,  on  the  part  of  the  retailer, 
at  the  present  time,  would  undoubtedly  serve  the  best 
interest  of  all  because  it  would  permit  factory  branches  and 
wholesale  distributors  to  purchase  much  more  intelligently 
for  the  coming  season. 

There  seems  to  be  quite  a general  re-awakening  of  in- 
terest on  the  part  of  the  retailer  in  canvas  rubber-soled 
footwear.  It  really  is  not  a prediction  to  say  that  there 
will  be  a big  demand  for  this  type  of  merchandise.  The 
record  of  last  year,  when  25  million  pairs  were  sold,  is 
alone  enough  to  signify  that  there  will  be  quite  a demand 
for  this  type  of  merchandise. 

There  has-been,  during  the  past  several  years,  a gen- 
eral improvement  of  styles  in  canvas  rubber-soled  foot- 
wear, so  that  at  the  present  day  this  article  is  assured  of 
a permanent  place  in  the  field  of  present  day  merchandising. 

Cannot  Expect  Price  Reductions 

Gentlemen,  there  are  in  this  country  25  million  chil- 
dren under  compulsory  gymnastic  training — 50  million 
young  people  annually  engaged  in  outdoor  and  indoor  sports, 
practically  our  entire  nation  is  being  educated  to  be  lovers 
of  heatlhful  and  invigorating  sports.  Now  you  know  quite 
well  that  most  all  sports  demand  a rubber-soled  shoe.  You 
can  then  readily  see  what  a remarkable  field  is  presented 
for  canvas-top  rubber-soled  footwear,  from  the  athletic 
standpoint  alone. 

Prices  on  this  type  of  merchandise  remained  practi- 


cally the  same  from  Spetember  1,  1919,  to  August  1,  1920, 
while  during  the  same  period  other  types  of  footwear  made 
several  advances.  When  the  new  prices  of  July,  1920,  were 
made,  they  were  not  figured  on  the  then  market  value  of 
fabrics.  While  it  is  true  that  there  has  been  quite  a re- 
duction in  the  price  of  cotton,  as  you  well  know,  there 
has  not  been  a comparative  reduction  in  the  price  of  fin- 
ished fabrics.  Further  than  this,  labor,  which  is  now  one 
of  the  most  important  items  in  the  manufacturing  cost  of 
any  product,  has  not  decreased  at  all.  Hence,  you  will  see 
there  is  little  or  no  reason  to  expect  any  reduction  in  the 
price  of  canvas -rubber-soled  footwear  in  the  immediate 
future. 


A RETAILER’S  VIEWS  ON  THE  JOBEER  QUESTION 

Following  letters  sent  out  to  different  sections  of  the 
trade  with  regard  to  jobber’s  relation  to  the  shoe  trade 
we  have  received  a number  of  communications  on  which 
we  shall  comment  later. 

Meanwhile  we  quote  from  an  Ontario  retailer  who 
gees  into  the  situation  at  some  length: — 

“During  the  past  three  or  four  years  we’ve  noticed 
many  attacks  in  our  newspapers  advocating  the  elimination 
of  the  middleman.  We’ve  let  these  attacks  pass  unnoticed 
because  we  believe  that  the  writers  of  such  propaganda 
don’t  know  what  they  are  talking  about.  We  considered 
the  charges  whims  of  some  idealists  who  have  no  regard  for 
the  practical  and  who  would  soon  turn  their  chidings  in 
other  directions  if  given  no  encourag  ment.  It  is  certain 
that  there  will  be  very  little  complaint  from  retailers  who 
realize  and  appreciate  the  use  of  jobbing  houses. 

In  the  first  place  they  are  essential  from  the  standpoint 
of  quick  service.  In  this  respect  we  would  compare  them 
to  the  usefulness  of  taxi-cabs.  One  does  not  need  to  stand 
still  bewailing  the  thought  of  missing  his  train  when  there 
is  no  street  car  in  sight.  So,  we  think  the  jobber  quite  as 
essential.  He  is  a friend  in  need,  so  to  speak,  and,  on  a 
whole,  quite  faithful. 

For  this  service  we  do  not  begrudge  him  his  small 
percentage  of  profit.  It  is  also  reasonable  that  manufac- 
turers should  allow  him  a reduction  on  purchases  when  he 
buys  in  large  quantities.  Consumers  invariably  demand 
reductions  when  they  buy  two  or  more  pairs  of  shoes  at 
one  time.  Some  suggest  that  the  manufacturers  keeg  shoes 
in  stock  and  so  overcome  the  grievance.  In  this  case  the 
manufacturer  at  once  becomes  a jobber  and  his  divided 
attention  would  render  him  less  efficient.  A good  many 
manufacturers  have  been  stocking  their  lines  owing  to  the 
reluctance  of  retailers  to  buy  during  the  last  year,  but, 
we  expect,  this  is  only  due  to  adverse  circumstances  and 
is  done  with  no  idea  of  becoming  permanent. 

At  this  point  we  must  not  neglect  the  possibility  of 
the  manufacturer  having  limited  capital  to  the  extent  of 
being  unable  to  place  his  goods  on  the  market.  Here  again 
the  jobber  comes  to  the  rescue  and  helps  overcome  the 
difficulty.  His  commission  is  no  more  than  the  manufac- 
turer would  be  compelled  to  charge  if  he  were  to  undertake 
the  extra  expense  of  selling  his  own  products. 

Then,  too,  i is  obvious  that  the  jobbing  house  is  a 
salvation  to  the  merchant  whose  turnover  is  limited.  It 
enables  him  to  buy  in  small  quantities  as  often  as  he  needs 
them  and  ensures  him  of  prompt  delivery.  Without  the 
jobber  the  small  dealer  could  not  exist  and  we  must  not 
forget  that  he  is  just  as  essential  as  the  merchant  whose 
volume  of  business  is  great,  especially  in  rural  districts. 

In  conclusion  we  think  it  quite  obvious  that  the  job- 
bing house  is  an  important  factor  in  the  shoe  trade  and  that 
the  question  of  ‘what  would  happen  the  shoe  trade  were 
the  jobber  to  be  eliminated?’  needs  no  answer.” 
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Income  Tax  ::  Business  Profits  Tax 

MILLER,  MUIR  & WARD 

ACCOUNTANTS  SPECIALIZING  IN  FEDERAL  TAXES 

J.  W.  MUIR  J.  MILLER 

Late  Chief  Auditor  of  Taxation,  Late  Auditor  of  Taxation 

Finance  Dept.,  Ottawa  Finance  Dept.,  Ottawa 

9 Wellington  St.  East,  Toronto  Telephone  Adel.  4850  And  at  Montreal 

All  necessary  forms  can  be  obtained  at  Toronto  Office. 


BOOT  AND  SHOE  CONDITIONS  IN  INDIA 

A writer  in  the  Northamptonshire  Journal  of  Com- 
merce deals  at  some  length  with  conditions  and  require- 
ments in  the  boot  and  shoe  trade  in  India. 

Prior  to  the  war  fhe  business  was  largely  in  the  hands 
of  British  manufacturers,  but  during  the  war  the  British 
could  not  supply  the  market,  with  the  result  that  American 
goods  obtained  quite  a foothold. 

Out  of  a population  of  over  300,000,000  a relatively 
small  number  wear  shoes.  But  this  number  is  growing  and 
has  increased  since  army  training  taught  many  of  the  natives 
to  wear  shoes  of  the  European  type.  The  natijves  have 
also  a great  deal  more  money  to  spend  than  in  prq-war  days. 
Thus  the  retailing  of  shoes  is  decidedly  on  the  increase. 

A number  of  factories  have  been  established  by  British 
capital,  employing  native  lajoor,  which  is  very  plentiful 
and  cheap.  The  Indian  type  appears  to  delight  in  monot- 
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Toronto 


Celebrated  for  its  Home  Comforts, 
Perfect  Quiet  and  Good 
Attendance. 


OPPOSITE  NEW  UNION  STATION 


SAMPLE  ROOMS  WITH  SPECIAL 
SHELVING  FOR  SHOE  TRAVELERS 

American  and  European  Plans. 

RATES  MODERATE 


onous  repetition  of  operations,  is  content  to  work  long 
hours  that  make  up  for  his  slowness,  and  finally  becomes 
very  expert. 

India  is  one  of  the  large  hid,e-producing  countries  of 
the  world,  and  though  she  uses  quite  a lot  of  hides  in  her 
own  tanneries,  hides  are  still  one  of  the  chief  exports,  Before 
the  war  Germany  and  the  United  States  were  her  largest 
buyers  of  hides,  though  during  the  war  the  trade  was  con- 
trolled by  Great  Britain.  Since  the  war  the  trade  has 
started  to  work  back  to  the  old  channel. 

The  manufacture  of  shoes  in  India  to-day  is  surrounded 
with  the  difficulties  springing  from  lack  of  delovepment 
in  allied  lines.  The  different  varieties  and  grades  of  leather 
are  available  with  difficulty,  while  findings,  machinery, 
etc.,  must  be  contracted  for  far  in  advance  of  needs.  With 
further  development  of  trade  and  manufacture  in  the  coun- 
try these  difficulties  will  be  ameliorated.  Meanwhile  the 
country  affords  a rapidly  increasing  market  to  shoe  manu- 
facturers. 

At  present  conditions  are  the  same  in  India  as  elsewhere. 
World  wide  paralysis  of  trading  has  caused  raw  and  manu- 


A new  Two-Strap  Buckle,  circular  vamp,  black 
kid  welt  Made  by  Eagle  Shoe  Co.,  of  587 
Beaudry  St..  Montreal,  to  retail  at  about  $9  00. 


factured  materials  to  pile  up  through  the  country.  Political 
conditions  are  not  of  the  best,  and  until  the  turn  comes 
little  or  no  business  is  expected  to  be  done. 


The  fat  ankle  proposition  is  no  snap  to  shoe  repairers 
and  although  a V-shaped  piece  of  upper  leather  is  the  only 
thing  needed,  the  mode  of  applying  is  such  as  to  complicate 
things  so  that  some  repairers  do  not  hesitate  to  turn  such 
work  over  to  a shoe  factory  whenever  there  is  one  in  the 
vicinity.  Still,  if  you  are  to  apply  it  yourself,  be  sure  that 
a piece  of  lining  is  first  set  over  the  additional  V-shaped 
piece  of  leather  to  keep  it  from  stretching  during  wear. 
The  best  quality  stock  is  needed  and  a top  facing  is  neces- 
sary to  properly  hold  the  top  of  the  shoe  from  spreading. 
A double  row  of  stitching  is  required  to  substantially  hold 
the  V to  the  cpiarters  of  the  shoe. 
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Shoe  Repairers’ 
Convention 

Start  Made  at  Hamilton  Towards  the 
Formation  of  Provincial  Organization — 
Suggestion  of  Shoe  and  Leather  Journal 
last  October  Bears  Fruit 

AT  the  beginning  of  last  October  the  Shoe  and  Leather 
Journal  sent  out  letters  to  some  of  the  local  shoe 
repairers’  organizations  in  Toronto,  Hamilton  and 
Brantford  - asking  for  opinions  as  to  the  desirability  of 
bringing  about  a convention  of  those  engaged  with  a view 
to  forming  a National  organization  similar  to  that  of  the 
National  Shoe  Retailers’  Association  of  Canada.  As  the 
Shoe  and  Leather  Journal  said  at  the  time: 

“There  are  a number  of  matters  constantly  springing 
up  with  the  changing  conditions  and  methods  that  call  for 
consideration  and  attention,  not  by  individuals  or  local 
organizations,  but  by  the  shoe  repair  industry  as  a whole. 
At  present  there  is  no  executive  body  competent  to  deal 
with  tne  matter,  and  as  a consequence  what  is  everybody’s 
business  is  nobody’s.” 

Replies  were  received  from  Mr.  Arthur  R.  Wilton, 
secretary  of  the  Hamilton  Shoemakers’  and  Repairers’ 
Association  saying  that  their  organization  was  in  hearty 
accord  with  the  idea  and  a similar  letter  was  received  from 
Mr.  A.  Butterworth,  secretary  of  the  Toronto  Shoe  Re- 
pairers’ Association,  stating  that  a resolution  has  been  passed 
endorsing  the  proposition  and  favoring  the  holding  of  a 
convention  some  time  in  the  near  future. 

After  considerable  discussion  pro  and  con  a meeting 
was  finally  called  at  Hamilton  at  the  home  of  F.  H.  Revell, 
153  James  Street,  on  the  evening  of  March  16th,  when  the 
following  were  present:  H.  Henderson,  Thos.  Grayson, 

A.  R.  Wilton,  F.  H.  Revell,  Hamilton;  A.  H.  Dainty, 
Fred  Pople,  Wm.  Inglis,  Wm.  Legg,  St.  Catharines;  T. 
Smith,  A.  Johnston,  Brantford;  J.  Merchant,  S.  Burnett, 
Toronto;  J.  Yarker  of  the  “Harness  & Shoe  Repair  Journal,” 
A.  E.  Uren,  “Shoe  & Leather  Journal,”  T.  E.  Turner, 
“Footwear  in  Canada.” 

After  a general  discussion  as  to  the  advisability  of 
holding  a convention  at  an  early  date,  it  was  finally  decided 
to  call  one  in  the  City  of  Toronto  on  July  27th  and  28th 
next,  for  which  a special  program  will  be  prepared  and  duly 
advertised.  It  was  decided  to  make  the  convention  a Pro- 
vincial affair,  to  which  repairmen  from  all  parts  of  the 
province  will  be  invited. 

In  order  to  proceed  with  the  plans  without  further 
delay  a committee  was  formed,  consisting  of  Messrs.  F.  H. 
Revell,  of  Hamilton,  S.  Burnett,  of  Toronto,  A.  H.  Dainty, 
of  St.  Catharines,  T.  Smith,  of  Brantford  and  J.  Merchant, 
of  Toronto,  with  power  to  add  two  additional  members 
from  Toronto  to  be  called  the  Finance  Committee,  whose 


duty  it  would  be  to  see  that  the  necessary  funds  for  the 
July  convention  would  be  forthcoming.  The  various  local 
associations  are  asked  to  discuss  suitable  subjects  for  a 
program  and  to  forward  their  ideas  to  the  Toronto  com- 
mittee for  consideration 

A general  committee  was  formed  consisting  of  all  those 
present  at  the  initial  meeting,  including  the  representatives 
of  the  trade  press,  to  meet  at  the  call  of  the  chairman,  Mr. 
Burnett,  of  Toronto,  to  continue  further  the  plans  for  the 
convention. 


Lifts  and  Taps 

Ins  and  Outs  of  the  Repair  Shop — Wise 
and  Otherwise  of  Sole  Saving — Wander- 
ing Comments 

I HAVE  often  wondered  why  you  couldn’t  - et  a pair 
of  rubbers  repaired  at  an  ordinary  shoe  repair  shop. 
I had  one  of  a comparatively  new  pair  split  down  the 
heel.  Of  course  I could  have  taken  it  back  to  the  store 
where  I got  it,  raised  a ruction  and  got  another  pair.  But 
it  seemed  to  me  t was  not  worth  while  so  I took  it  to  a couple 
of  repair  shops  without  success.  Result  is  I am  out  a pair 
of  rubbers.  It  seems  to  me  that  it  would  pay  a modern 
repair  shop  to  try  and  satisfy  customers  like  this  who  would 
be  sure  to  show  their  appreciation  by  bringing  other  work. 
In  fact,  I don’t  see  why  it  would  not  be  profitable  for  a repair 
shop  to  carry  a few  lines  of  rubber  shoes  in  stocK. 

A Rubber  Repair  Device 

From  across  the  line  comes  the  report  of  a rubber 
repairing  device  that  seems  to  be  taking  hold  and  promises 
o popularize  the  repairing  of  rubber  footwear  in  all  up-to- 
date  shops. 

These  rubber  repairers,  which  come  in  only  four  sizes, 
men’s,  women’s,  children’s  and  arctics,  are  made  for  repair- 
ing the  heels  and  toes  of  rubbers,  which  are  always  the 
first  parts  to  need  repairs.  They  fit  up  neatly  and  snugly 
over  the  toe  and  heel  and  give  the  added  protection  against 
wear  where  most  needed.  Oftentimes  only  one  heel  or  one 
toe  needs  repairing.  This  is  as  satisfactorily  done  as  if  it 
were  two,  and  the  repairer  need  never  concern  himself 
about  breaking  pairs,  as  these  rubber  repairers  don’t  come 
in  rights  or  lefts,  but  can  be  used  for  either.  It  gives  to 
the  rubber  the  same  advantage  that  tapping  and  heeling 
gives  to  the  leather  shoe,  and  as  these  rubber  repairers  are 
made  of  the  very  best  grade  of  live  India  rubber,  they  give 
wearing  qualities  greater  than  the  rubbers  had  when  new. 

The  price  of  these  rubbers  repairers  is  less  than  twenty 
cents  per  pair,  and  they  are  made  in  such  a manner  that 
they  are  rolled  back,  cemented  laid  on  the  top  or  heel  and 
the  rolled  back  part  snaps  into  place,  making  the  upper 
perfectly  water  tight  and  ready  for  hard  wear.  They 
require  no  trimming  or  mechanical  work  whatever,  there- 
fore the  expense  of  attaching  is  practically  nil. 

A Skilled  Mechanic 

The  modern  shoe  repairer  is  the  real  shoemaker  of  the 
day.  He  has  not  only  to  understand  the  making  of  any 
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kind  of  shoe  from  the  turn  to  the  pegged  stage,  but  he  has 
to  be  able  to  operate  any  kind  of  a machine  from  a buffer 
to  a rapid  stitcher.  Talk  about  skilled  mechanics,  the 
ordinary  shoe  factory  operative  is  an  amateur  beside  the 
man  who  turns  from  the  wax  thread  machine  to  an  edge 
setter  with  the  ease  of  the  old  hand  sewed  man  who  had  to 
know  everything  about  the  job  from  channeling  the  insole 
to  putting  on  a finish  de  luxe  upon  the  completed  shoes. 
There  has  been  a good  deal  of  talk  about  the  profits  of  the 
modern  shoe  repair  shop  but  taking  the  investment  in  machin- 
ery, skill  and  business  methods  called  for,  the  proprietor  is 
often  very  little  better  off  than  if  he  were  running  a Good- 
year stitcher  in  a factory. 

A Good  Shoe  Tag 

Here  is  a tag  adopted  by  a Providence,  R I.,  shoe  repair 
man,  that  explains  itself.  It  has  the  advantage  of  elimin- 
ating all  writing  but  the  name  and  address,  and  even  this 
can  b3  avoided  by  the  use  of  numbers. 


BEN  56  Exchange 

MELLION  Place 

Prov.  R.I. 


Name 

Address 

Remarks 


Taken  in— O’Clock— 1 2 3 456789  10  11  12 

1 2 3 4 5 6 7 8 9 10  11  12  13  14  15  16 
1 17  18  19  20  21  22  23  24  25  26  27  28  29  30 

Jan.  Feb.  Mar.  Apri.  May.  June 

July  Aug.  Sept.  Oct.  Nov.  Dec. 

Wanted  — O’Clock — 1 2 3 456789  10  11  12 


1 2 3 4 5 6 7 8 9 10  11  12  13  14  15  16 
31  17  18  19  20  21  22  23  24  25  26  27  28  29  30 


Full  Sole; 

O’Sul.  R.  H 

Buttons 

Half  Soles 

I T S R H 

Dyed 

Neolin  S. 

Slipknot 

Rips 

Fibre  Soles 

Pieces 

Stretch 

Rub.  Heel; 

Tips 

Shoe  Lace 

Lea.  Heels 

Toe  Caps 

Patch 

Military  H. 

Heel  L ning 

Ton.  Pad 

Com.  S.  H. 

Tongues 

Insoles 

Alumi’m  H. 

Eyelets 

Back  Stays 

Cuban  H. 

Hooks 

Shine 

French  H. 

5 10  15  20  25  30  35  40  45  50  Paid 
55  60  65  70  75  80  85  90  95  Parcel  Post 
$1  $2  $3  $4  $5  $6  $7  $8  $9  $10  286 
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286  56  Exchange  Place 

Providence,  R.I. 

Not  Responsible  after  Thirty  Days 


MELLION  SHOE  TAG 

Reports  from  over  the  pond  indicate  that  repair  prices 
in  common  with  all  others  have  taken  a tumble.  It  would 


seem  that  our  English  friends  are  finding  out  that  the  cash 
system  is  better  than  credit  and  are  giving  up  very  largely 
their  methods  of  sending  home  repair  work  on  credit.  Here 
is  a letter  from  the  Shoe  Trades  Journal  which  evidences 
conditions  there  that  repairers  seem  to  have  gotten  away 
from  very  largely  here.  The  writer  says: 

For  some  weeks  past  I have  read  with  inters  t letters 
relative  to  the  subject  of  collecting  repairs.  I really  wonder 
if  Mr.  Buxcey  has  ever  taken  into  consideration  the  number 
of  hours  he  spend;  in  collecting  repairs  and  the  delivery  of 
same  and  it  should  be  welcome  to  hear  if  he  always  gets 
paid  on  delivery.  My  experience  in  this  business  in  the  year 
1911,  when  manager  for  a Manchester  firm:  we  had  three 
horses  and  vans,  and  certainly  collected  a large  number  of 
repairs,  but  regret  to  say  it  did  not  pay,  and  in  consequence 
the  business  was  ultimately  wound  up.  The  collection  of 
repairs  never  paid  for  the  time  spent  in  so  doing,  and  only 
creates  and  increases  time  in  entering  up  into  a ledger,  as 
when  delivery  is  made,  the  answer  quickly  comes:  “Sorry, 
I shall  have  to  pay  you  next  time,”  or  “Mother’s  out,” 
sometimes  when  mother  is  in;  “Call  again;  sorry  I cannot 
just  lay  my  hands  on  my  purse,”  etc.,  etc.  My  : dvice  is 
collect  none  and  do  no  delivery.  Good  work,  best  material, 
and  punctuality  are  all  that  is  desired.  Competition  may 
be  strong,  but  if  satisfaction  be  obtained  by  customers  they 
will  most  certainly  tome  again.  Perhaps  if  he  spent  more 
time  during  the  day  in  his  premises,  where  customers  could 
hear  him  busy  at  work,  his  shop  closed  at  the  proper  hour, 
and  took  a leisure  walk  when  weather  permits,  instead  of 
carrying  the  bag  of  repairs  home  to  his  customers,  and  look- 
ing with  disappointment  at  the  little  cash  for  his  day’s  work, 
I feel  sure  he  would  be  better  off.  I have  a man  working 
in  our  factory  who  did  this  for  years,  he  being  a steady, 
industrious,  good-hearted  man,  and  he  informs  me  this 
system  and  excuses  nearly  brought  him  to  the  workhouse. 
He  has  been  with  us  three  years,  and  states  he  is  more  happy 
and  comfortable  than  when  he  did  this  foolish  thing  for 
years,  and  at  times  had  not  sufficient  money  to  buy  his 
Sunday  joint.  My  advice  to  men  who  do  this  sort  of  thing 
is  to  stop,  and  they  will  be  better  off.  It  is  too  much  like 
begging. 

CONDEMNS  PATENT  COUNTERS 

Stayner,  Ont.,  March  3rd,  1921. 

Dear  Editor: — 

This  article  may  arouse  some  of  the  manufacturers  of 
fibre  counters,  and  also  may  grate  a little  on  the  manufac- 
turers of  boots,  as  I have  been  told  by  some  of  them  that 
they  are  as  good  or  better  than  leather.  My  argument  is 
that  they  are  not  to  be  compared  with  the  leather  counter, 
and  I am  standing  behind  a strong  rock  of  defence,  and  the 
swiftest  bullets  they  can  fire  cannot  pierce  me,  as  I have 
been  over  forty  years  as  a practical  man,  and  also  repair 
man.  It  is  in  the  repair  business  we  come  in  contact  with 
all  kinds  of  counters.  It  is  there  we  find  out  the  defects. 

Now,  manufacturers,  this  is  my  honest  verdict — the 
leather  counter  is  the  only  counter  that  should  be  put  in 
a good  boot.  Just  think  of  the  position  that  a poor  counter 
places  the  retailers  in,  especially  the  one  that  does  repairing. 
We’ll  take  for  an  example  a Goodyear  Welt  Boot,  suitable 
for  farm  wear,  retailing  at  $8  or  $9  a pair,  and  in  three 
months’  time  it  comes  back  for  repairs  with  its  counter  in 


Arrange  your  business  so 
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a dilapidated  condition.  Does  it  not  make  the  retailer 
squirm  after  selling  the  customer  a high-priced  boot?  An- 
other disadvantage  in  a poor  counter  is,  it  is  the  hardest 
part  of  a boot  to  repair.  A good  leather  counter,  well  put 
in,  will  outwear  any  boot,  no  matter  what  hardships  it 
endures.  The  fibre  counter  might  do  for  the  cheap  boots. 
When  the  manufacturers  are  confronted  by  the  retailers 
about  putting  in  patent  counters  their  plea  is  “we  stand 
behind  them  and  we  get  but  very  few  sent  back.”  I believe 
they  are  conscientious  in  their  statement,  but  I will  try  to 
prove  why  they  don’t  get  many  sent  back  on  their  hands. 
In  the  first  place,  a boot  seldom  goes  soon  after  it  is  sold  to 
a customer.  This  is  the  period  when  they  would  be  returned, 
but  when  the  boot  is  half  worn  out  and  the  testing  time  has 
arrived,  such  as  wet  and  slush,  repeated  day  after  day,  the 
counter  softens  and  breaks  to  pieces.  Another  case — a 
boot  sold  just  after  the  spring  slush  is  over.  During  the 
summer  season  it  won’t  be  exposed  to  much  hardship, 
and  may  endure  till  the  boot  is  confronted  with  hardships 
during  the  fall.  I question  very  much  if  any  of  those  in  the 
two  latter  cases  ever  see  the  manufacturers’  shop,  and  those 
cases  are  greatly  in  the  majority.  I would  suggest  that  a 
few  of  the  manufacturers  take  a six  months’  course  in  the 
retail  and  repairing  business.  I am  sure  they  would  go  back 
and  discard  the  patent  counters  in  all  their  good  boots.  As 
for  cheap  boots,  their  lifetime  is  but  short  and  it  hardly 
ever  pays  to  repair  them,  so  possibly  the  patent  counter 
would  wear  them  out. 

Just  prior  to  writing  I demonstrated  the  following  test, 
which  makes  the  rock  of  my  defence  stronger  than  ever, 
and  a test  that  ought  to  convince  the  most  skeptic.  I had 
in  my  possession  three  different  pieces  of  those  patent 
counters,  which  I thoroughly  wet  in  the  shop  tub,  and  also 
a leather  counter,  working  the  water  into  them  in  a similar 
fashion,  then  performed  the  test  by  taking  them  in  my 
hands  and  twisting  them.  The  patent  counter  did  not  re- 
quire a well-developed  muscle  to  tear  it  asunder.  A child 
could  tear  it  to  pieces.  But  the  well-developed  muscles  of 
the  writer  failed  to  make  even  an  impression  on  the  leather 
counter. 

I am  going  to  fight  the  patent  counter  out  of  the  good 
class  of  boots  with  as  much  determination  and  zeal  as 
President  Lincoln  of  the  United  States,  when  he  abolished 
Slavery. 

A New  Subscriber. 


TORONTO  REPAIR  MENS  DANCE  AND  EUCHRE 

Everything  is  set  for  the  biggest  rally  of  the  shoe 
repairmen  and  their  friends  ever  staged  in  Toronto.  It 
takes  the  form  of  a Euchre  Drive  and  Dance  in  Foresters’ 
Hall,  on  Monday,  March  21st. 

The  hosts  of  the  evening  are  the  following  wholesale 
leather  and  findings  houses:  Charles  Tilley  & Son,  P.  B. 

Wallace  & Son,  Beardmore  & Co.  Anglo-Canadian  Leather 
Co.,  Chas.  Parsons  & Son,  Joseph  King,  United  Shoe  Ma- 
chinery Co.,  Davis  Footwear  Co.,  Nugget  Polish  Co.,  I.  T.  S. 
Rubber  Heel  Co.,  Breithaupt  Leather  Co.,  Gutta  Percha  & 
Rubber,  Ltd.,  C.  S.  Hyman  Co.,  Goodyear  Tire  & Rubber 
Co.,  Beale  Bros.,  and  Dunlop  Rubber  Co. 

In  the  list  of  hosts  as  printed  on  the  back  of  the  tickets 
the  name  of  Chas.  Larsons  & Son.  was  incorrectly  spelled 
as  Chas.  Pearson  & Son,  and  the  error  was  not  noted  until 
too  late  to  make  a change. 


VANCOUVER  REPAIR  NOTES 

The  forms  for  the.  Government  returns  have  been 
received  by  the  repairers  and  the  same  is  causing  them  all 
kinds  of  worry.  It  is  almost  impossible  to  conceive  the 
utility  of  informatipn  that  is  required  by  the  government, 
as  not  one  in  a hundred  shoemakers  keep  any  books,  and 


certainly  no  records  of  how  many  heels,  hooks  and  eyelets 
and  rivets  they  use  during  a year.  Surely  that  information 
can  be  obtained  in  bulk  from  the  manufacturers  and  the 
customs;  One  can  only  treat  it  as  a lot  of  nonsense. 

What  with  the  slight  drop  ip  the  price  of  sole  leather 
and  the  ten  per  cent,  drop  in  cut  stock,  shoemakers  are 
getting  excited  and  are  anticipating  more  rapid  reduction 
in  the  future  in  view  of  the  low  price  that  is  being  offered 
for  hide  to-day. 

Another  question  that  is  agitating  them  and  is  upper- 
most in  thejr  minds,  is  who  is  going  to  be  the  first  to  start 
and  cut  the  price  of  repairing.  Up  to  the  present  there  is 
only  one  case  of  price  cutting  and  that  is  between  two  rivals. 
Outside  that  all  are  agreed  time  is  not  ready  to  lower  prices, 
as  they  were  never  advanced  in  proportion,  and  in  the  same 
percentage  as  the  price  of  material. 

Mr.  J.  J.  Haskett  had  burglars  break  into  his  store 
and  abstract  several  pairs  of  boots  Ijiat  were  in  the  course 
of  being  repaired.  By  the  way,  Mr.  Haskett  operates  the 
smallest  repairing  store  in  Canada,  the  building  being  about 
seven  feet  by  six  feet  by  eight  feet. 


REPAIR  NOTES 

Mr.  J.  W.  Carey,  of  450  George  street,  Peterboro,  has 
taken  Wm.  Ingram  into  partnership  and  the  firm  name  is 
now  Ca,rey  and  Ingram. 

Mr.  C.  W.  Wiggips,  of  Peterboro,  Las  taken  over  the 
repair  business  of  W.  A.  Greenslade,  of  the  same  town.  He 
has  a modern  repair  shop  and  reports  business  as  splendid. 

f f 

A NEW  STITCHER  FOR  THE  CANADIAN  REPAIR  MAN 

Up  to  date  shoe  repairing  establishments  will  be  interest- 
ed in  the  latest  type  of  machine  turned  out  by  the  Universal 
Shoe  Machinery  Co.,  Limited,  of  Montreal.  This  is  a 
Canadian,  a new  mode  curved  needle  and  all  optsole  stitch- 
ing machine,  made  in  Canada  by  men  whose  experience 
covers  also  England  and  the  United  States.  In  manufactur- 
ing the  machine  care  was  taken  to  improve  on  existing 
types  of  machines  by  the  introduction  of  new  and  distinctive 
features. 

With  a sturdy,  compact  pedestal  anyd  clean  cut  lines 
the  machine  which  is  finished  in  a special  gray  color,  presents 
a neat  and  attractive  appearance. 

The  head  of  the  machine,  by  a goose-neck  effect  in 
the  column,  is  placed  back  to  a central  line  with  the  pedes- 
tal|  This  has  a two-fold  advantage,  in  that  it  makes  the 
maphine  steadier  by  aligning  the  centre  of  gravity  with  the 
pedestal,  and  also  makes  the  operator’s  work  easier  and 
more  comfortable  by  allowing  greater  freedom  of  move- 
ment, for  ipstance,  in  turning  the  toe  of  the  boot.  The 
treadje  is  easy  of  access,  being  on  a central  line  with  the  front 
of  the  machine,  while  friction  on  the  bearings  and  end  thrust 
on  shaft  and  machine  are  minimized  by  the  arrangement 
of  the  clutch.  Less  than  one-half  horse  power  will  r.un  the 
machine.  By  means  of  a sub-base  let  into  the  column 
and  fastened  by  three  machine  bolts  the  head  may  be 
raised  or  lowered  to  suit  the  height  and  convenience  of  the 
operator. 

The  wax-pbt  which  holds  a pound  of  wax,  is  of  alumi- 
num, which  prevents  discoloring  of  the  wax,  anfi  is  easily 
cleaned  by  removal  of  two  wing  nuts.  Special  thfead 
rolls  prevent  bindings  or  cloggings  of  the  thread.  Special 
arrangement  of  the  tool  shelf,  which  covers  the  wax-pot 
prevents  access  of  oil  to  the  wax-pot,  which  is  heated  elec- 
trically. The  cam-shaft  has  a wood  lined  hand  wheel  on 
the  left  side,  but  is  so  constructed  that  an  additional  wheel 
may  also  be  put  on  the  right  sidp.  The  operator  can  use 
both  hands  to  place  the  shoe  on  the  work  table  by  virtue  of 
an  arrangement  which  provides  for  the  presser-foot  remain- 
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ing  up  while  the  shoe  is  being  placed  on  or  taken  off  the  work 
table,  and  lowering  itself  to  work  and  locking  itself  when 
the  machine  starts.  The  upper  is  kept  from  the  path  of 
the  awl  by  means  of  a metal  guard  attached  to  the  work 
table  or  a lip  extending  downwards,  whichever  the  operator 
wishes.  The  “Baltimore”  attachment,  which  regulates 
the  distance  of  the  stitch  from  the  edge  of  the  welt,  is  of  a 
positive  nature,  well  constructed  and  easy  to  operate.  A 
stitch-regulating  handle  at  the  right  sido  permits  the  use 
of  three  to  sixteen  stitches  to  the  inch.  The  same  needle 
and  awl  is  used  as  in  the  “Goodyear”  machine. 

Being  a four-cam  machine,  it  is  possible  to  develop  a 
positive  thread  measurement  and  thread  lock.  The  thread 
for  each  stitch  is  regulated  by  the  height  of  the  presser  foot 
from  the  table  and  by  means  of  the  fourth  cam.  Proper 
heat-treatment  and  grinding  of  all  working  parts  make 
for  strength,  accuracy  and  endurance. 

The  Universal  people  are  providing  for  stocks  of  spare 
parts  in  the  hands  of  agents  at  strategic  points  through  the 
country;  in  addition  then  plan  is  to  sell  the  machine  out- 
right for  cash  or  on  easy  payments.  Incidentally,  free 
instruction,  unlimited  service,  and  liberal  guarantees  are 
selling  features. 


WELL  WORTH  THE  MONEY 

A subscriber  renewing  his  subscription  says:  “I  en- 

close cheque  for  my  subscription  to  your  excellent  Journal. 
It’s  well  worth  the  money  to  any  shoe  man.” 


HAMILTON  REPAIRMEN’S  BANQUET 

The  big  event  in  shoe  repair  circles  in  Hamilton  is  the 
banquet  to  be  pulled  off  on  March  30th.  The  tickets  are 
out  now  and  every  one  is  looking  for  an  affair  that  will 
bring  all  the  Hamilton  people  out  and  show  the  progressive 
spirit  that  has  continually  characterised  the  activities  of 
that  section. 


EASE  AT  THE  BACKSEAM 

The  backstay  here  illus- 
trated is  designed  to  give  ease 
in  a shoe  intended  for  heavy 
service.  The  set  wrinkles  in 
such  a shoe,  which  form  direct- 
ly over  the  heel  cords,  break 
and  chafe  the  stitches  and  not 
only  make  the  shoe  uncom- 
fortable, but  weaken  it  at  this 
point.  The  backstay  cut  as 
shown  is  an  innovation  which 
can  be  introduced  at  trifling 
expense.  It  has  been  patented  by  a Freeport  (Me.) 
shoemaker. 

CINCINNATI  REPAIRER  SAYS  PRICES  MUST  FALL 

Among  the  first  of  Cincinnati  industries  to  feel  the 
falling  off  in  industrial  activity  has  -been  the  shoe  repairing 
"business.  This  has  been  made  plain  by  Jacob  Keer,  well- 
known  proprietor  of  a Vine  street  shoe  repair  shop. 

“It  is  a remarkable  fact,”  said  Mr.  Keer,  according  to 
the  Shoe  Repairer,  “but  we  have  begun  to  feel  the  amount 
of  unemployment.  There  are  many  people  that  have 
begun  to  practice  thrift  in  the  matter  of  shoe  repairs  that 
formerly  didn’t  know  what  thrift  meant.  During  the  war 
and  the  period  of  high  prices  people  had  their  shoes  repaired 
to  save  buying  new  ones.  Now  they  are  only  having  a sole 
or  heel  put  on  as  needed.  Many  have  their  shoes  soled 


at  one  time  and  the  heels  later,  although  the  shoe  could 
stand  both  at  one  time. 

“ It  is  only  a question  of  time  until  shoe  repair  prices 
fall,  depending  largely  upon  labor.  With  leather  at  the 
former  high  price  still  in  stock,  and  labor  still  up,  many  shoe 
repair  men  hesitate  to  think  of  cutting  repairing  prices, 
but  it  is  only  a question  of  time  until  this  must  come.  The 
volume  of  repair  b isiness  has  fallen  to  such  extent  that 
repair  men  have  laid  off  some  of  their  help,  keeping  only 
enough  men  to  handle  the  actual  business.  How  long  this 
condition  will  remain  is  a matter  of  development,  but  it  is 
more  than  1 kely  that  cuts  will  soon  be  made  in  order  to 
protect  the  public.  Shoe  repair  men  may  have  to  stand 
some  loss,  but  this  is  a question  largely  dependent  upon  the 
amount  of  labor  they  employ.” 

STRONGER  LOUIS  HEELS 

The  Louis  heel  here  illustrated  is  made  with  a body 
portion  in  which  the  grain  runs  horizontally  and  a V-shaped 

plug,  expanding  near  the  bot- 
tom to  form  a sort  of  “top 
lift”  in  which  the  grain  runs 
in  a vertical  direction.  This 
is  the  invention  of  a Missouri 
shoemaker,  who  says:  “A 

wooden  heel  of  the  construction 
above  described  is  much  strong- 
er than  the  wooden  heels  here- 
tofore in  general  use,  owing 
to  the  fact  that  the  contracted 
intermediate  portion  of  the 
heel  is  composed  of  a plurality  of  wooden  parts  arranged  so 
that  the  grain  of  one  part  extends  at  an  angle  to  the  grain 
of  the  other  part,  thus  reinforcing  and  strengthening  the 
part  of  the  heel- which  is  most  liable  to  crack  or  break  when 
in  service  on  account  of  its  reduced  cross  section.  Another 
desirable  feature  of  such  a heel  is  that  the  bottom  portion 
of  same  is  not  liable  to  chip  off  at  the  side  edges  of  Jhe  bottom 
face,  due  to  the  fact  that  said  bottom  portion  is  formed  from 
a piece  of  wood  whose  grain  is  disposed  edgewise,  or,  in 
other  words,  extends  longitudinally  of  the  height  of  the 
heel.  The  reinforcing  element  is  combined  with  the  body 
portion  by  means  of  glue.” 


A WORD  FROM  NOVA  SCOTIA 

Mr.  R.  H.  MacKinlay,  of  the  Like-Nu  Repair  Service, 
Bridgewater,  N.S.  writes  us: 

Dear  Sirs: 

I have  been  taking  The  Shoe  and  Leather  Journal 
for  close  to  a year  and  I find  it  a great  help  to  the  repair 
man  and  intend  to  have  same  as  long  as  I am  in  business. 
I am  feeling  now  that  I could  not  do  without  it. 

Las  June  I lost  my  business  in  the  Riverport,  N.S.,  fire, 
which  destroyed  the  complete  business  section.  Since  then 
I have  been  waiting  to  find  a place  to  open  again  and  on 
Feb.  21,  ’21,  I opened  a first-class  boot  and  shoe  rep  ir  shop 
to  be  known  as  “Like-Nu  Repair  Service,”  in  Bridgewater, 
N.S. 

I must  say  that  from  the  Shoe  and  Leather  Journal, 
Feb.  15,  ’21,  I found  that  that  is  needed  by  every  repair  man, 
a record  of  work  that  goes  in  and  out  of  the  shop.  So  I am 
conducting  my  business  on  the  same  plan  as  Mr.  T.  Sarson,  of 
the  '‘Famous  Shoe  Repair  Co.” 

Yours  truly, 

R.  H.  MacKinlay. 


While  it  is  possible  to  make  flat  rubber  half  heels  stay 
down  by  the  use  of  rubber  cement,  you  find  the  concave  half 
rubber  heels  much  better  as  they  make  a better  joint. 
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Bona-fide  advertisements  of  Situations  Wanted  or  Situations  Vacant  in  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit — one  inch. 


SALESMEN  WANTED — Calling  on  the  best  trade  in 
the  province  of  Quebec,  including  Quebec  City,  to  carry 
a line  of  Spats,  Shoepacks  and  Slippers  on  commission. 
Address  Box  W.W.  417,  Shoe  and  Leather  Journal, 
510  Coristine  Bldg.,  Montreal,  Que. 


FOR  SALE — Men’s  shoe  store,  good  repair  trade,  modern 
machinery,  stock  $5000.  Central  location,  bargain, 
leaving  country.  Box  952,  Shoe  and  Leather  Journal, 
545  King  Street  West,  Toronto 

FOR  SALE — Shoe  business  in  one  of  Ontario’s  good  cities; 
good  location  and  splendid  opportunity  for  right  man, 
who  has  some  cash.  Apply  Box  953,  Shoe  and  Leather 
Journal,  545  King  St.  West,  Toronto. 


SALESMEN  WANTED — Working  Port  Arthur  to  Van- 
couver, also  Quebec  and  Maritim.es — to  carry  Felt 
Slippers  a;  side  line,  on  commission.  Prices  right;  only 
one  grip.  Good  money  for  right  men.  Write  Box  957, 
Shoe  and  Leather  Journal,  545  King  Street  West, 
Toronto,  Ont. 


WANTED — Shoemaker,  good  all-round  repair  man.  Must 
be  man  of  ambition  and  character.  Permanent  position 
if  satisfactory.  Never  any  lost  time.  Write  fully,  giving 
references.  Box  955  Shoe  and  Leather  Journal,  545 
King  Street  West,  Toronto. 


STRONG,  WELL-ESTABLISHED  LINE  of  Children’s 
Turns  and  McKays  open  as  “side  line”  and  commission 
basis  for  Manitoba  and  Eastern  Saskatchewan  branch 
lines.  This  line  also  open  for  Maritime  Provinces.  Appli- 
cations must  give  experience  and  name  lines  being  carried 
at  present  time.  Apply  Box  956  Shoe  and  Leather 
Journal,  545  King  street  west,  Toronto. 

WANTED — Traveller  , to  carry  a good  line  of  silk  Oxford 
shoe  laces  also  cotton  ones.  Good  commission  paid. 
Address  “Laces,”  Box  1934,  Montreal,  Que. 

YOUNG  MAN  experienced  in  the  shoe  business  also  dry 
goods,  seeks  position  with  high-class  shoe  manufacturing 
firm  or  retailer.  Box  958,  Shoe  and  Leather  Journal, 
545  King  St.  West,  Toronto,  Ont. 


SHOULD  EDUCATE  MEN  TO  WEAR  RIGHT  SHOES 

President  Gilbert,  of  Columbus,  Ohio,  at  the  state 
convention  at  the  beginning  of  the  month  hit  the  nail  a 
good  welt  on  the  head  when  he  said  it  was  time  to  begin  with 
the  men  and  educate  them  to  the  proper  use  of  footwear. 
He  said:  “We  are  keeping  women  in  beautiful  styles,  and 
the  styles  are  going  to  continue  and  come  back  in  the  fall 
with  more  straps  and  buckles.  But  we  want  to  get  into  the 
men’s  field  now,— a campaign  for  men’s  shoes.  I have 
seen  men  at  funerals  with  dark  tan  shoes  on,  seen  them  at 
dinners  in  evening  attire  with  dark  tan  shoes  on  and  even 
at  weddings  with  dark  tan  shoes  on, — an  ordinary  piece  of 
footwear.  Now,  that  is  our  fault.  Let  us  get  busy,  when 
we  are  through  with  the  women’s  shoe  question  and  give 
some  attention  to  the  men’s  shoes.” 

Following  this  up  another  Ohio  merchant  said:  “We 

have  always  made  a speciality  of  catering  to  the  young 
man.  Nevertheless,  we  get  into  a rut  once  in  a while. 
Young  men  who  buy  shoes  want  a change  just  the  same  as 
a lady  does,  and  they  will  buy  more  than  one  or  two  pairs 
of  shoes  a year  if  we  have  the  styles  that  appeal  to  them. 
With  the  coming  season,  I think  we  have  done  something 
toward  revising  the  styles  in  men’s  shoes  for  spring.  It 
will  help  the  men’s  business.  It  is  my  idea  that  we  have 
catered  for  the  last  two  years  to  one  color  of  tan,  a dark 
tan,  and  now  we  are  getting  down  to  a lighter  shade.  I 
believe  any  leather  that  is  of  a dark  red  shade,  will  fade  away, 
as  they  have  had  their  run.  I believe  in  the  coming  fall 
that  we  will  enter  into  a leather  known  as  Scotch  Grain 
or  Norwegian  Grain  as  more  different  styles  of  shoes  can 
be  made  out  of  that  leather  and  they  will  appeal  to  men. 


Arrange  your  business  so  as  to  be  in 
Toronto  on  July  13th  and  14th 
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1 

| 
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TVe  also  give  the  Service 
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Universal  Shoe  Machinery 
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of  Canada,  Limited 
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128  QUEEN  ST.  MONTREAL 
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“BEST  IN  THE  LONG  RUN” 
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DON'T  wait  until  your  salesmen  reach  your  customers.  Go  after  them  NOW  and  keep  after 
them.  Sending  a series  of  real  live  folders  or  broadsides  is  the  best  possible  thing  you  can 
do  right  now  to  hasten  the  return  of  active  buying.  They  are  of  extraordinary 
value  in  driving  home  your  message,  as  well  as  putting  the  reader  in  a receptive  state  of  mind 
agreeably  anticipating  your  salesman’s  visit. 

We  know  we  can  stimulate  the  sales  of  any  worthy  article.  Our  staff  is  of  such  a nature  that 
we  can  create  and  produce  sales  promoting  literature  which  appeals  to  the  most  progressive  men 
in  the  trade,  because  we  give  them  what  they  want  and  need — dependable  and  authoritative 
“dull  times”  ammunition — with  a real  punch  in  it  which  compels  your  customer  to  read  it. 


We  welcome  the  privilege  to  design  and  print  your  mailing  folders  or  broadsides,  or  plan  with 
you  their  construction. 

Right  now  grasp  the  opportunity.  Write,  telephone  or  wire  at  our  expense,  and  allow  us  the 
privilege  of  demonstrating  to  you  how  we  can  do  some  real  constructive  work  in  helping  you  to- 
bring  conditions  back  quickly  to  a Business-as-Usual  basis. 


The  Acton  way  turns  your  printing  expense  account  into  a 100%  asset. 


ACTON  PUBLISHING  CO.,  LIMITED 

PRINTERS  AND  DESIGNERS 


TORONTO  - MONTREAL 
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UP  TO  YOUR  STANDARDS 


The  dependable  quality,  uniform  grading,  and  careful  sorting  of 

H.  & N\.  CUT  SOLES 

bring  every  lot  you  receive  up  to  your  'most  exacting  standards. 

Hilliard  & Merrill  Cut  Soles  can  always  be  relied  upon.  We 
guarantee  that. 

Send  for  Prices  and  Samples. 

SOLE  LEATHER 

We  also  furnish  Backs,  Bends  and  Shoulders 

HILLIARD  (Q.  MERRILL 

INCORPORATED 

Main  Office:  130  Eastern  Avenue,  Lynn,  Mass.,  U.S.A. 
BROCKTON  WELTING  CO.,  Inc.,  Dept,  of  HILLIARD  $ MERRILL,  Inc. 

69  Crescent  Street,  Brockton,  Mass. 

SALES  OFFICES:  BOSTON.  185  Essex  St.;  PHILADELPHIA.  S.  W.  Cor.  5th  and  Arch  Sts.;  CINCINNATI.  410  East  8th  St. 

MILWAUKEE.  258-260  Fourth  Street;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND.  Messrs.  Pearson  Robinson  & Arterton.  4 Albion  St.,  Leicester. 

FRANCE  : Louis  Dubois;  47  Rue  des  Petites  Ecuries.  Paris. 


Money  Makers  Every  Day 


That  is  the  way  in  which  shoe  dealers  throughout  Canada  describe  SISMAN 
SHOES.  They  are  not  just  onee-in-a-while  sellers.  They  are  the  kind  that 
sell  steadily  and  bring  re-sales. 

The  “Best  Everyday”  and  “Aurora” 

Meet  the  demands  for  a strong  sturdy  everyday  shoe  and  for  a shoe  with  the 
Style  and  Finish  that  makes  it  suitable  for  more  select  wear.  Both  are  made 
the  Reliable  Sisman  Way  and  both  invariably  SATISFY  dealer  and  wearer. 

ASK  YOUR  JOBBER  FOR  SISMAN  SHOES 

THE  T.  SISMAN  SHOE  CO.,  LIMITED 

AURORA,  ONTARIO 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TIE  UP  WITH  OUR 

National  Publicity 

by  using 

THIS  CUT 

in  your 

LOCAL  PAPER 
under 

Your  Own  Name 


It  is  advertising  of  this 
type  that  has  sold  more 
than  $150,000  worth  of 
Hurlbut  Shoes  since  Feb. 
1st,  1921. 

Mothers  are  demanding 
Hurlbut  Cushion  Sole 
shoes.  This  cut  under 
your  name  will  tell  them 
you  have  them  and  bring 
new  business  to  your 
store. 

Any  Hurlbut  dealer  will 
be  supplied  with  this  or 
other  cuts  free  upon 
request  to 

HURLBUT  C°um,TEo 

PRESTON.  CANADA 


Don’t  let 
your 

children’s 
feet  be 
crippled  ! 


jJLfi 

VV  W‘  / , 


Give  every  toe 
its  right 
to  grow 


]\/T  E D I C A L experience 
proves  that  men — and 
women,  too  — who  would 
otherwise  be  physically  “ O.  K.” 
to-day,  show  disabilities  directly 
traceable  to  wrongly-shod  feet  in 
childhood.  If  every  child  to-day 
wore  Hurlbuts,  this  trouble  would 
vanish  in  the  next  generation! 

Compare  Hurlbuts  with  the  life  of 
any  pair  of  ordina/y  shoes  you 
have  ever  bought — and  you  will 
see  that  Hurlbut  Welted  Cushion 
Sole  Shoes  represent  the-lowest- 
price-per-day’s-wear  of  any  shoe 
made  for  children 

WE  CARRY  A NICE  LINE  OF 

HURLBUT 

CUSHION-SOLE 

Shoes  /^Children 


SPACE  FOR  DEALER’S  NAME 


] 


Our  deliveries  are  disappointing  many  of  our  customers 
right  now  and  we  suggest  that  Hurlbut  dealers  place  their 
orders  now  for  June,  July  and  August. 


—WHOLESALE  DISTRIBUTORS— 

PHILIP  JACOBI 

5 Wellington  St.  East  Toronto 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Good  News  for  Shoemen 


Canadian  dealers  everywhere  are  glad  to  know 
that  they  are  again  able  to  get  their  needs 
' supplied  in  their  favorite  line  of 

TRICKETT’S  SLIPPERS 

not  only  that  but  they  are  enthusiastic  about 
the  new  range  we  are  now  featuring.  It  is  easily 
the  most  popular  line  showing 

Leading  in  Style  and  in  Value 

Presenting  Beautifully  Patterned  Fabrics 

¥ 

Nothing  will  stimulate  your  slipper  trade  like  a 
showing  of  these  choice  models. 

SEE  THE  COMPLETE  RANGE  AT  YOUR  JOBBERS 

Sir  H.  W.  TRICKETT,  Limited 

WATERFOOT  (Near  Manchester),  ENGLAND 

Canadian  Representative  - - J.  S.  ASHWORTH,  16  Manchester  Building,  Toronto 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Lion  Brand 
White  Liquid 
Dressing 


The  Brand  That  Denotes 
QUALITY  and  VALUE 


Lion  Brand  Shoe  Polish 
Black,  Brown,  Ox  Blood,  Tan 


LION  BRAND  POLISHES 


Safest 

for 

Leather 


Safest 

to 

Sell 


Your  Polish  Trade  will  thrive  on  Lion  Brand  Polishes.  Their  uniform  high 
quality  sets  the  standard  in  polish  production.  The  shine  lasts  longer.  The 
sales  are  larger  and  customer-satisfaction  sure.  A dressing  perfectly  suited 
to  every  kind  of  leather  of  every  grade  and  every. shade. 

LION  BRAND  POLISH  NETS  THE 
SHOE  MERCHANT  A GOOD  PROFIT 


Lion  Brand 
White  Edge 
Enamel 


OUR 
SUEDE 
POWDER 
IS  IN 

BIG  DEMAND 


LION  BRAND 
WHITE  CAKE 
Unequalled 
for  Cleaning 
White  Canvas 
Footwear 


Lion  Brand 
White  Cake 
Polish 


LION  BRAND  BLACK  OIL  DYE 
produces  a permanent  black  on  all 
leathers.  Positively  will  not  rub  off. 
Also  Lion  Brand  Brown  Oil  Dye. 


Handled  by  the  leading  jobbers  from  coast  to  coast 

THE  LION  POLISH  CO.,  LIMITED 

525  King  Street  West  - Toronto,  Ontario 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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The  New  Samples  for  Summer  and  Fall  show  many 
pleasing  changes— an  improved  quality  in  shoe  making 
—new  arrivals  in  lasts  and  steadier  prices. 


Long  noted  as  Specialists 
in  the  production  of  Canvas 
Shoes  for  Women,  Misses, 
Children  and  Infants — 
Values  that  have  built  one 
of  the  largest  trades  in 
these  shoes  in  Canada. 


Specializing,  too,  on  a 
Women’s  McKay  line  of 
Leather  Shoes  sold  at  close 
prices  for  medium  trade — 
Quality  for  prices  that  make 
them  leaders  wherever  they 
are  shown. 


SEE  THIS  FULL  LINE  AND  ITS  WONDERFUL  VALUES 

Gagnon,  Lachapelle  & Hebert 


55  KENT  STREET,  MONTREAL 


Mention  " Shoe  and  Leather  Journal ” when  writing  an  advertiser 


90 


THE  SHOE  AND  LEATHER  JOURNAL 


NATIONAL 

SHOE  and  LEATHER  EXPOSITION 
AND  STYLE  SHOW 

(Under  Official  Manufacturers’  Auspices) 

BOSTON,  MASS.,  JULY,  11,  12,  13,  14 


The  Show  That  Will  Put 


into  the  Buyers 

It  will  he  a strictly  business- 
getting exposition--- held  for 
business---and  conducted  in  a 
business  way. 

We  are  after  business  for  Y OU 

Blanks  and  Information  from 

CHESTER  I.  CAMPBELL 

General  Manager 

5 PARK  SQUARE  BOSTON,  MASS. 


To  be  sure  of  obtaining 
exhibit  space  send  in 
your  application  at  once. 

Diagrams  and  application 
blanks  will  be  mailed 
upon  request. 

Prompt  action  is  neces- 
sary. If  applications  con- 
tinue to  come  in  at  the 
present  rate  space  will  be 
at  a premium  shortly. 


Mention  "Shoe  and  Leather  Journal ” when  zvriting  an  advertiser 
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A Standard  Line 

Specializing  and  standard- 
izing on  Staple  shoes  only, 
we  have  produced  both 
attractive  footwear  and  as- 
tonishing values. 


McKAYS  and  STANDARD  SCREW 
for  Men,  Boys,  Youths,  Little 
Gents  and  Children 


ty*. - yO 

A. A COTE  * S°N, LIMITED 

ST.  HYACINTHE,  QUE. 


A New  Line  of  Fine  Stitchdowns 

Our  new  plant  is  now  in  full  operation  and  we  now  can 
supply  the  Trade  with 

INFANTS'  and  MISSES'  STITCHDOWNS 

at  surprisingly  attractive  prices. 

We  will  send  samples  anywhere  if  you  let  us  know  your 
requirements. 

CANADIAN  STITCHDOWN  COMPANY 

3rd  Avenue  and  Ernest  Avenue  MONTREAL 


Mention  "Shoe  and  Leather  Journal’’  xvhen  writing  an  advertiser 
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GL^i 


YOUR  STORE 


Is  it  all  that  you  would  like  it 
to  be? 

Are  the  windows  as  good-look- 
ing, as  carefully  planned  as 
those  of  some  other  places  you 
have  admired? 

Y ou  can  obtain  the  most  artistic 
— the  best  business  producing 
and  most  economical  windows 
by  letting  us  install  for  you  our 


SPECIAL  GLASS 

for  Lighting  Dark  Store  Interiors 
and 

ZOURI 

Safety  Set 

Metal  Store  Front  Construction 


n 


W rite  us  for  Free  Particulars 
and  Catalogue 


n 


CONSOLIDATED 
PLATE  GLASS  CO 

OF  CANADA  LIMITED 
WINNIPEG  TORONTO  MONTREAL 


Mr.  Business  Man 

Those  documents,  receipts,  bills,  etc.,  that  represent  money 
in  your  business  deserve  full  protection  against  fire. 

A Taylor  Safe  provides  the  protection  they  need. 

Every  Taylor  Safe  represents  the  achievement  of  65  years 
of  Safe  building.  They  withstand  every  test  of  fire  duration, 
intensity  or  impact. 

Made  in  40  different  sizes 

Write  for  quotations  on  Taylor  Safes 
and  Steel  Cabinets. 

J.  $ J.  Taylor,  Limited 

TORONTO  SAFE  WORKS 

Toronto  - Ontario 

BRANCHES:  — MONTREAL,  WINNIPEG,  VANCOUVER 


We  Want  a Canadian  Agent 


“THERE  NEVER  WAS  SUCH  AN  ARCH” 

The  .Arch  that 
is  Instantly  Ad- 
justable by  the 
Wearer. 

Done  with  a 
Twist  of  the 
Key 

The  Ritz  Arch 
Means  Sales 
and  Profits  for 
You. 

Correspondence  from  I nterested  Canadian  Houses  Solicited 

RITZ  MANUFACTURING  CO.  INC. 

30  NO.  WATER  STREET  ROCHESTER,  N.Y. 


Professor — “What  is  a paradox?” 

Girl  Student — “A  shoe  store.” 

Professor— “A  shoe  store!  Why,  young  lady,  explain 
yourself.” 

Girl  Student — “Well,  don’t  they  advertise  low  cut  shoes 
at  a much  higher  price?” 


“You  look  like  an  idiot!”  said  a disgusted  father  to 
his  son,  who  had  just  returned  from  college,  and  positively 
refused  to  go  into  the  shoe  retail  business.  “More  and 
more  like  a conceited,  harebrained,  helpless  idiot  every  year!  ” 
Just  then  an  acquaintance  of  the  old  gentleman  entered  the 
store  and  saw  the  youth.  “Hello,  Charlie!  Back  eh!” 
exclaimed  the  visitor.  “You’re  looking  more  and  more 
like  your  father  every  year.”  “Yes,”  said  Charlie,  “that’s 
what  the  governor’s  just  been  telling  me!” 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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LOUIS  GUTTER  MAN,  Treasurer 


M.  S.  SILVER,  President 


CHANGE  IN  NAME 

The  SILVERITE  Co. 

Formerly  L.  G.  & S.  S.  Company 
New  Name  Easier  to  Remember  “That’s  All” 


Manufacturers 


Importers 


Exporters 


“Silverite”  lambs’ wool  soles  “Suris-warm”  wool  insoles  “All-in-ONE”  heelcushions 
“Silverite”  SATEEN  quilt1oles  “Best-on”HEEELiNiNGpEpAiRERs  “All-in-ONE”iNSTEp  raisers 
“ Warmtread”  CUSHION  insoees  “Selwel”  heel  lining  repairers  “Stepsoft”  heelcushions 

“Woksoft”  CUSHION  INSOLES  “Gripper”  NON-SLIP  HEEL  LINING  “FoOtSaVe”  AR^ HEELCUSHIONS 


81  HIGH  STREET 


BOSTON,  MASS. 


Facts  On 

ACKERMAN  SHOES 


The  solid  quality  to  give  the  service — 
the  style  to  appeal — the  comfort  that 
pleases — the  prices  to  attract  are  character- 
istics of  Ackerman  Shoes  and  by  which 
they  SELL  and  STAY  sold. 

You  should  feature  them  in  your  Spring 
Selling.  They’ll  satisfy. 

District  Agents  for  the  Dominion  Rubber  System, 
carrying  a complete  stock. 

Maple  Leaf  Brand  Rubbers, 

Fleet  Foot  Outing  Shoes 


B.  F.  Ackerman,  Son  & Co.,  Limited 

PETERBORO,  ONT.  Western  Branch,  REGINA,  SASK. 

MAKERS  OF  THE  “PETERBORO”  SHOE 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Hydro 

City 


Dependable 

Staples 


The  merchant  who  buys  Hydro  City  Shoes  has  the  satisfaction  of 
knowing  that  he  cannot  better  himself  for  trade- winning  value. 
Neither  can  he  have  stronger  assurance  of  customer  goodwill. 

Hydro  City  Shoes  have  the  staying  powers.  Solid  Leather  and 
Sound  Workmanship  in  every  pair.  Be  ready  to  meet  a big 
demand  with  these  dependable  shoes. 


Hydro  City  Shoe  Manufacturers 


Kitchener,  Ontario 


Limited 


Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 


The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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The  new  patterns 
are  selling  the  shoes 

There  is  no  doubt  about  it  at  all — there  has  been  quite  an  increase  in 
shoe  sales  the  last  two  months. 

We  are  glad  to  state  that  we  have  done  our  share  toward  making  this 
increase  come  a little  easier — many  of  the  newest  creations  being  the 
result  of  our  co-operation  with  the  manufacturer. 

Conaway- Wads  worth  Pattern  Co.  Limited 

223  McGILL  STREET  - - Rooms  11  and  12 

MONTREAL,  QUE.  GUS  LOSSMAN,  Manager 


HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 

Bacup,  Near  Manchester,  England 


No.  £3 — Women’s  Camel  Hair  Slipper,  Infants’ Camel  Hair  Slippers, 

Rolled  Top  Silk  Bound,  Felt  and  made  with  Ankle  Strap,  No.  B4 — Men’s  Camel  Hair  Slipper,  Silk 

Leather  Sole.  Felt  and  Leather  Sole.  • Bound,  Felt  and  Leather  Sole. 


We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers 
which  is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and 
exceptional  values. 

ROSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

Selling  Agents  for  the  Dominion  of  Canada 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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WORLD 

WIDE 

That’s  a broad  expression,  but  not  an  inch  too 
broad  for  Collis  Leather  reputation.  Wherever  the 

BEST  COLORED  CALF 

is  known  in  the  shoe  world,  Collis  Leather  is  known. 

Their  popular  browns  Nos.  2 — 3 — 22  and  17  make 
up  in  the  most  stylish  fashion,  cut  economic- 
ally and  work  easily  and  quickly. 

If  you  specify  COLLIS  you’ll  specify  the  best. 

Collis  Leather  Company,  Limited 

Aurora,  Ont.,  Canada 


Your  Salesmen  will 
Get  Better  Results 

if  you  PRECEDE  them  and 
FOLLOW  THEM  UP  with 

Good  Printing 

We  plan,  write  and  print  sales 
producing  literature  that  will 
make  people  want  your  pro- 
duct and 'want  to  do  business 
with  your  house.  Have  an 
ACTON  man  call  and  talk 
it  over. 

ACTON  PUBLISHING  CO.,  LIMITED 

Printers,  Designers  and  Publishers 

545-549  King  St.  West,  Toronto  - Lemoine  and  St.  Nicholas  Sts.,  Montreal 
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Edwards  & Edwards  Limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 
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CLARKE  8s  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


Shoe  Merchants! 

say  it  is  just  what  they  need 

1921  Shoe  Display  Book 

A DE  LUXE  EDITION 

Illustrated  and  Packed  from 
cover  to  cover  with  valuable 
information  and  suggestions 
for  your 

Opening-  Season  Displays 

ORDER  YOUR  COPY  NOW 
Price  $3.25  (Canadian  Funds) 

FR  ANK  P.  TAYLOR 

381  Washington  Street  Boston,  Mass. 

CANADIAN  SHOES-FINDINGS  & NOVELTY  CO. 

2 Trinity  Square  TORONTO 

Canadian  Representatives. 


COLONIAL  HIDE  COMPANY 

HIDES,  CALFSKINS 
AND  HORSE  HIDES 

Most  country  hides  carry  2 or  3 lbs.  of  excess  meat; 
some  much  more.  Our  hides  well  fleshed.  This 
difference  of  5%  to  7%  means  fully  lc.  per  lb.,  which 
the  tanner  saves  when  buying 

“COLONIAL  TRIM  AND  DELIVERY” 

Offices  and  Warehouses  at  Quebec.  P.Q. 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  St.,  Montreal,  P.Q. 
Quebec,  P.  Q.  St.  John,  N.  B.  Three  Rivers,  P.Q. 
Ottawa,  Ont.  Peterboro,  Ont.  Windsor,  N.  S. 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


JOHN  McENTYRE, 

LIMITED 

LEATHER  and  SHOE  GOODS 

28  St.  Alexander  Street 

MONTREAL 

PLANTS 

Rubber  Cament  Factery 
26  Gladstana  Ava. 

TANNERY  . 
1704  Ibarvillo  SI. 

NEWCASTLE  KID  ^ 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White.  Black. 

Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf.  Splits. 
Indies.  Heavy  Leathers.  Skivers.  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 


NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W..  Montreal 
Factory — Wilmington.  Del.,  U.S.A. 
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BETTER  VALUES  IN  SPATS 

Dealers  who  have  seen  our  1921  line  of 

Perfect  Fit  Spats  and  Overgaiters 

pronounce  them  not  only  the  strongest  selling  models  hut  the  very  best 
values  being  shown.  Do  not  fail  to  see  them  before  ordering. 

BOUDOIR  SLIPPERS 

We  are  featuring  a new  improved  heel  on  our  Boudoir  Slippers.  It  is 
very  light  and  more  resilient  than  rubber,  but  also  durable  and  long 
wearing.  It  means  greater  comfort,  greater  value,  greater  sales. 

MANUFACTURED  BY 

THE  SILVER  FOOTWEAR  CO. 

105-107  FRONT  STREET  EAST  TORONTO,  ONTARIO 


WILSON  & CANHAM,  Limited 

HEAD  OFFICE  - TORONTO,  CANADA 


Shippers  of  HIDES,  CALFSKINS,  PELTS,  WOOL, 
SHEEPSKINS,  RAW  FURS,  ETC.,  ETC. 


Main  Office  for  Australasian  Branches 


AUCKLAND,  N.Z. 


MORSON,  BOSWELL  & 

COMPANY 

IMPORTERS 

* 

64  Wellington  St.  West 

St.  Nicholas  Building 

TORONTO 

MONTREAL 

We  Specialize  in 

CLOTH  SHOE  TOPPING— Black  and  all  Colors 

COTTON  SHOE  LININGS 

GAITER  CLOTHS 

ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


J. HARDY  SMITH® SONS 

Belgrave  Gate,  Leicester,  Eng. 


HIDE  and  LEATHER 
FACTQRS 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Mention  “Shoe  and  Leather  Journal”  tvhen  writing  an  advertiser 


100 


THE  SHOE  AND  LEATHER  JOURNAL 


“ALL  ABOARD!”  Direct  through  Connections  from  “HOOF  TO  BEAMHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 


PARIS  HAVANA 


International  Hide  Merchants 


BASLE 


Kif!a  bed 


NEW  YORK 


“We  deliver  what  you  buy” 


CHICAGO 
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GOODYEAR 

AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 
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Headquarters 
For  Patent  Leather 


So  many  manufacturers  use  Clarke’s  Patent 
exclusively  that  this  Clarke  plant  can  well 
be  termed  Patent  Leather  Headquarters. 

When  making  up  your  Patent  samples  for 
Spring,  come  to  Headquarters  for  your  leather. 

I hose  strap  effects  that  are  so  immensely 
popular  in  women’s  Pumps  and  Slippers 
make  up  into  wonderful  style  creations  when 
Clarke’s  Patent  is  used. 

HI  E.  Clarke  & Company,  Utmtteb 

^Toronto 

Pranrijeg  at  jfflontreal  anb  (Quebec 

Largest  Producers  of  Patent  Leather  in  the  British  Empire 


THE  TH I RT Y -FOURTH  YEAR 


B HT 


TORONTO,  APRIL  1st,  1921 


Exclusive. 


SHOES 


mm 


CORSONS 

COMFORT 

SLIPPERS 


CORSON  SHOE  MANUFACTURING  COMPANY,  LIMITED 

TORONTO,  ONTARIO 


aa 


ASTON  FUIEMSMIN©  SO,9E«'TS® 
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Solid  Satisfaction 

comes  to  Shoe  Manufacturers  who  use 

Trent  Valley  or  Royal 

OAK 

SOLE  LEATHER 

The  Leather  that  invariably  gives 

Highest  Quality 
Greatest  Value 
Longest  Wear 

Two  Twin  Tannages  of  the  Six 
manufactured  by 

The  Breithaupt  Leather  Co.  Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 
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SEE  KID  KIP 

In  The  New  Fall  Samples 

M ANY  manufacturers  are  showing  it, 
after  making  the  most  thorough  tests. 
Its  several  fine  qualities  have  placed  it 
where  it  belongs — in  a class  by  itself. 

Well  finished,  soft  and  pliable,  it  will  out- 
wear any  Kid. 


Samples  and  prices  submitted 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES: 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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Staples  Lead 
All  Over 
Canada 


C3  i m 


~A 


No.  j/j — A Women's  Gun  Metal  Calf 
Oxford.  Single  sole  McKay . Whole 
quarter  Perforated  tip.  A popu- 
lar shoe  a Iso ’in  style  with  its  medium 
fine  toe. 


We  want  to  emphasize  the  fact  that  while  all 
"Yamaska  Brand”  Shoes  are  staple,  they  are 
made  in  a particularly  careful  manner. 

I hey  are  staple  in  quality,  which  has  not 
been  lowered  to  meet  any  temporary  condi- 
tion. I hey  are  staple  in  design  and  they 
make  certain  the  profit  of  the  merchant  selling 
them. 


As  they  are  sold  principally  to  the  retail 
merchant,  our  salesmen  cover  all  of 
Canada.  If  you  are  open  for  a better  line 
of  staples  drop  a line  to-day. 


L&Comp&gme  JA&M  Cote 

ST.HYACINTHE,  QUE. 

ipuiMiiyi 
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Varsity  Calf 


The  very  newest  thing  in  CALF 
LEATHER  with  a very  Fine  Grain  and 
High  Finish.  Has  more  Character  than 
any  Calf  Leather  on  the  market. 

It  is  of  an  exceptionally  Tight  Tannage  and 
its  Cutting  Economy  equals  its  splendid 
Shoemaking  Qualities, 


The  Ideal  Leather  for  High  Grade 
Men’s  and  Women’s  Shoes  where 
lightness,  combined  with  absolute 
non-stretching  quality  as  well  as 
brilliancy  and  softness  of  texture, 
are  required* 


SAMPLES  ON  APPLICATION 


DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONTARIO 
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FIFTY  YEARS  PRODUCING  HONEST  LEATHERS 


SHEEP  SKINS  CHROME  SOLE  COTTON  FINDINGS 


12  9 SOUTH  STREET  , BOSTON  . MASS. 
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While  offering  you  many  new  numbers  as  fine  examples 
of  the  present  vogue  of  straps,  we  have  refrained  from 
anything  that  would  strike  either  you  or  your  trade  as 
savouring  of  a fad. 

These  new  lines  are  shoes  of  the  highest  order  which 
will  be  bought  by  the  better  dressed  people  rather  than 
by  those  who  chase  the  fad  of  the  moment.  They  are  the 
finest  line  of  strap  shoes  that  you  can  put  in  your  store. 

Ask  for  any  of  the  following  numbers,  360,  361,  362, 
363,  364,  365  or  366.  Welts  made  in  Kid,  Calf,  Suede 
or  Combinations. 

A DOZEN  NEW  STYLES  IN  STRAP 
EFFECTS  FOR  SPRING 

/.  & T.  Bell , Limited 
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GLOB£ 


Patented  A 
1919  / 


THE  WAY 

the  Child's  Foot  is  Rowing 

GLOBE  PILLOW  WELT  SHOE 

The  Result  of  30  Years  Experience 


Mention  “Shoe  and  Leather  Journal’’  when  'writing  an  advertiser 


SEE  THE  NEW  FALL  SAMPLES 


The  Cushion  Insole — or  Pillow  Insole,  as  we  call  it — is  dis- 
tinctly peculiar  to  Globe  Shoes. 

Whether  in  a fine  Welt  or  in  a Turn  for  Women,  Misses  and 
Children  there  is  a Globe  Shoe  that  you  can  sell  in  quantities. 


No.  X 2330  is  a Woman's  8 inch  Bal.  with  % heel. 
Duchess  Calf.  Pillow  Welt  Insole.  Sizes  2-7. 
Widths  D and  E.  Samples  and  prices  in  any 
leather  on  application 


Merchants  interested  in  a medium  priced  line 
of  this  kind,  which  is  of  a decidedly  better 
quality,  will  want  the  Globe  line  for  Fall. 


A Peculiar  Specialty 


GLOBE  SHOE,  LIMITED 

TERREBONNE  - - QUE. 

Montreal  Office — 11  St.  James  St.  Representative — J.  F.  BLUTEAU 
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SPRING  MEDICINE! 

and  easy  to  take.  Tnject  some  new  blood  into 
your  old  stocks.  “Blood  Transfusion.”  That’s  it. 

Buy  a line  o’  TALBOTS  and  you’ll  see  some- 
thing start.  Better  than  a battery  of  monkey 
glands  for  broken  down  stocks. 

And  Prices?  Oh  Boy! 


Shoemaking  on  a par  with  the  best  American 
makes.  Stack  ’em  up  against  the  best,  and  see. 


High-grade  welts  exclusively  made  in  a factory  where  only 
good  shoes  are  made 


The  Talbot  Shoe  Co.,  Limited 

St.  Thomas  - - Ontario 


Mention  "Shoe  and  Leather  Journal’’  when  urriting  an  advertiser 


10 


THE  SHOE  AND  LEATHER  JOURNAL 


RALSTON’S  POLISHES 


Robt.  Ralston  & Co. 

LIMITED 

Hamilton  - Ontario 


The  above  line  comes 
in  Black,  Brown,  Tan, 
and  Oxblood. 


Write  for 
Prices 


There  is  no  safer  way  of  building  up 
a worth  while  polish  trade  than  by 
featuring  Ralston’s  Polishes.  Every 
Ralston  Production  is  the  ideal 
dressing  for  its  particular  purpose. 
They  are  the  outcome  of  long  ex- 
perience and  careful  experiment  in 
polish  making.  You  take  no  chances 
when  you  handle  and  recommend 
Ralston’s. 


A Dressing  for 
every  shoe 


Ralston’s  Suede  Dressing 


or  Suede  Powder  in  all  colors,  is  a 
strong  seller  right  now. 

Ralston’s  White  Dressing 


A Complete  Range 
of  Findings 


Prepare  for  the  White  Shoe  Season 
by  having  on  hand  your  customers’ 
favorite  white  dressing. 

These  are  seasonable  lines  every 
dealer  needs. 


Prompt 

Service 


tor  All  Shades 
or 


BROWN 

SurpE-Oozt: 


(astor. 
Buckskin  Etc 


*ANurACTo»«o  St 

Robt  Ralston&Q. 

Hamilton,  Ont. 
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ESTABLISHED  I 903 


Are  You  the  Man? 


A RE  you  making  an  effort  to  increase 
your  business  ? Are  you  determined 
to  keep  down  your  inventory  ? Are  you 
anxious  to  turn  over  your  capital  more 
often  ? 

If  you  can  say  “YES"  to  these  questions,  and 
if  there  is  no  STRIDER  SHOE  agency  in 
your  town,  you  will  be  interested  in  our 
IN  STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men’s  and 
Women’s  Fine  Welts  in  High  Shoes  and 
Oxfords. 

We  mailed  you  a catalogue.  II  it  has  been 
misplaced  let  us  know  and  another  will  be 
sent. 

STRIDER  SHOES  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 

SAMPLE  PAIRS  OF  ANY  LINE  ON  REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET,  MONTREAL 


SV 


US  I 


By  Every  Standard 
of  Comparison 

STRIDER  SHOES 
ARE  BETTER 


Be  Sure  to  See 

No.  6016.  Men’s  Duchess  Brown 
Call,  Ball  Strap  Oxford.  On 
Last  No.  60.  A smart  square 
French  Toe  Carried  in  stock 
C width,  sizes  5-10. 

No.  6017.  As  above  on  Last  34, 
which  is  a semi-recede  toe. 

These  are  both  big  sellers. 


No.  5016.  Women’s  Ball  Strap 
Oxford,  Welts,  on  Last  404. 
Carried  in  stock,  C and  D 
widths.  Sizes  ■ 
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Order  Now 

Many  factories  are  behind  in  their  deliveries.  Several  Jobbers 
and  many  Merchants  are  still  waiting  for  shoes  that  should 
have  been  on  their  shelves  in  March.  1 

There  is  only  one  way  to  get  shoes  on  time — order  them  in  time. 

We  make  a complete  line  Our  Welt,  McKay  and  Turn 

of  Welts,  McKays,  Turns  departments  are  in  separate  | 

and  Stitchdowns  for  Men,  buildings.  Just  as  distinct  in 

Boys,  etc.,  and  Women,  location  and  workmen  as  if  in 

Misses,  etc.  different  towns. 

You  can  make  no  mistake  in  placing  full  confidence  in  our 
organization — the  prices  are  right,  the  quality  is  standardized 
and  deliveries  are  good.  1 

Dufresne  & Locke,  Limited  I 

Montreal,  P.Q. 

1 
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It’s  the 
Newest  Thing  for 


the  manufacturer  or  salesman  can  say 
that  with  confidence  about  a group  of  shoes, 
he  will  know  he  has  a winner.  For  in  both 
Lasts  and  Patterns  new  ideas  will  have  the  call 
— they*ll  be  easier  to  sell. 


It  is  generally  accepted 
that  our  last  manufac- 
turing plant  is  the  most 
modern  in  Canada. 


It  is  now  recognized,  too, 
that  our  pattern  depart- 
ment is  one  of  the  great- 
est factors  in  serving  the 
industry. 


Z/fTN 


Certainly  with  the  shoe  manufactured  ideas, 
backed  by  [Last  and  Pattern  service  which  we 
are  able  to  offer,  there  should  be  plenty  of  ‘‘live 
” this  fall. 


ones 


Write  or  wire  if  you  want  to  talk  it  over  with 
one  of  our  representatives. 

THE  LARGEST  ORGANIZATION  OF  ITS  KIND 

IN  CANADA 


United  Last  Co.  Limited 

MONTREAL  - - - CANADA 
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SAMPLE  PAIR  ANY 
SIZE  SENT  FREE 

Any  Merchant  or  Jobber  can  have 
a pair  ol  Kendex  Inner  Soles  with- 
out cost  to  him — or  obligation. 
Just  a note  to  us  and  we  will 
mail  them. 


Kendex  Inner  Soles  sell  wher- 
ever they  are  fitted.  In  color 
they  approximate  an  oak 
sole.  They  are  soft  and  pli- 
able. They  conduct  neither 
heat  nor  cold.  We  posi- 
tively guarantee  that  they 
will  not  discolor  ANY  hose. 


They  are  shipped  to  you 
attractively  boxed.  A dozen 
pairs  assorted  sizes  to  a 
carton.  Each  pair  is  wrap- 
ped and  stamped  as  shown. 
You  can  guarantee  their 
excellence  with  entire  con- 
fidence. We  guarantee  every 
pair. 


SOLD  BY  MOST  GOOD  SUPPLY  HOUSES^IF  YOURS  DOES 
NOT  HANDLE  THEM,  WRITE  US  DIRECT 

Kenworthy  Bros. 

of  Canada,  Limited 
St.  Johns  P.O- 


ll 
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We  suggest  that  you  anticipate  your 
April  requirements  by  ordering  now. 


Perth  Shoe  Company,  Limited 

PERTH  ::  ONTARIO 
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ARE  YOU  YET  LOOKING  9 

G 

R 

1 

For  a Reliable,  Wide-a-Wake,  Up-to-Date  House  B 

1 

F 

Selling  Guaranteed  Merchandise  or  Money  Back — 

F 

F 

1 

N 

C.S.F.  Co.  Answer  the  Description  Above. 

F 

1 

N 

NOW  MANUFACTURING  IN  CANADA. 

12  Styles  in  Straps  in  Patent,  Gun  and  Kid  Leather,  also  White 

P 

Canvas  in  Large  Variety. 

P 

o 

Samples  Only  on  Request : Convert  Old  Stock  into 

o 

L 

REAL  DOLLARS.  EVERYBODY’S  DOING  IT. 

1 

1 

Q 

You  Don’t  Have  to  Have  Strap  Pumps.  Make  Them  Strap  Effects 
Nu  Styles  with  Our  12  Styles  of  Straps. 

mmm 

1 

c 

O 

H 

CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 

HEAD  OFFICE: 

o 

H 

E 

2 Trinity  Square  Adel.  1731-4194  Toronto,  Canada 

E 

S 

MONTREAL  OFFICE:  PLATEAU  2832  MR.  BLUMENTHAL,  Jr. 

s 

CORRUGATED  ®.  FIBRE 
SHIPPING  CONTAINERS 

Offer  the  BEST  Method  of  Packing  and  Shipping 
Footwear  because  of  their 


ECONOMY  and  SAFETY 


They  save  storage  space. 

They  cut  packing  ex- 
penses in  half. 

They  reduce  shipping 
charges. 


No  risk  of  damage  to 
goods. 

No  pilfering  losses. 

No  shipping 
delays. 


LET  US  SEND  YOU  SAMPLES  AND  PRICES 

CORRUGATED  PAPER  BOX  CO. 


Toronto,  Canada  Limited 


An  all  Canadian  Company  Financed  by  Canadian  Capital 
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There’s  a definite  demand  for 
this  shoe  to  retail  at  $9.50 

Principally  because  it  is  in  keeping  with 
the  styles  of  [the  day  and  it  is  well  made— 
as  a good  shoe  ought  to  be. 

This  shoe  is  singled  out  only  to  emphasize  the 
fact  that  we  have  over-looked  nothing  in  offer- 
ing you  shoes  that  will  sell  easily,  that  will  give 
you  a good  profit  and  that  you  can  back  up 
with  your  reputation. 

If,  by  any  chance,  your  Jobber  does  not  sell 
TETRAULT  WELTS,  write  us  direct  and  wewill 
put  you  in  touch  with  another  good  one  who  does. 

SOLD  BY  LEADING  'JOBBERS  EVERYWHERE 

Tetrault  Shoe  M’f’g.  Co. 

LIMITED 

MONTREAL  - P.Q. 

THE  LARGEST  MANUFACTURERS  OF  SHOES  IN  CANADA 
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FOR  the  past  eight  weeks  our  plant  has  been 
running  night  and  day  in  order  that  our 
customers  should  all  have  the  popular  styles  for 
their  Easter  trade — with  the  result  that  in 
every  city  from  Coast  to  Coast,  our  representa- 
tive dealers  have  all  had  a splendid  showing  of 
the  latest  novelties  in  Gray  Suede  strap  effects. 

This  is  the  service  offered 
by  OWENS-ELMES  CO. 

* 

' ‘Latest  Styles’  ’ when  you  want  them ; 

“No  Disappointment.’ 


OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 


Owens -Elme 

Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns 


Serving  the  Retail  Trade  as  None 
but  a Retailer  Knows  How 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 

RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiir: 


MINISTER’S  BROGUE  SPAT 

A new  development  in  Spats  to 
accord  with  a popular  Footwear  Fashion 


Brogues  are  the  vogue  and  this  immensely 
popular  low-heeled  footwear  calls  for  a 
specially  cut,  specially  made  spat.  The 
new  Minister  Spat  here  shown  is  perfectly 
adapted  to  this  style  It  gives  the  neat 
fit  essential  to  a trim  snappy  appearance. 

Don’t  delay  in  featuring  this  line  for  your 
Spring  T rade,  They  are  made  in  a variety 
of  materials,  and  in  the  latest  popular 
shades.  You  will  find  them  exceptionally 
strong  sellers. 

Agents  * 

Ross  & Shaw 

32  Front  St.  W.  Toronto 
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New  Lines  for 
Early  Summer 
and  Fall  Show 
features  that 
will  interest  you 


Retailing  Less  Than  $10.00 

TT  is  a very  definite  fact  that  the  women 
1 today  are  looking  for  shoes  less  than 
$10.00 — that  is  the  majority  of  them  are,  and 
it  is  from  sales  to  the  majority  you  expect 
your  greatest  profits. 

The  values  that  we  have  to  offer  you  at 
prices  which  you  can  sell  from  $8.00  to 
$10.00  make  these  lines  of  ours  worth  a real 
investigation. 

D@  not  overlook  the  opportunity  to  obtain 
one  of  the  fast  selling  lines  of  women’s 
shoes  made  in  Canada. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 
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Lra  JDucAess 


New  lines  in 
La  Du ch  esse 
Samples  are  in 
keeping  with 
progressive  styles 


Possibly  too  much  emphasis  has  been  placed  on 
the  price  question  for  the  past  season— and  too 
little  on  value.  Many  good  features  plus  stability 
of  purpose  to  MAKE  ONLY  GOOD  SHOES 
have  brought  us  a good  share  of  business. 


Merchants  will  find  many  of  the  best 
Jobbers  in  a position  to  deliver  La 
Duchesse  Turns,  McKays  or  Welts  from 
stock. 


“La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 
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“Columbus” 

They  Fit 

There  is  a decided  difference  in  the 
fitting  qualities  of  Rubber  Footwear. 

To  place  the  COLUMBUS  line  in 
a premier  position,  we  have  concen- 
trated on  this  feature. 

Add  to  this  our  convenient  dis- 
tributing system. 

Samples  Are  Now  Being  Shown 


The  Columbus  Rubber  Company 
of  Montreal,  Limited 

Factory  Branches  at 

MONTREAL,  QUE.,  OTTAWA,  ONT.,  WINNIPEG,  MAN.,  CALGARY,  ALT. 


Sales  Agencies: 


LePage  Brady  Company,  Ltd.,  Charlottetown,  P.E.I. 

Wm.  Cook  Shoe  Company Truro,  N.S. 

Fleetwood  Footwear,  Limited St.  John,  N.B. 

Poliquin  & Darveau Quebec,  Que. 

La  Victoire  Shoe  Company _...St.  Hyacinthe  Que. 

Louis  McNulty St.  Johns,  Que. 


J.  I.  Chouinard ...Montreal,  Que. 

M.  B.  Young — Toronto,  Ont. 

Lyons  Shoe  Company —.Winnipeg,  Man. 

Shaw  Bros Edmonton,  Alta. 

A.  C.  Paddock  Regina,  Sask. 

G.  H.  Anderson  Sr  Co Vancouver,  B.C. 
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ECLIPSE  SHOES 


entered  into  your  Children’s  Depart- 
ment will  prove  to  be  a most  profit- 
able investment  as  to  a shoe  line 
for  1921. 


They  are  shoes  that  will  make  an 
appeal  to  the  parents  and  children 
alike.  They  combine  Style  and 
Workmanship  with  Comfort  and 
Wear — characters  that  are  much  to 
be  desired  in  a Children’s  Line. 


The  range  comprises: 

Turns,  McKays  and  Stitchdowns 

for 

Growing  Girls,  Misses,  Youths 
and  Children 

and  everyone  a proven  seller.  They 
merit  your  fullest  confidence  and 
you  may  back  them  to  the  limit  as 
REAL  SALE  PRODUCERS. 


Galt  Shoe  Manufacturing  Co. 

Limited 

Galt  - Ontario 


Mention  "Shoe  and  Leather  Journal'’  ivhcn  rvriting  an  advertiser 


26 


THE  SHOE  AND  LEATHER  JOURNAL 


ROBERT  H.  FOERDERER 


PENN.,  U.S.A 


PHILADELPHIA 


INCORPORATED 
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MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


WOMEN’S  TURNS 


^Metropolitan 


MEN’S  AND  WOMEN’S  WELTS 
AND  McKAYS 


Finer  Shoes 

It  is  quite  safe  to  classify 
our  entire  line  thus.  It 
would  be  most  difficult  to 
play-up  one  shoe  in  pref- 
erence to  the  rest. 

You  will  find  new  lasts 
and  patterns,  too,  that, 
while  conforming  to  the 
present-day  styles,  are  not 
such  that  they  will  “go 
out”  on  a month’s  notice. 


Trade  is  undoubtedly  better  and  is  improving  all 
over  Canada  as  the  weeks  slip  by.  The  merchant 
who  buys  now  for  both  Summer  and  Fall  is  making 
no  mistake. 

Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 
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FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 
KITCHENER.  ONT. 


QUOF  MACHINERY.  FINDINGS 
OflUL  AND  FACTORY  SUPPLIES 


H.  N.  Lincoln 


BRANCH 
566  ST.  VALIER 

QUEBEC 


REPRESENTING 

American  Lacing  Hook  Co.. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago.  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston.  Mass. 
Inks.  Stains.  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co. 

Boston.  Mass. 
Ceroxylon.  the  Perfect 
Liquid  Wax 

Dean.  Chase  Co., 

Boston,  Mass. 

Shoe  Goods. 

Cotton  Threads 

The  Louis  G.  Freeman  Co.. 

Cincinnati.  Ohio. 
Shoe  Machinery 

Hazen.  Brown  Co.. 

Brockton,  Mass. 
Waterproof  Pox  Toe  Gum 
Rubber  Cement 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 
MAIN  OFFICE 

154  NOTRE  DAME  ST.,  WEST 

MONTREAL 


In  addition  to  the  lines  shown  in  the  list 
of  Houses  we  represent  and  for  which 
we  are  Exclusive  Agents,  we  carry  large 
stocks  of  Specialties. 

We  are  ready  to  Serve  You  Right  on  any 
of  the  following  lines.  Ask  for  Samples 
and  Prices  or  send  us  a trial  order. 


Lynn  Wood  Heel  Co. 

Keene,  N.H. 
Wood  Heels  and  Die  Blocks 

Markem  Machine  Co.. 

Boston,  Mass. 
Marking  and  Embossing 
Machines.  Compounds. 
Inks,  etc. 

M.  H.  Merriam  & Co- 

Boston.  Mass. 
Binding.  Staying,  etc. 

Puritan  Mfg.  Co- 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Goodyear 
Insoles 

The  S.  M.  Supplies  Co- 
Factory  Supplies, 

Needles,  etc. 

H.  S.  & M.  W.  Snyder.  Inc. 

Boston.  Mass. 
Kids.  Cabrettas  and  Horse 

J Spaulding  &l  Sons  Co. . 

N.  Rochester.  N.H. 
Guaranteed  Fibre  Counters 
Fibre  Innersoling 


Belting 

Oak  Tanned  - Tannate 

Belt  Hooks  and  Pliers 

Bows  - all  sizes 

Breasting  Knives 

Crayons  - Marking  for 
Leather  and  Rubber 

Cheese  Cloth 

Cover  for  Linings 

* 

Covering  Paper 


Dry  Paste  Stickfast 
Kegs  and  Bbls. 
Silkolene  Silk  Wipers 
Sponges 

Dressing,  Gumming 

Tag  Holders 

Tarred  Felt 

Thread  Cotton 
for  Puritans 

Tubes  for 

all  Perforators 


Textile  Manufacturing  Co- 

Toronto.  Ont. 

Shoe  Laces 

United  Stay  Co- 

Cambridge.  Mass. 
Leather  and  Imit.  Leather 
Pacing,  Welting,  etc. 

Safety  Utility  Economy  Co. 

Boston,  Mass. 

Electric  Heating  Equipment 


SOLE  CANADIAN  AGENTS 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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The  Fall  Line  is  Better 

npHAT  is  what  you  will  say  when  you  see 
the  new  samples  that  our  travellers  will 
show  you  shortly. 

Not  only  are  we  offering  you  new  patterns, 
but  we  are  placing  before  you  a line  of  shoes 
that  is  unapproached  by  any  organization 
carrying  stock  for  your  convenience. 

Remember  that  the  A.  H.  M.  System  offers 
you  all  the  advantages  of  dealing  direct  with 
the  manufacturer,  plus  those  special  features 
applying  to  the  jobber. 

Thirteen  branches  are  at  your  service. 


Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 


lillUillli 
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INDEPENDENT  RUBBERS 


The  Trade  are  enthusias- 
tic about  our  1921-22 
Range.  Wherever  shown 
it  has  more  than  measured 
up  to  the  expectations  of 
Independent  Dealers. 

It  has  opened  their  eyes 
to  a Rubber  Line  that  is 
nowhere  surpassed  for  ex- 
tensiveness in  both  Stylish 
and  Heavy  Models,  and  a 
line  that  is  superior  from 
every  standpoint  of  Qual- 
ity, Value  and  Wear 
Service. 


MAKE  YOUR 
SELECTION 
EARLY 


It  is  the  safe,  sure  way  of 
producing  a bigger,  better 
Rubber  Trade.  A Canada- 
wide wholesale  distribut- 
ing service  is  at  your  com- 
mand. Do  not  miss  seeing 
the  samples  when  our 
wholesalers’  representa- 
tives call. 


INDEPENDENT  WHOLESALERS 


Amherst  Boot  Sr  Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  Sr  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  - Toronto,  Ont. 


C.  Weaver  ----- 
The  London  Shoe  Co.,  Limited  - 
T.  Long  Sr  Brother,  Limited 
Kilgour  Rimer  Co.,  Limited 
Amherst  Central  Shoe  Co.  Limited 
Dowers  Limited  - - - - 

The  J.  Leckie  Co.,  Limited  - 


- Trenton,  Ont. 

London,  Ont. 
Collingwood,  Ont. 

- Winnipeg,  Man. 

Regina,  Sask. 

- Edmonton,  Alta. 

- Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 

Merritton  - - Ontario 
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That  is  possibly  the  foundation  of  our  business. 

The  large  Jobbing  Houses  are  serving  you  in 
many  ways.  They  make  it  possible  for  you 
to  sort  many  of  your  lines  in  any  quantity— 
from  one  pair  up. 

When  you  use  the  services  of  one  of  the  better 
shoe  Wholesale  Distributors  you  are  adding 
hundreds  of  thousands  of  dollars  to  your  stock 
—at  no  risk  to  you. 

We  are  in  a better  position  than  ever  to  serve 
you  during  the  Spring  for 


Our  Stock  is  Very  Complete 


James  iloMnson  Company 

Limited 

184  McGILL  STREET 
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You  run  no  risk  in  ordering  in  time  to  take 
your  early  discount.  Your  protection  is  abso- 
lute until  December. 

Why,  then,  pile  up  grief?  Many  merchants 
are  right  now  without  shoes  they  needed  at 
Easter  because  they  delayed  their  orders. 

Let  us  sound  another  note  of  warning. 
Rubber  Footwear  * is  not  made  over-night. 
Those  who  delay  will  not  only  miss  the  op- 
portunity for  early  sale  but  will  run  the  risk 
of  very  late  shipment. 


Independent  Rubbers  W ear 
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Comfort 


Bennett  counters  have  all  the 
attributes  which  make  for  comfort 
in  a shoe.  It  is  no  less  a comfort 
to  the  manufacturer  to  know  that 
in  the  Bennett  Counter  he  is  sure 
to  receive  a uniformly  high  quality 
year  in  and  year  out. 

Bennett  Counters  Are  All  Alike 


BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in.  the  British  Empire 
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TO  ADVERTISERS  j 

The  paid  circulation  of  the  SHOE  AND  LEATHER  f 
JOURNAL  is  more  than  doable  that  of  any  other  | 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 
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SANE  OPTIMISM 

THERE- is  a sort  of  optimism  which,  as  Dickens  puts  it,  places  its  trust  in  "square  things 
coming  ’round.”  It  is  a good  thing  to  whistle,  but  the  man  who  "whistles”  when  he  should 
"plug”  stands  a good  chance  of  coming  out  at  the  tail  end  of  the  race. 

Optimism  is  all  right  but,  like  faith,  without  works  it  is  dead.  What  business  needs  to-day 
is  hopefulness  and  confidence  backej  by  clear,  definite  thinking  and  above  all  by  good  hard  work. 

Sane  optimism,  like  true  faith,  has  head,  hands  and  feet.  Just  now  it  will  need  all  three  to 
keep  stocks  moving  and  profits  growing.  The  times  call  for  active  effort  in  selling  as  well  as  keen 
thoughtfulness  in  buying. 

Business  will  be  this  year  what  you  make  it.  Those  who  are  keeping  up  the  volume  of  their 
sales  are  working  as  well  as  whistling.  They  are  in  common  parlance  missing  no  bets. 

While  others  are  whining  about  prices  and  speculating  as  to  which  way  the  cat  is  going  to 
jump,  these  real  optimists  are  intensifying  their  sales  methods,  spreading  optimism  in  their  adver- 
tising and  "doing’ exploits”  generally. 

In  almost  everything  in  life,  whether  it  is  golf  or  business,  a man  gets  out  of  it  what  he  puts 
into  it.  There  is  no  royal  road  either  to  learning  or  business  success.  The  key  to  the  situation 
is  keeping  everlastingly  at  it. 

The  next  three  months  are  harvest  months  to  the  retailer  and  the  fields  are  white  if  we  only 
get  rid  of  the  green  goggles.  Take  a grip  on  the  sickle  and  work  as  though  you  meant  it  and  this 
kind  of  practical  optimism  will  give  you  a chance  to  take  to  cover  when  the  dog  days  arrive. 

Spit  on  your  hands  and  GO  to  IT. 
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In  the 

Market  Place 

Business  Conditions  as  Noted  in  Manufac- 
turing, Wholesale  and  Retail  Fields 

THE  general  appearance  of  the  business  situation  on 
the  continent  would  make  for  a continuation  the  feel- 
ing of  optimism  that  has  been  in  evidence  since  the 
first  of  the  year.  The  early  spring  weather  and  the  normal 
Easter  demand  for  some  products  has  made  business  for 
March  of  a very  encouraging  nature.  There  is  a general 
undertone  of  feeling  that  business  is  gradually  recuperating 
from  the  liquidation  and  depletion  of  the  past  year.  Early 
reports  of  American  agricultural  possibilities  show  rapid 
crop  advancement.  A certain  amount  of  building  activities 
is  showing  itself,  which  together  with  improvement  in  manu- 
facturing, notably  in  the  motor  industries,  is  bracing  up  the 
steel  situation.  Reports  from  the  large  centres  show  the 
presence  of  retail  buyers  from  all  parts  of  the  country  buying 
in  relatively  small  lots  for  quick  delivery.  The  tendency 
towards  hand  to  mouth  buying  is  still  general,  and  while 
this  tends  to  retard  progress  towards  stability  owing  to  the 
absence  of  orders  for  future  shipments,  it  shows  that  mer- 
chandizes are  feeling  their  way,  and  are  not  going  to  be 
persuaded  to  speculate.  The  volume  of  business  being 
done  by  departmental  stores  and  retailers  is  generally 
reported  as  greater  than  had  been  anticipated,  so  that  they 
are  obliged  to  make  replacements  at  what  they  had  consid- 
ered the  beginning  of  the  selling  season.  The  public  are 
still  looking  for  moderately  priced  goods,  and  retailers  and 
manufacturers  are  co-operating  with  the  idea  of  keeping  up 
a flow  of  business  on  this  basis  until  an  era  of  stabilized  and 
regular  values  can  be  inaugurated. 

Retail  Shoe  Trade. 

Retailers  in  general  report  very  satisfactory  volume  of 
Easter  business,  and  there  is  no  doubt  that  the  weather  dur- 
ing the  latter  part  of  Easter  week  was  certainly  in  their 
favor.  Some  dealers  say  that  the  Saturday  preceding  Easter 
Sunday,  which  is  always  one  of  the  big  days  of  the  year, 
was  one  of  the  best  days  they  have  ever  had.  The  general 
basis  of  trade  remains  almost  unchanged,  but  dealers  are 
waiting  with  interest  to  see  how  trade  will  go  after  the 
impetus  which  was  given  to  it  by  the  Easter  rush.  It  is 
generally  noted  that  retail  sales  of  women’s  low  shoes, 
ranging  up  as  high  as  $15.00,  are  holding  up,  whereas  staple 
lines  of  shoes  are  still  moving  very  slowly.  In  some  localities 
recent  improvement  is  reported  on  sales  of  men’s  shoes, 
which  is  in  itself  encouraging  as  the  thinking  retailer  feels 
that  while  he  can  stimulate  the  trade  by  taking  in  novelty 
stuff  and  moving  if  out  fast  he  is  not  out  of  the  woods  until 
he  has  found  an  outlet  for  the  other  types  of  footwear,  which 
comprise  the  bulk  of  his  stock,  and  which  must  be  moved 
to  make  room  for  new  stocks. 

Wholesale  and  Manufacturing  Trade. 

The  month  of  March  has  been  more  to  the  liking  of 
jobbers  than  any  period  since  last  spring.  Naturally, 
business  has  not  been  on  a par  with  that  of  a year  ago,  but 
the  orders  received  have  been  sufficient  to  show  that  trade 
is  wakening  up.  Manufacturers  of  anything  in  the  line  of 
women’s  low-cuts  continue  very  busy.  An  indication  of  the 
trend  is  the  fact  that  the  fashionable  styles  are  appearing 
in  lower  priced  quality.  The  usual  result  is  that  the  sale 
for  those  styles  at  relatively  high  prices  falls  off,  and  the 


manufacturers  who  may  be  glassed  as  style  leaders  are 
obliged  to  look  for  some  other  novelty.  There  is  a hint  in 
this  for  the  retail  dealer,  in  order  that  he  may  not  be  obliged 
to  mark  down  too  much  stock  to  meet  the  lower  priced 
goods  coming  on  the  market.  The  women’s  shoe  business 
has  for  the  present  put  itself  on  a basis  of  two  months'. 
That  is  to  say,  dealers  can  nut  in  orders  to-day  for  shipment 
two  months  from  to-day,  except  for  such  goods  as  may  be 
classed  as  ‘'In-stock.”  Most  manufacturers  of  women’s 
shoes  can  see  their  way  for  from  about  two  months,  but  will 
not  prophesy  beyond  that  point.  Some  increased  activity 
is  noted  in  men’s  shoes,  and  fall  samples  are  making  their 
appearance.  But  for  the  most  part  the  fall  appears  very 
far  distant  in  point  of  view  of  styles  or  trade  possibilities. 
The  larger  manufacturers,  and  all  manufacturers  of  the 
more  staple  goods  are  still  marking  time  and  operating 
slowly.  Rubber  goods  are  not  being  taken  hold  of  by 
dealers  as  well  as  had  been  anticipated,  but  this  is  only  in 
line  with  their  general  policy. 

Leather  Markets. 

The  situation  remains  extremely  quiet.  Desirable 
qualities  of  sole  leather  show  the  only  movement  in  the 
marker.  It  may  be  noted  that  whereas  normally  the  pro- 
portion of  leather  taken  for  the  repair  trade  is  small,  this 
business  is  now,  as  it  has  been  for  some  time,  of  great  value 
to  the  sole  leather  manufacturers.  The  impetus  given  to 
repair  trade  by  reluctance  or  inability  of  the  consumer  to 
buy  new  shoes,  has  also  helped  increase  this  volume.  On 
the  other  hand,  every  piece  of  leather  going  to  the  shoe 
repairer  must  be  selected  to  stand  scrutiny  by  itself,  and 
give  satisfaction  to  the  buyer.  Upper  leathers  of  the  higher 
grades,  and  in  desirable  colors,  remain  in  demand. 

Calfskin  tanners  are  fairly  busy,  and  report  a more  gen- 
eral use  of  high  quality  calf  for  purposes  where  formerly 
side  leather  was  employed.  Glazed  kid  of  top  grade  in 
colors  is  active,  with  a continued  dullness  in  lower  grades. 
The  hide  market  is  unchanged.  Killings  are  light  and  the 
small  production  is  being  moved  on  terms  largely  dictated 
by  the  purchaser. 

American  Markets. 

With  the  Easter  rush  over,  dealers  and  manufacturers 
are  speculating  as  to  the  possibilities  for  spring  and  summer. 
Some  retailers  were  caught  short  and  were  unable  to  get  the 
goods  they  required  for  the  Easter  trade.  The  feeling  is 
that  business  in  light  shoes  should  continue  for  several 
months,  and  the  trade  look  for  a good  summer  and  a better 
fall.  Manufacturers  of  staple  goods,  and  the  leather  for 
them  are  building  their  hopes  on  the  fall,  and  also  feel  that 
retailers’  stocks  must  be  fairly  low,  and  a certain  amount  of 
buying  should  materialize  and  run  through  the  summer. 
So  far  as  values  are  concerned,  the  trade  feel  that  a bottom 
has  been  reached  until  the  factors  of  labor  and  increased 
volume  can  affect  the  situation.  They  believe  that  men’s 
shoes  will  sell,  particularly  at  a range  of  from  $6.00  to 
$11.00.  Leather  markets  remain  dull  except  for  the 
bright  spots  due  to  demand  for  spring  and  summer  goods. 

Brown  and  grey  calf  and  glazed  kid  are  expected  to 
remain  popular,  while  a leaning  towards  patent  leather  is 
being  shown  in  some  quarters.  Opinions  vary  as  to  the 
continued  popularity  of  suede  in  either  grey  or  brown. 
The  hide  market  remains  draggy  and  weak,  though  any 
buying  inclination  would  have  a firming  tendency.  At 
the  same  time  it  is  only  the  fact  that  killings  have  been 
light  that  has  held  prices  even  at  present  points.  American 
leather  and  shoe  men  are  still  looking  towards  Europe, 
but  while  enquiries  for  shoes  and  'eather  are  received,  diffi- 
culties of  exchange  or  guarantees  of  payment  are  still  diffi- 
cult to  overcome. 
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Wisdom  from 
the  Bench 

Musings  of  the  Corner  Cobbler — 
Folks  as  He  Sees  Them— Light 
and  Shade  of  Human  Nature,  as 
Developed  by  the  Repair  Shop — 
Views  and  Interviews  on  Passing 
Subjects 

THERE  are  a great  many  honest  men  out  of 
work,  but  they  are  not  the  ones  that  are 
raising  “Ned”  about  unemployment.  Some 
of  the  most  surprised  and  disgusted  fellows  in  town 
would  be  these  agitators  if  they  had  a real  job 
shoved  under  their  noses.  Work  does  not  suit 
them.  They  like  working  their  jaws  better  than 
their  hands  or  feet,  and  so  long  as  there  are  fools 
enough  ready  to  keep  them  in  grub  and  tobacco 
they  will  go  on  frothing  at  the  government  and 
employers  and  waving  the  red  flag.  I had  one  of 
these  chaps,  a factory  shoemaker,  in  the  other  day 
to  have  his  shoes  half-soled,  and  he  began  a spiel 
about  labor’s  rights  and  the  grinding  curse  of 
modern  capitalism.  He  was  full  of  the  idea  of  the 
forty-hour  week  as  a cure  for  unemployment,  and 
when  I asked  him  how  that  was  going  to  make 
cheaper  shoes,  he  said  he  didn’t  give  a tinker’s  curse. 
This  same  fellow,  if  he  nad  any  work  in  him  outside 
of  his  mouth,  ought  to  have  been  able  to  half-sole 
his  own  shoes.  What  bothers  me  is  how  are  we 
going  tc  get  cheaper  shoes,  clothing  or  anything 
else  if  the  production  is  kept  down  and  wages  kept 
up. 

Weary  Willies. 

Some  people,  if  they  had  their  way,  would  not 
lift  their  hands  to  their  mouths  to  feed  themselves. 
They  would  install  automatic  feeders  with  an 
attachment  to  wipe  their  mouths  when  they  were 
through.  They  remind  me  of  Si.  Barker’s  dog, 
which  was  so  chronically  tired  that  he  had  to  lean 
against  the  fence  to  bark.  Do  you  know  we  are  all 
being  spoiled  by  these  modern  inventions  to  save 
time  and  effort.  The  street  cars  have  put  many  , a 
man  in  the  cemetery,  and  the  quick  lunch  has 
devastated  many  a home.  I am  not  a grouser,  but 
I often  wonder  how  much  the  world  has  gained  by 
what  we  are  pleased  to  call  “modern  progress.” 
It  looked  for  a while  during  the  war  as  though  we 
were  going  to  get  back  to  the  days  when  everybody 
worked,  including  “father,”  and  people  were  not 
ashamed  to  have  and  work  an  old-fashioned  garden, 
or  walk  a mile  or  two  to  business  or  the  railroad 
station.  But  we  are  gradually  slipping  back  to  the 
same  old  gait  and  yawning  as  we  murmur  “Let 
George  do  it.” 

Getting  the  Nerves. 

Have  you  ever  noticed  that  during^the  war 
there  was  very  little  talk  about  nervous  breakdowns 


and  all  that  sort  of  thing,  when  there  was  every- 
thing in  the  world  to  unsettle  and  unstring  people? 
They  had  something  real  to  worry  about  and  hadn’t 
time  to  think  about  their  nerves.  I have  always 
been  glad  that  “nerves”  has  never  been  a disease 
that  has  troubled  the  shoe  bench.  Of  course,  there 
are  genuine  cases  of  serious  breakdowns  through 
over-work  or  worry,  but  in  a great  many  cases  it  is 
the  result  of  having  too  little  to  do,  too  much  to 
eat  and  not  taking  the  nightly  rest  that  nature  calls 
for.  I was  reading  the  life  of  John  Wesley  the 
other  day,  the  busiest  man,  and  the  hardest  worker 
of  his  day  or  of  any  time.  He  said  towards  his 
eighty-seventh  birthday  that  he  owed  his  long  life 
and  absolute  freedom  from  sickness  to  regularity 
of  his  life  to  regular  hours,  hard  work  and  moderate 
eating.  He  went  to  bed  at  ten  o’clock,  rose  at  four 
and  lived  on  about  $150  a year.  He  travelled  on 
horseback  in  all  weathers  and  seasons,  and  usually 
preached  three  or  four  times  a day  on  his  journey. 
He  did  all  his  secular  reading  on  horseback,  and 
became  an  expert  authority  on  Greek  and  Latin 
classics  as  well  as  English  literature,  thoroughly  up 
to  date  in  his  knowledge  of  history,  science  and  art. 
He  was  as  active  at  eighty-five  as  most  men  are 
at  forty.  By  way  of  contrast,  I had  a woman  in 
my  shop  the  other  day  of  about  thirty-eight,  who 
is  a nervous  wreck.  From  what  I could  make  out 
her  trouble  is  lack  of  work,  high  living  and  too 
much  bridge.  For  my  own  part  work,  simple  food, 
and  regular  sleep  have  kept  this  bogey  from  my 
door  for  more  than  three  score  years  and  ten. 

Doing  and  Shouting. 

It  is  often  the  case  that  the  less  a fellow  does 
the  more  he  is  apt  to  shout  about  it,  especially  in 
the  matter  of  good  deeds . Christ  knew  the  besetting 
sin  of  mankind  when  he  urged  his  disciples  not  to 
let  their  right  hand  know  what  the  left  hand  did. 
I have  often  noticed  that  when  a man  or  woman 
boasts  of  what  he  or  she  is  doing  in  the  way  of 
charity  you  can  put  it  down  that  they  are  what  the 
boys  call  “pikers.”  I am  always  a little  afraid 
of  advertising  that  does  too  much  shouting  about 
the  quality  of  the  goods.  My  best  advertisement 
I consider  is  a good  job,  as  people  are  always  sure 
to  tell  their  neighbors  when  they  get  satisfaction. 
Of  course,  I know  that  there  are  times  when  a man 
should  not  hide  his  light  under  a bushel,  but  I have 
been  young  and  now  am  old,  and  I have  never  yet 
seen  a candle  or  torch  waver  that  was  worth  much 
as  a real  man  to  the  community.  I know  a woman 
who  has  been  bringing  repairs  to  my  shop  for  a 
couple  of  years,  and  I have  often  wondered  why 
she  had  so  much  work  of  this  kind  to  do.  I found 
out  the  other  day  that  she  almost  keeps  a couple 
of  poor  families  of  the  neighborhood  in  shoes,  and 
she  herself  looks  just  like  an  ordinary  mechanic’s 
wife.  I was  told  that  she  is  one  of  the  most  liberal 
givers  to  a neighboring  church,  and  she  manages 
besides  to  help  the  poor  of  the  district  out  of  an 
income  that  would  not  go  far  to  keep  some  families 
in  silk  stockings  and  movie  tickets.  There  are 
plenty  of  widow’s  mites  that  the  Church  knows 
nothing  about. 
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Selling 

Novelty  Shoes 

The  Question  of  Handling  Fancy  Shoes  in 
a Retail  Store— Some  of  the  Problems 
and  Methods  by  MR.  C.  L.  OWENS 

ONE  of  the  outstanding  establishments  in  Canada  in 
the  line  of  novelty  or  styleful  footwear  is  that  of 
Messrs.  Owens  & Elmes,  of  Toronto.  They  have  made 
an  enviable  reputation  for  themselves  as  clever  merchan- 
disers of  this  class  of  shoes.  The  question  of  fancy  shoes 
is  very  much  to  the  fore  at  present  so  that  retailers  through- 
out the  country  should  read  with  interest  and  profit  some  of 
Mr.  C.  L.  Owen’s  ideas. 

“Selling  novelty  shoes  in  retail  stores  is  a branch  of  the 
industry  independent,  or  apart,  from  the  general  so-called 
boot  and  shoe  business  Statistics  would  indicate  that  the 
handling  of  novelties  is  a first-class  way  of  reducing  profits 
and  a means  of  accumulating  dead  stock,  or  on  the  other 
hand,  if  handled  intelligently,  it  is  usually  found  most 
profitable. 

“One  thing  we  must  admit  is  that  each  sale  of  a fancy 
line  is  an  extra  sale,  making  volume.  Some  merchants  who 


C.  L.  OWENS 
T oronto 

buy  one  or  two  novelty  lines  each  season  believe  that  because 
the  stjde  is  in  demand  and  because  they  have  taken  some 
risk  in  their  buying  that  they  are  entitled  to  a greater  margin 
of  profit  on  these  items.  This  may  be  true,  but  it  is  not  my 
belief.  Personally  I think  that  in  order  to  sell  novelties  suc- 
cessfully you  must  have  them  early  and  dispose  of  them 
quickly  at  a reasonable  margin  of  profit.  Otherwise  there 
is  too  much  danger  of  the  style  becoming  passe  before  you 
have  sold  the  line  out. 

“We  must  remember  that  the  clientelle  who  spend  the 
most  money  for  footwear  and  who  buy  often,  are  the  wearers 
of  fancy  shoes.  Then,  I say,  give  them  plenty  of  novelties 
at  the  usual  margin  of  profit.  They  are  your  best  customers 
after  all,  and  you  see  them  about  every  two  weeks  if  you 
have  something  new  to  show.  The  question  may  arise 
here,  ‘What  about  dead  stocks?’  I maintain  that  there  will 
not  be  half  as  much  to  sacrifice  if  the  goods  are  offered  first 


with  the  usual  margin  of  profit.  The  customer  that  I con- 
sider should  pay  relatively  highjprices  is  the  one  who  visits 
you  about  once  a year  when  he  has  holes  in  the  soles  of  his 
shoes.  He  gets  a pair  of  boots  with  about  two  pounds  of 
solid  leather,  and  they  last  him  a whole  year.  Yet  he  gets 
them  at  a 33  per  cent,  mark-up;  in  fact  in  some  cities  not 
wes^  of  Parkdale  or  east  of  Riverdale  he  often  gets  them 
at  a 23  per  cent,  mark-up. 

There  are  stores  to  my  knowledge  carrying  a stock  of 
general  boots  and  shoes  amounting  to  $50,000  with  a turn- 
over of  $15,000,  but  I contend  that  with  an  investment  of 
$50,000  in  novelty  lines  a successful  merchant  in  the  right 
location  will  turn  over  closer  to  $200,000.  The  reason  is 
that  his  trade  will  be  influenced  always  by  new  styles, 
whereas  the  general  shoe  business  becomes  quiet  at  certain 
intervals  and  there  is  no  way,  to  my  knowledge,  of  stimu- 
lating it  without  cutting  prices.  This,  according  to  the 
late  Board  of  Commerce,  Toronto  merchants  will  not  do. 

“I  should  say  that  fancy  lines  can  be  sold  successfully 
at  the  same  margin  of  profit  as  staples.  Of  course,  we  know 
that  all  stores  cannot  indulge  in  luxurious  styles,  but  my 
advice  on  this  subject  is  that  if  your  location  demands 
novelty  shoes  by  all  means  carry  them,  but  watch  them 
closely.  See  that  they  start  to  sell  before  the  invoice  is 
checked  off,  or  you  may  find  that  the  style  has  gone  out 
of  date  while  the  shoes  were  in  transit. 

“In  small  cities  and  towns  where  there  are  from  four 
to  six  shops  it  is  obvious  that  they  cannot  all  sell  novelty 
shoes  successfully.  Then  the  question  arises  as  to  who  will 
be  the  novelty  man.  Must  they  all  meet  and  talk  over  the 
matter  or  flip  a coin?  No,  I don’t  think  they  would  all  do 
that.  So  the  most  feasible  solution,  I should  say,  would  be 
that  all  four  or  six  should  put  in  a range  of  fancy  lines  for 
any  one  season.  Before  many  weeks  had  passed  the  buying 
public  would  have  decided  who  should  be  the  novelty  man. 
From  my  experience  with  competitive  merchants  I feel  sure 
that  the  chosen  dealer  would  very  gladly  take  the  left-overs 
from  the  other  five.  If  this  were  done  the  whole  experiment 
would  not  be  very  expensive  for  any  of  them. 

“According  to  local  newspaper  gossip,  selling  shoes  and 
bootlegging  seem  to  be  the  popular  ways  of  getting  rich 
quick  to-day.  Unfortunately  the  shoemen  are  not  quite  so 
well  organized  as  the  bootleggers’  association,  inasmuch  as 
the  latter  have  the  co-operation  of  the  consumer.” 

OPTIMISM  IN  THE  WEST 

We  are  glad  to  be  able  to  quote  the  following  from  a 
recent  letter  from  a western  reader: 

“Am  pleased  to  report  that  business  is  picking  up 
wonderfully  in  the  west;  retail  stocks  are  evidently  becoming 
depleted,  buyers  are  gaining  confidence  and  placing  fair 
orders  (considering  the  extremely  mild  winter  and  consequent 
heavier  winter  stocks  than  usyial),  and  letter  orders  for  rush 
shipments  for  spring  footwear  are  pouring  in  from  all 
territories  in  an  unprecedented  volume. 

“ I was  impressed  with  your  editorial  ‘ On  the  Other 

Tack’.” 

“After  all,  it  is  really  the  ‘atmosphere’  that  many 
minds  create  that  makes  business,  religion,  social  evils  or 
anything  else  what  it  is.  We  must  strive  to  make  people 
think  right,  think  confidence,  success,  and  we  shall  soon 
get  back  to  normal.  We  all  take  our  tip  from  ‘the  man 
higher  up’  who  speaks  with  authority,  so  in  that  capacity 
will  you  please  let  the  east  know  through  your  columns  that 
there  is  no  business  stagnation  here  in  the  west;  tell  them, 
(in  all  truthfulness),  that  buying  and  selling  continues  at  a 
very  satisfactory  rate,  so  that  their  ‘nobleness’  may  rise  to 
meet  it,  and  you  will  have  created  a buying  ‘atmosphere.’ 

“We  have  been  wearing  the  mask  of  tragedy;  let  us 
change  it  for  that  of  comedy  and  smile,  smile,  smile.” 
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Prize  Window 
Displays 

My  Best  Trade  Drawing  Window,  “Autumn 
Tints”-  By  F.  W.  LOVE,  Aylmer,  Ont. 

JUST  at  the  time  of  the  Fall  millinery  openings,  and  after 
our  clearance  sale  of  summer  goods,  I trimmed  both  of 
my  show  windows  same  style,  using  one  window  for 
men’s  shoes  and  the  other  for  women’s. 

My  color  scheme  for  these  windows  autumn  tints,  red, 
green,  brown  and  gold. 

The  bottom  of  the  windows  I used  green  and  gold 
plush,  with  here  and  there  maple  leaves  scattered,  and,  of 
course,  shoes  arranged  artistically  about. 

I used  a glass  shelf,  raised  about  a foot  and  covered  with 
green  and  gold  plush  on  which  I placed  stands  with 
shoes. 

For  a background  in  my  windows  I used  fixtures,  oval 
shape,  resembling  a large  picture-frame.  These  I covered 
with  gold  metallic  flutes  and  at  different  intervals  around 
them  I placed  red  incandescent  lights,  then  trimmed  them 
with  oak  leaves  and  artificial  grapes.  I used  large  oak 
leaves  sprays  to  complete  the  decorations. 

In  the  top  of  each  shoe  I used  a bunch  of  grapes,  some 
pink,  some  green,  some  blue. 

Outside  I had  my  entire  front  bordered  with  red  incan* 
descent  lights,  and  when  I turned  on  together  with  the  ones 
inside  on  the  fixtures,  and  the  bright  white  lights  in  top  of 
windows,  my  store  front  stood  out  from  all  others  in  the 
town,  and  no  one  passed  without  stopping  to  see  the  new 
fall  shoes  on  display,  which  I had  carefully  selected  to  be 
second  to  none  that  I could  buy,  amongst  which  were  many 
novelties  shown  for  the  first  time. 

As  a result  of  this  special  trim  my  fall  business  started 
off  in  the  right  way,  and  the  main  thing  in  business  either 
in  the  spring  or  fall  is  to  get  off  to  a good  start. 

» * • 

A Window  That  Sold  Boys’  Shoes — By 
ROWLAND  HILL,  Jr.,  London,  Ont. 

The  window  that  proved  to  draw  the  most  business  for 
us  was  a showing  of  boys’  shoes.  The  idea  was  known  to 
have  been  tried  before  successfully  so  we  decided  to  copy 
the  plan. 

First  of  all  ten  pairs  of  boys’  shoes  were  chosen  and 
lasted  up  nicely  for  the  window  display.  Next  two  large 
sheets  of  beaver  board  about  four  feet  by  eight  feet  were 
secured.  These,  when  placed  on  end  to  form  an  angular 
space  against  the  back  of  the  window,  just  room  enough 
was  made  to  accommodate  one  person.  As  the  window 
trim  was  used  in  one  of  our  long  windows  in  a V shaped 
front  one  sheet  of  beaver  board  showed  well  from  the  side- 
walk. In  this  sheet,  which  had  been  previously  painted,  two 
round  holes  were  cut  at  a convenient  height  where  a boy 
sitting  on  a stool  in  the  space  behind  the  scenes  could  put 
his  feet  through  easily. 

Then  the  ten  pairs  of  shoes  were  carefully  arranged  in 
front  of  this  beaver  board  wall.  The  shoes  were  priced  as 
well  as  numbered  from  one  to  ten. 

The  plan  was  to  have- a boy  hired  for  the  job,  wear  a 
new  pair  of  shoes  similar  to  a pair  in  the  window.  He  sat 
on  a stool  in  the  place,  provided  where  he  was  completely 
out  of  view  except  for  his  feet  and  legs,  which  protruded 
through  holes  cut  for  the  purpose  Here  commenced  a series 
of  kicks  and  swings  in  the  air  with  the  new  shoes  on  the 
mysterious  feet.  Suitable  cards  were  used  describing  the 


shoe  the  boy  was  demonstrating.  These  were  changed 
every  fifteen  minutes  with  every  change  in  shoe  that  the 
boy  would  make. 

Crowds  gathered  all  day  long  to  see  the  feet  moving 
in  the  air.  The  immediate  results  in  the  increase  of  boys’ 
shoes  selling  were  exceptionally  good,  while  the  demand  for 
“a  pair  of  shoes  like  those  you  were  demonstrating  in  the 
window,”  was  a steady  one  for  many  weeks  after. 


EXPORT  MARKETS 

816-lst  avenue,  N.W., 
Calgary,  Alta.,  March  19th,  1921, 
Shoe  and  Leather  Journal, 

Acton  Publishing  [Co.,  [Limited, 

| (Toronto,  Ont. 

Mr.  Editor,— In  the  interests  of  Canadian  shoe  manu- 
facturers, I beg  a small  space  in  your  valuable  Journal 
to  ask  what  the  shoe  manufacturers  are  doing  to  make  a 
“Greater  Canada?”  Are  they  doing  their  utmost  to  create 
new  markets?  What  is  the  result  of  their  recent  overseas 
experience? 

Those  old  lasts  and  patterns  held  by  our  manufacturers, 
which  were  useless  for  the  Canadian  trade — I refer  to  those 
which  were  made  for  the  European  markets.  Many  of 
these  could  be  used  for  Central  and  South  America,  where 
there  is  big  business  awaiting  us. 

I am  afraid  the  trade  openings  are  not  properly  appre- 
ciated by  Canadian  manufacturers— Cuba,  Guatemala, 
Spanish,  Nicaragua,  El  Salrador,  Costa  Rica,  Jamaica, 
British  Honduras,  West  Indies  and  South  America. 

Most  of  these  countries  prospered  during  the  war, 
through  the  export  of  logwood,  mahogany,  sugar,  coffee, 
rum  and  many  other  products,  at  very  high  prices.  There 
will  now  be  a resumption  of  those  native  products,  which 
were  materially  affected  at  that  time — and  which  must  now 
add  to  the  atractiveness  of  those  seeking  foreign  trade. 

I That  there  is  to  be  a lucrative  business  from  these 
territories,  is  established  by  the  fact  of  so  many  representa- 
tive houses  from  the  United  States  and  Europe  are  seeking 
business.  These  firms  do  not  make  a practice  of  going  after 
business  in  territories  where  it  does  not  pay  to  do  so. 

With  the  advent  of  the  Canadian  Merchant  Marine — ■ 
is  there  any  reason  why  we  should  buy  bananas,  oranges, 
cocoanuts,  and  many  of  the  above  mentioned  commodities 
through  the  U.S.  when  these  could  be  carried  direct  in  our 
own  bottoms. 

[In  1918  'and  [1919  I visited  many  'of  these  countries 
in  the  interests  of  a large  American  shoe  company,  and  I 
was  repeatedly  asked  why  Canada  did  not  send  representa- 
tives. 

I am  convinced  that  we  can  trade  with  these  countries, 
and.  that  they  are  looking  to  us  for  shoes,  special  canned 
products,  pickled  meats,  drugs,  whiskey,  paper,  etc.,  etc. 

Let  us  by  private  enterprise,  or  otherwise,  build  ships 
capable  of  developing  both  freights  and  passenger  traffic, 
the  latter  will  find  excellent  winter  resorts  on  many  of  these 
southern  islands. 

Get  together  Mr.  Shoe  Manufacturer  and  put  Cana- 
dian shoes  into  these  countries  and  make  Canada  “Greater.” 
I am, 

Yours  very  truly, 

(Sgd.)  J.  T.  Petts. 

P.S.  I received  a letter  a little  time  ago  from  a gentle- 
man in  Leon  Nic.  C.A.,  who  would  like  to  get  some  of  the 
above  agencies.  It  would  be  my  pleasure  to  give  particu- 
lars to  those  interested. 


J-T.P. 
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Prize  Essays  on  “Why  I 
Fake  the  Shoe  and 
Leather  Journal” 

It  Pays  Me  to  Take  the  Shoe  and  Leather 
Journal — By  E.  W.  GROOME,  Ingersoll, 
Ont. 

I TAKE  the  Shoe  and  Leather  Journal  because  it 
pays  me  well  to  do  so.  Because  I realize  that  it  pays 
me  to  know  aU  I can  in  any  way  relating  to  the  busi- 
ness in  which  I am  engaged,  and  by  which  I obtain  my 
living. 

The  Shoe  and  Leather  Journal  brings  to  me  each 
fortnight  up-to-date  information  on  Canadians  in  the  trade 
and  the  opinions  of  men  who  are  experts  in  the  various  lines 
of  the  shoe  and  leather  business ; men  whose  advice  is  sound 
and  reliable,  and  by  which  I can  benefit.  It  also  keeps  me 
in  touch  with  what  is  doing  in  the  bigger  cities. 

Then  again,  the  instructive  articles  on  such  matters  as 
up-to-aate  merchandising,  advertising,  salesmanship,  window 
displays,  etc.,  enable  me  to  improve  my  knowledge  in  all 
these  subjects,  and  further  my  chances  of  promotion. 

The  articles  dealing  w'th  the  various  methods  of  manu- 
facture are  an  education  in  themselves  to  a salesman  none  too 
well  versed  in  these  matters.  They  not  only  give  one  a 
clearer  and  better  idea  of  values  when  buying  stock  but 
also  give  one  an  advantage  in  making  sales.  How  so?  you 
ask.  Because  the  more  a salesman  knows  concerning  the 
article  he  is  selling,  the  more  enthusiastic  he  will  be  about 
that  article,  and  his  selling  talk  cannot  fail  to  be  much 
more  interesting. 

A goodly  number  of  shoe  salesoeople  are  none  too  fully 
educated  as  to  the  construction  and  materials  entering  into 
the  various  types  of  footwear  they  handle.  This  knowledge  is 
important  in  making  sales,  because  the  average  customer  is 
ignorant  regarding  shoe  values,  and  places  reliance  on  what 
the  salesman  tells  him. 

If  the  “Goodyear  welt”  boots  he  buys  turn  out  to  be 
“McKay  sewn”  when  he  takes  them  to  the  repair  shop,  he 
will  most  likely  visit  another  store  when  he  needs,  boots 
again. 

But  this  is  straying  from  the  subject.  A publication  such 
as  Shoe  and  Leather  Journal  breeds  a spirit  of  co-oper- 
ation between  the  various  branches  of  the  boot  and  shoe 
industry,  and  also  acts  as  a medium  for  an  exchange  of 
ideas,  which  benefits  everyone  connected  with  the  trade. 

As  a shoe  salesman,  I consider  my  subscription  to  Shoe 
and  Leather  Journal  in  the  light  of  a fee  for  a corre- 
spondence- course  in  the  shoe  business,  and  the  fee  is  small, 
compared  to  the  benefit  I derive. 

In  conclusion  I would  say  to  any  shoe  clerk  or  shoe 
retailer  who  is  not  getting  the  Journal  that  he  is  missing  an 
opportunity  of  improving  his  knowledge  and  incidentally 
bettering  his  position  that  he  can  ill  afford  to  pass  up. 

* * * 

Why  I Take  the  Shoe  and  Leather  Journal 
—By  F.  W.  LOVE,  Aylmer,  Ont. 

I take  the  Shoe  and  Leather  Journal  because  it  is 
the  book  of  knowledge  in  shoedom.  It  serves  to  keep  the 
live  merchant  alive.  If  the  manufacturer  has  any  new  style 
to  offer,  any  special  price  to  quote,  or  a new  in-stock  cata- 
logue for  the  trade  he  usually  makes  it  known  to  the  mer- 
chant by  means  of  the  Shoe  and  Leather  Journal. 

Many  suggestions,  catchy  phrases,  etc.,  can  be  clipped 


from  the  different  advertisements  appearing  from  time  to 
time,  and  applied  to  the  merchant’s  local  advertisements. 

The  page  “Among  the  Shoemen”  is  particularly  inter- 
esting reading  to  me.  Being  in  the  shoe  business  in  Aylmer 
for  twenty-one  years  I am  continually  reading  in  this  column 
of  some  one  I used  to  know,  connected  with  the  shoe  busi- 
ness, that  I have  not  heard  from  directly  perhaps  for  years. 

It  also  keeps  me  posted  when  the  head  of  a firm  I do 
business  with  has  been  visiting  large  American  centres  for 
the  newest  ideas  in  shoemaking  or  the  latest  in  shoes,  and 
in  this  way  I can  get  in  touch  with  the  firm,  and  be  the 
shoeman  in  my  town  to  show  the  new  things  first. 

Lines  of  goods  carried  in  stock  are  usually  advertised  in 
the  Shoe  and  Leather  Journal.  This  is  a big  asset  for 
the  small  town  merchant  who  does  not  carry  a large  stock. 
Many  times  when  a customer  has  asked  for  a shoe  that  I 
have  not  in  stock  I have  scanned  the  pages  of  the  Shoe 
and  Leather  Journal  and  found  some  firm  advertising 
just  the  shoe  my  customer  has  asked  for,  and  in  nine  cases 
out  of  ten  the  customer  is  willing  to  wait  a few  days  for  the 
shoes.  ((: 

The  customer  feels  that  you  are  taking  a special  interest 
in  her.  She  gets  just  what  she  wants  and  is  perfectly  satis- 
fied and  as  a result  the  old  saying,  “a  satisfied  customer  is 
your  best  advertisement.” 

GOOD  ADVICE 

A prominent  Chicago  retailer  makes  the  following 
suggestions  to  retailers  to  apply  to  the  present  season.  He 
says  suedes  are  going  good,  but  advises  dealers  to  get  them 
off  their  shelves.  He  thinks  that  gray  kid  is  likely  to  follow 
the  gray  suede  vogue.  He  thinks  that  sport  goods  will 
require  great  watching.  They  should  be  gotten  in  and  out 
quickly  according  to  his  ideas.  He  thinks  that  the  heavy 
stitched  and  perforated  lines  in  other  styles  are  bound  to 
supersede  the  brogue  sooner  or  later,  and  imagines  that  the 
coming  fall  season  will  see  the  decline  of  the  brogue  vogue. 
His  ideas  for  fall  are  to  buy  few  boots.  He  says  that  tan 
calf  ball-strap  walking  pumps,  and  fancy  perforated  tan  calf 
low  cuts,  with  military  heel  will  be  popular,  also  that  beaded 
satins,  strap  tongues  and  opera  Styles,  as  well  as  beaded 
bronze  kid  will  be  popular.  He  claims  that  for  fall  season 
prices  will  be  pretty  well  stabilized,  women’s  running  from 
$12.00  to  $18.00,  and  men’s  from  $9.00  to  $10.00. 


A NEW  FEATURE 

The  “Shoe  and  Leather  Journal”  has  been 
granted  the  exclusive  right  to  present  to  the  shoe 
and  leathdr  trades  of  Canada  a monthly  message 
to  business  men  from  Dr.  Frank  Crane. 

As  one  of  the  leading  writers  and  philosophers 
of  America,  Dr.  Crane’s  daily  audience  numbers 
millions.  He  represents  the  sound  sanity  of  right 
thinking  America.  His  latest  move  is  to  address 
a special  message  to  business  men  through  the 
medium  of  the  business  man’s  paper. 

We  feel  that  we  are  particularly  fortunate  in 
having  been  able  to  secure  this  service,  and  believe 
that  our  readers  will  share  in  this  feeling  every 
month  as  they  read  the  messages. 
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Successful 
Advertising  Stunts 

Second  Prize  Winner,  J.  P.  Trimble,  of 
Laird’s  Shoe  Store,  Toronto 

YOUR  competition  re  advertising  interests  me  as  we 
have  recently  spent  some  little  money  along  this 
line. 

We  opened  a new  store  as  an  outlet  for  surplus  stock 
in  a neighborhood  in  which  many  of  the  people  are  from 
the  Old  Land.  Opening  so  close  to  the  holiday  season 
necessitated  quick  action.  To  acquaint  the  people  in 
the  shortest  time  possible  as  to  our  location,  business,  etc., 
I wrote  up  the  enclosed  dodger  and  circulated  3,000  three 
days  before  opening. 

As  this  was  my  first  attempt  at  advertising  along  this 
line  I was  a little  doubtful  as  to  results,  but  it  was  most 
satisfactory  from  every  standpoint.  We  made  scores  of 
friends  in  quick  time,  ran  neck  and  neck  with  our  main 
store  all  through  the  season,  and  are  still  reaping  results. 
The  profit  from  the  sales  winning  the  fowls  paid  for  them  with 


Commences  To-morrow,  Saturday  Stores 

,2.  iracBW  s, 

WEATHER  conditions  have  resulted  in  a g^eat  piling 
up  of  stocks.  Footwear  that  should  have  been  sold 
months  ago  is  here  in  larger  quantities  than  we 
want  to  carry.  In  fact,  we  cannot  carry  them — new 
goods  are  crowding  us,  and  we  must  dispose  of  the  sur- 
plus. There  are  huridreds^>f  pairs  of  shoes  here  that  will 
be  put  on  sale  for  less  even  than  they  cost  For  instance 
we  are  selling  some  ladies’  shoes  at  $1,$0.  The  price  is 
ridiculously  low.  One  dollar  would  not  pay  for  the  stock 
to-day. 

Anyhow,  to  make  a long  story  short,  we  are  having  a 
genuine  sale.  The  prices  quoted  below  are  just  picked  at 
random  from  all  over  the  store,  and  the  reductions  should 
clear  them  out  in  a hurry.  Come  and  make  us  prove 
our  claims. 


SLIPPERS 


Tojhe  First  25  . Customers  Who 
Purchase  Footwear  $5  or  Over, 
We  Give  Comfy  or  Cosy  Slippers 


FREE! 


Boys’  Patent  Bals 

Men’s  Derby  Shoes 

Ladies’  High  Kid  Boots 

Bluchers  and  Buttoned  ^9  JP 
Shoes,  all  sizes vmiTv 

Brown  and  Black ; all 
styles.  Reg  $15.00 

$9.95 

Colored  Tops.  Reg  d*Q  JP 

$14.00  and  $15.00  ^7.4*7 

Boys’  Hard-Knock  Shoes 

Men’s  Brown  Bluchers 

Oxfords  and  Ties 

Black  Hard-Knock  School  Shoes. 

$3.45 

Boys’  Box  Calf  Bluchers 

Sites  1 to  6.  QP 

Clearing 

With  and  without  rubber  heels. 
Regular  $10.00.  *7  CA 

Gearing  ....  tf 

Men’s  Brown  and  Black 
Calf  Bluchers 

Ladies'  Black  Kid,  one  QC 

and  3-eyelet  ties,, $10. . vv**FJ 

Ladies’  Brown  and  Black 
Ties 

Medium  heels.  Reg  QC 

$12.00 

Medium  toes,  rubber  heels.  Regular 

School  Shoes 

$11.50  and  $13.00, 

$8.95 

Brogues  and  Plain 

Sizes  11  to  13.  ^9  £Q 

Gearing 

Black  and  Brown  Calf 

Oxfords 

Black  and  Brown,  newest  Spring 

Misses’  Dong  Blucher 

Bluchers 

styles.  Reg  $14.00  /]C 

and  $13^0  .... 

Pat  Tipa:  all  ai»»,  11-  #0  <JT 
2.  Reg  $4.00.  . 

Neolin.  soles., 

Gearing 

$6.00 

More  Tiac 

Misses’  Brown  Calf  Bals 

All  sizes.  11-2.  *0  rr 

Regular  $5.00  W.W 

Men’s  Bals  and  Bluchers 

Men's  Brown  Calf  Bluchertt  and 

Brown,  Black  Kid  and  Patent  Tiee, 
Reg  $12.00  and  $12.50.  #D  *C 
Clearing 

Bals.  Reg  $6.60'and 

$4.95 

Ladies’  Oxfords 

Men’s  Hartt  Shoes 

$7 .00  ..... 

Brown  Calf  Oxfords,  high  heel. 

Brown  and  Black;  any  1 AC 

style;  reg.  $18.00  . 

Ladies’  Pat  Button  Boots 

Regular  $8.00.  QC 

Gearing 

Men’s  Brown  Calf  Bal 

All  sites.  Reg.  $5.00. 
Gearing 

$1.00 

Patent  and  Kid  Praps 

Sued*  tops.  Reg.  $14.  #Q  PA 
Gearing w*wV 

Lsdie*’  Patent  »hd  Kid 

Beaded  Pumps,  newest  Q QC 

heels.  Re*  $16.00  . . 

Men’s  Pat.  Bals  and 

Boots 

Button  Boot.  1 ’ 

Bluchers 

Bnttooed  and  Laced. 

Regular 

Ladies'  Patent  and  Kid  Buttoned 

Regular  $7.50  and  $8.00  *C  AA 
Gearing ^O.VV 

$4.00  and  $6.00. 
.Clearing 

$2.00 

Boots.  Regular  $7.00  fl  CQ 

and  $8.00  W.JW 

COLES  SHOECo 

TWO  STORES— 122  and  320  Colborne  Street 


GREAT  SHOE  SALE 


Commences  Friday,  Dec.  17th,  ■*;*■;*• 

s2  1435  GERRARD  ST.  EAST  Jf* 


FREE  GEESE^a 

We  want  you  know  us,  and  we  take  this  means  of  introduction.  On  our  opening  day  we  will  GIVE  AWAY  3 full  size 
A1  GEESE.  One  in  the  morniog,  between  9 and  12.  One  in  the  afternoon,  between  12  and  6,  and  the  last  in  the  evening,  between 
6 and  11.  These  will  be  given  to  the  person  purchasing  the  greatest  amount  between  those  hours.  It  makes  no  difference  if  the 
amounts  be  $1.00  or  $100.00 — the  Christmas  Birds  goes  to  the  winners  and  no  favors.  This  will  be  repeated  the  day  before  Xmas. 

Now  we  must  tell  you  why  if  will  pay  you  to  come.  Look  oVcr  our  prices,  and  always  keep  in  mind  that  every  item  is  truly 
represented  and  based  on  solid  principle.  We  depend  on  the  people  of  this  district  for  our  business,  and  we  assure  you  that  every 
assistance  will  be  gladly  given  you  in  making  your  purchases.  This  will  be  an  absolute  saving  in  your  Shoe  Bill.  Not  stock  for 
sale  purposes,  but  regular  solid  stock  at  reduced  prices. 


Boyi’  Lacing  Boot*,  round  and 
recede  loe,  in  black  and  choco- 
late. Size*  1-5  Sale  Pnce  $3.05 

Little  Gent*'  Boot*,  tan  and  black 

Size*  8-10$  Sale  Price  $2.95 

Youth*'  Strong  School  Boot*.  Size 

11-12-13  Sal.  Price  82.95 


Men'*  Drew  Shoe*,  black  or  choc. 

Regular  $8  50  & $10.00. 

Sale  Price  $5.95 


Women'*  "Ko*ey”  Home  Slipper*, 

all  color*.  Special.  Sale  Price  $1 .49 


Rubbers 

All  kind*  of 
Men’*,  Women'* 
and  Children's 
Rubber* at  great- 
ly reduced  price* 


200  pair*  of  Miuei’  School  Boot*, 

Irid  and  calf,  lace  and  buttoned 
Size*  11-2  Regular  $4.00 

Sale  Price  $2.95 


300  Pair*  Brown  Calf  high-cut  lace. 

Size.  11-2  Regular  $6.00 

Sale  Price  $4.45 


300  Pair*  of  high  grade  Oxford*,  Pumps, 
and  Tie*.  Regular  $8.50  A $9.00 


Men'.  ChntFlato  and  Black  Calf 
Bools,  recede  end  roond  too, 
Goodyear  welt  Sixe  6-18 

Regular  $10  00  Sale  Priea  $6.98 


Men'*  House  Slippers,  black  and 
brown,  tuns  soles,  Romeo  style 
Sizco  6- 1 1 Sale  Price  $2.96 


Ladies'  Chocolate  and  Block  Kid 
Oxford*,  recede  toe.  Sixes  2*-7 
Reg.  $7  00* $8.00  Sale  Price  $4.98 


Sale  Price  $1 .95 


*3.95 


Women'.  Fur  Trii 


and  Lace  Boot* 


Work  BeoU, 

C**>  Sale-Price  $4.98 


Ladle*'  Black  Kid  Oxford*,  Good- 
year welt,  walking  heal 
Regular  $.*^0  Sale  Price  $8.90 


Mis*e*'  Brown  Calf  Boots,  waltrioj 

heel  Regular  $9  50  Sale  Prioe  $6.96 


200  pair*  Infants'  soft  Sole  Shoe*, 

all  colors  To  clear  66c 


Spats  in  brown.  taupe,  fawn  and 

black,  new  stylo  $2.49  & $2.89 


Lots  of  othor  Bargains  not  listed  bore 


LAIRD,  The  Shoeman 

80UTH  8IDE  1435  GERRARD  ST.  EAST  Near  Aohdolo  Aws. 

(BRANCH  No.  2) 


a1  good  margin.  The  sales  winning  the  fowls  may  interest 
you:  Morning,  $i3.40;  afternoon,  $42.60  (nine  pairs^shoes, 
one  pair  slippers,  one  pair  spats);  night,  $17.85. 

I hope  this  may  benefit  some  of  your  many  readers^at 
some  future  date. 

* * 45- 

How  a Brantford  Dealer  Capitalized  City 
Council  Ordinance — Used  Circus  Embargo 
to  Boost  Shoes— Big  Sales  Result  of 
Clever  Advertising 

ON  account  of  several  disappointments  that  were  the 
results  of  big  circus  announcements  that  eventuated 
in  fake  shows  the  Brantford  city  council  last  year 
passed  an  ordinance  refusing  to  grant  space  or  concessions 
to  circuses  at  all.  This  created  quite  a discussion  at  the 
time  and  a great  many  of  those  who,  as  Barnum  says,  love 
to  be  humbugged,  wrote  the  newspapers  and  bombarded 
the  council  with  protests  against  civic  interference  with  the 
rights  of  people  to  be  fooled  if  they  want  to. 

In  the  midst  of  the  discussion  and  while  “circus” 
was  in  everybody’s  mouth,  the  Coles  Shoe  Co.,  of  that  place, 
startled  the  populace  by  having  a series  of  posters  prepared 
announcing  “COLES’  GREAT  SHOE  CIRCUS.”  A prom- 
inent feature  of  these  posters,  the  hand  bills  as  well  as  the 
advertisements,  was  a large  elephant  which  they  also  used 
in  connection  with  their  window  displays. 

The  result  was  that  a number  of  people  who  did  not 
realize  that  the 'affair  was  an  advertising  scheme  pure  and 
simple,  were  aroused,  and  the  newspapers  as  well  as  members 
of  the  council  were  flooded  with  letters  asking  why  the 
breach  of  the  big  law  was  to  be  permitted. 

The  reproduction  of  the  poster  herewith  will  afford  an 
idea  of  the  way  the  thing  was  handled.  Coles  say  that  the 
result  as  far  as  they  were  concerned  was  a lot  of  good  pub- 
licity, which  resulted  in  sales  beyond  even  their  expectations. 
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Just  Twenty-five 
Years  Ago 

Interesting  Items  From  Old  Fyle 
Compare  With  Present  Conditions 

THE  following  items  are  taken  from  the  April 
1st  number  of  the  Shoe  and  Leather  Jour- 
nal of  1896  They  make  interesting  reading 
as  showing  that  while  times  change  conditions  run 
pretty  much  |+o  form. 

The  Cancellation  Question  in  1896. 

“Attention  is  being  continually  directed  to 
the  pernicious  habit  of  cancelling  orders  that  is 
practised  by  some  dealers.  They  take  advantage 
of  the  fact  that  their  signatures  have  not  been 
attached  to  the  order  sheet  and  go  back  upon  their 
work.  Of  course  there  are  occasions  when  a request 
to  eliminate  certain  items  from  an  order  is  perfectly 
legitimate,  but  we  now  refer  to  the  disease  in  its 
chronic  aspect.  A manufacturer  mentioned  a 
certain  customer  the  other  day  whose  goods  had 
always  to  be  shipped  before  the  next  mail  came  in 
to  avoid  cancellation.  Sometimes  thoughtlessness 
is  at  the  bottom  of  the  evil,  but  in  many  cases  it  is 
the  result  of  pure  “cussedness.”  Retailers  forget 
that  in  taking  an  order  a manufacturer  is  at  a cer- 
tain amount  of  expense,  and  it  is  unfair  to  expect 
him  to  be  at  this  loss.  In  many  cases  the  goods 
have  been  specially  made  up  when  the  request 
comes  for  cancellation,  and  the  manufacturer  has 
to  pocket  the  injustice  or  insist  upon  the  dealer 
taking  the  goods.  Much  of  the  prevalence  of  the 
evil  is  due  to  unprincipled  houses  and  their  travel- 
lers, who  make  it  a point  to  follow  competitors  with 
a cut  in  prices,  suggesting  or  countenancing  the 
cancellation  of  orders  previously  given.  People 
who  do  this  kind  of  thing  are  business  cads.  Our 
attention  was  called  to  a circular  issued  by  a cer- 
tain concern  the  other  day  in  which  they  promised 
to  make  their  competitors  ‘sick.’  People  whose 
ideas  of  business  do  not  reach  up  beyond  this  level 
should  be  behind  a peanut  stand  or  be  peddling 
vegetables.” 

The  New  Rubber  List  for  Season  1896-7 

“The  rubber  discounts  are  fixed  upon  the  same 
basis  as  last  season,  ‘twenty,  five  and  five’  (20-5-5), 
and  travellers  are  already  scouring  the  country 
with  their  order-books  placing  the  products  of 
1896-97.  The  past  season  has  been  a very  fair  cne 
for  rubbers,  and  a good  future  is  anticipated.” 

Proposed  Imperial  Zollverein. 

“The  recent  remarks  of  the  Right  Hon.  Joseph 
Chamberlain  before  the  Canada  Club  in  London, 
England,  have  attracted  considerable  attention 
as  the  most  significant  political  utterance  of  recent 
times.  The  idea  of  an  Imperial  zollverein,  while 
not  new,  comes  as  a new  expression  of  official 


feeling  in  Great  Britain.  As  far  as  Canada  is  con- 
cerned the  t scheme  would  promise  considerable 
advantage  to  industries  like  tanning,  cheese-mak- 
ing and  others  in  which  we  possess  particularly 
strong  natural  advantages.  An  imposition  of  a 
five  per  cent,  duty  on  all  goods  outside  those  coming 
direct  to  England  from  her  colonies  would  prove  a 
strong  encouragement  to  the  trade  of  this  empire.” 

Shoe  and  Leather  Conditions  Spring  1896. 

“On  the  whole,  trade  for  the  past  season  has 
not  been  up  to  the  average.  One  or  two  concerns 
claim  to  have  kept  their  business  up  to  the  standard, 
but  some  of  these  are  talking  a little  too  boldly; 
they  do  not  form  a criterion  for  the  rest  of  the  trade. 
The  season  has  been  very  unsatisfactory,  and  quite 
naturally  so.  The  demoralization  in  hide  and 
leather  values  that  came  shortly  after  spring  sam- 
ples were  made  had  the  effect  of  destroying  the 
stability  of  trade.  Dealers  have  been  buying  in 
a hand  to  mouth  fashion,  and  this  has  forced  job- 
bers to  make  concessions  to  dispose  of  their  large 
stocks.  But  even  the  concessions  have  not  suc- 
ceeded in  accelerating  the  uncertain  gait  that  trade 
has  taken  on. 

Summary  of  Business  for  1895. 

“Last  year  was  a very  strange  one  with  the 
shoe  trade,  and  many  awaited  with  anxiety  the 
results  as  told  by  their  balance  sheet.  It  has, 
however,  turned  out  more  satisfactory  with  manu- 
facturers than  they  anticipated  in  many  cases. 
Taking  it  all  around,  last  year  ought  to  have  proven 
fairly  profitable.  Good  prices  were  realized  in 
goods  up  to  the  beginning  of  November,  while 
leather  was  purchased  towards  the  close  of  the  fall 
season  at  quite  a reduction  from  what  was  figured 
at  the  commencement.  The  indications  are  not 
as  good  this  year,  which  so  far  promises  to  be  a 
trying  one  for  the  trade.” 

Style  Features  for  1896. 

“A  few  years  ago  failure  was  predicted  for  the 
spring  heel,  but  to-day  this  shoe  is  becoming  more 
and  more  popular  in  misses’  and  children’s  wear. 
It  is  more  difficult  to  sell  the  old  style  heel  in  any 
grade  of  goods.  Considerable  improvement  has 
been  made  in  the  original  idea,  and  to-day  the 
desideratum  seems  to  have  been  reached  on  the 
square  tread  and  arched  shank.” 

“The  shoe  trade  has  gone  mad  recently  in 
regard  to  styles  and  shapes.  Manufacturers  claim 
that  it  now  costs  a small  fortune  each  year  to  keep 
pace  with  the  changes  in  patterns,  lasts  and  dies. 
A prominent  manufacturer  on  the  other  side  of  the 
line,  said  the  other  day  that  for  the  past  season  his 
patterns  and  lasts  cost  him  exactly  $8,000.  To-day 
shoes  have  largely  to  be  finished  on  the  lasts,  and 
this  means  an  immense  additional  cost  in  itself. 
It  is  a question  whether  the  thing  is  not  being  car- 
ried too  far.  People  would  be  as  well  satisfied 
with  half  the  styles  to  choose  from  and  goods  could 
be  produced  much  more  cheaply  were  the  frills 
dispensed  with.” 


THE  SHOE  AND  LEATHER  JOURNAL 


Shoe  & Leather  Journal 
Honor  Roll 


^1  r^HE  following  firms,  who  are  still  regular  patrons  of 
the  advertising  columns  of  the  Shoe  & Leather  Journal , 
have  been  in  it  for  twenty-five  years  and  more.  Those 
marked  with  the  star  have  been  in  the  Journal  almost  con- 
tinually for  over  thirty  years.  The  Shoe  & Leather  Journal 
extends  its  sincerest  appreciation  to  those  firms  whom  it 
has  served  practically  for  a lifetime,  and  is  proud  of  the 
record  which  shows  the  confidence  of  those  who  have 
co-operated  with  it  in  building  up  the  shoe  and  leather  in- 
dustry of  Canada. 


*Ames Holden  McCready  Co.  Ltd. 

(Ames  Holden  & Co..  Jas.  McCready  & Co.) 

*Ahrens,  Chas.  A.  Limited 
*Bell,  J.  & T.  Limited 
Beardmore  & Company 
*-Breithaupt  Leather  Co. 

*Beal  Bros. 

*Clarke,  A.  R.  & Co. 

Clarke  & Clarke,  Limited 
*Cote,  J.  A.  & M. 

(Louis  Cote  82  Bro.) 

Davis  Leather  Co. 

(A.  Davis  &z  Son) 

*Dominion  Rubber  Systems 

(Canadian  Rubber  Co.  and  Granby  Rubber  Co.) 

Duclos  6 1 Payan 
Galibert,  Paul 

*Hamilton  W.  B.  Shoe  Co.,  Limited 
Hydro  City  Shoe  Co.  Limited 

(G.  V.  Oberholtzer) 


*Jacobi  Philip 
*King  Bros. 

Lennox  J no.  & Co. 

*Marsh,  Wm.  A.  Co.  Limited 
McLaren,  J.  A.  Co.  Limited 
^Packard,  L.  H.  Co.  Limited 
Palmer,  John  Co.  Limited 
Pfister  & Vogel  Leather  Co. 
*Ritchie,  John  Co.,  Limited 
Robinson,  Jas.  Limited 
*Ryan,  Thos.  Co. 

*Slater,  Geo.  A,  Limited 

(Geo.  T.  Slater  &Z  Sons) 

Slater  Shoe  Co.  Limited 
*United  Shoe  Machinery  Co.  Ltd. 
*Weston,  F.  J.  Sons,  Limited. 
*White  Shoe  Co.  Limited 

(Garside  82  White) 

*Young,  Richard  Co. 


Thirty-two  firms  over  25  years 
Twenty  firms  over  30  years 
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Early  Fall 
Style  Notes 

What  May  be  the  Trend  of  Fall  Styles — 
Everybody  Guessing  as  Yet— Few  Willing 
to  Make  Startling  Departures  from  Pres- 
ent Vogue — Are  Longer  Skirts  Coming? 

THE  trend  of  women’s  shoe  styles  for  fall  depends 
upon  many  eventualities.  If  the  Paris  edict  for  longer 
skirts  should  hold  good  there  will,  of  course,  have  to 
be  a readjustment.  It  is  claimed  that  new  French  models 
show  skirts  within  six  to  eight  inches  from  the  ground,  but 
it  is  doubtful  if  women  who  have  seemed  to  favor  shorter, 
rather  than  longer  skirts,  will  be  influenced  much  by  the 
Parisian  vogue.  Many  of  the  garments  shown  in  New  York 
for  the  coming  fall  season  are  decidedly  shorter,  being  within 
two  or  three  inches  from  the  knees.  This  means  a continu- 
ance of  millinery  ideals  in  women’s  footwear  for  a con- 
siderable time  at  least. 

Low  Shoes  Will  Continue 

While  it  is  difficult  to  say  just  what  changes  may  come 
in  the  next  few  months,  there  is  no  disputing  the  fact  that 
there  is  no  abatement  of  the  demand  for  low  shoe  effects, 
and  particularly  of  straps.  Manufacturers  are  more  or  less 
cautious  about  innovations,  and  retailers  are  inclined  to 
continue  purchasing  lines  that  they  find  moving  quickly. 
It  is  safe  to  say  that  strap  effects  will  continue  well  into  the 
fall.  Oxfords,  and  particularly  brogue  effects,  or  shoes  with 
perforations  and  heavy  stitching  are  practically  sure  to 
follow.  A striking  note  in  the  style  situation  is  the  gradual 
return  of  patent  leather  in  low  cuts,  especially  in  pumps. 
Gray  suede,  of  course,  will  continue  to  be  popular  up  to  mid- 
summer, and  it  is  thought  that  gray  kid  will  ultimately  take 
its  place.  Browns  of  medium  shades  continue  to  hold  their 
own  in  spite  of  the  predictions  as  to  lighter  shades.  Manu- 
facturers who  have  gone  out  with  the  latter  have  so  far  been 
rather  disappointed.  Retailers  seem  afraid  to  venture  far 
in  this  direction. 

Small  buckles  continue  popular,  especially  in  the  one 
and  two  strap  lines,  but  the  fact  that  they  are  more  or  less 
difficult  to  adjust  as  'well  as  that  they  are  said  to  injure  the. 
stockings  is  creating  favour  for  buttons.  It  is  thought  that 
combinations  of  shades  and  materials  will  be  the  keynote 
of  fall  trade  in  women's  low  shoes  as  well  as  in  many  lines  of 
high  cuts.  Combinations  of  gray  seem  to  be  developing 
to  a marked  degree. 


It  is  said  at  some  of  the  fashionable  centres  across  the 
line  that  the  blucher  oxford  with  a certain  amount  of  per- 
forations and  fancy  stitching  will  supersede  the  brogue 
oxford  in  women’s  as  well  as  men’s  shoes.  While  the 
ornamentation  of  shoes  with  piping,  cut-outs  panels  and 
binding  will  be  at  its  height  this  spring  and  summer,  it  is 
thought  that  this  craze-  will  die  an  early  death  as  most  shoe 
fads  do.  Those  who  give  much  study  to  the  situation  claim 
that  the  fall  will  witness  a subsidence  of  many  of  the  extremes 
of  shoe  styles,  and  that  we  will  see  most  of  the  frills  elimin- 
ated. , 

Active  Selling  Expected 

In  the  meantime,  shoe  styles  promise  three  or  four 
months  of  the  most  active  selling  known  for  years.  Retailers 
who  have  been  seen  lately  all  seem  to  say  that  they  are 
following  a policy  of  meeting  the  demand,  but  are  keeping 
their  stocks  clean  as  they  go  along.  They  realize  that 
“perishable”  may  be  more  than  ever  written  over  shoe 
stocks,  and  are  wisely  endeavoring  to  keep  them  moving  as 
actively  as  possible.  This  applies  particularly  to  sport 
goods  which  are  just  about  to  come  in.  Wise  merchants  are 
using  them  as  they  are  novelties  to  advertise  their  business, 
but  are  watching  their  shelves  keenly  for  loiterers. 

Many  retailers  claim  that  they  are  still  “long”  in  high 
shoes,  and  unless  there  are  some  startling  innovations  in 
the  way  of  styles,  particularly  with  women’s,  there  will  not 
be  very  much  interest  in  this  class  of  goods  for  fall. 


SHOES  AND  LEATHER  IN  ALEXANDRIA,  EGYPT 

According  to  a report  from  Vice-Consul  George  Wads- 
worth, of  Alexandria,  Egypt,  published  in  the  United  States 
Commerce  Reports,  there  is  ordinarily  a good  market  at 
that  place  for  American  shoes  with  round  toes.  and  short 
vamps.  There  is  also  a good  market  for  upper  leather  (vici, 
patent,  glazed,  and  white  kid  for  fancy  shoes).  However, 
samples  of  uppers  are  absolutely  essential  in  order  to  get 
sales,  and  quotations  should  preferably  be  c.i.f.  Alexandria. 
Egyptian  imports  of  heavy  and  light  leathers,  boots  and 
shoes,  etc.,  during  the  first  nine  months  of  1919  and  1920 
were  valued  at  $2,452,000  and  $5,523,500,  respectively 
(values  being  converted  at  normal  rate  of  exchange,  20.23 
piasters  to  the  dollar).  This  trade  was  chiefly  with  the 
United  States,  France,  Italy,  Switzerland,  and  the  United 
Kingdom. 

There  is  no  demand  in  Egypt  for  sole  leather,  as  it  is 
made  locally.  The  local  product  is  inferior  in  quality  to 
American  leather  and  the  price  is  much  lower.  The  annual 
production  of  shoes  at  Alexandria  is  said  to  be  310,000 
pairs,  not  including  shoes  made  to  order. 


Some  new  French  ideas. 
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American  ideas  for  Summer  and  Fall 
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Where  the 
Lines  Converge 

Settling  the  Problems  of  the  Day — Manu- 
facturers and  Distributors  Compare  Notes 

THE  International  Limited  pulled  out  of  Belleville  and 
roared  her  way  into  the  afternoon  sun  in  the  general 
direction  of  Toronto.  The  four  men  in  the  smoking 
compartment  settled  themselves  into  their  seats  for  a long 
ride,  and  looked  each  other  over.  It  ;s  under  just  such  con- 
ditions that  the  affairs  of  the  world  are  settled  every 
day.  There  is  apparently  nothing  that  loosens  a man’s 
tongue  more  than  to  sit  in  a railway  coach  with  his  pipe 
or  cigar,  to  feel  the  motion  of  the  train  and  tc  see  the  country 
flying  past. 

Naturally,  by  the  time  they  had  reached  Cobourg  they 
had  straightened  out  the  Merman  question,  re-arranged 
export  trade,  cleared  up  the  political  complications,  and 
were  ready  to  get  down  to  serious  business. 

Incidentally,  they  had  disclosed  their  respective  iden- 
tities in  the  vague  manner  customary  in  such  gatherings. 
The  thin-faced  chap,  slightly  gray  at  the  temples,  and 
with  a keen,  bright  eye,  turned  out  to  be  a manufacturer 
from  the  neighborhood  of  Montreal;  the  short,  stout,  red- 
headed fellow  was  a wholesale  grocer  from  Hamilton;  the 
prosperous  looking  individual  near  the  window  was  an 
advertising  man;  while  the  fourth,  a big  jovial,  hearty-voiced 
man  of  middle  age,  the  dead-spit  of  the  old  type  drummer, 
turned  out  to  be  a very  successful  retail  shoe  man  from 
Western  Ontario. 

“How  do  you  find  labor  conditions  now?”  asked  the 
wholesaler.  “It  looks  as  if  it’s  going  to  be  a hard  proposition 
to  bring  wages  in  line  with  other  commodities,  doesn’t  it?"' 

A Manufacturer’s  Experiences 

“Well,  yes,  and  no,”  answered  the  manufacturer. 
“You  know  how  inefficient  the  workman — indeed,  not  only 
the  workman — has  been  for  the  last  few  years.  We  have  put 
up  with  a lot,  because  we  had  tc.  But  we  always  felt  that 
our  turn  would  come.  Strangely  enough,  however,  when 
our  turn  did  come,  we  found  our  hearts  were  not  as  hard 
as  we  had  thought.  I guess  more  manufacturers  have 
studied  good  practical  economics  the  last  year  than  ever 
befpre,  with  the  result  that  we  don’t  care  how  much  money 
a workman  gets.  What  we  want  is  results  commensurate 
with  that  amount. 

“Of  course,  we  have  had  the  opportunity  of  weeding 
out  our  forces,  figuring  that  it  was  a case  of  the  “survival 
of  the  fittest”  all  around.  I see  where  in  some  lines  manu- 
facturers have  made  direct  wage  cuts  of  from  ten  to  thirty 
per  cent.  That  may  be  one  way  out  of  it.  I was  talking  to 
a man  yesterday  who  had  cut  down  his  force  at  first  twenty- 
five  per  cent,  and  maintained  his  volume.  He  cut  it  another 
ten  per  cent,  and  his  production  went  up  a little.  He  finally 
reduced  his  force  over  forty  per  cent.,  and  by  increased 
efficiency  his  production  was  raised  over  twenty  per  cent, 
above  the  initial  point,  while  his  actual  wage  bill  was  down 
over  thirty  per  cent.  That  shows  how  rotten  things  were, 
and  what  can  be  done.” 

“What  line  have  you  adopted  yourself?”  asked  the 
retailer. 

“Well,  we  considered  the  question  from  every  angle. 
We  are  fortunate  in  having  no  union  to  deal  with,  and  many 
of  our  men  have  been  with  us  for  years.  Some  we  were 
forced  tc  let  go,  as  we  could  not  hope  to  maintain  the  volume 
of  business  we  had  been  getting.  So  we  trimmed  down 
our  staff  to  what  we  thought  was  reasonable,  and  called  a 


meeting  of  the  men  we  had  retained  We  put  the  whole 
situation  before  them,  and  told  them  we  would  undertake 
to  keep  them  busy  as  long  as  we  could  at  the  Same  wages, 
but  they  must  increase  their  per  man  output.  They  saw  the 
point.  The  answer  is  that  we  are  still  going,  and  I’d  almost 
be  ashamed  to  confess  the  reduction  in  labor  cost  we  have 
obtained — ashamed  because  it  shows  the  state  into  which 
we  had  let  manufacturing  sink. 

“We  have  other  problems  to  face,  too.  Just  now  I’m 
digging  after  the  nigger  in  the  woodpile  of  selling  and  over- 
head expense.” 

The  Jobber’s  Story 

“You’ve  said  it!”  exclaimed  the  wholesaler.  “That’s 
the  point  that,  hits  me!  My  labor  problem  is  relatively 
simple — though  it’s  there.  A few  men  in  the  warehouse 
and  office  don’t  run  into  a lot  of  money,  though  they  have 
got  to  run  into  less  this  year  than  for  some  time.  I’ve  come 
to  the  conclusion  that  I can’t  increase  my  business  this  year, 
nor  can  I increase  my  gross  margin.  Moreover,  I don’t  want 
to  face  any  further  losses  if  I can  help  it.  So  it  just  comes 
down  to  doing  the  same  or  smaller  business  for  less  money. 
And  the  difference  has  got  to  come  from  some  place. 

“The  general  public  has  an  idea  that  the  ‘middleman’ 
has  a cinch.  Don’t  you  believe  it!  We  work  for  every  nickel 
we  get.  I’ve  also  heard  it  said  that  a man  can  make  money 
faster  and  with  less  actual  capital  in  the  wholesale  grocery 
business  than  any  other  place.  That  may  be  true  sometimes, 
but  you  can  have  mine  right  now , if  you’ll  get  under  the  load 
I’ve  got.  Why,  the  only  bright  spot  I can  see  is  that,  with 
lower  values,  less  capital,  and  therefore  less  interest,  will 
be  necessary  to  carry  on. 

“See  what  I’m  up  against.  We  wrork  on  a percentage 
basis.  What  happens  when  values  fall?  The  percentage 
stays  constant,  maybe,  but  the  actual  gross  profit  falls  pro- 
portionately. But  does  my  cost  of  doing  business  fall? 
Not  a chance!  At  least,  it  hasn’t,  but  it  will  if  I know 
anything.  Look  at  the  freight  rates — sky-high  and  not  likely 
to  come  down  very  soon.  Do  you  know  that  in  January 
after  taking  heavy  losses  on  stock  on  hand,  selling  other 
goods  at  or  near  cost  to  try  to  get  some  business,  my  cost 
of  doing  business  increased  over  ten  per  cent.  If  you  have 
any  idea  as  to  the  net  profit  on  the  turnover  in  my  game  you 
can  see  wdiere  I get  off.  Upon  my  soul,  they  talk  about  a 
famine  in  China;  it  isn’t  a patch  on  the  famine  we  have  here! 
I don’t  believe  the  people  of  Canada  are  eating,  wearing  or 
using  anything  these  days,  though  my  own  bills  at  the  house 
seem  to  come  in  as  regularly  as  ever.  You  shoe  dealers  have 
a snap.  At  least,  we  can't  go  barefoot;  we’ve  got  to  wear 
shoes,  and  that’s  one  thing  we  can’t  hoard.” 

A Retailer’s  Lament 

“To  put  it  in  the  current  phrase,  ‘How  do  you  get  that 
way?’  ” rejoined  the  shoe  dealer.  “It’s  mighty  interesting 
to  hear  you  fellows  tell  about  your  problems,  for  they 
are  exactly  the  same  things  that  I’m  up  against.  But  as 
I see  it  now,  the  only  people  that  can’t  do  without  shoes 
these  days  are  the  women.  God  bless  them!  They’ve  got 
to  be  shod  right  up  to  the  minute,  and  if  it  weren’t  for  that 
the  poor  shoeman  would  starve  to  death.  Meanwhile, 
father  and  Willie  are  wearing  last  year’s  boots  cut  down  and 
trimmed  over  by  the  shoe  repair  man,  or  by  father  in  the 
back  wood-shed.” 

“Oshawa!”  bawled  the  brakeman. 

“Just  take  a look  at  the  classy  street  cars  they  run  to 
meet  the  trains  in  this  burg,”  said  the  advertising  man. 
“They  ought  to  show  them  to  Bob  Fleming,  in  Toronto. 
This  town  has  certainly  gone  ahead  in  the  last  few  years.” 

“Yes,  and  as  soon  as  things  settle  down,  or  brighten 
up,  it  will  go  ahead  faster,”  said  the  wholesaler.  “At  present 
it  is  typical  of  the  times.  A bustling  town  all  shot  to  pieces 
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by  trade  disorganization.  I see  that  the  automobile  busi- 
ness is  showing  signs  of  opening  up  again. 

“But  go  on  with  your  famine  campaign,”  he  said  to  the 
retailer.  “What  are  your  troubles?” 

“Well, ’’said  the  retailer,  “ ’tis  a sad  tale,  soon  told. 
Last  year  they  told  us  there  would  never  be  a top  to  prices. 
I didn’t  believe  that  altogether,  and  always  prided  myself  on 
playing  them  close  to  my  chest,  no  matter  what  game  I 
sat  in.  However,  I had  to  have  some  fall  and  winter  stock, 
so  I placed  orders.  Along  in  the  summer  things  went  bad. 
Finally,  I took  in  some  shoes,  but,  after  lying  awake  nights 
I was  obliged  to  cancel  some  orders,  being  particular  to 
pick  out  the  firms  who  had  treated  me  pretty  rough,  as,  I 
thought,  in  the  previous  year  or  so.  I still  think  I was 
justified  in  doing  that.  But  I still  found  my  stock  too  heavy 
to  move,  and  prices  were  slipping  on  all  sides.  I put  on 
special  sales,  slashed  my  prices,  wrote  down  my  stocks  and 
took  bigger  losses  than  I had  thought  I could  stand.  To-day 
I have  a stock  perhaps  a little  heavy — at  any  rate  heavier 
than  I like,  but  based  on  what  1 chink  are  replacement  values. 
And  I’m  hanging  on  with  both  hands  and  all  my  teeth, 
with  the  idea  of  getting  back  my  money  when  the  turn  comes, 
if  it  ever  does.  And  the  tough  part  of  it  is  that  you  still 
hear  some  people  raving  about  the  retailer  gumming  up  the 
wheels  of  progress. 

Never  Again 

“If  I get  out  whole  I’ll  have  learned  some  valuable 
lessons.  Like  the  extinct  type  of  drunkard,  “Never  again!” 
is  my  motto. 

“Never  again  will  you  catch  me  with  heavy  stocks  on 
a top  heavy  market,  or  any  other  kind.  I’m  going  to  play 
closer  to  the  market,  buy  oftener,  in  smaller  lots,  and  turn 
over  my  goods  quicker.  And  if  they  don’t  turn  at  one  price, 
they’ll  go  down  till  they  do  move.  My  buying  will  need  more 
attention,  but  it  will  get  it. 

“Odd  lines  will  be  cleaned  out  with  the  least  possible 
delay.  And  the  salesman  that  loads  me  up  will  have  to 
go  some  to  do  it. 

“My  sales  people  will  give  me  ten  hours  work  in  an 
eight  hour  day,  instead  of  the  reverse,  and  I’ll  make  it  worth 
their  while.  I’ll  do  my  share  in  helping  them  to  make  and 
keep  themselves  efficient  and  on  their  toes. 

“Anything  that  looks  like  a luxury  on  my  expense 
account  will  be  cut  off,  too.  But  I’m  not  going  to  hesitate 
to  spend  money  if  results  are  in  sight  from  such  an  expendi- 
ture.” 

“Now  you’ve  said  something,”  chimed  in  the  advertis- 


ing man.  “Where  do  you  class  advertising  in  that  pro- 
gramme?” 

About  Advertising 

“Well,  that’s  one  thing  I thought  I’d  cut  down  on,” 
answered  the  retailer. 

“You’ll  make  the  mistake  of  your  life  if  you  do,”  said 
the  wholesaler. 

“I  rather  agree  with  our  wholesale  friend,”  the  manu- 
facturer contributed. 

“Well,  I’m  glad  we’re  almost  unanimous,”  smiled  the 
advertising  man.  “My  business  demands  a certain  knowl- 
edge of  the  problems  of  labor  and  manufacturing,  but  we 
advertising  men  do  make  a hobby  of  studying  merchandis- 
ing and  distribution.  I have  discussed  this  question  with 
quite  a number  of  men  recently,  and  have  followed  dis- 
cussions in  various  parts  of  Canada  and  the  United  States. 

“Recent  information  goes  to  show  that  quite  a pro- 
portion of  business  men  have  cut  down  advertising  appro- 
priations. But,  strange  as  it  may  seem,  a surprisingly 
large  number  of  merchants  nave  deliberately  increased  their 
advertising  expenditures.  They  feel  that  anything  that 
makes  for  increased  efficiency  or  volume  is  well  worth  while. 
And  advertising  is  regarded  as  a distinct  means  of  sales 
promotion,  and  should  be,  if  anything,  emphasized. 

“The  up-to-date  merchant  is  reviewing  his  whole  selling 
organization.  Store  equipment  and  conveniences  must  be 
up-to-date,  efficient,  pleasing  to  customers.  His  clerks 
must  be  on  the  job,  courteous,  alert,  pleasant  and  ready  to 
seive  or  show  goods.  His  accounting  and  cost  systems 
must  be  bullet-proof,  and  he  must  not  lose  any  opportunity 
of  getting  buyers  or  possible  buyers  into  his  store.  The 
same  principles  apply  to  wholesale  distribution  and  manu- 
facturing.” 

“Toronto,  Union  Station!”  came  the  brakeman’s  voice. 

“Just  think  that  over,  Mr.  Retailer,”  said  the  adver- 
tising man,  as  he  dodged  through  the  crowd  for  his  car. 

So  the  four  travellers  separated,  each  to  his  own,  yet 
all  to  similar  problems. 

DON’T  FORGET  YOUR  INCOME  TAX 

Don’t  forget  that  you  must  make  your  income  tax 
return  by  April  30th,  whether  you  are  making  business  or 
personal  returns.  It’s  up  to  you  to  get  the  forms,  return 
them  with  at  least  one  quarter  of  the  total  tax,  and  if  you 
make  a mistake  you  pay  the  penalty. 


These  illustrations  are  particularly  interesting  as  they  show  so  completely  the  construction  of  one  of  the  leading  lines 
of  children’s  shoes  made  in  Canada — the  Globe  Pillow  Welt  made  by  Globe  Shoe,  Limited,  of  Terrebonne,  Que. 
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More  About 
the  Jobber 

His  Position  Discussed  From  All  Sides — 
Essential  to  the  Ordinary  Retailer — A Dis- 
tributing Medium  for  Small  Manufacturers 

THERE  are  new  words,  catch-phrases  and  slogans 
being  invented  or  popularized  every  day.  The  word 
“propaganda”  has  been  in  the  dictionary  for  a long 
time,  with  a very  definite  meaning.  Yet  the  average  man 
if  asked  to  give  the  word  relating  to  it  that  first  came  into 
his  mind  would  immediately  say  “German.”  In  the 
minds  of  most  people,  the  word  has  attained  the  meaning 
of  something  insidious  or  evil.  The  word  “profiteer”  is 
probably  a by-product  of  the  war,  and  immediately  calls 
up  visions  of  munitions,  rents,  retailers,  and  Boards  of 
Commerce. 

The  fellow  that  invented  these  words  was  the  direct 
lineal  descendant  of  the  man  that  harped  on  the  “elimin- 
ation of  the  middle  man.” 

Ask  the  man  on  the  street  what  he  thinks  of  the  “mid- 
dleman.” Nine  out  of  ten  would  have  difficulty  in  defining 
or  explaining  the  term,  but  that  same  nine  would  say  he 
was  an  evil  and  the  related  word  was  “eliminate.”  That  is 
the  natural  result  of  publicity  of  the  kind  that  has  been 
rampant  for  the  past  decade  or  more. 

In  the  early  days  of  trade,  lack  of  transportation  facilities 
localized  manufacturing  and  selling,  with  the  result  that 
each  artisan  manufactured  on  a small  scale  and  sold  his 
own  goods  locally,  or  bartered  them  for  other  goods.  Grad- 
ually there  appeared  a set  of  men — still  represented  by  the 
itinerant  peddler,  who  purchased  goods  in  one  locality, 
and  transported  them  to  another  and  sold  them.  That  was 
the  birth  of  modern  distributing  methods,  and  the  intro- 
duction of  the  “middleman.”  Functions  have  become  so 
specialized  that  a middleman  may  now  be  an  agent,  broker, 
jobber,  wholesaler,  commission  man,  or  retailer.  Any  one 
who  stands  between  the  original  producer  and  the  ultimate 
consumer  may  fairly  be  classed  as  a “middleman.” 

As  long  as  prices  appeared  reasonable,  little  complaint 
was  heard  except  from  chronic  agitators  and  socialists  who 
are  always  after  anything  the  other  fellow  has.  But  with 
rising  prices  and  the  “high  cost  of  living,”  and  the  cost  of 
“high  living,”  we  started  to  look  for  a goat  or  goats.  So  the 
discovery  was  made  that  the  “middleman”  was  the  little 
joker  that  had  upset  the  game.  No  doubt  in  many  cases 
the  multiplicity  of  hands  through  which  goods  pass  under 
the  modern  systems  of  distribution  adds  to  the  final  cost. 
But  the  broad  statement  must  be  allowed  that  in  general 
the  specialization  we  have  achieved  makes  for  wider  dis- 
tribution, reduces  lost  motion  and  in  general  pays  its  way 
measured  in  terms  of  money  or  the  advancement  of  civiliza- 
tion. 

So  there  is  no  question  but  that  the  middleman  is  here, 
and  here  to  stay.  Just  what  his  functions  will  ultimately 
be  depends  entirely  on  how  he  plays  his  part  in  the  general 
scheme  of  merchandising. 

So  far  as  the  jobber  or  wholesaler  is  concerned  as  we 
understand  the  term  in  the  shoe  trade,  or  in  the  textile  or 
grocery  trades,  those  who  are  prone  to  criticize  him  are 
largely  found  in  the  manufacturing  end  of  the  business. 
And  this  is  more  closely  confined  to  manufacturers  whose 
products  are  of  a specialized  nature.  There  are  more 
complaints  of  this  nature  to  be  heard  in  grocery  circles  than 
in  any  other  class  of  trade.  But  as  the  bases  of  the  trades 
are  similar,  the  shoe  man  can  get  some  valuable  pointers 
from  the  grocery  man. 

The  general  complaint  is  that  the  jobber,  carrying  a 


multiplicity  of  lines,  does  not  give  as  much  attention  to 
any  one  manufacturer’s  line  as  that  particular  manufacturer 
thinks  he  should.  The  fact  that  it  is  an  impossibility  for 
the  jobber’s  salesman  to  specialize  on  every  line  he  is  selling 
serves  only  to  stir  up  the  manufacturer.  He  immediately 
starts  hunting  for  some  means  of  stimulating  his  own  busi- 
ness. This  may  quite  properly  take  the  form  of  consumer 
advertising,  dealer  advertising  and  dealer  helps,  such  as 
store  cards,  displays,  window  displays,  literature  directed 
at  jobbers  and  jobbers’  salesmen,  or  specialty  salesmen 
introducing  the  manufacturer’s  own  line,  but  putting  their 
orders  through  the  wholesale  house.  All  these  schemes  have 
their  advocates,  and  some  are  worked  to  such  an  excess 
that  the  jobber  becomes  aroused  at  what  he  thinks  is  unwar- 
ranted interference  with  his  own  business.  But  for  the  most 
part,  he  welcomes  any  sales  pressure  the  manufacturer  can 
bring  to  bear  on  the  field. 

On  the  other  hand,  the  manufacturer  may  take  the 
view  that  the  bulk  of  the  work  falls  on  him,  and  the  whole- 
saler’s function  resolves  itself  into  a matter  of  warehousing, 
credits  and  shipments,  and  that  by  more  intensive  effort 
on  his  own  part,  the  additional  results  would  make  it  worth 
his  while  to  enter  those  fields  and  save  the  jobber’s  profit 
for  himself.  In  such  a field  as  the  United  States  such  an 
undertaking  presents  a problem  of  no  mean  proportions. 
Just  at  present  the  grocery  trade  have  their  eyes  focused 
on  the  experiment  being  tried  by  Proctor  and  Gamble,  of 
Ivory  Soap  and  Crisco  fame.  This  big  house  has  cut  away 
from  the  jobber  and  is  going  direct  to  the  retail  trade  with 
or  without  success,  depending  on  the  identity  of  your 
informant. 

Their  methods  themselves  are  an  admission  of  the 
difficulties.  For  instance,  their  sales  are  limited  to  retailers 
buying  above  a certain  quantity,  and  they  are  passing  up 
the  small  store  from  reasons  of  selling  and  distributing 
expense,  as  well  as  credit.  They  are  satisfied  to  let  the 
ordinary  jobber  handle  the  small  lots  and  poor  risks,  and  by 
intensive  consumer  advertising  hope  to  create  and  main- 
tain a demand  that  will  force  him  to  stock  their  goods. 
Naturally,  the  wholesale  grocer  is  not  keen  on  having  the 
manufacturer  “skim  the  cream,”  and  force  him  to  take  what 
is  left. 

• In  certain  territories,  moreover,  compromises  have  been 
made  in  the  way  of  exclusive  representation  or  warehousing 
arrangements  with  jobbers. 

An  outstanding  example  of  the  other  type  is  the  firm  of 
Libby,  McNeill  and  Libby.  With  nation-wide  distribution 
they  do  all  their  business  through  wholesale  houses.  They 
have  stocks  located  at  strategic  points  to  give  them  the 
benefit  of  carload  rates.  They  also  have  sales  offices,  specialty 
salesmen,  do  national  advertising  to  consumer  and  dealer, 
and  yet  find  it  advantageous  to  place  all  their  business 
through  brokers  and  jobbers,  no  matter  by  whom  the  sale 
is  made. 

There  seems  to  be  little  discussion  as  to  how  staple 
lines,  either  of  food  products  or  wearing  apparel,  should  be 
handled.  With  few  exceptions  it  is  admitted  that  they  are 
best  warehoused,  sold  and  delivered  by  wholesale  merchants 
carrying  stocks  for  local  consumption  and  working  the 
trade  more  frequently  than  national  distributors  could  do. 

The  above  all  with  a view  to  touching  on  some  of  the 
general  considerations  of  the  jobber  question  that  are 
engaging  the  attention  of  the  business  world. 

Returning  to  the  case  of  the  jobber  in  the  shoe  trade, 
we  have  received  communications  from  many  sources  and 
localities  on  the  subject.  There  are,  of  course,  some  dealers 
who,  buying  in  relatively  large  quantities,  find  it  of  advan- 
tage to  deal  with  the  manufacturer  direct.  There  are,  on 
the  other  hand,  manufacturers  who  prefer  to  go  to  the 
retail  trade  direct.  For  the  most  part  this  is'applicable 
to  trading  in  lines  that  could  not  be  classed  as  staple.  Where 
( Continued  on  page  67) 
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Could  You  Make  More 
Money  Match- 
ing Coins? 

Inaccurate  Cost  Figures  are  the  Rule 
Rather  than  the  Exception — MR.  EDWARD 
N.  HURLEY 

AS  a manufacturer  of  note,  as  former  chairman  of  the 
United  States  Shipping  Board,  and  as  former  chair- 
man of  the  Federal  Trade  Commission,  Mr.  E.  N. 
Hurley’s  comments  on  business  methods  are  worth  noting. 
Writing  in  the  American  Magazine,  he  says: 

Here  are  a few  surprising  facts  on  business.  I learned 
them  in  the  investigations  conducted  as  chairman  of  the 
Federal  Trade  Commission  just  before  the  war: 

One  half  of  all  the  people  in  business  in  this  country  do 
not  know  from'  day  to  day  whether  they  are  making  money 
or  losing  money.  They  may  think  they  know.  They  may 
tell  you  they  are  making  money,  or  they  may  tell  you  they 
are  falling  behind.  But  in  either  case  they  will  be  only 
guessing.  They  cannot  know  accurately,  for  they  have  no 
cost  books  and  thus  .no  way  of  determining  costs.  They 
frankly  work  by  rule  of  thumb. 

Forty  per  cent,  of  business  men  go  a little  further  than 
the  benighted  one  half  and  have  some  rough  way  of  estimat- 
ing costs;  they,  too,  are  just  as  apt  to  be  wrong  as  right,  and 
are  really  worse  off  than  the  first  group  because  a bad 
system  is  worse  than  none  at  all. 

The  remaining  ten  per  cent,  actually  know  what  it 
costs  them  to  do  business. 

The  hardest  thing  in  business  is  not  to  make  money  but 
to  know  if  you  are  making  it,  and  why;  otherwise,  business 
becomes  purely  a matter  of  luck.  Anyone  who  conducts 
business  without  knowing  what  he  is  doing. is  merely  trusting 
to  luck.  His  chances  of  success  are  no  greater  than  if, 
instead  of  opening  a shop  or  a store,  he  takes  up  matching 
coins  as  a profession.  The  figures  prove  this.  Out  of 
250,000  business  corporations  that  reported  to  the  Federal 
Trade  Commission,  100,000  showed  no  net  income  at  all. 
In  tossing  coins,  one  has  a fifty-fifty  chance  of  winning. 
The  average  of  business  success  is  only  slightly  better  than 
fifty-fifty. 

Of  the  250,000  corporations  whose  affairs  were  known 
to  the  Commission,  only  60,000  earned  over  $5,000  a year 
and  90,000  earned  less  than  $5,000  a year.  These  figures 
would  seem  scarcely  credible  were  they  not  founded  on  the 
reports  of  the  owners  of  the  businesses  themselves.  They 
mean  that  nineteen  out  of  every  twenty-five  corporations 
in  business  either  earn  nothing  at  all,  or  earn  only  the  fair- 
sized salary  of  one  good  man. 

Most  manufacturers  do  have  book-keeping  systems; 
but  many  of  them  simply  keep  the  actual  cost  of  material 
and  labor  used;  they  seldom  account  for  materials  wasted 
or  lost  in  the  process  of  manufacture,  or  for  bad  debts.  The 
expenses  over  and  above  labor  and  materials  are  known  as 
“overhead,”  and  are  highly  important.  This  “overhead”' 
expense  often  equals  the  cost  of  labor  and  material. 

Business  men  sometimes  make  a careful  study  of  what 
an  article  costs  during  a certain  period,  and,  then,  taking 
the  resulting  figures  as  a standard,  use  them  for  years  with- 
out checking  up.  I know  one  firm  that  thought  it  cost  a 
dollar  a day,  over  and  above  wages,  to  send  out  a mechanic 
and  helper  on  jobbing  work.  For  a long  time  they  made 
that  charge.  An  accountant,  analyzing  the  costs,  dis- 
covered that  these  two  men,  exclusive  of  wages  or  any  profit, 
actually  cost  in  overhead  expenses  an  average  of  $2.16  a 
day! 


A manufacturer  of  shirts  established  by  test  a cost, 
and  used  the  same  figure  for  nearly  two  years.  When  he 
checked  up  by  an  inventory  he  found  he  had  lost  $20,000, 
because  the  standard  cost  had  not  taken  into  account  waste 
of  materials.  A firm  doing  a business  of  around  $100,000 
a year  kept  only  the  cost  of  labor  and  materials.  They  put 
in  a new  system  which  disclosed  that  twenty-five  per  cent 
of  their  business  had  been  done  at  a loss,  that  another 
twenty-five  per  cent.,  purely  by  luck,  was  done  at  a profit 
sufficient  to  cover  that  loss,  and  that  their  net  profit  came 
out  of  the  remaining  $50,000  worth  of  business.  A business 
of  half  the  size,  well  managed,  would  have  been  more  profit- 
able. 

No  man  has  a right  to  be  in  business  unless  he  knows 
his  costs.  Installing  a system,  or  keeping  up  the  books,  is 
not  an  expense.  It  is  insurance  money.  The  price  of  an 
adequate  cost  system  is  paid  over  and  over  again  every 
month. 

No  man  has  a right  to  ask  for  credit  unless  he  knows 
what  he  is  doing;  and  he  cannot  know  this  unless  he  not  only 
knows  costs,  but  is  able  to  relate  them  to  income.  Before 
attempting  to  get  expenses  in  shape  it  is  necessary  to  find 
out  not  only  what  your  expenses  are,  but  also  what  they 
should  be. 

There  is  always  the  question  whether  the  dollar  one 
is  asked  to  spend  should  be  spent — whether  it  will  give  a 
return  or  whether  it  is  waste.  It  is  not  the  great  sums  that 
matter,  one  catches  those  at  once.  It  is  the  little  sums 
that  are  paid  out  in  the  course  of  the  day’s  work  that  fre- 
quently spell  the  difference  between  profit  and  loss,  between 
success  and  failure.  The  larger  the  business,  the  larger- 
the  number  of  opportunities  for  waste,  although  the  propor- 
tion is  not  as  large  in  big  as  it  is  in  little  business. 

This  is  the  method  that  we  finally  worked  out  and 
which  I think  will  apply  equally  well  to  any  kind  of  business, 
irrespective  of  size.  It  may  also  be  applied  to  one’s  private 
affairs : 

First,  we  took  the  year’s  business  and  planned  what 
the  next  year’s  business  ought  to  be;  that  is,  set  a definite 
task.  The  figure  was  not  the  highest  possible,  but  a good 
conservative  estimate,  made  up  by  going  over  each  territory 
and  finding  the  amount  that  could  reasonably  be  sold. 
Anyone  can  arrive  at  a similar  figure  in  his  own  affairs;  the 
corner  store  can  work  out  from  the  books  how  much  has 
been  sold  in  the  past,  and  can  then  calculate  a quota  for  the 
next  twelve  months.  The  amount  to  be  fixed  should  not 
be  limited  only  by  hope;  it  should  be  limited  by  experience 
and  then  regarded  as  a minimum  and  not  a maximum. 

That  figure  represents  the  gross  income.  We  deducted 
from  that  the  profit  that  we  calculated  to  make:  That 

profit  will  depend  upon  the  nature  and  risks  of  the  business. 
It  is  practically  impossible  for  other  than  very  large  con- 
cerns selling  enormous  amounts  of,  goods  to  work  on  less 
than  fifteen  per  cent,  profit  on  gross  sales;  the  ordinary  man 
will  have  to  allow  at  least  twenty  per  cent.  (Remember,  I 
am  speaking  of  sales — not  invested  capital.)  First  calculat- 
ing the  profit  seems  to  be  putting  the  cart  before  the  horse, 
but  unless  this  profit  is  first  reckoned,  so  that  a minimum 
figure  of  expense  is  had,  one  cannot  know  whether  the 
spending  is  from  what  was  calculated  as  expense  or  from  what 
was  going  to  be  the  profit  margin. 

Say  the  profit  is  to  be  twenty  per  cent,  and  the  who  e 
sum  of  the  business  is  to  be  $100,000.  Then  we  know  that 
we  cannot  spend  more  than  $80,000  without  cutting  into 
the  planned  profit. 

Next,  we  go  back  over  our  expenses  and  find  out  how 
much  we  were  spending  in  the  past  and,  separating  all  the 
expenses,  get  the  absolute  limits  that  must  not  be  crossed  if 
we  are  to  carry  out  our  plans.  We  shall  have  to  pare  down 
a lot  of  items  in  order  to  get  within  the  limit.  We  shall 
begin  to  find  out  what  we  can  afford,  and  the  experience  is 
( Continued  on  page  65) 
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Spare  Time 

Some  Thoughts  on  Present  Day  Tenden- 
cies and  Where  They  are  Leading  Us 

THE  place  of  chemistry  in  world  affairs  has  become 
more  evident  in  the  eyes  of  the  general  public  since 
the  fall  of  1914.  Since  that  time  chemists  have  been 
so  busy  with  winning  wars — and  with  problems  of  recon- 
struction that  their  opportunities  for  expression  of  opinion 
on  what  is  going  on  about  them  have  been  few.  Dr.  H.  W. 
Jordan,  of  Syracuse,  now  breaks  into  print  in  the  Journal 
of  Industrial  and  Engineering  Chemistry,  with  a few  thoughts 
that  are  well  worth  reproduction  and  reflection. 

“Do  married  men  live  longer,  or  does  it  only  seem 
longer?”  Charles  A.  Dana  used  to  ask  in  the  New  York  Sun. 
A similar  query  confronts  us.  Is  life  easier,  or  do  we  only 
think  it  easier?  Are  we  growing  more  versatile,  now  that 
power  driven  machinery  does  the  work  we  used  to  do  with 
our  muscles?  Are  we  putting  more  into  life  than  we  take 
out,  and  building  a reserve  of  interests  to  draw  upon  after 
the  age  of  fifty?  Electric  power  and  lighting  have  added 
one  day  a week  to  our  spare  time.  Are  we  using  those 
hours  to  gain  superior  skill  of  mind  and  of  senses? 

The  easiest  way  is  not  always  the  best.  Some  well- 
meaning  but  misguided  persons  feel  sorry  for  animals.  They 
put  sweaters  on  dogs  and  feed  them  mushy  food  instead  of 
cheap,  tough  meat  and  bones,  and  they  fix  soft  pillows  for 
them  to  sleep  on  alongside  the  radiator.  It  doesn’t  help 
the  dog.  When  he  falls  afoul  of  a real  dog  that  has  led  a 
dog’s  life,  the  dog  with  the  sweater  usually  returns  home 
looking  like  a shredded  wheat  biscuit,  if  he  returns  at  all. 
Even  though  he  escape  that  swift  fate,  we  know  that  he  will 
lose  his  teeth,  grow  blind,  and  die  several  years  earlier  than 
if  he  were  to  run  at  large  on  a farm,  eat  bones,  and  sleep 
in  the  haymow. 

The  Law  of  Evolution 

|The  law  of  evolution  is,  that  increasing  specialization 
and  peculiar  fitness  for  any  special  condition  of  life  mean 
unfitness  for  other  and  different  conditions.  When  spe- 
cialization in  any  one  direction  goes  so  far  as  to  unfit  us  for 
other  and  general  conditions,  then  the  chances  for  survival 
are  greatly  reduced.  Sooner  or  later  the  narrow,  specialized 
species  becomes  extinct  or  returns  to  a more  generalized  type. 

That  is  happening  in  America.  Most  of  the  work  now 
done  in  factories  by  machinery  used  to  be  done  by  hand  at 
home.  Soap,  clothing,  tablecloths,  sheets,  and  all  else  were 
made  at  home.  Every  ounce  of  food  was  cooked  or  pre- 
served there,  and  cooking  was  a household  art.  To-day,  if 
we  lost  our  can  openers  we  would  starve.  We  used  to  do 
any  job  that  came  our  way,  do  it  right  the  first  time,  and  do 
it  alone. 

When  specialization  goes  so  far  that  it  fits  us  to  do  only 
one  thing,  we  lose  our  self-reliance  and  tend  to  become 
extinct,  or  we  return  to  our  generalized  life.  Proof  of  this 
is  the  rapidly  increasing  demand  that  the  government 
organize  and  do  everything.  We  insist  that  the  state  legis- 
lature pass  laws  to  run  the  cities,  and  we  implore  Congress 
to  regulate  the  price  of  wheat  and  peanuts.  The  more 
government  does,  the  more  we  want  it  to  do.  Like  the  pet 
dog  in  the  pink  sweater,  we  refuse  to  eat,  unless  it  be  brought 
to  us  and  we  be  coaxed  to  eat  sweetened  food  that  we  don’t 
need  to  chew. 

We  do  not  realize  how  quickly  we  lose  valuable  powers 
of  hand,  eye,  and  ear,  that  have  taken  ages  to  acquire. 
Our  forefathers  got  most  of  their  meat  by  hunting  for  it 
in  the  woods,  instead  of  by  telephoning  to  have  it  delivered 
at  the  house  and  charged  on  the  bill.  They  could  track  game 
for  miles,  as  a hound  does  a fox.  This  is  lost  to  us  city 
dwellers.  Many  other  keen  faculties  of  ear,  eye  or  hand 


that  we  were  forced  to  use  before  we  got  our  easy  jobs  on 
automatic  machines  are  fading  away.  We  are  so  thoroughly 
contented  with  our  power-driven,  short  hour  work  that  we 
have  not  taken  the  trouble  to  think  up  new,  personal,  improv- 
ing activities  to  keep  our  hands  and  heads  busy  through 
that  extra  day  a week  that  electricity  has  given  us. 

We  have  lazily  given  up  individual  pursuits  and  have 
fallen  victims  of  commercialized  amusement  and  crowd  habits 
that  steadily  drag  us  deeper  into  passive  life.  We  sit  in 
crowds  on  bleachers  or  in  dark  rooms,  to  watch  small  groups 
of  active  people,  paid  to  exercise  for  us,  some  of  whom  are 
• only  photographic  images,  that  do  not  require  even  the 
exertion  of  applause. 

Lack  of  Personal  Resourcefulness 

This  rapid,  broadspread  decline  in  the  personal  resource- 
fulness of  our  people,  their  tendency  to  lean  on  crowds  and 
the  government,  is  a serious  social  condition.  If  we  allow 
it  to  grow,  the  end  is  the  inevitable  one  of  evolution.  Either 
we  shall  become  a . weak,  inferior  nation  with  a declining 
birth-rate  ending  in  extinction , or  we  shall  be  conquered  by 
a more  virile  and  versatile  people  of  generalized  type,  who 
will  come  in,  round  us  up — and  put  us  on  reservations. 

Our  best  national  defense  is  that  we  each  be  versatile 
in  many  lines  outside  the  day’s  work.  If  wTe  bowl,  play  in 
the  band  or  take  part  in  a minstrel  show,  let  us  put  out  every 
ounce  of  energy  and  brain  into  it.  If  it  be  checkers,  or 
whist,  get  the  best  books  on  the  subject,  study  the  play, 
and  learn  it  to  its  depths.  When  that  is  conquered,  take  up 
other  subjects  and  become  master  of  each,  in  its  turn. 
“Hit  the  line  hard,”  said  Roosevelt,  who  made  himself 
an  expert  in  everything  he  undertook. 

The  highly  specialized  life  that  we  limit  to  the  day’s 
work  and  to  passive  spare  time  makes  us  narrow,  selfish 
and  intolerant.  It  benumbs  our  intellectual  and  social 
senses.  “Specialists  are  more  or  less  indifferent  to  intellec- 
tual acquirements  and  gifts  that  lie  outside  their  specialty. 
When  they  air  their  ideas  upon  social  or  philosophic  topics, 
they  utterly  astound  one  by  their  primitive  and  rustic 
conceptions.” 

When  we  consider  that  several  great  civilizations  have 
become  completely  extinct  in  Asia,  the  Greek  Islands, 
Egypt,  Yucatan,  and  Peru,  we  must  not  be  too  sure  of  the 
endurance  of  American  civilization,  if  we  disregard  evolution 
by  wasting  our  spare  time.  City  life  does  not  permit 
strenuous,  outdoor,  muscular  action,  but  it  offers  a wfide 
range  of  keenly  entertaining,  personal  interests  that  compel 
skilful  use  of  the  hands,  and  force  us  to  see  straight,  hear 
straight,  and  think  straight.  We  need,  each,  to  be  an 
amateur  expert  in  many  interesting,  personal  things,  that 
we  do  for  the  love— the  amour — of  the  working. 

A splendid  feature  of  the  war  was  the  prolonged  session 
of  knitting  that  brought  back  the  nimbleness  of  fingers  and 
attention  to  color  and  design  that  our  grandmothers  had  in 
patchwork  quilt  days.  Until  we  try  it,  we  cannot  realize 
the  joy,  health  and  friendship  that  spring  from  amateur 
music,  amateur  drama  or  gardening,  and  from  social  sub- 
jects studied  alone  or  in  classes  to  stimulate  discussion  and 
public  speaking.  All  these  keep  our  bodies  young  and 
our  minds  clear,  so  that  we  put  more  into  life  than  we  take 
out  of  it. 

Life,  like  a business  enterprise,  fails  and  dies  if  it  does 
not  grow.  In  the  easy  satisfaction  that  arose  from  the 
flood  of  talking  machines  and  other  semi-automatic  pleasure- 
giving devices  that  burst  upon  us  about  1890,  we  have  been 
like  a child  in  the  week  after  Christmas.  But  the  New 
Year  is  at  hand.  Some  of  our  toys  are  getting  worn  and 
commonplace.  Even  moving  pictures  cannot  be  endured 
yesterday,  to-day,  and  forever.  So  we  must  find  substantial, 
individual  spare-time  interests'  that  build  personal  character, 
and  a strong  nation.  If  we  don’t,  somebody  will  be  accept- 
ing a mandate  over  us. 
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NATIONAL  SHOE  RETAILERS’  CONVENTION 

It  seems  to  be  the  purpose  of  the  executive  of  the  Na- 
tional Shoe  Retailers’  Association  to  make  the  forthcoming 
Convention,  to  be  held  July  13th  and  14th  next,  as  thoroughly 
a business  affair  as  possible.  There  has  been  some  complaint 
as  to  the  distractions  that  have  in  the  past  militated  against 
the  success  of  the  business  meetings  of  the  Association,  and, 
while  it  is  proposed  that  there  will  be  social  attractions 
this  summer  sufficient  to  make  the  visit  of  delegates  well 
worth  while,  the  principal  effort  will  be  devoted  to  practical 
purposes  of  the  organization  to  improve  retail  conditions. 

At  an  informal  meeting,  held  with  some  of  the  executive 
by  Vice-President  Stephens,  of  Ottawa,  chairman  of  the 
Programme  Committee,  when  in  Toronto  recently,  an  out- 
line of  the  agenda  was  discussed,  and  especially  the  pos- 
sibilities in  speakers.  The  idea  is  to  have  as  much  change 
as  possible  in  both  subjects  and  speakers.  It  is  expected 
that  one  or  two  prominent  retailers  from  across  the  border 
will  take  part,  and  negotiations  have  been  in  progress  for 
the  presence  of  some  member  or  members  of  the  Govern- 
ment. Outstanding  retailers  for  western  as  well  as  eastern 
Canada  will  give  addresses  on  practical  subjects,  dealing 
with  retail  issues,  while  an  expert  authority  will  deal  with 
such  questions  as  the  leather  outlook  and  modern  mer- 
chandising methods. 

The  Ontario  section  of  the  Ontario  Shoe  and  Leather 
Travellers’  Association  proposes  to  hold  its  Convention 
about  the  same  time,  and  expects,  to  put  on  some  sporting 
as  well  as  social  features.  A meeting  is  to  be  held  shortly 
to  make  plans. 

The  regular  meeting  of  the  executive  to  finally  deal 
with  arrangements  and  programme  will  be  held  the  first 
week  in  May.  In  the  meantime  appeals  are  being  sent  out 
by  the  offices,  calling  attention  to  the  fact  that  1921  dues 
are  now  payable  and  asking  those  who  are  not  already  mem- 
bers of  the  organization  to  join  up.  The  membership  fee 


of  $5.00  is  such  a nominal  amount  that  no  live  retailer 
who  believes  at  all  in  co-operation  should  remain  out  of  the 
Association.  

BEARDMORE  TEAM  PLAY  CLARKE  & CLARKE 

On  March  18th  Beardmore  & Co.’s  hockey  team  came 
down  from  Acton  to  play  Clarke  & ClaiKe’s  team  at  the 
Arena  in  Toronto.  When  the  smoke  cleared  away  Clarke 
& Clarke  emerged  victorious  after  a tough  struggle. 

The  Beardmore  team  and  friends  from  Acton  were 
afterwards  entertained  by  the  Toronto  employees.  During 
the  evening  Mr.  G.  W.  Beardmore  presented  prizes  to  the 
winning  bowlers  of  the  Toronto  employees. 


A CONTRIBUTION  TO  CANADIAN  SHOE  TRADE 

The  Canadian  market  for  high  grade  welt  slippers  has 
been  supplied  by  imported  goods.  The  trade  will  therefore 
welcome  the  Canadian  made  line  being  offered  by  the 
Corson  Shoe  Co.,  which  is  the  equal  of  anything  obtainable 
from  any  point  in  the  shoemaking  world.  “Corson’s  Com- 
fort Slippers,”  as  they  are  called,  have  already  received  a 
fine  reception  at  the  hands  of  the  retail  trade  wherever  they 
have  been  shown.  They  are  fitted  flexible  welt  slippers. 
Built  as  they  are  on  shoe  lasts,  made  of  solid  leather,  and 
designed  to  fit  at  the  heel  like  pumps,  so  that  they  do  not 
slip,  they  represented  an  achievement  in  slipper  making 
that  is  creditable  to  the  whole  industry.  They  have  excel- 
lent wearing  qualities  and  are  far  more  easily  amenable  to 
repair  than  the  turn  slipper.  “Comfort  Slippers”  can  be 
obtained  in  men’s  and  boys’  sizes  in  Romeo,  Faust,  Everett 
and  opera  styles,  in  kid,  cabretta  and  calf  or  black  or  various 
colors,  and  also  in  patent  leather. 

Mr.  Corson  feels  that  the  old  saying  “Put  on  your 
slippers  and  stay  in  for  the  night”  has  been  relegated  to  the 
background,  and  that  the  desire  will  be  to  put  on  your 
“Comfort  slippers  ” and  step  out  to  show  them  to  your  friends. 
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REGAL  in  Canada  by  CORSON 

“ Shoe  Makers  Not  Sample  Makers ” 

CORSON’S  Shoemakers  are  keen  on  Quality 
and  they  are  careful  to  see  that  Regal 
Quality  is  given  in  full  measure  in  these  fine 
Canadian-made  Shoes. 

No  shoes  enjoy  greater  popularity  than  Regals 
because  none  are  more  pleasing  in  Style  and 
Fit  and  none  are  more  generous  in  their 
value  return. 


Our  new  prices  will  stimulate  Spring  Trade. 
AvSK  ABOUT  THEM 


t\ 


t/imltGd 


3T  (RUING  RC AT) 


TORONTO 


S3 

m 

i§g 

M 

■ 


wm 


MANUFACTURED 


Mention  “ Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


55 


CORSON’S 

COMFORT  SLIPPERS 


UILT  on  the  lines  of  the  high-grade  English 
slippers.  A flexible  welt,  repairable, 
form-fitting,  solid  leather  comfort  slipper. 
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“ Shoe  Makers  Not  Sample  Makers ” 
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Limit  0*3 

itOAD  - TORONTO 


Something  entirely  new  to  the  Canadian  trade 
that  will  attract  business  to  your  store. 


The  same  standard  of  materials  and  workman- 
ship that  has  placed  Corson  and  Regal  Shoes 
at  the  top  of  the  ladder  of  Canadian  Shoedom. 


MANUFACTURED 
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Shoe  Manufacturers’ 
Association  Appoint 
a Manager 

AT  the  general  annual  meeting  of  the  Shoe  Manufac- 
turers’ Association  of  Canada,  the  directors  were 
authorized  to  take  the  necessary  measures  to  im- 
prove the  present  organization,  and  develop  its  activities 
along  broader  and  more  effective  lines.  This  policy  involved 
the  exclusive  service  of  a manager  in  the  near  future. 

In  view  of  his  inability  to  devote  the  whole  of  his  time 
to  the  affairs  of  the  association,  and  at  the  same  time  do 
justice,  as  expert  accountant  and  auditor  to  a clientele  he 
had  spent  twenty  years  in  building  up,  Mr.  Henry  Viau 
felt  obliged  to  resign  as  secretary-treasurer.  His  resigna- 
tion was  accepted  by  the  executive  at  its  recent  meeting  in 
Montreal.  Mutual  expressions  of  friendship  and  good  will 
were  exchanged  by  Mr.  Viau  and  the  members  of  the  Asso- 
ciation, to  the  forwarding  of  which  he  has  devoted  a great 
part  of  his  time  during  the  past  two  years. 

Subsequently,  the  executive  appointed  Mr.  S.  Roy 
Weaver,  M.A.,  to  carry  on  the  affairs  of  the  Association 
with  the  new  title  of  manager  and  treasurer. 

Mr.  Weaver  will  be  remembered  as  having  prepared  the 
Survey  of  the  Boot  and  Shoe  Industry  in  Canada,  which 
was  widely  distributed  throughout  the  trade  in  the  Dominion 
through  the  Canadian  Reconstruction  Association. 

For  the  last  two  and  a half  years  Mr.  Weaver  has  been 
in  charge  of  the  Investigation  Department  of  the  Canadian 
Reconstruction  Association.  He  is  a graduate  in  arts  of 
MacMaster  University,  Toronto,  and  took  a post-graduate 
course  in  political  economy  and  political  science  at  the 
University  of  Chicago.  Returning  to  Toronto  in  1912,  he 
became  associated  with  The  Toronto  News.  He  covered 
various  assignments  on  that  paper,  and  for  three  years 
served  as  managing  director.  He  left  The  News  in  1917  to 
go  to  Ottawa  as  head  of  the  Educational  Division  of  The 
Canada  Food  Board,  under  the  late  Hon.  W.  J.  Hanna.  In 
the  fall  of  1918,  Mr.  Weaver  returned  to  Toronto  to  under- 
take investigation  work  for  the  Canadian  Reconstruction 
Association. 

In  addition  to  his  survey  of  the  Boot  and  Shoe  Industry, 
Mr.  Weaver  completed  recently  a critical  analysis  of  the 
activities  of  The  Non-partisan  League  in  North  Dakota. 
He  represented  the  Canadian  Reconstruction  Association 
at  the  hearings  of  the  Dominion  Tariff  Commission  in  West- 
ern Canada,  and  also  in  the  province  of  Quebec.  He  also 
has  been  a contributor  to  various  publications  in  Canada, 
the  United  States  and  Great  Britain,  including  the  New 
York  Tribune,  The  London  Times  Trade  Supplement,  the 
Protectionist,  Journal  of  Political  Economy,  Journal  of  the 
Canadian  Bankers’  Association  and  the  Canadian  Courier. 

Mr.  Weaver  will  continue  his  connection  with  the 
Canadian  Reconstruction  Association  on  a part-time  arrange- 
ment and  temporarily  will  handle  the  work  of  the  Shoe 
Manufacturers’  Association  from  his  Toronto  office,  at 
6 Jordan  street.  As  soon  as  certain  matters  of  organization 
are  completed  he  is  planning  to  visit  the  boot  and  shoe  fac- 
tories in  Canada  with  a view  to  studying  the  needs  of  the 
industry,  and  getting  more  closely  in  touch  with  the  manu- 
facturers themselves. 

The  Association  are  to  be  congratulated  on  having  been 
able  to  secure  the  services  of  a man  of  Mr.  Weaver’s  type. 
His  work  has  already  brought  him  some  knowledge  of  the 
personnel  and  history  of  the  trade,  and  his  experience  will 
give  him  a quick  grasp  of  the  problems  confronting  the 
industry.  With  the  co-operation  of  the  members  of  the 


Association  he  should  be  in  a position  to  make  his  work  and 
that  of  the  Association  of  incalculable  value. 

Mr.  Lionel  Theoret,  of  Montreal,  has  been  appointed 
secretary  under  Mr.  Weaver,  so  that  the  activities  and  corre- 
spondence of  the  office  can  be  carried  on  with  equal  facility 
in  French  and  English.  Mr.  Weaver,  however,  feels  it 
essential  with  the  centre  of  the  shoe  trade  located  in  the 
province  of  Quebec,  that  he  himself  should  feel  equally  at 
home  in  either  language  in  the  shortest  possible  time.  In 
this  connection,  it  may  be  stated  that  the  headquarters  of 
the  Association  remain  in  Montreal,  but  for  personal  reasons 
it  was  necessary  for  Mr.  Weaver  to  carry  on  his  work  tem- 
porarily from  Toronto. 

The  Shoe  and  Leather  Journal  congratulates  the 
Shoe  Manufacturers’  Association  upon  this  new  move, 
which  will  enable  it  to  not  only  undertake  and  carry  out 
effectually  much  needed  action  on  questions  of  vital  interest 


S.  ROY  WEAVER.  M A. 


to  the  trade  at  large  but  cement  the  ties  already  existing 
between  the  members  of  the  eastern  and  western  sections 
of  the  trade.  Mr.  Weaver  is  regarded  by  those  who  know 
him  as  a coming  man  in  whatever  sphere  he  may  chose  for 
his  activities,  and  there  is  not  the  least  doubt  but  that  if 
given  the  opportunity  he  will  be  a force  in  bringing  the  vari- 
ous sections  of  the  shoe  and  leather  industry  into  more 
harmonious  and  therefore  profitable  relationship;  for  we 
understand  he  has  had  experience  with  the  retail  end  of  the 
shoe  business,  as  well  as  the  wholesale. 


MONTREAL  PLACES  CONTRACTS  FOR  BOOTS 

Contracts  have  been  granted  by  the  Administrative 
Commission  for  3,370  pairs  of  boots  for  officers  and  men 
of  the  police  force  and  of  the  fire  brigade.  The  commis- 
sioners accepted  the  offer  of  Dufresne  and  Locke,  Limited, 
for  300  pairs  of  boots  for  police  officers  at  $5.10  a pair,  and 
1,300  pairs  of  boots  for  police  constables  from  the  same 
firm  at  $5.10  a pair. 

The  contract  for  boots  for  the  men  and  officers  of  the 
fire  brigade  was  given  to  the  Slater  Shoe  Company.  Forty 
pairs  of  boots  were  ordered  from  this  firm  for  officers  at 
$5.25  a pair,  and  1,730  pairs  of  boots  for  the  firemen  from 
the  same  company  at  $5.25  a pair. 

These  contracts  for  the  supply  of  footwear  for  the  police- 
men and  firemen  will  cost  the  city  nearly  $15,000. 
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'HPHE  fashion  changes. 
A Colors  come  and  go. 
Lasts  run  from  high  to  low 
toes.  Patterns  vary  from 
the  plain  to  fancy  Brogues 
and  back  again. 

Quebec  follows  some  changes 
and  leads  in  others;  but 
through  all  the  changes  in 
style  a safe  tone  is  evident 
even  to  the  casual  observer. 
Quebec  made  shoes  are  safe 
for  Jobber  and  Merchant 
alike. 

Just  now  agencies  are  cen- 
tered on  producing  the  finest 
samples  Quebec  has  ever 
shown  the  trade. 
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At  the  service  of  the  industry 

With  the  introduction  of  new  lasts 
and  patterns  incident  to  the  ap- 
proach of  the  new  Fall  Season,  it  is 
timely  to  remind  the  Shoe  Manu- 
facturer that  most  makers  have 
found  it  to  be  to  their  advantage 
to  use  U.S.M.C. 

CUTTING  DIES 

Wherein  need  of  supplies  of  any  kind,  U.S.M.C, 
organization  is  at  your  command. 


United  Shoe  Machinery  Co.  c 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch : 28  Demers  St.  Kitchener:  46  S. 

Toronto:  90  Adelaide  St.  West 
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Shoe  and  Leather  Journal 

Twice  a Month 


TO  ADVERTISERS 

j The  paid  circulation  of  the  SHOE  AND  LEATHER 
j JOURNAL  is  MORE  THAN  DOUBLE  that  of  any 
| other  shoe  publication  in  Canada,  and  exceeds  the 

! combined  paid  lists  of  all  other  Shoe  Trade  papers 
1 circulating  in  this  country. 
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IT  was  quite  evident  from  the  quiet  tone  observed  in  the  men’s 
shoe  trade  that  something  had  to  be  done.  With  the  tighten- 
ing of  the  family  purse  strings,  the  good  women  of  the  country 
have  apparently  been  able  to  loosen  up  for  the  new  shoes  they  were 
induced  to  want.  The  demand  for  women’s  shoes  was  created  by 
the  changing  fashion  for  which  it  is  evident  the  women  were  more 
than  eager.  All  over  the  country,  then,  merchants  and  jobbers 
have  reported  that  their  business  was  only  saved  from  a prolonged 
dull  period  by  the  rush  for  the  new  women’s  lines. 

Factories,  too,  have  reported  the  same  rush  for  women’s  shoes  with 
a continued  apathy  toward  men’s  lines — with  the  exception  in  every 
case  of  those  factories  which  have  had  new  numbers  to  offer. 
These  latter  are  reporting  good  business,  with  every  indication  of 
its  continuance.  There  are  many  makers  of  fine  shoes  who  show 
a leaning  toward  extreme  conservatism  which  has  been  detrimental 
to  their  sales.  It  is  a pronounced  fact  that  unless  inducements — 
either  in  price  or  service — have  been  offered,  men’s  conservative 
fine  shoes  have  moved  very  slowly.  It  is  likewise  true  that  where 
an  inducement  of  price  or  service — such  as  an  “ In  Stock  Depart- 
ment”— has  accompanied  the  finer  men’s  lines  of  the  conservative 
kind  that  good  business  has  been  experienced. 

It  seems  as  if  the  maker  of  fine  men’s  shoes  can  decide  to  be 
conservative,  being  satisfied  with  but  moderate  sales;  or  he  can 
carry  a few  lines  ‘‘In  Stock”;  or  he  can  sell  his  shoes  at  a lower 
margin  of  profit — and  that  margin  is  low  enough  as  it  is.  It  may 
be  wiser  to  add  a few  of  the  frills,  though,  and  get  the  business  in 
the  ordinary  way  on  new  lasts  and  a line  of  patterns  which  the 
trade  can  sell  freely.  Men’s  shoe  styles  need  attention  if  there  is 
going  to  be  profit  in  either  selling  or  making  them. 
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WRITE  OR  WIRE  FOR 
EXCEPTIONAL  PRICES 

We  are  still  featuring  our 
Special  Prices  for  Rush 
Delivery. 

If  you  are  in  a position  to 
take  advantage  of  one  of  the 
best  opportunities  of  the 
season,  pick  your  lines  and 

WRITE  OR  WIRE  NOW 

McKAYS,  ETC. 

In  order  to  keep  our  staff  well  in  hand  in  our  McKay  Factory,  we  offer  the  following: 

No.  333  Men’s,  Boys’,  Youths’  and  Gent’s  Box  Kip  Bluchers,  Slip  Sole,  Standard  Screw 
Aloft. 

” 336  Men’s,  Boys’,  Youths’  and  Gent’s  Mahogany  whole  Fox  Bals,  Slip  Sole,  McKay. 

” 614  Wos.’,  Misses’  and  Children’s  Box  Kip  Fox  Blucher,  Slip  Sole,  McKay. 

” 607  Wos.’,  Misses’  and  Children’s  Kangaroo  Bals,  or  Bluchers,  Slip  Sole  Standard 
Screw  Channel. 

” 617  Wos.’,  Misses’  and  Children’s  Surface  Kid,  High  Cut  Bals,  Slip  Sole,  McKay, 
Cuban  Heel. 

” 621  Wos.’  Surface  Kid  High  Cut  Bals,  Napoleon  Top,  Single  Sole,  McKay,  Louis 

Heel. 

” 685  Wos.’  Oxford  Single  Sole,  McKay,  Cuban  or  Louis  Heel,  Surface  Kid. 

500  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition 


MEN’S  WELTS 

No.  0300  Men’s  Gun  Metal  Bal,  Single  Sole. 

” 0304  Men’s  Gun  Metal,  Blucher  Slip  Sole,  Plain  Quarter. 

” 0307  Men’s  Mahogany  Whole  Fox  Bals,  Single  Sole. 

” 0333  Men’s  Mahogany  Fox  Bals,  Single  Sole. 

” 0317  Men’s  Surface  Kid  Whole  Fox  Bals,  or  Blucher,  Single  Sole. 

600  pairs  in  each  of  the  above  lines  will  give  you  the 
benefit  of  our  3,000  pair  lot  proposition. 


DUCHAINE  O.  PERRINS 

195  De  la  Couronne  - Quebec,  Que. 
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SHOE  FACTORIES  IN  QUEBEC 
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Beaulieu,  Jos.,  & Co.,  80  Colomb..  .. 

X 

X 

X 

X 

Berrouard,  F,  401  St.  Valier 

Bertrand  & Thibault,  104  Montmagny 

X 

X 

X 

X 

X 

X 

Bisson,  0,  76  Marie  Louise 

X 

X 

x 

Children's  Shoe  Mfg.  Co.,  Ltd.,  11  Belleau  . . 

X 

X 

X 

Drolet,  J.  B.,  Co.,  Ltd.,  583  St.  Valier 

X 

X 

X 

X 

X 

Duchaine,  Ludger,  593  St.  Valier..... 

X 

X 

X 

X 

X 

X 

X 

X 

Duchaine  & Perkins,  195  De  la  Couronne 

X 

X 

X 

X 

X 

X 

X 

X 

x 

Eastern  Canada  Shoe  Co.,  Colomb 

X 

X 

X 

X 

Gale  Bros.,  Limited,  518  St.  Valier  St 

X 

X 

X 

Gosselin,  J.  H.,  50  D’Argenson 

X 

X 

X 

X 

X 

X 

Goulet,  O , 575  St.  Valier 

X 

X 

X 

X 

X 

X 

X 

X 

x 

x 

X 

Grenier,  Art,  104  Colomb 

X 

Jobin,  E.,  Ltd.,  35  Colomb 

X 

X 

X 

X 

X 

X 

X 

X 

X 

Lachance  & Tanguay,  70  Bigaouette 

X 

X 

Lagace  & Lepinay,  22  St.  Anselme 

X 

X 

X 

X 

Leclerc  & Freres,  96  St.  Malo 

X 

X 

Marier,  Trudel,  Ltd.,  Nelson  & Colomb 

X 

X 

X 

X 

X 

X 

X 

Marois,  A.  E.,  Ltd.,  559  St.  Valier 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

Marsh,  Wm.  A.  Co.  Ltd.,  472  St.  Valier 

X 

X 

X 

X 

Martin,  J.  & A.,  Reg.,  117  Charest 

X 

x 

Maisan  Freres,  34  Turgeon 

X 

X 

Quebec  Glove  Leather  Mfg.,  Limoilou.... 

Ritchie,  John,  Co.,  Ltd.,  496  St.  Valier 

X 

Rochette,  J.  Marcel,  80  Signai 

X 

X 

X 

X 

Routier,  Luc,  56  Colomb. 

X 

X 

X 

X 

Saillant  & Lessard,  Limoilou  

X 

X 

X 

Samson,  J.  E.,  Enr.,  20  Arago  

X 

X 

x 

X 

x 

x 

Stobo,  J.  M.,  Co.,  Ltd.,  92  Arago 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

Tanguay,  Jos.,  122  St.  Dominique 

X 

X 

X 

X 

x 

x 

x 

Tremblay,  Ed.,  108  Boisseau 

X 

X 

x 

X 

x 
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Men’s  Welt.  Popular  semi-recede  last  with 
circular  vamp.  Stout  single  sole.  Made  in  all 
leathers.  Retails  at  about  $9.50  to  $10.00 

The  above  is  a particularly  attractive 
value  and  will  prove  an  easy  selling 
line.  It  is  typical  of  the  many  ex- 
amples of  better  shoe -making  at 
popular  prices  that  you  will  find  in 
our  new  line.  In  covering  your 
requirements  remember  the  values 
we  offer  in  every  shoe. 

Still  able  to  give  quick  service  on 
late  Spring  deliveries. 

LAGACE  & LEPINAY 

22  St.  Anselme  Street 

QUEBEC,  P.Q. 
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HI  , 

TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres^  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  Stt  Valier. 

Clement,  Oscar,  234  St.  Helejne. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

. Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  l’lncarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206 ''Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 
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Pi 

| “CENTAUR”  J|S§^ 

1 THE  FINEST  “SURFACE  KID” 

| Centaur  Surface  Kid  has  a depth  of 

| color,  a velvety  finish,  and  a beautifully 

| fine  grain. 

1 It  will  not  “scuff.” 

These  features,  which  are  found  only  in  Centaur,  result  in  its  being 
| used  in  many  fine  shoes. 

1 SAMPLES  SENT  IF  YOU  ARE  INTERESTED 

| Lucien  Borne 

| 491  ST.  VALIER  ST.  - - QUEBEC,  P.Q. 

1111 Ml  .11  — 
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fillllllHIIMHMMKIIH 

McKAYS  ■ 

for  Men,  Boys,  Youths,  S 

Women,  Misses  and 
Children  M 

of  our  quality  at  our  price  w 

sell  regardless  of  conditions.  — ■ 

Also  Making  Standard  Screw  for  Men,  M 

Boys,  Youths,  Women,  Misses  and  ^ 

Children;  Welts  for  Men  and  Boys  and 
Mock  Welts  for  Women.  w 

Pegged  Shoes  for  Men  and  Women.  X 

NEW  SAMPLES  READY 

ONESIME  GOULET  M 

575  St.  Valier  St.  - Quebec  M 

■ ■■■■■■■■■■■■□  !!■■■■ 
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More  Said 
About  Style 

AFTER  making  the  round  of  the  factories  and  of  many 
of  the  merchants,  we  are  glad  to  be  able  to  say  that 
the  question  of  style,  and  of  the  quality  of  the 
shoes  made  are  the  foremost  items  in  the  minds  of  both 
branches  of  the  trade. 

The  question  of  leathers  in  both  men’s  and  women’s 
lines  has  received  its  full  meed  of  consideration.  There  is 
a decided  tendency  to  want  a change  in  color — lighter  colors 
are  preferred.  It  is  not  generally  expected  that  the  change 
will  be  made  abruptly  in  the  men’s  lines  to  an  extremely 
light  tan.  The  medium  light  browns  are  favored.  The 
shades  in  women’s  shoes  will  be  about  the  same — with  a 
tendency  to  a few  lighter  tans. 

The  brogue  will  still  be  with  us,  but  will  be  accompanied 
by  his  young  cousin  the  saddle  or  ball  strap.  Extreme 
English  brogues  will  find  a good  sale.  But,  generally  speak- 
ing, the  brogue  has  been  dressed  up  a little  to  suit  our  trade. 
These  remarks  apply  to  men’s  and  women’s  lines  for  street 
wear. 

Men’s  shoes  for  finer  wear — and  women’s,  too  —will 
be  of  a more  dressy  character.  The  patterns,  last  and 
stitching  will  combine  to  lend  a lighter  appearance  to  the 
shoe. 

The  styles  in  women’s  evening  and  afternoon  shoes 
will  continue  to  be  as  varied  as  the  taste  of  the  merchant 
or  manufacturer. 

. Accompanying  the  tendency  towards  finer  looking 
shoes  is  a universal  ambition  to  produce  shoes  of  a decidedly 
better  kind.  More  attention  is  being  given  to  harmonizing 
the  patterns  with  the  lasts.  The  work  of  the  fitting  room 
will  be  more  exacting.  More  attention  is  being  given  to 
the  heels,  edge  setting,  bottom-finishing  and  to  the  shanks. 
We  can  promise  the  merchant  that  in  both  men’s  and  wom- 
en’s lines  he  is  going  to  see  the  finest  lot  of  samples  that 
have  ever  been  offered  for  his  approval. 

The  trade  has  been  able  to  concentrate  upon  styles, 
quality  and  production  because,  happily,  the  price  question 
is  now  in  the  background.  Of  course  there  will  be  changes 
in  many  of  the  lines,  but  nothing  like  the  landslide  of  the 
past  year. 

The  merchants  are  finding  that  they  can  sell  women’s 
shoes  all  the  way  along  the  line  from  $7.00  to  $18.00,  with 
perfect  ease.  Even  in  the  smaller  cities  and  towns  between 
5,000  and  20,000  in  population,  women  have  bought  plenty 
of  what  are  now  considered  to  be  high  priced  shoes.  As  a 
matter  of  fact  the  popular  price  is  anywhere  between  $9.00 
and  $14.00.  It  all  depends  on  the  shoe. 

Men’s  shoes  have  been  sold  but  not  freely — simply 
because  there  have  been  so  few  startling  style  changes  made. 
Where  they  have  been  sold,  the  popular  price  is  anywhere 
from  $8.00  to  $12.00.  Again,  it  has  been  a case  of  moving 
good  shoes  that  have  had  real  selling  points. 

These  conditions  will  generally  run  through  until  after 
the  fall  season.  There  may  be  a slight  reduction  in  some 
lines.  The  reduction  may  run  as  high  as  ten  per  cent.,  but, 
whatever  it  may  be,  the  prices  will  be  settled  for  the  entire 
season  before  they  are  shown  to  the  merchants.  For  a 
change,  there  will  be  few  mid-season  changes  in  prices. 
Leather,  findings  and  supplies  are  really  close  to  the  bottom 
— or  as  low  as  they  will  come  for  a long  time. 

Merchants  will  do  well  to  concentrate  their  energy  on 
buying  the  right  shoes  in  time  to  get  delivery  for  early  Fall. 
Avoid  the  mess  of  the  present  spring  with  its  late  deliveries . 


COULD  YOU  MAKE  MONEY  MATCHING  COINS? 

( Continued  from  page  4Q) 

very  illuminating.  If  expenses  have  not  been  closely 
watched,  no  end  of  uselessly  spent  money  will  be  uncovered. 
Any  man  going  back  over  his  last  year’s  accounts  can  pick 
out  items  which  are  not  supported  by  reason.  The  dis- 
covery may  be  made  (and  probably  will  be)  that  the  business 
cannot  be  run  on  the  arbitrary  basis  of  profit.  That  will 
be  the  first  impression.  A further  study  may  develop  that 
further  cuts  must  be  made,  or  that  a larger  volume  of  busi- 
ness will  have  to  be  done  in  order  to  keep  within  the  expense 
minimum.  Or,  again,  a lower  profit  may  have  to  be  fixed. 
But  do  not  imagine  that  you  can  do  business  on  five  or  ten 
per  cent.  The  big-volume,  small-profit  way  of  doing  busi- 
ness allows  no  margin  for  doing  less  than  the  calculated 
volume.  The  thing  is  to  plan  what  you  can  do,  and  not 
what  you  might  do. 

We  know  that  if  we  do  the  full  amount  of  business, 
and  do  not  spend  beyond  the  figures  that  we  have  set,  we 
will  make  the  full  profit. 

We  have  limit  figures  of  what  we  can  spend  in  each 
division  of  the  business  and  how  much  we  must  take  in  to 
justify  the  amount.  We  know  that  if  we  spend  what  we 
calculate,  but  do  only  seventy-five  per  cent,  of  the  planned 
business,  we  are  neither  losing  nor  making  money.  We 
can  thus  give  to  ourselves  a “passing  mark”  of  75;  if  we  do 
ninety  per  cent,  of  the  planned  business  and  keep  within 
the  expenses,  we  will  know  that  we  are  doing  fairly  well, 
while  if  we  score  one  hundred  per  cent,  we  have  done  all 
that  we  started  out  to  do.  Because  one  cannot  expect  to 
make  perfect  scores  all  the  while  is  the  reason  that  it  is 
dangerous  to  try  to  do  business  on  too  narrow  a margin  of 
profit. 

On  the  other  hand,  if  we  exceed  our  expense  budgets 
in  one  item,  unless  we  can  cover  that  overdraft  in  another 
item  we  know  that  we  are  cutting  into  profit.  If  we  keep 
up  the  expenses,  and  do  only  fifty  per  cent,  of  the  business, 
we  know  that  we  are  running  at  a loss,  and  can  take  imme- 
diate steps  to  boost  the  business,  or  to  close  it  out.  Every 
business  now  and  again  will  run  at  a loss;  but  the  proprietor 
ought  to  know  his  losses  as  they  occur,  and  decide  how  long 
his  surplus  will  permit  the  loss  to  continue.  If  it  appears 
that  the  losses  are  due  to  temporary  conditions,  then  the 
business  lives  “on  its  hump”  until  that  condition  changes; 
but  if  the  condition  is  not  temporary,  then  the  serious  mat- 
ter of  winding  up  must  be  considered.  There  is  no  point  in 
staying  in  business  at  a continued  loss. 


When  moulding  soles  on  a tap  moulder,  you  should 
run  the  sole  through  both  lengthwise  and  across.  This  gives 
the  right  shape  and  you  will  find  it  fits  better  than  when 
run  through  only  one  way. 


GOODYEAR  WELTS 

A.  E.  MAROIS,  LIMITED 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN  MISSES  CHILDREN 

To  Jobbers  Only 

Capacity  5000  pairs  a day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 

McKAYS  Standard  Screw 
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It  is  unusual  to  find  a 
McKay  and  Standard  Screw 
line  for  Men  and  Boys  that 
has  such  an  attractive 
appearance. 

The  New  Fall  Samples 
are  well  worth  your 
while.  See  the  whole  line. 


LUC  ROUTIER 

56  Colom  b,  QUEBEC 
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TWO  PLAINTS 


With  a daily  capacity  of  over  40,000  pairs  of 
heels  enable  us  to  serve  you  in  an  exception- 
ally efficient  manner  with 

LOUIS  HEELS  BLOCK  HEELS 
or  MILITARY  HEELS 

ANY  SHAPE  AND  ANY  HEIGHT 


Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 
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l 

Medium  McKays 

For  Women,  Misses  and  Children 

To-day,  with  its  demands  for  a 
lower  price  shoe,  you  will  see 
many  item.s  in  our  samples  which 
wiU  interest  you. 

We  believe  we  are  safe  in  saying 
that  we  have  a line  which  you  can 
use  as  a leader  in  this  class  of  shoe. 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 

| 
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TANGUAY 

McKAYS 

Are  sold  freely  in  towns  where 
they  appreciate  rock  bottom 
prices  for  Staple  Shoes. 

WORK  SHOES 

Genuine  Solid  Standard  Screw 
Shoes  that  wear  like  a pig’s  nose. 

Hockey  and  Hunting  Boots 

With  a Patent  Leather  Strap 
Lacing,  appreciated  wherever 
they  are  sold. 

JOS.  TANGUAY 

122  St.  Dominique  Street 

QUEBEC 

| 
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MORE  ABOUT  THE  JOBBER 

(i Continued  from  page  48) 

a manufacturer  elects  to  go  to  the  retail  trade  in  a large 
way,  he  must  take  over  the  functions  of  the  jobber,  and 
establish  what  is  tantamount  to  a chain  of  jobbing  houses, 
carrying  stocks,  and  extending  credit.  Obviously  the  aver- 
age manufacturer  is  not  in  a position  to  do  that,  were  he  so 
inclined. 

Any  consideration  of  the  question  must  be  made  with  a 
mind  unprejudiced  by  present  abnormal  conditions  of  buy- 
ing, when  it  is  the  rule,  rather  than  the  exception,  for  manu- 
facturers to  have  “in-stock”  departments. 

One  dealer  in  writing  to  us  said:  “We  certainly  think 
that  without  the  jobber,  the  retail  trade  would  find  great 
difficulty  in  keeping  stocks  properly  assorted,  except  that 
the  manufacturers  kept  stock  on  hand  to  meet  existing 
conditions.”  A manufacturer  says:  “The  very  fact  that 
the  jobber  is  in  existence,  and  has  been  in  existence  for  so 
long  a time,  will  clearly  demonstrate  his  value  to  the  trade. 
The  shoe  jobber  is  a necessity,  a big  advantage,  and  a won- 
derful help  to  our  industry.”  From  another  retailer:  “It 
would  be  a serious  handicap  to  the  retailer  if  the  jobber 
were  eliminated.  Many  a sale  would  be  lost  to  the  retailer 
were  it  not  for  the  ready  assistance  of  the  jobber.  Few 
manufacturers  carry  stock  for  sorting,  and  these  are  special- 
ized, whereas  the  jobber  carries  a representative  stock  and 
the  retailer  can  sort  up  at  short  notice.  The  jobber  is  indis- 
pensable to  the  retailer  in  the  smaller  towns.” 

From  wholesale  houses  we  have  some  worth-while 
comments.  “The  matter  of  financing  the  distribution  of 
footwear,”  says  one  “is  one  the  manufacturers  might  dis- 
like to  undertake.  Then  the  present  tendency  of  manu- 
facturers is  to  specialize.  This  we  believe  is  a very  meritori- 
ous aim,  as  it  should  tend  to  reduce  costs.  Considering 
this  feature,  the  necessity  arises  for  some  method  of  assem- 
bling the  various  lines  whereby  a buyer  can  select  a balanced 
stock,  hence  the  jobber.  Almost  any  manufacturer  who 
contemplates  establishing  branches,  could  not  confine  his 
stock  to  his  own  goods.  Expense  of  doing  business  would 
compel  him  to  provide  a complete  range,  and  then  he  would 
be  obliged  to  fill  in  from  other  manufacturers  and  thus 
become  a jobber  himself  Our  customers  expect  us  to  supply 
on  demand  anything  from  a baby’s  soft  sole  cack  to  a lum- 
berman’s ten  inch  caulked  boot,  a fairly  wide  range,  we 
think  you  will  admit.” 

Another  wholesaler,  touching  on  the  above  points, 
believes  that  if  the  manufacturers  had  to  cover  the  whole 
country  and  carry  an  in  stock  department,  that  they  would 
have  to  raise  prices  to  a higher  point  than  those  charged 
by  the  jobber,  while  the  service  to  the  trade  would  be  inferior. 

We  conclude  our  quotations  with  a brief  letter  that 
covers  all  the  main  points  of  the  subject. 

“Jobbers,  as  viewed  by  manufacturers,  are  distributors 
of  footwear,  assuming  risks  and  detail  that  the  manufacturer 
has  not  capital  or  ‘close-touch’  to  handle  to  advantage. 

“The  jobber  as  viewed  by  the  retailer  means  a con- 
venient supply  house,  enabling  the  retailer  to  carry  less 
stock  himself  and  also  adjust  payments  which  if  ‘concen- 
trated ’ upon  a few  manufacturers  would  strain  the  finan- 
cial ability  of  the  manufacturers  to  the  breaking  point. 

“It’s  as  broad  as  it  is  long — cut  service  at  one  end, 
and  you  must  add  it  at  the  other. 

“Why  are  there  wholesale  grocers,  hardware  and  dry 
goods  merchants? 

“Why  don’t  we  grow  our  own  food  and  make  our  own 
clothes  and  build  our  own  houses? 

“Because  service  is  part  of  civilization,  and  we  are  all 
going  forward.” 

Just  a word  about  the  manufacturer,  small  or  large, 
who  may  feel  that  the  jobber  is  not  doing  his  particular  line 
justice.  As  we  mentioned  above,  it  is  impossible  for  the 


jobber’s  salesman  to  stress  every  line  he  has  to  offer.  The 
solution  would  seem  to  be  for  the  manufacturer  to  back  up 
the  jobber  by  impressing  on  the  retail  trade  where  his 
particular  line  can  be  obtained.  There  are  manufacturers 
whose  only  point  of  contact  with  distant  retailers  is  through 
the  jobber’s  salesman.  In  justice  to  the  manufacturer, 
jobber  and  retailer,  a more  direct  contact  should  be  made, 
tending  towards  the  creation  of  a demand,  or  “buyer  accep- 
tance ” as  it  is  now  termed.  That  function  is  performed 
by  advertising. 

In  concluding  this  phase  of  the  discussion,  it  is  evident 
that  the  salvation  of  the  small  manufacturer  and  small 
dealer  lies  in  the  system  of  distribution  which  provides  a 
definite  place  for  the  jobber. 

FINANCIAL  REPORT  OF  AMES-HOLDEN-McCREADY 

The  annual  financial  statements  of  the  Ames-Holden- 
McCready  Company  for  the  year  1920  have  been  made 
public.  The  tire  company  reported  sales  of  $224,313; 
felt  sales  were  $151,194,  and  shoe  sales  $6,514,552.  Sales 
of  shoes  for  the  previous  year  were  $6,658,263.  The  figures 
showed  a deficit  of  $46,542  on  tires,  $7,227  on  felts,  and  $639,- 
836  on  shoes.  In  explanation  of  the  year’s  work  and  the 
future  outlook,  the  directors’  report  to  the  shareholders  says 
that  the  felt  plant  was  not  in  operation  until  August  last, 
although  large  orders  had  been  on  the  books  sufficient  to 
keep  the  plant  in  full  operation  up  to  that  time.  Orders 
filled  during  the  last  months  of  the  year  showed  insufficient 
profit  to  provide  for  a surplus,  as  stated.  The  report  states 
that  the  mild  winter  was  not  conducive  to  good  buying,  but 
that  the  demand  was  showing  up  well. 

After  .all  deductions,  the  net  loss  in  1920,  and  three 
quarterly  preferred  dividends,  the  deficit  for  the  year  totalled 
$639,836,  against  a surplus  of  $176,150  in  the  previous 
statement,  and  $323,322  in  1918-1919. 

The  position  as  to  working  capital  was  reduced  to  $551,- 
513,  a decline  in  the  year  of  approximately  two  millions. 

Inventories  were  lowered  by  upwards  of  $600,000  at 
the  end  of  1920,  aggregating  $3,396,824,  as  against  over 
$4,000,000  in  1919. 

President’s  Report 

President  T.  H.  Rieder,  reviewing  the  operations  of 
the  year,  in  his  report  to  shareholders,  gives  an  interesting 
picture  of  the  leather  business,  in  Canada  in  the  last  year. 
His  report,  in  part,  follows: 

“The  business  of  your  company  progressed  favorably 
until  the  end  of  April.  At  that  time  there  commenced  the 
most  difficult  and  trying  period  in  its  whole  history.  Never 
was  there  a sharper  or  more  sudden  slump  in  prices;  never  a 
quicker  drying  up  of  demand  for  its  product.  Cancellation 
of  orders  with  cessation  of  retail  buying  all  worked  to  pro- 
duce by  early  Summer  a condition  of  almost  complete  stag- 
nation in  our  industry,  beyond  that  in  any  other.  All 
leather  manufacturers,  great  and  small,  both  in  Canada  and 
the  United  States,  suffered  tremendously. 

“At  the  present  time  there  is  a pronounced  call  for 
strictly  seasonable  leather  shoes,  and  our  shoe  factories  are 
operating  almost  to  capacity.  The  normal  demand  for 
regular  lines  of  shoes  is  slowly  coming  back,  and  we  will 
increase  the  output  of  our  leather  footwear  factories  only  as 
conditions  warrant. 

“Early  in  the  year  the  company’s  property  at  Winni- 
peg, referred  to  in  the  last  annual  report  as  having  been 
leased,  was  sold  for  $191,500. 

“The  shareholders  of  your  company  have  authorized 
the  issue  of  $2,000,000,  seven  per  cent,  second  refunding 
gold  mortgage  bonds,  the  proceeds  of  which  will  be  applied 
to  relieve  the  company’s  bills  and  accounts  payable  and  to 
provide  for  the  conversion  of  the  $375,000  second  mortgage 
debentures  maturing  August  1st,  1921.  Most  of  the  holders 
of  these  debentures  have  already  agreed  to  convert.” 
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The  Shoe  Repair  Man 

...  . . -J 


Hamilton  Shoe 
Repairers’  Banquet 

Successful  Event  Pulled  Off  by  the  Hamil- 
ton Trade  Association — Holds  Gala  Night 
— Representatives  from  Outside  Points 
Present 

THE  annual  banquet  of  the  Hamilton  Shoemakers' 
and  Repairers’  Association  was  held  on  the  evening 
of  March  30th,  at  A.O.F.  Hall,  James  street  north, 
and  marks  an  epoch  in  the  history  of  the  organization  in 
more  ways  than  one.  Some  sixty  guests  sat  down  about 
eight  o’clock  to  a most  recherche  repast  served  by  Crawford, 
one  of  Hamilton’s  oldest  and  best  caterers.  Representatives 
were  present  from  the  Toronto  and  Brantford  Organiza- 
tions and  occupied  seats  at  the  head  table,  giving  the  function 
a provincial  aspect  that  is  a promise  of  what  is  to  come 
when  the  Ontario  organization  gets  under  way.  Most  of 
the  large  jobbing  concerns  at  these  points  were  also  repre- 
sented at  the  festal  board. 

. The  menu  did  credit  to  the  Hamilton  Association  as  well 
as  to  the  caterer  and  music  was  furnished  by  the  Williams’ 
Orchestra,  the  orchestral  numbers  being  interspersed  with 
suitable  songs. 

After  the  toast  to  the  King,  the  chairman,  Mr.  L.  Gray- 
son, gave  a short  concise  and  inspiriting  address.  Who 
would  have  thought,  he  asked,  that  such  a gathering  would 
have  been  possible  six  or  seven  years  ago  amongst  shoe 
repairers?  He  referred  to  the  conditions  existing  before 
the  organization  of  the  Association  when  repair  men  eked 
out  a precarious  living  and  when  jealousy  was  so  rife  amongst 
them  that  if  one  went  into  a competitor’s  shop,  the  latter 
was  apt  to  think  he  had  some  ulterior  purpose.  To-day 
they  went  in  and  out  of  each  other’s  places  of  business 
compared  notes,  co-operated  in  the  fullest  possible  manner, 
and  above  all  had  put  the  business  on  a plane  that  it  could 
not  possibly  have  otherwise  occupied.  He  commended  this 
spirit  of  co-operation  and  felt  sure  that  it  was  bound  to 
spread  and  place  the  shoe  repair  industry  of  the  country 
where  it  ought  to  be.  He  concluded  by  extending  the 
warmest  greetings  of  the  Hamilton  Association  to  the 
visitors. 

The  toast  of  the  “Press”  was  placed  next  on  the  list 
on  account  of  one  of  the  speakers  having  to  take  a train  out 
of  the  city.  Mr.  F.  Revell,  in  introducing  the  toast,  face- 
tiously remarked  that  the  gentleman  leaving  on  the  early 
train  could  hardly  have  known  the  Hamilton  bunch  and 
the  good  time  they  always  had  together,  or  he  would  have 
let  the  train  go.  He  told  an  amusing  story  concerning 
the  power  of  the  press  as  illustrated  by  an  incident  that 
happened  in  London  in  connection  with  the  Salvation 
Army.  Mr.  Revell  referred  in  glowing  terms  to  the  work 
done  by  the  trade  press  in  forwarding  the  interests  of  the 
shoe  repairers  through  their  columns.  In  the  dissemina- 
tion of  information  &s  to  methods,  prices  and  so  forth,  their 
services  had  been  invaluable.  Mr.  Revell’s  speech  was  full 
of  witty  and  pithy  statements,  evidencing  ability  as  a 
speaker  of  no  mean  order. 


Mr.  James  Acton,  of  the  Shoe  and  Leather  Journal, 
in  responding  to  the  toast  thanked  the  previous  speaker  for 
the  cordial  manner  in  which  he  had  introduced  it.  He 
referred  to  the  new  spirit  of  co-operation  in  business  that 
was  permeating  business,  and  told  some  humorous  stories 
illustrating  the  difference  of  attitude  to-day  towards  com- 
petition to  that  of  a few  years  ago.  He  congratulated  the 
Association  upon  its  outstanding  success  and  especially 
upon  the  fact  that  they  had  gathered  together  representa- 
tives of  the  three  Associations  of  Hamilton,  Toronto  and 
Brantford,  which,  he  trusted,  was  a prophecy  of  a future 
gathering  of  the  repair  trade  from  all  parts  of  the  Dominion. 

Mr.  Patterson,  of  the  Harness  Maker  and  Shoe  Repair 
Journal,  also  acknowledged  in  a few  brief  words  the  kindli- 
ness and  cordiality  of  the  toast. 

The  next  toast  was  that  of  the  “Wholesale  Trade,” 
proposed  by  Mr.  A.  Charlesworth,  who  referred  very  happily 
to  the  cordial  relations  existing  between  the  supply  houses 
and  the  shoe  repairers  of  the  country.  To  this  toast 
responses  were  made  by  Messrs.  Wallace  and  Wilson. 

The  “ Returned  soldiers  ” was  proposed  by  Mr.  F.  Revell, 
who,  although  fifty  years  of  age,  was  a sergeant  shoemaker 
in  the  late  war.  He  thought  it  was  too  bad  that  only  six 
months’  vocational  training  was  given  to  returned  soldiers 
and  asked  shoe  repairers  to  give  the  boys  a square  deal 
and  every  chance  to  make  good. 

The  toast  was  responded  to  by  Mr.  Lagland,  who  has 
had  considerable  experience  in  training  these  men. 

The  last  toast  in  the  list  was  “Shoe  Repairers’  Asso- 
ciations,” introduced  by  Mr.  S.  Blowers,  who  touched  upon 
the  development  of  the  association  idea  and  what  it  would 
mean  to  the  advancement  and  development  of  the  business. 
He  spoke  of  the  immense  strides  that  had  been  made  in  shoe 
repairing  in  the  past  few  years,  and  said  it  was  but  the 
beginning  of  better  things  to  come  in  the  shoe  repair  trade. 
He  referred  to  the  “knockers”  with  whom  it  was  necessary 
to  contend  in  any  forward  step. 

To  this  toast  the  following  responses  were  made.  Mr. 
S.  Burnett,  president  of  the  Toronto  Association,  acknow- 
ledged the  indebtedness  of  the  visitors  to  the  hospitality  of 
Hamilton,  and  stated  that  the  interchange  of  social  and 
business  courtesies  was  sure  to  increase  with  the  formation 
of  repair  organizations  throughout  the  country.  Mr. 
Legg,  of  St.  Catharines,  and  Mr.  Pettit,  of  Brantford,  also 
responded  in  a happy  vein.  They  all  took  occasion  to 
endorse  the  idea  of  a general  convention  and  the  formation 
of  a Provincial  Association. 

At  the  close  of  the  banquet  Mr.  W.  G.  Fisher  was  called 
on  for  a few  remarks. 

The  proceedings  were  interspersed  with  songs  and 
jollity  and  the  gathering  broke  up  at  11:30  p.m.,  with  the 
feeling  on  the  part  of  all  those  present  that  a pleasant  and 
profitable  evening  had  been  spent. 


TORONTO  SHOE  REPAIR  ASSOCIATION  DANCE 

Upwards  of  four  hundred  of  the  Toronto  shoe  repair 
men  and  their  friends  in  the  trade  gathered  at  Foresters’ 
Hall,  College  street,  on  the  evening  of  March  21st,  for  a 
dance  and  euchre  drive.  As  stated  previously,  the  party 
was  made  possible  through  the  kindness  of  the  friends  of 
the  repair  men  in  the  wholesale  section  of  the  trade.  The 
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genial  president  of  the  Association,  Mr.  Burnett,  and  Mr. 
Jesse  Merchant,  the  indefatigable  secretary,  together  with 
the  other  members  of  the  executive  were  very  much  in 
evidence,  and  spent  a busy  evening  seeing  that  every  one 
had  the  best  possible  time.  Strathdee’s  orchestra  was  in 
attendance,  and  Mr.  Jeeves  provided  several  selections  for 
the  entertainment  of  those  present.  . Among  many  interest- 
ing features  a “lucky  number”  dance  was  staged,  the  prize 
being  taken  by  Mr.  Skilling  and  his  partner.  The  euchre 
prizes  were  won  by  Mrs.  Hubbard  and  Mr.  Bird.  Dancing 
was  continued  until  the  early  hours,  and  the.  party  was  so 
thoroughly  successful  and  so  enjoyable  to  all  present  that 
it  is  hoped  that  it  may  be  the  forerunner  of  many  more. 

Repairing 
Rubber  Shoes 

For  years  we  have  been  accustomed  to  repair  leather 
shoes,  but  have  thrown  away  rubbers  as  soon  as  they  devel- 
oped a leak.  That  rubber  shoe  repair  business  is  an  accom- 
plished fact  cannot  be  gainsaid,  says  a writer  in  the  Boot 
and  Shoe  Recorder.  The  time  was  when  we  never  thought 
of  repairing  our  rubber  shoes — we  repaired  our  rubber  tires 
when  it  was  only  a $5,000,000  business,  but  even  when  the 
rubber  shoe  business  was  over  five  times  the  five  million 
mark,  we  sent  our  worn-out  or  leaking  rubber  shoes  to  the 
reclaimer,  as  they  had  at  his  hands  an  instant  and  ready 
market.  Old  tires  were  not  nearly  so  popular  with  the 
reclaimer,  as  they  were  more  difficult  to  work  into  usable 
material.  The  new  interest  in  repairing  rubber  shoes  may 
be  attributed  to  the  low  price  of  crude  rubber,  the  progress 
in  tire  reclaiming  and  the  awakened  thrift  of  American  shoe 
wearers. 

Machinery  Requires  Skill 

Considerable  skill  was  required  to  readapt  the  tools 
and  vulcanizers  of  the  repair  department,  which  had  formerly 
been  used  to  repair  tires  only,  to  the  mending  of  rubbers, 
boots  and  shoes.  Metal  blocks  were  devised  to  fit  into 
tread  cavities,  the  tops  of  the  blocks  being  sole  or  heel  molds. 
Although  the  cure  was  somewhat  slow,  the  effect  was  good. 
Leather  repairers  aided  in  sewing  on  cemented  patches  and 
soles  until  proper  vulcanizing  equipment  was  finally  secured. 
Heels  were  cemented  and  then  attached  by  nails.  With 
special  machinery  appeared  processes  for  repairing  defects 
in  footwear  caused  by  accident  or  wear. 

Drying  Important  Process 

In  a well-equipped  rubber  repair  shop,  the  shoe  is  first 
examined  to  see  if  a repair  can  be  successfully  made.  If 
the  article  is  worthy  of  repairing,  the  first  and  most  important 
step  in  the  work  is  a thorough  drying.  A little  later  vacuum 
dryers  will  undoubtedly  be  employed,  but  at  present  the 
more  simple  methods  are  used.  One  of  the  best  is  a hollow 
heated  form,  similar  to  those  used  in  hosiery  mills,  over 
which  the  shoe  is  drawn;  tjiis  soon  drives  out  all  moisture; 
compressed  air  is  also  used,  or  a blast  from  a small  electric 
blower.  After  the  shoe  is  completely  dried  it  is  put  on  a 
“jack,”  familiar  to  all  shoe  cobblers,  and  the  worn  parts 
cut  away  down  to  the  solid  surface  of  tread,  or  to  the  cloth 
and  rubber  underlay.  A stiff  wire  brush  is  then  used  to 
remove  all  dirt.  For  a good  surface  for  cement,  the  sole  is 
roughened  with  a rasp  or  revolving  wire  brush.  The  whole 
of  the  part  to  be  patched  is  next  coated  with  a rubber  cement 
containing  sulphur;  the  shoe  is  afterward  put  aside  until 
the  solvent  in  the  cement  has  fully  evaporated.  This  is  done 
three  times,  in  order  to  allow  some  of  the  cement  to  pene- 


trate to  the  rag  filler  and  the  friction  and  thereby  give  them 
additional  strength. 

Molds  Readily  Secured 

A mold  for  the  new  sole  is  the  next  step;  stock  molds 
are  made  by  mold  makers  in  any  of  the  rubber  centers  in 
any  style  requ'red;  these  are  of  iron  or  steel  and  are  engraved 
for  any  sort  of  corrugation;  some  repairers  use  a lead  mold 
which  they  make  themselves.  This  process  is  very  simple 
— a sheet  of  lead  plate  one-quarter  of  an  inch  in  thickness, 
slightly  wider  than  the  boot,  is  taken  and  the  centre  of  it  is 
marked  to  indicate  where  the  corrugations  are  to  appear. 
It  is  then  scored  with  a cold  chisel  or  a flat,  suitably  engraved 
steel  punch,  lRf  inches  square,  with  a series  of  criss-cross 
channels  not  unlike  the  tread  of  a new  rubber  shoe.  The 
edges  are  then  turned  up,  either  above  a wooden  form  or 
about  the  sole  of  the  shoe  itself  so  that  a shallow  mold 
results.  The  mold  is  warmed,  the  surface  painted  with  a 
thin,  soft  soap  solution  and  is  ready  for  use  as  soon  as  dried. 

Regarding  Repair  Stock 

Unvulcanized  stock  for  sole  repair  may  come  from  the 
rubber  shoe  manufacturer;  this  is  already  of  the  proper 
thickness  and  has  the  corrugated  tread  from  the  soling 
calender,  or  it  may  be  tire  tread  stock;  the  latter  is  the  more 
available.  Two  pieces  are  cut  from  1-16  inch  tread  stock, 
so  as  to  get  a one-eighth  inch  thickness.  If  air  blisters  develop 
after  the  rolling  into  one  solid  sheet, they  are  punctured  by 
a sharp  awl.  The  doubled  sheet  is  then  cemented  on 
one  side  and  thoroughly  dried;  the  boot  is  then  placed  upside 
down  on  a jack,  the  new  sole  applied  and  rolled  on  hard 
with  a hand  roller.  Where  the  edges  come,  a stitcher  is 
run  to  help  the  adhesion  of  parts  which  the  roller  cannot 
touch.  The  lead  mold  is  put  upon  the  sole  and  is  tied  in 
place  with  broad  tapes. 

Taking  the  Cure 

The  curing  process  then  commences.  The  boot  is  put 
upon  a hot  plate  of  a chest  through  which  steam  circulates. 
The  steam  pressure  is  from  forty  to  sixty  pounds,  according 
to  the  grade  of  rubber  At  forty  pounds’  pressure,  the 
temperature  is  288  degrees  Fah*.  The  average  time  for 
curing  is  one  hour  and  a half.  A frequent  tightening  up  of 
the  clamps  during  the  process  aids  in  the  evening  up  of  low 
spots. 

Repairing  Rubber  Heels 

The  repairing  of  the  heels  of  rubber  boots  is  very 
similar  to  that  of  sole  repair.  If  only  the  heel  is  to  be 
repaired,  it  is  customary  to  slip  an  asbestos  or  other  fabric 
protector  over  the  foot  portion  of  the  hollow  last.  This 
prevents  the  heat  from  affecting  the  sole  and  upper  during 
the  cure.  The  methods  described  are  admirably  adapted 
for  the  tread  section  of  all  sorts  of  heavy  rubber  footwear. 

Repairing  Cloth  Surfaces 

Cloth-surfaced  footwear,  such  as  cloth  topped  arctics, 
wading  stockings,  etc.,  are  quite  as  easy  to  repair.  The 
fabric  about  the  worn  or  torn  place,  after  being  well  cleaned, 
is  given  several  thin  coats  of  cement,  each  being  allowed 
to  dry  well.  The  solvent  carries  the  rubber  into  the  fibres 
of  the  cloth  and  prevents  water  from  entering  by  capillary 
attraction.  A rubber  patch  is  prepared  in  the  usual  way 
and  affixed  by  rolling  down  and  vulcanizing,  as  in  the  case 
of  the  rubber  surfaced  boot  leg. 

Mending  Worn  Spot 

For  mending  a tear  or  a worn  spot  in  the  leg  or  upper 
of  a rubber  boot,  the  portion  of  the  surface  surrounding  the 
tear  is  rubbed  with  any  abrasive  substance  that  will  remove 
the  varnish.  The  roughened  surface  is  then  covered  with 
vulcanizing  cement,  and  a patch  cut  the  proper  size,  one 
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side  of  which  has  been  cemented  and  dried,  is  applied  to  the 
prepared  surface.  This  is  rolled  down  hard.  The  edges  of 
the  patch,  which  should  have  been  skived  thin  are  set  with 
the  stitcher.  The  repaired  portion  is  then  put  between  the 
platens  oc  a small  plate  vulcanizer.  If  the  repairer  has  no 
plate  vulcanizer,  small  patches  may  be  cured  by  placing  the 
f reshly  repaired  portion  against  the  hollow  steam  heated 
last  of  the  foot  vulcanizer,  tying  with  broad  tape  and  fitting 
the  clamps  to  hold  it  firmly  in  place. 

The  best  method  of  repairing  tennis  shoes  is  by  the  cure 
already  described. 

Tools  Needed 

The  tools  needed  are  few  in  number  for  a small  plant. 
They  comprise  a vulcanizer,  zinc-covered  work  bench, 
rack  or  cabinet  for  raw  stock,  shoemaker’s  jack  and  covered 
scrap  bins  for  both  vulcanized  and  unvulcanized  scrap. 
The  hand  tools  are  at  least  two  knives;  a heavy  skiver  and 
a pointed  cutting  knife,  machinist’s  hammer,  covered  cement, 
can,  cement  brushes,  naphtha  can,  roller,  stitcher,  wire  brush, 
rasp  and  awl.  To  this  might  be  added  experience  in  rubber 
work,  patience  and  ingenuity. 

Vulcanizing  and  Equipment 

Repairs  on  rubber  footwear  are  cured  on  or  in  vul- 
canizers  that  are  heated  by  gas,  oil  or  electricity.  The  gas 
or  oil  may  heat  the  vulcanizing  plates  direct  y or  may  be 
used  in  forming  steam  which  heats  the  vulcanizing  platens. 
Electric  vulcanizers  heat  the  plates  directly.  The  open 
steam  cure  is  not  easily  adaptable  to  footwear  repair,  nor 
is  the  dry  heat  cure,  that  is,  the  exposure  to  heated  air  in 
a closed  chamber. 

The  time  for  cure  varies  widely,  very  thin  patches 
calling  for,  say,  a 20-minute  cure,  and  thick  ones  as  much  as 
an  hour  and  a half.  This  further  depends  upon  the  type  of 
compound  used,  the  proportion  of  sulphur,  and  the  degree  of 
heat  employed. 

Complete  vulcanizing  equipment  will  range  in  price 
from  $100  for  an  outfit  well  suited  for  any  small  repair  shop 
to  $450  for  apparatus  with  which  not  only  every  form  of 
rubber  footwear  repairing  can  be  done,  but  also  many  kinds 
of  tire  and  tube  repairing,  with  the  utmost  dispatch  and 
efficiency. 


UNIVERSAL  SHOE  MACHINERY  CO. 

The  Universal  Shoe  Machinery  of  Canada,  Limited, 
Montreal,  report  the  following  sales  recently: 

Universal  Shoe  Repair  Shop,  2508  St.  Catherine  street 
east,  Montreal,  complete  Universal  repair  outfit. 

A.  Seguin,  212  Dufresne  street,  Montreal,  Model  F.K. 
finisher. 

W.  H.  Priddle,  St.  John,  N.B.,  Universal  finisher. 

F.  Deslauriers,  2738  Notre  Dame  street  west,  Model 
F.R.  finisher. 

I.  Freeman,  1040  St.  Catherine  street  east,  Model  F.K. 
finisher. 

Henry  Barber,  4214  Notre  Dame  street  west,  Model 
F.K.  finisher. 

F.  X.  Langevin,  St.  John  street,  Quebec,  has  been 
appointed  Quebec  representative  for  the  Universal  Shoe 
Machinery  of  Canada,  Limited,  Montreal.  He  will  handle 
their  new  stitcher  exclusively. 

Joseph  Beaulieu,  St.  Valier  street,  Quebec,  carries  a 
complete  line  of  spare  parts  for  the  Universal  machinery. 

STITCHING  FOR  THE  TRADE 

Mr.  S.  Blowers,  of  Hamilton,  is  thoroughly  remodelling 
his  shop  and  adding  a light  truck  to  his  equipment  intend- 
ing to  do  stitching  for  the  trade  of  the  city.  He  is  replacing 
his  number  eight  Landis  stitcher  with  a number  twelve, 


and  adding  a McKay  stitcher.  He  proposes  to  call  daily 
at  the  various  shops  for  work,  returning  same  when  com- 
pleted. He  expects  to  do  a large  percentage  of  the  stitching 
work  in  this  way,  and  with  his  facilities  for  handling  the 
work  says  he  can  do  it  better  and  more  cheaply  than  the 
individual  repairers. 

PASSING  OF  R.  M.  BEAL 

One  of  the  best  known  figures  in  the  leather  trade 
passed  away  on  March  29th,  at  Lindsay,  Ont.  R.  M.  Beal, 
of  the  R.  M.  Beal  Leather  Co.,  Limited,  who  was  bom 
at  Whitby,  Ont.,  has  been  connected  with  the  industry  for 
nearly  half  a century.  He  and  his  brother,  G.  E.  Beal, 


THE  LATE  R.  M.  BEAL 

who  predeceased  him,  removed  from  Ottawa  in  the  “eigh- 
ties” and  located  in  Toronto,  establishing  a leather  findings 
and  upper  business  as  Beal  Bros.,  having  a tannery  at 
Uxbridge,  Ont.  On  the  dissolution  of  the  firm  the  late 
R.  M.  Beal  established  himself  at  Lindsay,  Ont.,  where  he 
had  a fine  up-to-date  tannery  and  larrigan  factory.  Mr. 
Beal  was  president  of  the  Larrigan  and  Shoe  Pack  Associ- 
ation. 

The  late  Mr.  Peal  was  for  four  years  mayor  of  Lindsay, 
and  was  identified  with  every  good  thing  in  connection  with 
the  town  of  his  adoption.  He  was  a kindly,  genial,  whole- 
souled  man,  and  made  quite  a hobby  of  socialistic  subjects, 
in  which  he  became  quite  an  authority.  He  will  be  missed 
by  a wide  circle  of  friends  both  in  the  trade  and  out  of  it. 


If  you  are  one  of  the  very 
few  houses  in  the  indus- 
try not  handling  the 

“NATIONAL”  SHOE  PLATE 

We  would  like  to  send  you  samples 
and  quote  you  prices. 

MADE  IN  THREE  SIZES— FROM  DRAWN  STEEL 

National  Shoe  Plate  Mfg.  Co. 

160  N.  Wells  St. 

Chicago,  Illinois,  U.S.A. 
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GOODYEAR 


McKAY 


Ideal  For  Narrow-Toed  Shoes 

The  narrow-toed  shoe  presents  no  welting  difficulties  to  the  operator  that  uses 

McKAY  FLEXWELT 

This  welt,  made  solely  by  us  and  of  extra  good  leather,  is  notched  so  that  it 
turns  perfectly,  presenting  a flat  even  surface,  minus  bulges.  Our  samples 
demonstrate  how  McKay  Flexwelt  excels. 

BROCKTON  WELTING  CO. 

— incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  8$  MERRILL,  Inc.,  130  Eastern  Ave.,  Lynn,  Mass. 

SAV?,?.?,LEI^ES:  BOSTON  185  Essex  St  : PHILADELPHIA.  S.  W.  Cor.  5th  and  Arch  Sts.:  CINCINNATI.  410  East  8th  St.: 
MILWAUKEE.  258-260  Fourth  St.:  ST.  LOUIS.  1419  Olive  St.:  ROCHESTER.  N.Y.,  22  Andrews  St.:  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND.  Messrs.  Pearson  Robinson  & Arterton,  4 Albion  St.,  Leicester. 

FRANCE.  Louis  Dubois.  47  Rue  des  Petites  Ecuries,  Paris. 


Landis  Outfits  are  Money  Makers 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.  No  Royalty 


Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 


Landis  Machine  Co.  £?:  &W£sa 


Mention  “Shoe  and  Leather  Journal’’  when  zvriting  an  advertiser 
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Mr.  Retailer,  why  not  handle 
Union-Made  Shoes  and  have 
a Strong  Selling  Point? 

Customers  are  not  over-plenty  these  days.  Then  why  not  take 
advantage  of  our  Nation-Wide  Advertising  Campaign  now  going 
on,wherein  our  Representatives  are  advising  Labor  Union  Members 
to  Buy  Union-Made  Shoes.  Thousands  of  working  people  are 
being  talked  to  each  week,  with  the  Buying  of  Union-Made  Shoes 
as  the  Chief  Argument.  We  did  not  Profiteer  in  Wages  during 
the  war  period.  We  did  not  secure  advances  in  wages  within  50 
or  60  per  cent,  of  the  advanced  cost  of  living,  and  asked  only  for 
wage  lists  that  would  hold  after  the  war  period,  when  nearly 
normal  conditions  prevailed.  We  Played  Fair,  kept  the  factories 
running,  and  did  not  hold  up  producers  with  unfair  war  demands- 

Our  Representatives  are  now  engaged  in  an  organized  campaign 
to  bring  this  home  to  all  members  of  organized  labor  bodies  with 
an  emphatic,  urgent  call  upon  them  to  buy  only  shoes  bearing 
our  stamp.  Therefore,  Mr.  Shoe  Retailer,  if  you  want  the 
Business  order  shoes  bearing  the  Union  Stamp. 


Boot  and  Shoe  Workers’  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET  BOSTON,  MASS. 

COLL  IS  LOVELY,  - General  President  * 

CHAS.  L.  BAINE,  General  Secretary-Treasurer 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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AT  THE  FRONT 

Famo  Glaxod  Kid 


YY7  H E RE  V E R good  shoes  are 
* * known  and  genuinely  Stylish 
leathers  appreciated,  there  you  find 
FAMO  KID  at  the  front. 

FOREMOST  in  cutting  econ- 
* omies,  in  Style  effect,  and  in 
durability,  it  Stands  pre-eminent  as  the 
all-round  practical  leather  to  bring 
credit  to  your  product. 


HENWOOD  & NOWAK,  INC. 

Tannery  at  Wilmington,  Del. 

General  Offices:  95  South  St.,  Boston 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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-Keep  the 
Rubber  Heel 
they  M>ill 
ASK  For 


Every  Pair  of  Maltese 
Cross  “SCOOP” 
HEELS  sold  means 
a steady  customer 
gained  and  a booster 
for  your  store. 


MALTESE  CROSS 


“SCOOP”  HEELS 


They  are  light,  waterproof, 
and  long  wearing — the  Ideal 
Heel  for  walking.  Let  people 
know  you  carry  Maltese  Cross 
“SCOOP”  HEELS  and  your 
trade  is  secured. 


Gutta  Percha  & Rubber 

LIMITED 

Head  Offices  and  Factory:  TORONTO 

Branches  in  Leading  Canadian  Cities 


Mention  “Shoe  and  Leather  Journal”  when  ivriting  an  advertiser 
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Mr.  Ed.  Stephens,  of  Ottawa,  visited  Toronto  this 
week. 

The  B.B.  Shoe  Co.,  manufacturers,  have  been  registered 
in  Montreal. 

Notice  is  given  of  the| registration  of  the  Linton  Shoe  Co., 
of  Montreal. 

A change  is  announced  in  the  business  of  W.  K.  Leggatt, 
Oakville,  Ont, 

Solomon  Shair  has  taken  over  the  shoe  business  of 
Rebecca  Shair,  Toronto. 

Mr.  Dave  Marsh,  of  Quebec,  has  been  spending  the 
Easter  week  in  Toronto. 

Mr.  Parker,  of  the  Solid  Leather  Shoe  Co.,  Preston, 
was  in  Toronto  last  week. 

Mr.  R.  T.  Owen  has  started  in  the  shoe  business  at  199 
Dundas  street,  London,  Ont. 

A change  is  announced  in  the  shoe  business  of  Leveys 
& »Leveys,  St.  Catharines,  Ont. 

The  death  occurred  recently  of  Mr.  S.  F.  Morlock, 
dry  goods  and  shoes,  of  Durham,  Ont. 

Mr.  C.  L.  Owens,  of  Owens-Elmes  Mfg.  Co.,  of  Toronto, 
has  been  spending  a few  days  in  Chicago. 

Mr.  W.  Locke,  of  the  shoe  department  of  T.  Eaton 
& Co.,  Winnipeg,  visited  Toronto  last  week. 

Mr.  Hugh  White  and  Mr.  J.  A.  McLaren,  of  Toronto, 
have  been  making  a visit  to  the  eastern  shoe  centres. 

Mr.  Robert  Wakelin  is  the  proprietor  of  a new  shoe 
repairing  shop  recently  opened  at  Charlottetown,  P.E.I. 

Howard’s  Shoe  Shop,  a new  store,  on  Grafton  street, 
Charlottetown,  P.E.I.,  has  been  opened  by  Mr.  H.  F. 
Mclnnis. 

Thos.  Mulcahy,  Limited,  have  completed  arrangements 
to  handle  the  agency  of  “Taplin  Natural  Tread  Shoes” 
in  Orillia,  Ont. 

St.  Jean  & Co.,  (Reg.),  of  Montreal,  shoe  manufacturers, 
have  dissolved.  A new  registration  is  announced  under 
the  same  style. 

Mr.  W.  Edwards,  of  Edwards  & Edwards,  Limited, 
tanners,  Toronto,  spent  several  days  in  Boston  and  New 
York  recently. 

John  Lennox  & Co.  have  a new  representative,  Mr.  J. 
Jago,  who  is  covering  northern  Ontario,  making  North  Bay 
his  headquarters. 

Dr.  Stork  paid  a visit  to  Mr.  and  Mrs.  Chas.  P.  Cash- 
man,  856  College  street,  Toronto,  on  March  14th,  and  left 
a fine  son  behind. 

Frank  Brago,  shoe  retailer,  of  Capreol,  Ont.,  sustained 
a loss  of  about  $2,000  by  a fire  which  recently  swept  the 
business  section  of  that  town. 

Recent  visitors  to  Toronto,  showing  samples,  were  Mr. 
Harvey  Graham,  Mr.  Trudeau,  of  Corbeil’s,  Limited,  and 
Mr.  Knowles,  of  the  Humberstone  Shoe  Co . 

Mrs.  Antoine  Chalue,  mother  of  R.  B.  Chalue  of  the 
Adanac  Footwear  Co.,  Toronto,  died  recently,  after  several 
weeks’  illness  at  Penetang,  Ont.,  in  her  80th  year. 

Mr.  Chas.  Dionne,  representing  J.  & T.  Bell,  in  the 
province  of  Quebec  and  Montreal  city,  is  out  with  his  Fall, 
1921,  samples,  and  is  located  in  room  23,  La  Patrie  Building, 
St.  Catherine  street  east,  where  he  will  be  pleased  to  meet 
any  of  his  customers  or  friends. 

E.  D.  Boyer,  shoe  retailer,  of  Bertrand  Block,  Sudbury, 


Ont.,  sustained  a loss  by  a recent  spring  flood,  and  it  is 
feared  his  stock,  valued  at  $3,500,  will  be  a total  loss. 

The  plant  of  the  Johnson  Rubber  Company,  Mount 
Dennis,  Ont.,  was  recently  destroyed  by  fire.  Spontaneous 
combustion  or  defective  wiring  was  said  to  be  the  cause. 

Butler  & Son,  wholesale  and  retail  boots  and  shoes, 
have  leased  a store  in  Moose  Jaw,  Sask.,  with  the  intention 
of  opening  a retail  store  handling  medium  priced  boots  and 
shoes. 

Federal  Footwear,  Limited,  is  the  'name  of  a new  firm 
recently  started  in  Toronto.  They  will  manufacture  all 
kinds  of  felt  and  leather  slippers,  and  are  located  at  7 Jarvis 
street. 

Mr.  Peter  Doig,  of  the  Tetrault  Shoe  Mfg.  Co.,  Montreal, 
recently  returned  from  a business  trip  to  New  York.  He 
reports  that  the  boot  and  shoe  business  is  in  better  shape 
here  than  across  the  border. 

Mr.  L.  E.  Ivnuckey,  New  Zealand  representative  of 
W.  B.  Levack  Company,  brokers  of  hides  and  skins,  has 
been  transferred  to  the  staff  of  the  Canadian  branch  located 
in  the  C.P.R.  building,  Toronto. 

Fire  broke  out  in  the  boot  and  shoe  store  of  Huestis 
& White,  of  Sussex,  N.B.,  recently,  and  did  considerable 
damage.  Owing  to  a heavy  gale  the  fire  spread  and  burned 
a number  of  adjoining  buildiligs. 

Mr.  and  Mrs.  Chas.  A.  Blachford,  of  the  Blachford 
Shoe  Co.,  Toronto,  are  making  a trip  to  New  York  and 
Atlantic  City.  This  time  should  be  admirable  for  the 
purpose  of  seeing  the  latest  ideas  for  late  spring  and  summer 
footwear  as  indicated  in  those  centres. 

A recent  innovation  in  Atlantic  City  is  an  exhibit  by 
pretty  models,  of  the  latest  designs  in  knitted  goods,  such 
as  bathing  suits,  sweaters,  etc. 

A new  shoe  store  has  been  opened  in  Peterboro,  Ont., 
by  D.  C.  Grant,  and  is  located  at  330  George  street.  Mr. 
Grant  has  had  many  years’  practical  experience  in  the  shoe 
business  and  is  an  expert  in  fitting,  having  graduated  as  a 
foot  specialist.  He  intends  to  carry  high  grade  shoes. 

Mr.  Lester  Levy,  manager  of  the  Canadian  Shoes- 
Findings-Novelty  Co.,  Toronto,  is  the  proud  father  of  a 
bouncing  baby  girl.  On  the  same  date,  March  9th,  his 
brother  Mortimer  Levy,  who  is  associated  with  his  father,  A. 
Levy,  the  Toronto  Shoe  merchant,  became  the  father  of  a 
baby  boy.  All  are  doing  well. 

After  forty  years  in  business  A.  E.  Calkin  has  sold  his 
interest  in  A.  E.  Calkin  & Co.,  shoes,  clothing,  etc.,  of 
Kentville,  N.S.  His  former  partner,  Mr.  C.  B.  Lockhart, 
has  taken  over  the  clothing  and  men’s  furnishings  depart- 
ments and  will  continue  business  under  his  own  name  in 
the  same  store.  The  footwear  department  has  been  pur- 
chased by  Smith  & Parker,  and  will  be  removed  to  their 
own  establishment. 

St.  Catharines,  Ont.,  lost  one  of  its  pioneer  shoemakers 
recently  in  the  person  of  John  S.  Blank.  Death  occurred  at 
the  General  and  Marine  Hospital  after  a short  illness  from 
pneumonia.  Deceased  was  in  his  seventy-third  year,  and 
was  born  in  England.  He  came  to  this  country  over  fifty 
years  ago  and  settled  in  St.  Catharines,  and  up  until  the  time 
of  his  death  was  actively  engaged  in  a shoe  repair  business 
which  he  conducted  for  many  years.  He  leaves  two  sons, 
three  daughters  and  a brother. 
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The  G.L.  &H.Line  has  advanced  all  along  the  road. 
Always  a “Good  Buy,”  it  is  to-day  in  a most  favor- 
able position  in  the  market. 


Long  noted  as  Specialists 
in  the  production  of  Canvas 
Shoes  for  Women,  Misses, 
Children  and  Infants 
Values  that  have  built  one 
of  the  largest  trades  in 
these  shoes  in  Canada. 


Specializing,  too,  on  a 
Women’s  McKay  line  of 
Leather  Shoes  sold  at  close 
prices  for  medium  trade — 
Quality  for  prices  that  make 
them  leaders  wherever  they 
are  shown. 


SEE  THIS  FULL  LINE  AND  ITS  WONDERFUL  VALUES 


Gagnon,  Lachapelle  & Hebert 

55  KENT  STREET,  MONTREAL 


I Vo° 
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In-Stock  Shoes 

You  are  invited  to  write  for 
particulars  of  our  Men’s  and 
Women’s  Shoes  ready- to- 
ship.  They  are  packed  in 
24  pair  and  12  pair  cases, 
widths  C and  D— regular 
sizes. 


Men’s  Brown  Russia 
Ball  Strap  Oxford — 
Regent  Last. 


Geo.  A.  Slater,  Limited 

Manufacturers 


MONTREAL 

Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Bona-flde  advertisement*  of  Situations  Wanted  or  Situations  Vacant  in  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit — one  inch. 


WANTED — From  manufacturers  only,  on  a commission 
basis  for  British  Columbia,  line  of  shoes,  felt  slippers, 
rubbers  or  similar  lines  to  go  with  shoes  for  the  whole- 
sale jobbing  trade  or  the  retail  merchants.  Best  of 
references.  Twenty  years  on  the  road.  Apply  Manu- 
facturers’ Agent,  1131  McKenzie  street,  Victoria,  B.C. 

A FIRST  CLASS  SHOEMAKER  wants  a permanent 
position.  Steady  and  willing  worker.  Can  hand  sew 
and  finish  if  required.  Apply  Box  961,  Shoe  and 
Leather  Journal,  545  King  street  west,  Toronto,  Ont. 

SHOE  TRAVELLER — Nine  years’  experience  and  connec- 
tion in  western  Ontario  desires  position  with  reliable 
firm,  manufacturer  or  wholesaler.  Practical  shoe  man 
with  factory  experience.  Western  Ontario  territory 
preferred.  Apply  Box  962.  Shoe  and  Leather  Jour- 
nal, 545  King  street  west,  Toronto,  Ont. 

REQUIRED  by  old  established  tanners  and  leather  house, 
experienced  traveller  to  call  on  the  jobbing  and  manu- 
facturing trade.  Apply,  stating  full  particulars  as  to 
experience,  etc.,  Box  959  Shoe  and  Leather  Journal, 
545  King  street  west,  Toronto,  Ont. 


FOW  SALE  -One  A-l  used  McKay  stitching  machine  and 
channeler  for  sale.  Immediate  shipment.  Universal 
Shoe  Machinery  of  Canada,  Limited,  128  Queen  street, 
Montreal,  Que. 


WANTED- -A  leather  dyer  in  calf  skins  and  side  leather. 
Could  find  a situation  in  Montreal,  Canada.  Apply 
Box  960,  Shoe  and  Leather  Journal,  545  King  street 
west,  Toronto,  Ont. 


SALESMEN  WANTED — Calling  on  the  best  trade  in 
the  province  of  Quebec,  including  Quebec  City,  to  carry 
a line  of  Spats,  Shoepacks  and  Slippers  on  commission. 
Address  Box  W.W.  417,  Shoe  and  Leather  Journal, 
510  Coristine  Bldg.,  Montreal,  Que. 

a — 

AGENT  WANTED  for  ground  west  of  London,  Ont.,  for 
shoe  manufacturing  firm,  making  a full  range  men’s, 
boys’,  youths’,  and  gent’s  medium  McKay,  and  a strong 
line  of  men’s,  boys’  and  youths’  heavy  standard  screw 
working  shoes.  Territory  also  open  east  of  Toronto. 
Apply  Box  C.A.  217  Shoe  and  Leather  Journal, 
510  Coristine  Building,  Montreal,  Que. 


DEATH  OF  PIONEER  SHOE  MAN 

His  many  friends  in  the  trade  will  be  sorry  to  hear  that 
Mr.  Philip  Cook,  a pioneer  London  business  man,  who 
established  the  J.  P.  Cook  Shoe  Company  in  1864,  died  at 
his  residence,  379  Queen’s  avenue,  in  his  89th  year.  Mr. 
Cook,  who  was  born  in  County  Cavan,  Ireland,  landed  in 
New  York  City  in  1835  and  lived  there  for  some  years  before 
removing  to  the  Niagara  district,  where  he  established  a shoe 
business,  catering  to  the  men  engaged  in  the  construction 
of  the  Welland  Canal.  His  reminiscences  of  London’s  early 
days  included  the  story  of  a bear  hunt  in  which  he  partici- 
pated on  Dundas  street  in  the  heart  of  the  present  business 
district.  He  is  survived  by  two  sons,  Philip  Cook,  Jr.,  of 
London,  and  Edward,  of  New  York  City,  and  four  daughters, 
Mrs.  Chris.  J.  Fitzgerald,  of  Riverside,  Conn.;  Mrs.  R.  H. 
Dignan  and  Mrs.  William  McPhillips,  of  London;  and  Miss 
Ella,  at  home. 

FORMER  KINGSTON  MAN  DIES  IN  ROCHESTER 

Word  was  received  of  the  death  at  Rochester,  N.Y., 
of  Fred  H.  Sutherland,  youngest  son  of  the  late  Alexander 
Sutherland,  Kingston.  He  was  a veteran  of  the  South 
African  War,  in  which  he  served  under  the  late  Major  Bruce 
Carruthers.  The  late  Mr.  Sutherland  was  manager  of  the 
shoe  department  of  the  McFadin  Clothing  Company,  and 
was  past  president  of  the  Rochester  Retail  Shoe  Merchants’ 
Association.  

CANADIAN  DYER  AND  COLOR  USER 

Another  recent  addition  to  the  Canadian  Trade  Press 
was  the  Canadian  Dyer  and  Color  User.  This  covers  the 
field  cf  all  users  of  colors,  such  as  dyes,  printing  inks,  leather 
colors,  etc.  A section  is  to  be  devoted  to  the  technical 


needs  of  Canadian  tanners.  The  paper  is  turned  out  by 
an  active  body  of  young  Canadian  technical  men  and  chem- 
ists who  are  associated  with  the  Westman  Press,  publishers 
of  Canadian  Chemistry  and  Metallurgy.  There  is  certainly 
a field  for  this  type  of  paper,  and  we  hope  it  will  receive 
the  support  it  deserves  from  readers  and  advertisers. 

AMES-HOLDEN-McCREADY’S  RUBEERS 

Ames-Holden-McCready,  Limited,  have  issued  their 
catalogue  of  rubber  and  tennis  footwear  for  1921-1922. 
This  is  the  first  catalogue  of  rubbers  to  be  issued  under  the 
above  name.  The  booklet  is  printed  in  both  French  and 
English,  and  in  its  sixty-four  pages  covers  a full  range  of 
rubber  footwear  from  the  heaviest  types  to  the  finest  of 
ladies’  wear,  and  sporting  goods.  They  cover  all  their 
ines  with  a very  wide  guarantee  as  to  wearing  qualities. 


United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 

Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager  G.  W.  Hanlon,  Asst.  Mgr. 
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The  Strap  Vogue  in  Women’s  Shoes  is  a 
style  particularly  suited  to  fine  Kid. 

In  this  style,  and  others,  you  will  find 
many  of  the  best  makers  using  Citadel  Kid. 


Citadel  Leather  Co.,  Limited 

QUEBEC  MONTREAL 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Clerk  B has  made  a cash  sale  for  $1.00 


The  indication  at  the  top  of  an  up-to-date  National 
Cash  Register  gives  publicity  to  every  transaction. 
The  merchant,  the  clerk,  and  the  customer  see  this 
record. 

This  prevents  mistakes  in  price  and  in  making 
change.  It  removes  temptation. 

The  record  shown  in  the  indication  is  printed  on  a 
strip  of  paper  which  is  locked  up  inside  the  register. 
This  record  also  is  printed  on  a receipt  for  the 
customer. 

The  amounts  indicated  and  printed  are  added  into 
totals  which  show,  at  a glance,  (1)  the  total  business 
handled  by  each  clerk,  and  (2)  the  total  of  each  kind 
of  transaction. 


This  is  the  indication.  "Ca” 
shows  it  was  a cash  sale.  “B” 
is  the  clerk’s  initial.  ‘‘1.00’’ 
is  the  price. 

Charge  sales  are  indicated  by 
“Ch,”  received  on  account  by 
“Rc,”  and  paid  out  trans- 
actions by  “Pd.” 

The  same  indication  shows  on 
both  front  and  back  of  the 
register. 


This  assures  the  merchant  that  every  sale  is  handled 
accurately.  It  also  assures  him  of  accurate  records 
which  give  him  control  of  his  business. 


We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL, 

CASH  REGISTER  CO. 

OK  CANADA  LIMITED 
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There’s  one  Shoeman  in  every  town  known  for  the 
exclusive  footwear  he  sells.  If  you  are  such  a man 
you  will  be  interested  in  our  distinctive  lines  and  the 
Double  H Service  that  goes  with  them. 


SPATS 

SPORT  SHOES 
ENGLISH  BROGUES 
GOLF  SHOES 
INDIAN  SLIPPERS 
COCHRANE 
PALMER-McLELLAN 

SHOEPACKS  REPRESENTATIVES) 

BUCKLES 


RUBBER 

SOLES 


HALL  and  HODGES 

LIMITED 

16  ST.  SACRAMENT  ST. 

Montreal 


Sfe//iny 
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1 CHROME  PATENT  SIDES 

The  High  Standards  fee 

l DULL  CHROME  SIDES 

Persistently  Adhered  to 

t BRIGHT  BOARDED  SIDES 

In  The  Production  Of 

i RETAN  STORM  LEATHER 

. Robson  Leathers  Make  re 

S CHROME  TONGUE  SPLITS 

Them  Outstanding  In 

Appearance  and  Superior  7A 

F TAN  CHROME  SIDES 

In  Durability. 

MAHOGANY  CHROME]  SIDES 

^ ROYAL  PURPLE  CHROME  SIDES 

Robson  Colored  Sides  y 

F ELKS,  various  colors 

Feature  the  Shades  That  /J 

WHITE  BUCK 

Are  Fashion’s  Choice.  p 

j ROBSON  LEATHER  CO.  LIMITED  | 

^ MONTREAL  OSHAWA  QUEBEC  0 

No.  104 

Men’s  Chocolate  Willow  Calf  Blueher 


Value  and  Appeal 

are  two  essentials  to  good  footwear 
which  are  strongly  pronounced  in 
the  shoes  of  the  entire  Williams 
Line.  They  carry  an  unlimited 
appeal  in  possessing  neat  styles  and 
fine  all  round  appearance.  For 
Value  they  embody  the  leather  and 
the  workmanship  which  can  only 
give  one  ultimate  result — 

THOROUGH  SATISFACTION 

The  shoe  illustrated  is  our  No.  104, 
Men’s  Chocolate  Willow  Calf 
Blueher,  and  is  a proven  seller.  It 
is  outstanding  for  Value  and  will 
please  in  every  way  as  a “good 
sturdy  shoe.” 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 
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“PERFECT” 

COUNTERS 


Used  in  the 
Better  Shoes 


“PERFECT” 
COUNTERS 

Perfect  in 
Every  Particular 


Today  better  Fibre  Counters  are  standard  on  the  better  shoes. 

It  is  natural,  then,  to  find  a fast  growing  demand  for  Counters 
as  uniformly  well-made  as  the  “Perfect”  Fibre  Counter. 

Perfection  Counter  Limited 

699  LETOURNEUX  AVE.,  MONTREAL 
Sole  Selling  Agents  - - PARKER,  IRWIN,  Limited,  Montreal 


1 
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Evans  Kid  and  Good  Shoes 

They  go  hand  in  hand.  | 

Wherever  you  find  one,  you  find  the  other. 

Because  good  shoes  are  the  product  of  organizations  who 
have  the  ambition  to  serve  well,  or  a little  better;  and  these 
good  shoe-men  are  more  easily  interested  in  the  finer  | 

qualities  of  Evans  Kid.  | 

John  R.  Evans  Leather  Co.  Limited  | 

214  LEMOINE  STREET  MONTREAL 

!''!i:i!;il:|i:l'ni  1' Ml r I |:;l U" Mi I'i'llT!!'!:!' ;iT!i:iiT:l  1 ' JiUhTfi' !;'h'!..| :;.ti,l!l|r!!!ITT !-5 fid:',",-  ^ 
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HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 


Bacup,  Near  Manchester,  England 


No.  B3 — Women’s  Camel  Hair  Slipper,  Infants’ Camel  Hair  Slippers, 

Rolled  Top  Silk  Bound,  Felt  and  made  with  Ankle  Strap,  No.  B4 — Men’s  Camel  Hair  Slipper,  Silk 

Leather  Sole.  Felt  and  Leather  Sole.  Bound,  Felt  and  Leather  Sole. 


We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers 
which  is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and 
exceptional  values. 

ROSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

i 

Selling  Agents  for  the  Dominion  of  Canada 


Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 

The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 
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A New  Line  of  Fine  Stitchdowns 

Our  new  plant  is  in  full  operation. 

We  now  can  accept  orders  for 

INFANTS’  AND  MISSES’ 
STITCHDOWNS 

at  surprisingly  attractive  prices. 

We  will  send  samples  anywhere  if  you 
will  let  us  know  your  requirements. 

CANADIAN  STITCHDOWN  COMPANY 

THIRD  AVENUE  AND  ERNEST  AVENUE 
MONTREAL 


1 
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SHOE  STORE  SUPPLIES 

(OF  EVERY  DESCRIPTION) 

OVERGAITERS,  LEGGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz. : 


Alberta  and  British  Columbia 
G.  F.  Wadsworth 

Western  Ontario  Eastern  Ontario 

R.  J.  McAllister  L.  M.  Savage 

Quebec  City  8f  Eastern  Quebec 
J.  B.  Crochier 


Manitoba  and  Saskatchewan 
C.  S.  Page 

Ottawa  Dist.  fy  Eastern  Townships 
James  Leddy 


Lower  Provinces 
A.W.  Gardner 


Northern  Quebec 
Leo.  De  Celles 


City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 


L.  H.  PACKARD  & CO  .,  Limited 

Montreal 
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DEPENDABILITY 


A WATCHWORD  throughout  our  organization  that  applies  alike  to  the 
quality  of  our  materials  and  of  our  service. 

SOLUBLE  COTTON  COTTON  SOLUTIONS 

PATENT  LEATHER  SOLUTIONS  SOLVENT  THINNERS 

AMYL  ACETATE  ETHYL  ACETATE 

REFINED  FUSEL  OIL 


"r  ' ' ’ ' r 
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C.  A.  Spencer  & Son  Co 

183  ESSEX  ST,,  BOSTON,  MASS. 

Manufacturers  of 

Acme  Brand  Quebracho  Extract 

Deliveries  in  Barrels  and  Tank  Cars 


QUERMOS 

A Special  Extract  for 
Retanning  Fancy  and 
Colored  Leather® 


CAMESCO 

SULPHONATED 

OIL 


SULPHONATED  NEWFOUNDLAND  COD  OIL 


Br  nch  Offices:  11  Tithebarn  Street,  Liverpool,  England 
Cable  Address;  “C' SPEN,”  Boston 
Telegraph  Address:  “HESPWILL,”  Liverpool 
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New  Patterns  Quickly 

In  addition  to  the  new  patterns 
which  will  be  shown  in  the  Fall  lines, 
manufacturers  will  be  following  the 
style  changes  so  closely  that  they 
will  be  interested  in  the  quick  service 
we  can  give  them. 

We  are  glad  to  say  that  many  of  the  most  rapidly  moving  styles 
of  the  present  season  were  designed  in  our  shops. 

If  you  are  looking  for  a new  strap  pattern  we  will  be  glad  to 
work  with  you. 

Conaway- Wads  worth  Pattern  Co.  Limited 

223  McGILL  STREET  - - Rooms  11  and  12 

MONTREAL,  QUE.  GUS  LOSSMAN,  Manager 


When  a Tanner  wants  a Color,  he  wants  a 
color  that  is  PURE,  UNIFORM,  RELIABLE, 
CONVENIENT,  PERMANENT  AND 
ECONOMICAL 

The  dyes  offered  by  L.  B.  Holliday  & Company,  Limited,  are  noted  for  their  fast  quali- 
ties, and  are  adaptable  to  a wide  variety  of  uses,  covering  every  requirement  of  the  Tanner 


Chrome  Leather  Black  G. 
Chrome  Leather  Tan  2G. 
Chrome  Leather  Brown  G. 
Basic  Tan  O. 

Basic  Dark  Brown  P. 
Magenta  Powder 
Methyl  Violet  2B.  Cone. 


SAMPLES  ON  APPLICATION 


French  Black  2938 
Chrysoidine  R.  Cone. 
Bismarck  Brown  R.  Cone. 
Fast  Red  A. 

New  Phosphine  R. 
Auramine  O.  Cone. 
Orange  11. 

Ponceau  G. 


Brilliant  Bordeaux  2B. 
Acid  Prime  V. 

Naphthol  Blue  Black  10B. 
Naphthylamine  Black  H. 
Light  Acid  Brown  L. 

Dark  Acid  Brown  L.R. 
Nigrosine  W.S. 


STOCKS  MAINTAINED 


L.  B.  Holliday  a Company,  Limited 

HUDDERSFIELD,  ENGLAND 

CANADIAN  OFFICE  AND  WAREROOMS:  27  ST.  SACREMENT  ST., 

Cable  Address:  “DYEWARES,”  MONTREAL  MONTREAL,  P.O. 

Telephone:  MAIN  8105 
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KROWNALL  DRESSING 

FOR  VICI  AND  IMITATION  OF  VICI  LEATHER 

Made  in  various  degrees  of  body  to  fit 
any  quality  of  smoothness  of  leather. 

This  dressing  is  very  bright,  very 
black,  and  imparts  to  the  leather  a soft, 
pliable  feeling,  and  the  leather,  when 
dressed,  will  not  have  the  appearance 
of  being  coated. 

Manufactured  by 

BOSTON  BLACKING  COMPANY 

152  McGill  Street 

MONTREAL  CANADA 
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Fine  Grade  Buckles 


Fashion  has  decreed  that  buckles  should  be  placed  on  shoes. 
Plain  shoes  are  poor  shoes  from  fashion’s  point  of  view.  By 
using  “Dalco”  buckles  the  highest  style  effects  can  be  obtained. 
“Dalco”  patterns  are  rich  and  pleasing.  “Daleo”  workmanship 
is  above  criticism.  And  above  all  is  the  quick  and  safe  method 
by  which  “Dalco”  buckles  can  be  attached  and  detached. 


In  the  factory  or  the  dealer’s  store  “Dalco”  buckles  are  found 
most  desirable.  As  profit  producers  these  buckles  in  dealer’s 
stores  stand  high.  The  sales  possibilities  are  great.  A little 
experience  with  “Dalco”  method  of  attaching  them  to  shoes  will 
reveal  ways  and  means  of  making  a buckle  business  that  pays  big. 

WRITE  FOR  SAMPLES  AND  PRICES 


DALRYMPLE  PULSIFER  COMPANY 

Haverhill,  Mass. 

R.  B.  GRIFFITH  CO.  - HAMILTON,  ONT. 

Sole  Distributors  For  Canadian  Retail  Trade 


All  buckles  supplied  with  fillers  and 
“Dalco”  device  ready  for  attaching 

to  shoes. 
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Edwards  & Edwards  Limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 


Tanneries 

Woodbridge,  Ont. 


Head  Office 

27  Front  Street  East 
Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


| INFOOT  BRAND 

| BRITISH -MADE 

i Infants’  Footwear 

\ SOFT-SOLE  SHOES 

\ in  Kid,  Silk,  Poplin,  Wool,  etc. 

I HARD-SOLE  SHOES 

| Sizes  1-6,  Black  and  Tan  Leathers 

| INFANTS’  FOOTWEAR  LTD. 

’l  London,  England 

j GREENE-SWIFT  BUILDING 

LONDON  - CANADA 


l 

l 

l 

l 

l 

l 

l 

) 

l 

l 

l 

l 

l 
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Turn  Into  Money 

Your  slow  and  doubtful  book  accounts.  Hand 
them  to  the  Collection  Department  of  The 

Mercantile  Agency. 

R.  G.  DUN  & CO.,  70  Bay  St 

The  Collection  Service,  which  has  been  proved 
most  satisfactory  by  all  users  of  it,  is 

OPEN  TO  REFERENCE  BOOK  SUBSCRIBERS 
Subscription  and  Collection  Rates  on  Application 

Over  Seventy  Years  Record  of  Efficiency 
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I FAIRE  BROs  & CO.,  LIMITED  ! 

RUTLAND  STREET,  LEICESTER,  ENGLAND  | 

1 Manufacturers  of  | 


TO  BOOT  MANUFACTURERS 


E Our  well-equipped  modern  factories  are  adapted  ~ 

5 to  meet  all  your  requirements  in  high  grade  E 

= SOLED  GRAIN  STIFFENERS  SOLID  SPLIT  STIFFENERS  THREE  PIECE  SPLIT  STIFFENERS  E 

E GRAIN  BACKED  STIFFENERS  TWO  PIECE  SPLIT  STIFFENERS  LEATHER  LAYER  STIFFENERS  E 

E In  all  sizes.  Men’s,  Army,  Women’s,  Children’s  and  Golosh  Shapes. 


= BE  SURE  AND  SEE  OUR  SAMPLES  BEFORE  RE-ORDERING.  IT  WILL  PAY  YOU  TO  DO  SO  = 

| FAIRE  BRO*.  & CO.,  LIMITED,  Manufacturers  of  Shoe  Mercery,  LEICESTER  | 

^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir 


Shoe  and  Glove  Leathers 

GLOVE  HORSE 

1! 
i : 

SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 

1 1 

H 

Creemore 

Boulevard 

1 1 
i i 

Boulevard 

Smoked 

4 

I 1 

a o 

! ! 

Black 

Alaska 

II 

ii 

Alaska 

Pearl  Grey 

+4- 

Smoked 

PFISTER 

85=87  South  St. 

Sc 

VOGEL 

Boston,  Mass. 
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Modernize  your  store  front.  Make  your 
windows  work  for  you.  Build  up  trade 
with  ARTISTIC  fixtures. 

Send  for  our  catalog.  Lots  of  helpful  hints  FREE. 

Artistic  Wood  Turning  Works 

Formerly  Polay  Fixture  Service. 

515  N.  Halsted  St.,  Chicago,  111. 


Cabinette 

Wooden  Heels 

for 

Ladies’  Shoes 

+ + + 

• Manufactured  by 

CANADA  CABINETTE  HEELS 

Limited 

2732-2736  St.  Hubert  St.,  Montreal,  Canada 
Calumet  1959 


CLARKE  &s  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


Beal’s 

Shoepacks 


Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 


The  R.  M.  Beal  Leather  Co. 


Lindsay,  Ont. 


Limited 
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Tanners’  Oils  & Greases 

Sulphonated  Cod  Oils 
Sulphonated  Neats'foot  Oils 
Sulphonated  Castor  Oils 
. Acid  Fat  Liquors 
Moellon  Degras 

n 

MADE  FROM  CANADIAN  PRODUCTS  AND 
MANUFACTURED  AT  FARNHAM,  QUEBEC. 

n 

Salem  Oil  & Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 


JfX 


GOOD  PATTERN  DESIGNING 

IS  AN  ACQUIRED  ART 

^ittin§  the  lines  of  a last  is  not 
a Mechanical  Operation  but  a 
Matter  of  5kill*a  result  of  years 
of  Study  and  Training 

PATTERN  MAKING  demands  Rare 
Judgement  to  <Luc  Style  and  G race- 
full  Lines  and  assure  conformity 
to  the  Original  Last  Oulli  nas 
FITTING  QUALITY  DEMANDS  ACCURACY 

"WHEELER  6 CUMMINGS 

173 Lincoln  5 1.  Boston  Mass  USA. 


COLONIAL  HIDE  COMPANY 

PACKER  and  COUNTRY  HIDES 

Switches  and  dewclaws  off,  fleshed  of 
excess  meat.  Thoroughly  cured  and 
out  of  our  first  salting. 

Well  banked,  shaken  of  salt,  suitable 
tare,  giving  an  excellent  delivery. 


Hide  and  Calfskin  Cellar.  MONTREAL 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  Street,  Montreal,  P.Q. 

Quebec,  P.Q.  St.  John,  N.B.  Three  Rivers,  P.Q. 

Ottawa,  Ont.  Windsor,  N.S.  Peterboro,  Ont. 
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Increased  Profits  and 
constant  Repeat  Orders 
from  Satisfied  Customers 
is  the  Result  of  Handling 
our 


“SILVERITE”  Lamb’s  Wool  Soles 


“SHOE  FINDINGS  THAT  SELL” 


“SELWEL”  Cemented  Heel  Lining 
Repairer 


These  cuts  illustrate  only  a few 
of  the  Findings  Specialties  we 
manufacture. 

Write  for  Catalog  and  Price  List 


THE  SILVERITE  CO. 


‘WARMTREAD”  Cushion  Insoles  made  of 
“Korxole”  and  White  Cushion  Felt 


Formerly  L.  G.  & S.  S.  COMPANY 
81  High  Street  Boston,  Mass.,  U.S.A. 


“SELWEL”  Stitched  Heel  Lining  Re- 
pairer Stitched  with  a smooth  zig-zag 
stitch. 


J.  HARDY  SMITH  ® SONS  M,D,  r“L“.TH,R 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Belg'rave  Gate,  Leicester,  Eng. 


KANGAROO 

RICHARD  YOUNG  CO. 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

36  and  38  Spruce  Street  - NEW  YORK,  U.S.  A. 

Sheepskins  Skivers  ‘*Ryco”  Matt  Kid 

Branch:  54  South  Street,  BOSTON,  MASS. 

ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


NEWCASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White,  Black, 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits. 
Indias.  Heavy  Leathers.  Skivers.  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths, 

Write  or  Wire  for  Samples 

NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W..  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


Too  mu^h  soaking  of  your  leather  is  just  as  bad  as  no 
soaking  at  all.  About  fifteen  minutes  is  long  enough  for  the 
hardest  of  leather  and  five  minutes  for  any  soft  or  oak  stock. 
After  soaking,  place  it  in  a Tempering  Pan  (ask  your  jobber) 
and  let  the  leather  stand  at  least  a day  before  using  it. 
You  will  find  that  it  will  cut  easier,  roll  and  shape  better 


and  nail  or  sew  easier.  It  will  also  be  dry  enough  to  scour 
and  finish  right  away,  giving  a good  job. 


It  is  a foolish  idea  of  living  which  prompts  us  to  spend 
more  than  we  make. 
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ABOARD!”  Direct  through  Connections  from  “HOOF  TO  BEAMHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 


SCHMOLL  FILS  & CO. 


PARIS  HAVANA 


International  Hide  Merchants 


BASLE 


NEW  YORK 


“We  deliver  what  you  buy” 


CHICAGO 


Page 
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GOODYEAR 

MACHINERY 


AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

— — All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  “Shoe  and  Leather  Journal”  zvhen  writing  an  advertiser 


The  prices  are  absolutely  right,  but  even  if 
they  were  higher,  the  quality  of  these  flexible 
McKays  ivould  be  remembered  long  after  the 
price  was  forgotten. 


OP  notch  merchandise 
men  are  making  big 
profits  out  of  the  run 
on  strap  shoes. 

They  are  getting  all  the  style  in 
the  world.  They  are  getting 
quick  deliveries.  They  are  selling 
straps  at  a medium  price — there 
is  an  insistent  demand  for  this 
kind  of  shoe. 

There  is  no  better  shoe  than  the 
flexible  McKay,  with  the  close 
trimmed  edge  for  the  present 
fashion,  and  this  is  a Clark  Bros, 
specialty. 

Drop  a line  and  get  some  of 
these  shoes  for  summer  trade. 


Clark  Bros. 


LIMITED 

St.  Stephen, 


N.B. 


Permanent  Sample  Room:  20  Windsor 
Hotel,  Montreal 


1 THE  THIRTY-FOURTH  YEAR  TORONTO,  APRIL  15,  1921 
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Late  Spring,  Summer  and  Autumn  Styles 


ACTON  PUBLISHING  CO.  LIMITED 

TORONTO  MONTREAL 
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OAK 

Solid  Satisfaction 

comes  to  Shoe  Manufacturers  who  use 

Trent  Valley  or  Royal 

OAK 

SOLE  LEATHER 

The  Leather  that  invariably  gives 

Highest  Quality 
Greatest  Value 
Longest  Wear 

Two  Twin  Tannages  of  the  Six 
manufactured  by 

The  Breithaupt  Leather  Co.  L imited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 


MirnHiinwiiiuiinHiHiHiiiiw 
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Watch  Your  Step 


Whatever  economizing  you  may  do  in  your  buying 
do  not  make  the  mistake  of  running  too  close  on 

AMHERST  RELIABLES 

They  are  the  backbone  of  good  shoe  retailing,  com- 
bining with  SOLID  CHARACTER  in  material  and 
shoemaking  the  attractiveness  of  STYLE  and 
FINISH  that  always  appeal  to  the  buyer. 


Our  In-stock  Service 

At  our  Branches  as  well  as  at  our  Factory  we  carry 
a COMPLETE  STOCK  of  Amherst  Reliables. 
For  Spring  and  Summer  requirements  you  will  find 
us  ready  at  a moment’s  notice  to  meet  all  your  needs 
in  these  PROFITABLE  SELLERS. 

We  carry  also  a complete  stock  at  each  branch  of 

Independent  Rubbers 


Amherst  Boot  & Shoe  Company,  Limited 

AMHERST  - HALIFAX  - REGINA 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 


4 


THE  SHOE  AND  LEATHER  JOURNAL 


Welting  Waste  is  an  item  that  deserves  your  careful  consideration. 

Every  time  you  break  a joint  at  the  grooving  operation;  every  time 
you  allow  several  inches  at  the  end  of  a hank  to  be  thrown  away;  and 
every  time  you  tear  off  a welt  because  it  was  hard  and  bony,  or  soft 
and  spongy,  you  have  added  seriously  to  the  cost  of  your  welting. 

BARBOUR  GROOVED  ENDLESS  WELTING 

is  your  solution  of  the  Welting  Waste  problem.  Its  tough  mellow 
fibre  make  ‘‘Tear-Offs”  for  any  reason  almost  unknown.  It  is  pro- 
vided all  grooved  and  with  the  patented  scarfed  ends,  so  that  broken 
laps  and  end  waste  are  impossible. 

It  is  the  welting  of  standardized  quality  and  the  price  is  most  attractive 

Brockton  Rand  Company 

Brockton,  Mass.,  U.S.A. 
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BLACK 


Varsity  Calf 


This  new  production  in  Calf  Leather  has  such  superior 
qualities  and  has  become  so  favorably  known  that  up-to- 
date  retailers  are  specifying  it  in  their  orders  of  high-grade 
shoes. 

It  is  in  a class  by  itself  as  a tight,  close-fibred  tannage  that 
positively  will  not  stretch.  Shoes  made  from  it  retain 
their  shape  as  well  as  their  brilliancy  and  soft  texture.  It 
has  all  the  strength  of  the  best  Calf  and  the  lightness  of 
the  finest  Kid. 

Manufacturers  are  delighted  with  its  cutting  economy. 
Because  of  our  careful  selection  of  skins,  and  equally 
careful  tanning,  each  skin  yields  every  inch  of  usable 
leather  possible. 

You  will  be  proud  to  put  shoes  of 
Varsity  Calf  in  your  high-grade 
lines  for  the  coming  season. 

SAMPLES  ON  APPLICATION 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONTARIO 
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To  Canadian  Shoe 
Manufacturers  ! ! 

With  the  abnormal  conditions  incidental  to  the  World  War, 
Shoe  Manufacturers  doing  business  with  the  Boot  and  Shoe 
Workers’  Union,  under  the  Union  Stamp  Agreement,  were 
immune  from  attempts  to  take  advantage  of  the  manufacturers’ 
necessities  to  force  increases  in  wages  and  shorter  hours  of  labor 
beyond  that  to  which  they  could  prove  their  right  by  argument  or 
arbitration. 

Now  that  the  World  War  is  at  an  end,  (and  as  a result  there  is 
a marked  depression  in  business),  there  are  a few  shoe  manu- 
facturers who  are  inclined  to  take  advantage  of  the  necessities  of 
the  shoe  workers  and  force  reductions  in  wages,  title  to  which  they 
cannot  prove  by  argument,  or  secure  a reduction  through  arbitration. 

To  those  manufacturers  we  wish  to  give  a word  of  warning.  Such 
attempts  to  reduce  wages,  by  disregarding  or  cancelling  their 
agreements,  would,  if  successful,  be  undoubtedly  followed  by 
reprisals  when  business  improves.  Shoe  workers  who  accept 
reductions  in  wages  because  of  the  depression  in  business,  do  so 
with  the  mental  reservation  that  when  business  is  good  the  old 
wages  will  be  restored  with  a sufficient  dividend  to  make  up  for 
the  losses  during  dull  times.  Past  history  in  the  shoe  trade  verifies 
the  above  statements.  Therefore,  why  not  be  Fair,  respect  agree- 
ments, and  be  assured  that  Future  Conditions  will  be  satisfactory. 


THE  BOOT  AND  SHOE  WORKERS'  UNION 

Affiliated,  with  the  Federation  of  Labor 

Collis  Lovely,  President  Charles  L.  Baine,  Sec'y-Treas. 

Main  Office:  246  Summer  Street,  Boston,  Mass.,  U.S.A. 
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Black  and  Brown  Side  Shoes 


In 

Stock 

Now 

Immediate 

Shipments 


Select  Black  and  Brown  Side  Goodyear  Welted,  Single 
or  Slip  Sole,  Blucher  or  Balmoral  cuts. 

Lot  No.  1 — Mahogany  Side  Balmorals 
“ 2 — Mahogany  Side  Bluchers 

“ “ 3 — Gun  Metal  Side  Balmorals 

“ 4 — Gun  Metal  Side  Bluchers 


WRITE,  WIRE  or  PHONE  ORDERS  TO 

N.  J.  COLLINS 

Wholesale  Shoes 

60  Front  St.  West,  Toronto 


PACKED  IN  15  PAIR  LOTS 

Sizes  5 to  10,  6 to  11 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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ROBERT  H.  FOERDERER 


PENN.,  U.S.A 


PHILADELPHIA 


INCORPORATED 


Wtr  , 

' ' \ 

* ' V T. 
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A Reliable  Line 
for  Summer  Sales 

T>  ETAILERS  will  do  well  to  see  and 
stock  the  Partridge  Line  of  High 
Grade  Canvas  Footwear  as  a producer 
for  the  coming  summer  season. 

The  line  presents  the  very  latest 
ideas  in  this  particular  footwear  and 
there  is  an  extensive  variety  of  pleasing 
models  which  embody  the  REAL 
WORTH  in  Quality  that  will  lay  a 
solid  foundation  for  future  business. 

You  can  make  no  mistake — in  every 
way  the  Partridge  Line  will  measure 
up  as 

DEPENDABLE  MERCHANDISE 

Partridge 
roducts 
roduce 
rofits 

The  Northern  Rubber  Co. 

Limited 

GUELPH,  ONTARIO 
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fob  All  Shades 

OF 

BROWN 

Castor, 
BucksK,n  Ev 


Ralston’s  Polishes  set  a standard  in  polish  production  that  gives  them  actual  superiority 
and  makes  them  the  most  dependable  polishes  you  can  handle.  A more  beautiful  and  last- 
ing shine  and  preservative  powers  that  improve  the  texture  of  the  leather  and  prolong  the 
life  of  the  shoe  are  qualities  that  Ralston  methods  of  polish  making  put  into  these  high- 

grade  polishes. 

RALSTON'S  SUEDE  DRESSING  RALSTON'S  WHITE  DRESSING 

Two  great  sellers  for  the  Summer  Season.  Be  sure  of  Satisfying  your  customers  by  selling 
them  the  best. 


A Dressing  for  Every  Shoe 


A Complete  Range  of  Find'ngs 


Robt.  Ralston  & Company 

Limited 


HAMILTON  - ONTARIO 


Ralston’s  Suede  Dressing 
and  Suede  Powder  in  all 
the  Popular  Shades. 


No.  1 


No.  3 


MA*yrACTuo«o  Bv 

Robt  Ralston&g 

Hamilton,  Ont. 


RALSTON’S  POLISHES 


No.  8 


The  above  line  comes 
in  Black,  Brown,  Tan, 
and  Oxblood. 


ha nmn 
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Both  Leading 

Parkers  Felt  Box  Toes 
“Perfect”  Fibre  Counters 


In  making  the  new  samples 
manufacturers  who  produce 
probably  the  largest  selling 
lines  made  in  a particularly 
good  way  are  using  either 
Parker’s  Felt  Box  Toes  or 
Perfection  Counters — or  both 
of  them. 


Prices,  delivery  and  quality 
are  interesting. 

Selling  agents  for  Perth  Felts. 


Parker,  Irwin,  Limited 

11  ST.  PAUL  WEST  MONTREAL 


4 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings 
Cyclone  Bleach,  Etc. 


Look  Over  this  List  and  Send  in  Your  Order 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 
The  King  Edge  Ink 

For  a one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes 

King  Edge  No.  31  (Natural) 

Model  First  Setting 

A stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.  Made  in  all  colors 

Colored  Heel  Stains 
Black  Diamond  Shank 

Black  Bottom  Dye 

A dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and  dis- 
colorations. and  makes  a hard,  smooth, 
uniform  finish 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A gum  to  use  where  a high  polish  is  wanted 
on  a paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Naphtha  Black 

For  raw  edges  of  vamps  and  tips 

Nonesuch  Filler 

A filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kief  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all  colors. 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A stain  finish  to  take  the  place  of  paint 
or  wax  finish:  will  cover  all  kinds  of  leather 

Paragon 

A wax  stain  for  shanks  and  foreparts  on 
black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 

Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all  kinds 
of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a coat  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Ruby  Cutter  No.  2 
Ruby  Flow  No.  3 

Finishing  Room  and 

Dressing  Room  Supplies 

Baby  Cow  Polish 

A friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet  leather 

Tanners’  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 

Veneering  (Russet) 

Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston 

Leather 


£ LEATHER 


Stain 

Company 


109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents: 


INTERNATIONAL  SUPPLY  CO. 


Montreal  Kitchener  Quebec 
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There  is  Nothing 
L ike  Trickett’s 


They  may  look  like  TRICKETT’S.  They  may 
feel  like  TRICKETT’S.  They  may  be  finished 
to  imitate  TRICKETT’S  but 


They  Are  Not  Trickett’s 


LONG  EXPERIENCE  in  catering  to 
the  particular  needs  of  the  Canadian 
trade  have  given  TRICKETT’S  a 
hold  on  Canadian  wearers  as  well  as 
buyers  that  make  them  constant 
sellers. 


TRICKETT’S  SLIPPERS 

Suit  all  classes  of  trade  from  the  most  exacting  to  those  with 
whom  PRICE  is  the  great  consideration. 

Ask  your  jobber  to  show  you  TRICKETT’S  and  make  sure 
they  are  genuine. 

We  have  a number  of  NEW  LINES  special !y  adapted  to  the 
Canadian  trade  as  well  as  most  of  the  old  favorites. 

All  First  Class  Jobbers  Handle  Trickett’s 

Sir  H.  W.  TRICKETT,  Limited 

WATERFOOT  (Near  Manchester),  ENGLAND 


Canadian  Representative 


J.  S.  ASHWORTH,  16  Manchester  Building,  Toronto 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Edwards  & Edwards  limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


CLARKE  $ CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


mark 


Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 

The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 


No.  1 3 — Women’s  Camel  Hair  Slipper,  Infants’  Camel  Hair  Slippers, 

Rolled  Top  Silk  Bound,  Felt  and  made  with  Ankle  Strap,  No.  E4 — Men’s  Camel  Hair  Slipper,  Silk 

Leather  Sole.  Felt  and  Leather  Sole.  Bound,  Felt  and  Leather  Sole. 


We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers 
which  is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and 
exceptional  values. 

ROSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

Selling  Agents  for  the  Dominion  of  Canada 


WILSON  CANHAM,  Limited 

HEAD  OFFICE  - TORONTO,  CANADA 

Shippers  of  HIDES,  CALFSKINS,  PELTS,  WOOL, 
SHEEPSKINS,  RAW  FURS,  ETC.,  ETC. 

Main  Office  for  Australasian  Branches  - - AUCKLAND,  N.Z. 


MORSON,  BOSWELL  & COMPANY 

IMPORTERS 

64  Wellington  St.  West  St.  Nicholas  Building 

TORONTO  MONTREAL 

We  Specialize  in 

CLOTH  SHOE  TOPPING— Black  and  all  Colors 
COTTON  SHOE  LININGS  GAITER  CLOTHS 


Mention  “ Shoe  and  Leather  Journal”  zvhen  writing  an  advertiser 
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A 


'RELIABLE 


LEATHERS 


d? 


Lawrence 

Leathers 

are 

Reliable 

Leathers 


il 

ii 


We  are  specialists  in  the  tanning  of  calfskin  and  side  leather  upper  stock. 

The  size  of  our  tanneries — our  long  experience  and  vigorous  application  of  the 
newest  and  most  progressive  methods  of  tanning — our  facilities  of  every  kind  mak- 
ing toward  efficiency — and,  last  but  not  least,  our  determination  to  produce  only 
such  leather  as  shall  excel  in  every  point  of  value  and  quality  in  the  grade — all 
these  place  us  in  a position  to  assure  the  retailer  the  utmost  in  appearance  and 
wear  from  shoes  in  which  Lawrence  Leathers  have  been  used. 

We  invite  you  to  specify 

For  top  grade  shoes:  GUN  METAL  CALF. 

For  medium  grade:  GUN  METAL  SIDES. 

For  finest  quality  suede  footwear:  WEILDA. 

For  the  next  grade  of  suede:  NUBUCK. 

For  patents:  BLACK  DIAMOND. 

You  will  thus  insure  satisfaction  to  both  yourself  and  the  eventual  purchaser. 

A.  C.  Lawrence  Leather  Co. 

161  SOUTH  STREET,  BOSTON 

NEW  YORK  CHICAGO  ROCHESTER 

CINCINNATI  ST.  LOUIS  PHILADELPHIA 

iiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiinn 
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WORLD 

WIDE 


That’s  a broad  expression,  but  not  an  inch  too 
broad  for  Collis  Leather  reputation.  Wherever  the 

BEST  COLORED  CALF 

is  known  in  the  shoe  world,  Collis  Leather  is  known. 

Their  popular  browns  No.  17  and  No.  2 make 
up  in  the  most  stylish  fashion,  cut  economic- 
ally and  work  easily  and  quickly. 

If  you  specify  COLLIS  you’ll  specify  the  best. 

Collis  Leather  Company,  Limited 

Aurora,  Ont.,  Canada 

i* — ■ — — ■ — — — — ■ — — — — — — ~ - « — 4 


G 

R 

ARE  YOU  YET  LOOKING  ? 

G 1 
R 

1 

For  a Reliable,  Wide-a-Wake,  Up-to-Date  House  " 

1 

F 

Selling  Guaranteed  Merchandise  or  Money  Back — 

F 

F 

1 

N 

C.S.F.  Co.  Answer  the  Description  Above. 

F 

i 

N 

NOW  MANUFACTURING  IN  CANADA. 

12  Styles  in  Straps  in  Patent,  Gun  and  Kid  Leather,  also  White 

P 

Canvas  in  Large  Variety. 

P 1 

o 

Samples  Only  on  Request.  Convert  Old  Stock  into 

O 

L 

REAL  DOLLARS.  EVERYBODY’S  DOING  IT. 

L 

1 

S 

H 

You  Don’t  Have  to  Have  Strap  Pumps.  Make  Them  Strap  Effects 
Nu  Styles  with  Our  12  Styles  of  Straps. 

1 

S 

H 

E 

CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 

HEAD  OFFICE: 

E 

2 Trinity  Square  Adel.  1731-4194  Toronto,  Canada 

s 

MONTREAL  OFFICE:  PLATEAU  2832  MR.  BLUMENTHAL,  Jr. 

s 

Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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HYDRO 

CITY 


Solid  Leather 
Staple  Shoes 


1 he  splendid  results  that  merchants  all  over  Canada  are  getting  from  featuring 
Hydro  City  Shoes  are  results  that  only  thoroughly  RELIABLE  shoes  can  give. 

They  get  the  VOLUME  of  sales  because  ol  their  wide  appeal  in  VALUE  and 
appearance  and  their  satisfaction  in  SERVICE.  You  can  depend  on  them 
because  they  are  solid  leather  and  the  shoemaking  is  RIGHT. 

Stick  to  the  Hydro  City  Line  for  the  coming  season. 

Hydro  City  Shoe  Manufacturers 

Kitchener,  Ontario  Limited 


It  is  one  thing  to  talk  about  shoes,  another  to  know 
how  to  manufacture  them. 

Knowledge  is  Power.  In  any  line  Service  will  win. 
That’s  why  we  are  leadinginService.Qualityand Style. 

YOU  CAN  DEPEND  ON  RYANS 

for  QUICK  SERVICE  in  supplying  your  needs  in  the  SALABLE  SHOE 
SPECIALTIES  that  will  be  in  such  great  demand  during  the  next  two 
or  three  months. 

Men’s  and  Women’s  Boots  and  Oxfords, 
Specialties,  Pumps  and  Sporting  Shoes 

We  have  a LARGE  AND  WELL  ASSORTED  STOCK  and  can  meet 
your  immediate  needs  with  the  usual  RYAN  PROMPTNESS.  FALL 
qnd  WINTER  1921-2.  We  t re  headquarters  for 

Boots,  Shoes,  Rubbers,  Felts,  Gloves 
and  Mitts,  Moccasins  and  Oil  Tans 

We  have  made  exceptional  arrangements  for  our  carefully  selected  line  of 
MEDIUM  and  LOW  PRICED  STAPLES,  Children's  School  Boots,  as 
well  as  a Select  Range  of  POPULAR  SHOES  at  POPULAR  PRICES. 

Thomas  Ryan  Co.  Limited 

Established  1874 

WINNIPEG,  MAN. 
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Write  for  Our  In  Stock  Price  List 


mf  f OF  THE 
HEHO^  plPRESS  sj,0 


Walker,  Parker  Co. 


T oronto,  Ontario 


Limited 


Progressive  High-Grade  Shoemakers  for  Women 


Mention  "Shoe  and  Leather  Journal’'  when  writing  an  advertiser 
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In  Stock  Shoes  For  It 


1000  Women’s  Fine  Kid  Polish,  8 in.,  Cushion  Sole,  G.W.  Kid 
Toe  Cap  ------ 

5317  Women’s  Fine  Kid  Foxed  Polish,  Sy2  in.,  Slip  Sole,  Sport  Heel, 
M.S.  Kid  Toe  Cap  - 

6638  Women’s  Fine  Kid  Cross  Strap  Shoe,  Im.  Turn  Sole,  Louis  Heel 
7613  Women’s  Fine  Kid  Lace  Oxford,  Cuban  Heel,  G.W.  Kid  Toe  Cap 

7625  Women’s  Dark  Brown  Calf  Lace  Oxford,  Scotch  Brogue,  G.W. 
Wing  Toe  Cap  - 

7608  Women’s  Fine  Kid  Lace  Oxford,  Sport  Heel,  G.W.  Plain  Toe 
800  Women’s  Kid  Lace  Oxford,  Slip  Sole,  Sport  Heel,  M.S. 
Kid  Toe  Cap  - 


D 


D 

C 

C 


C 

C 


D 


The  W alker, 


Toronto, 


Progressive  High-Grade 


Mention  "Shoe  and  Leather  Journal”  ivhen  writing  an  advertiser 
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Immediate  Shipment 


Parker  Co. 


Ontario 


Limited 


Shoemakers  for  Women 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertise * 


TREADEASY 


Sample  No. 


Width 

c 


7487  Women’s  Fine  Kid  K Polish,  8>L  in.,  Cuban  Heel,  G.W.  Kid 
Toe  Cap  - - - 

775  Women’s  Fine  Kid  Blucher  Polish,  Cushion  Sole,  G.W,  Patent 

Toe  Cap  - - - - - - -E 

702  Women’s  Fine  Kid  Foxed  Polish,  8 in.,  Cuban  Heel,  M.S. Plain  Toe  D 

5593  Women’s  Fine  Kid  2-Eyelet  Southern  Tie,  Sport  Heel,  Im.  Turn 

Sole,  Plain  Toe  - - - - - - -C 

5555  Women’s  Fine  Kid  Lace  Oxford,  Slip  Sole,  Sport  Heel,  M.S.  Kid 

Toe  Cap  - - - - - - -D 

5620  Women’s  Fine  Kid  2-Button  Strap  Shoe,  Im.  Turn,  K Louis 

Heel,  Plain  Toe  - - - - - - -C 

7622  Women’s  Dark  Brown  Calf  Lace  Oxford,  English  Last,  G.W. 

Wing  Toe  Cap  - - - - - - -C 

805  Women’s  Kid  Lace  Oxford,  Sport  Heel,  Im.  Turn  Sole, 

Plain  Toe  - - - ■ - - - _ - D 
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In  Stock  for  Immediate  Shipment 


D 


Sample  No.  Width 

801  Women’s  Kid  Lace  Oxford,  Slip 
Sole,  School  Girls’  Shoe,  M.S. 

Kid  Toe  Cap,  - 

749  Women’s  Kid  Foxed  Polish,  7 yi 
in.,  Cushion  Sole,  Rubber  Heel, 
M.S.  Kid  Toe  Cap, 

745  Women’s  Kid  Foxed  Polish,  7 
in.,  Slip  Sole,  Sport  Heel,  M.S. 

Kid  Toe  Cap,  - 

732  Women’s  Kid  Polish,  7 in.,  Slip 
Sole,  School  Girls’  Shoe,  M.S. 

Kid  Toe  Cap,  - 

701  Women’s  Kid  Foxed  Polish,  Old 
Ladies’  Wide  Full  Fitting,  M.S. 
Kid  Toe  Cap,  - 

739  Women’s  Kid  Foxed  Polish,  8 
in.,  Sport  Heel,  M.S.  Kid  Toe 
Cap,  - 

709  Women’s  Kid  Foxed  Polish,  7 
in.,  Slip  Sole,  M.S.  Medium 
Narrow  Plain  Toe, 


The  Walker, 
Parker  Co. 

Limited 

Toronto,  Ontario 


WRITE  FOR  PRICES 

Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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New 


Ideas  Will  Sell 


It  has  been  conclusively  proven  this 
the  public  will  buy  new  things  in  quantity. 

And  it  will  be  the  same  story  for  Fall  the 
factory  offering  the  latest  accepted  ideas  in 
lasts  and  patterns  will  get  the  business.  The 
others  will  be  comparatively  quiet. 


E/flA 


Several  of  the  square  toe 
shapes  for  men  and  newer 
models  for  women  shown 
for  Fall,  are  made  over 
“United  Lasts.” 


Many  of  the  new  strap 
pumps  and  many  Ball  and 
Saddle  strap  shoes  are  the 
product  of  an  efficient 
pattern  department. 


Write  or  wire  if  you  want  to  talk  it  over  with 
one  of  our  representatives. 


THE  LARGEST  ORGANIZATION  OF  ITS  KIND 

IN  CANADA 


United  Last  Co.  Limited 


MONTREAL 


CANADA 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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PHILLIPS 


New  Stock 
Just  Received 


We  have  just  received  a large  fresh 
stock  of  Phillips’  Military  Soles  and  Heels, 
and  as  these  specialties  are  coming  into 
more  popular  favor,  the  fact  that  we 
can  ship  immediately  upon  receipt  of 
your  order,  should  be  interesting. 

The  prices  are  as  follows: 


Men’s  Stout,  $1.23.  Men’s  Light,  $1.00 
Boys’,  .90.  Women’s,  .70.  Children’s  .50 


There  is  a liberal  profit  in  applying  Phillips’  Soles 
and  their  growing  popularity  is  a good  reason  for 
your  having  a complete  stock  on  hand. 

We  draw  particular  attention  to  the  addition  of  the 
children’s  line  selling  to  the  trade  at  50c.  a set. 
They  are  usually  sold  wherever  shown. 


Write  or  Wire. 


Note  the  New  Address: 


Canadian  Phillips  Co. 

Direct  Importers  and  Distributors 

60  St.  Paul  Street  East,  Montreal 
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The  Safety  Sign 
In  Oil  Tan  Footwear 

The  merchant  who  makes  the  LUMBER  KING 
mark  his  guide  when  selecting  his  Oil  Tan  Foot- 
wear protects  himself  and  wins  the  confidence  of 
his  customers. 

Lumber  King  Shoepacks  and  Larrigans  are  noted 
for  Sterling  Quality  and  exceptionally  good  value. 
You  can  sell  them  easier  than  any  similar  line  and 
their  dependability  means  repeat  sales. 

Among  workmen  our  Summer  Packs  and  Farm 
Shoes  are  considered  the  ideal  footwear.  No  shoes 
give  them  greater  comfort  or  better  wear  service. 

To  put  up  the  strongest  appeal  for  the  Oil  Tan 
Footwear  Trade  feature  Mackenzie  Crowe  goods. 
The  range  and  the  values  are  the  finest  shown 
anywhere. 

MACKENZIE  CROWE  & CO. 

LIMITED 

BRIDGETOWN,  N.  S. 
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They’re  Made  Right  and 
Made  in  Canada 

You  now  have  the  opportunity  to  sell  a correctly  designed 
rubber  cushion  sole — and  one  made  in  Canada. 

Air-peds  apply  the  rubber  heel  idea  to  the  entire  shoe- 
being  of  a non-skid  design  they  give  a firm  grip. 

They  are  made  of  toughened  rubber  that  will  outwear  any 
other  you  can  apply. 

They  are  easily  applied  to  either  new  or  old  shoes. 

They  sell  at  a generous  profit  to  the  merchant — and  they 
sell  easily. 

Made  for  Men  and  Women — for  wide  and  narrow  lasts 
sizes  to  fit  the  size  of  shoe. 

Get  some  to  sell  your  trade. 

A FULL  STOCK  ON  HAND  AT  YOUR  CONVENIENCE 
WRITE,  WIRE  OR  PHONE 

Pioneer  Products  of  Canada 

LIMITED 

« 

1 1 ST.  SULPICE  ST.  MONTREAL 
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A Better  Line 

That  means  the  addition 
of  many  samples  which 
follow  closely  the  style 
trend  of  the  season  in  both 
men's  and  women's  lines 


TN  selecting  our  new  samples  for  Fall  we  have  been 
A very  careful  to  add  many  numbers  which  embody 
the  finer  style  points  of  the  new  season. 

By  ordering  lines  which  we  carry  in  stock  you  can 
place  conservatively  and  far  enough  in  advance  to  make 
sure  of  receiving  the  shoes  before  the  season  opens. 

As  the  season  advances  you  will  find  it  convenient  to 
sort  from  our  stock,  which  will  be  carried  for  your 
convenience. 

Make  no  mistake  this  season,  order  early,  if  conser- 
vatively, and  place  a good  portion  of  your  business 
where  stock  will  be  carried  for  your  sorting. 


The  Miner  Shoe  Company 

LIMITED 

Montreal  Ottawa  Quebec  Toronto 

AGENTS  FOR  THE  CELEBRATED  MINER  RUBBERS 
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Guay  Fibre  Counters 

Are  made  probably  a little  better  than  might 
seem  necessary,  but  because  they  are  so  well 
made  they  are  standing  up  under  most  exact- 
ing conditions — remember,  too,  that  to-day  the 
majority  use  fibre  counters. 

V 

ALL  our  Counters  Unconditionally  Guaranteed 


Superior  Leatherboard 

Made  of  carefully  pressed  and  treated  scrap — 
uniformly  clean  and  uniformly  good. 

In  fact  it  is  the  uniformity  of  our  leatherboard 
that  causes  it  to  be  used  by  the  majority 
of  manufacturers. 

All  kinds  of  Inner-Soling  always  on  hand 


Eugene  Guay  Reg’d. 

230  St.  Marguerite  St.  - - Montreal 
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EVANS  KID  SEEN  IN  THE 
NEWER  STYLES 

Many  jmanufacturers  have  shown  Evans  Kid  because  it 
works  up  so  well,  is  so  soft  to  the  touch  and  takes  such 
an  evenly  smooth  finish — it  is  known  to  stand  up  and 
hold  its  shape  better  than  usual. 

You  make  no  mistake  if  your  shoes  are  made  of  Evans 
Kid. 

John  R.  Evans  Leather  Co.  Limited 

214  LEMOINE  STREET  MONTREAL 


Leather  Manufacturers 

Easy  and  economical  communication  with  foreign  dealers  in  hides  and 
finished  leather  has  been  provided  by  means  of  the 

Universal  Trade  Code 

Just  published  by  the  Tanners’  Council 

I his  cable  code  book  includes  a comprehensive  list  of  words,  covering 
all  types  of  phrases  and  terms  used  in.  the  trade.  Its  use  will  save 
nearly  half  your  present  cable  bills.  The  price  delivered  to  any  part 
of  Canada  is  $31 .00  Canadian  funds.  SEND  FOR  YOUR  COPY  NOW. 

Agents  Jor  Canada  and  Newfoundland 

SHOE  AND  LEATHER  JOURNAL 

545-549  King  St.  West,  Toronto,  Ont. 
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ACTON  PUBLISHING  CO.Z™<«f 

PIC1NTEICS  AND  D E S 1 q N E LS 

• ••  ••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••••  

TORONTO  -"MONTREAL 
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People  who  have  never  seen  you  or  your  goods  are  made 
to  see  by  your  printing. 

Your  factory,  of  which  you  are  so  proud,  your  product, 
which  you  have  labored  to  perfect — these  things  are  your 
reason  for  living.  But  most  of  your  customers  and  pros- 
pects get  their  impression  of  you  and  your  work  from 
printed  pages. 

When  you  invite  people  to  send  for  your  printing,  you 
really  invite  them  to  send  for  the  photograph  of  your  life 
work.  The  hand  of  the  printer  moulds  the  public's 
opinion  of  you  and  your  product. 

We  would  suggest  that  an  Acton  man  demonstrate  to  you 
how  we  can  assist  your  efforts  in  making  your  Catalogue  or 
Booklet  truly  expressive  of  your  business. 


<!,.  jr- 


The  Imprint  that 

Guarantees 

Quality 


This  mark  is  our  guar- 
antee that  your  order 
will  be  filled  according  to 
specifications. 

It  is  like  the  artist's 
name  on  a picture . the 
author's  name  on  a bock, 
the  hall-mark  on  a piece 
of  silver  It  symbolizes 
the  work  of  a quality 
house — a house  that  is 
broud  to  'sign'  its 
finished  product 

It  means  that  ydu  are 
getting  the  best  there  is 
in  printing  service  at  a 
price  that  is  justified  by 
the  character  of  the  work, 
printing  that  will  re- 
present your  house  to  i,s 
satisfaction  and  to  its 
credit  and  profit 
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SHOE  FASHION 
SECTION 

Made  in  Canada  Shoes 

/CANADIAN  Shoe  Manufacturers 
^ and  dealers  may  well  he  proud  of 
the  display  of  staple  and  lancy  shoes 
shown  on  the  fashion  pages  in  this 
section.  Such  shoes  as  are  now  being 
offered  are  a credit  to  the  producers 
of  any  country  in  the  world. 

Canadian  shoe  and  leather  circles 
can  also  pride  themselves  on  the 
stability  of  their  industry  as  evidenced 
by  its  ability  to  weather  the  vicissi- 
tudes of  the  past  year. 

For  purposes  of  convenience  we  have 
divided  the  fashion  display  into  three 
sections,  viz.:  Western  Ontario  Shoes, 
shown  on  pages  immediately  following, 
Eastern  Canada  Shoes,  commencing 
with  page  51,  and  Quebec  City  Shoes, 
commencing  with  page  133. 
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Announcing 

York  Shoe  Company,  Limited , 
Wholesalers  of  superb  lines  in 
Men's,  Women's  and  Chil- 
dren's High-Grade  Specialty 
Footwear . 

JV e invite  enquiries  from 
the  trade 

Y 

YORK  SHOE  COMPANY 

Limited 

110  Wellington  St.  West  - - Toronto 


Mention  "Shoe  and  Leather  Journal”  zvhen  writing  an  advertise t 
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FAIR  AND  WARMER 

Very  soon  Ladies  will  be  calling  for  white  footwear, 
in  kid,  buck  and  canvas;  they  will  want  strap  effects; 
they  will  want  better  shoes  than  usual  because  the 
prevailing  Styles  make  the  feet  very  conspicuous. 
This  is  one  Season  for  better  grades  in  white  footwear.  ' 

Have  you  Ordered ? 

Have  you  Ordered  Enough? 

Have  you  ordered  Styles  of  Distinction? 

Our  white  reinskin  Strap  effects  are  priced  at  $8.00; 
we  can  make  deliveries  in  four  weeks;  our  styles  are 
authoritative. 

OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 

Owens-Elmes 

Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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OXFORDS  are  undoubtedly  going  to  be 
the  Shoe  for  Fall  and  Winter.  Here 
is  seen  the  selection  of  the  particularly 
well-dressed  gentleman.  A pattern  that  will 
find  great  favor  with  the  particular  yet  con- 
servative dresser. 

Corson  demands  the  best  the  continent  can 
produce  in  workmanship  and  material,  and 
always  keeps  two  jumps  ahead  of  the  trend 
of  styles. 


Shoe  Makers  Not  Sample  Makers 


J 


The  Corson  Shoe  Manufacturing 


Co.,  Limited 


Manufacturers  under  License  of  Regal  Shoes 


100  STIRLING  ROAD  - - - TORONTO 


Mention  "Shoe  and  Leather  Journal'’  when  ivriting  an  advertiser 
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THE  most  outstanding  feature  of  the  Fall 
Season’s  Styles  for  Men  is  the  Brogue 
in  either  Boot  or  Oxford.  This  “Ball- 
strap”  Oxford  is  a little  dressier  than,  and  not 
so  heavy  appearing,  as  the  ordinary  Brogue 
and  something  distinctly  new  and  appealing. 

In  Corson  or  Regal  Shoes  for  Men,  quality  is 
the  paramount  feature.  No  shoe  is  shipped 
out  that  does  not  check  up  to  our  standard. 

This  policy  builds  and  holds  the  best  trade. 

Shoe  Makers  Not  Sample  Makers 

l_ _J 


The  Corson  Shoe  Manufacturing  Co.,  Limited 

Manufacturers  under  License  of  Regal  Shoes 

100  STIRLING  ROAI)  - - - TORONTO 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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\T OT  in  many  seasons 
-L  ^ has  a shoe  taken  the 
Canadian  women  by  storm 
in  the  manner  the  Two- 
Strap  Pump  has.  It  will 
be  in  considerable  evidence 
as  a dress  shoe  for  Summer 
and  Fall. 

Classic  Shoes  have  always 
embodied  Dame  Fashion’s 
newest  achievements  as  well 
as  the  finest  of  workman- 
ship and  materials  and  this 
season  they  have  excelled 
themselves. 


V J 


r 'n 


Pump  will  be  more  in  evi- 
dence than  any  other  style 
or  pattern  as  a street  or 
walking  shoe  for  Summer 
and  Fall. 

Classic  Shoes  have  for 
many  years  held  a warm 
place  in  the  heart  of  the 
Canadian  lady  who  de- 
mands style,  comfort  and 
wear. 

J 


Getty  & Scott,  Limited 

Galt,  Ontario 

Makers  of  “ Classic  ” Shoes 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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^T'HE  Classic  “ Foot  Trainer,”  better  known  as 
“ The  Five-Roomed  Apartment — a Room  for 
Every  Toe,”  for  Misses  and  Children  is  a shoe  in- 
stantly appealing  to  the  wise  mother  and  yet  has  the 
snap  and  style  that  gets  the  kiddies  and  growing  girls. 

The  Classic  “ Tru-Trod  ” Shoe  for  Misses  and  Chil- 
dren is  built  to  suit  the  growing  foot  and  at  the 
same  time  educate  the  foot  along  proper  lines.  “ Fits 
Like  Your  Foot  Prints.” 


V J 

Getty  & Scott,  Limited 

Galt,  Ontario 

Makers  of  ‘‘Classic”  Shoes 
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TRAVEIHvERS  are  out  showing  our  new  FANCY  .STRAPS,  also 
FANCY  BROGUES.  These  lasts  and  patterns  are  the  latest 


vogue,  and  the  shoes  have  not  only  the  appeal  of  snappy  style  and  good 
value,  but  the  satisfying,  serviceable  qualities  that  result  from  good 
shoemaking.  Be  sure  to  see  the  samples. 


Lady  Belle  Shoe  Co.  Limited 


KITCHENER,  ONTARIO 
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Above  illustrates  our  Boys’  Sport  Oxford  in  Mahogany 
Calf  Goodyear  Welt  recede  toe,  carried  in  stock  for  at 
once  delivery.  We  have  also  for  immediate  delivery  the 
same  line  in  Youths’  and  Gents’  excepting  that  they  are 
made  on  our  Nature  Last.  Our  prices  cannot  be  beaten 
for  the  line. 

Boys’  1 to  5jG,  Youths’  11  to  13 JY,  Gent’s  8 to  10  G. 

Perfect  in  style,  fit  and  workmanship.  Let  us  hear  from 
you.  We  know  of  no  dealer  who  regrets  stocking  Tred- 
Rite  Shoes;  they  will  pay  you  and  please  your  customer. 


The  Tred-Rite  Shoe  Co.  Limited 

Otterville,  Ontario 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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No  io6q.  Fox  Bal, 
Boulevard  last,  shield 
tip.  Medallion  punched 
vamp  top. 


TT  takes  shoemaking  of  the  Talbot  type  to  put  real 
A selling  punch  into  a shoe.  These  two  new  models 
picture  footwear  vogue  as  it  appeals  most  strongly  to 
particular  men.  Like  all  Talbots,  with  their  style,  fit 
and  wear  they  reach  a standard  of  value  that  many  of 
the  finest  shoes  fall  far  short  of. 


The  Talbot  Shoe  Co.,  Limited 

ST.  THOMAS  - - ONTARIO 
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The  Talbot  Shoe  Co.,  Limited 

ST.  THOMAS  - - ONTARIO 


No.  10S3,  Tan  Calf 
Oxford,  Boulevard  last. 

Vamp  saddle  punched 
and  pinked  with  shield 
tip  effect. 

THIS  season  you  are  looking  for  something  to  speed 
up  your  turnover  in  high  grade  lines.  You  can  do  it 
with  Talbots — without  narrowing  your  margin  of  profit 
or  exhausting  your  selling  energy.  Let  the  shoes  them- 
selves do  the  talking.  Talbots  sound  the  clear  call  of 
quality,  they  put  the  top  note  for  style  and  the  prices 
settle  the  question  of  value. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Your  trade  will  THRIVE  on  Williams  Shoes.  Backing 
up  a strong  STYLE  APPEAL  with  really  satisfying 
WEAR  SERVICE  they  are  the  shoes  that  go  in  the  first 
class  for  VALUE.  They  SELL  and  secure  for  you  the 
wearer’s  future  trade. 

The  Williams  Samples  for  the  coming  season  will  delight 
the  man  looking  for  strong  selling  models  and  good 
values  in  Staple  Footwear. 

Be  sure  to  see  them. 


WILLIAMS 

SHOE,  LIMITED 

Brampton 

Ontario 

Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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“ ^TEWPORT " Shoes  are  of  the  high  standard  of 
Design  and  Quality  that  make  them  Sales  Leaders. 

npHEY  are  exclusive  in  style  and  original  in  design. 
They  appeal  to  women  who  care. 


]t  Jltetoport  ^>fjoe  Co.,  Htnuteb 

Toronto 

51  Molselep  at  ^person  Stic. 


Smarter  Shoes  for  Women 


Mention  “Shoe  and  Leather  Journal'’  when  -writing  an  advertiser 
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A- J46,  Women's  Ha- 
vana Brown  Calf,  one 
straf ).  Goodyear  Welt. 

A SERVICE  that  stands  four  square  to  the  changing  conditions 
1 in  shoe  selling  and  the  demands  of  the  retail  trade — that  is 
McLaren  Service.  It  stands  for  "good  shoes,"  "good  style," 
"right  price"  and  "timely  delivery."  In  our  lines  for  this  season 
you  will  find  selection  at  its  widest,  selling  appeal  at  its  strongest, 
and  values  at  their  best.  This  model  shows  you  how  we  keep 
pace  with  footwear  vogue  and  gives  you  the  "why"  of  the  popu- 
larity of  our  lines  and  their  reliability  as  sure  sellers. 


J.  A.  McLaren  Co.,  Limited 

30  Front  St.  West  TORONTO 

DISTRIBUTORS  OF  INDEPENDENT  RUBBERS 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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Canadian  Merchants  from  Coast  to  Coast  have  proven 
the  fact  that  Ackerman  Shoes  produce  brisk  trade.  The 
Styles  and  the  Fitting  and  Wearing  Features  that  have 
made  Ackerman  Shoes  noted  for  Value  are  sales  making 
forces  by  which  you  can  build  up  profitable  trade. 

For  MEN,  BOYS,  YOUTHS  and  LITTLE  GENTS. 


B.  F.  Ackerman,  Son  & Co.,  Limited 

Peterboro  Ontario 


Mention  “Shoe  and  Leather  Journal''  when  writing  an  advertiser 
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For  the  Customer  Who  is 
Hard  to  Suit 

Have  Tailor-Made  Astoria  Shoes 


Astoria  shoes  are  made  so 
well,  with  such  even  stitch- 
ing, of  such  fine  material, 
and  are  designed  so  perfectly 
to  fit  the  foot,  they  cannot 
be  faulted. 

— that’s  why  the  customer 
who  is  hard  to  suit  is  suited 
with  Astoria  Tailor-Mades. 

Full  information  about  this 
leading  line  of  high-grade 
Canadian  Shoes  and  prices 
gladly  furnished  upon  re- 
quest to 


Scott -Chamberlain  Limited 

Makers  gf  All-Leather  Shoes 

London,  Ont. 
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ASTORIA 
Tailor-Made  Shoes 


Canada’s  Finest 
Footwear  for  Men 


You  have  an  idea 

I have  an  idea 

You  give  me  your  idea 

I give  you  my  idea 

Then  we  each  have  two  ideas. 

Let’s  Go 

for  an  idea  to  the 

National  Shoe  Retailers’  Convention, 
Toronto,  July  13  and  14. 

Scott -Chamberlain  Limited 

Makers  gp  All-Leather  Shoes 

London,  Ont. 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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Stitchdown.  Sandal , 
made  in  Russet,  Tnn 
and  Patent  for  youtl  s , 
children,  misses  and 
boys. 

A FEATURE  of  this  new  line  is  the  back  quarter,  which,  unlike 
^ other  makes,  has  a STIFFENER.  Made  in  solid  leather. 

We  also  carry  a full  line  of  shoe  store  and  shoe  repairers’  supplies 
in  addition  to  all  kinds  of  staple  leathers. 

Headquarters  for  Moccasins  and  Shoepacks. 

Protect  yourself  by  ordering  as  early  as  possible.  Prices  on  request. 


BEAL  BROS.,  LIMITED 

52  Wellington  St.  East,  Toronto 


Mention  “Shoe  and  Leather  Journal''  when  writing  an  advertiser 
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INDEPENDENT 

RUBBERS 


A Splendid  Range  for  1921-22 


Season  That  Sets  The  Pace  For 


Style,  Wear  Service  and  Value. 


From  whatever  standpoint  excellence  in 
Rubber  Footwear  is  judged,  Independents 
for  1921-22  stand  out  with  definite  superior- 
ity. Their  well-earned  record  for  RELI- 
ABILITY is  winning  the  confidence  of  an 
ever-growing  number  of  dealers  and  wearers. 
If  your  orders  have  not  yet  been  placed  get 
in  touch  with  our  wholesalers  now. 


'.mherst  Boot  Sr  Shoe  Co.,  Limited 
Amherst  Boot  fit  Shoe  Co.,  Limited 
Brown,  Rochette,  Limited  - 
James  Robinson  Co.,  Limited  - 
Locke  Footwear  Co.,  Limited 
J.  A.  McLaren  Co.,  Limited 
White  Shoe  Co..  Limited 
C.  Weaver  ----- 
The  London  Shoe  Co.,  Limited  - 
T.  Long  fit  Brother,  Limited 
Amherst  Central  Shoe  Co.  Limited 
Dowers  Limited  - - - - 

The  J.  Leckie  Co..  Limited  - 


Halifax 

Amherst, 

Quebec, 

- Montreal, 

- Montreal, 

Toronto, 

Toronto, 

Trenton, 

London, 

Collingwood, 

Regina, 

- Edmonton, 

- Vancouver 


, N.S. 
N.S. 
Que. 
Que. 
Que. 
Ont. 
Ont. 
Ont. 
Ont. 
Ont. 
Sask. 
Alta. 
. B.C. 
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Mention  “Shoe  and  Leather  Journal''  when  writing  an  advertiser 


ATHLETE 


GEM 


VACATION 


ALWEAR 


SCOUT 


or  - 


Swell  Your  Summer  Sales 


You  can  do  a thriving  Spring  and  Summer  trade  in  Speed 
King  Outing  Shoes.  SPEED  KINGS  are  POPULAR  because 
they  are  Stylish,  Comfortable,  Serviceable  and  Economical 
the  ideal  footwear  for  old  and  young  for  the  Summer  days. 
There  is  a model  for  every  outing  footwear  purpose,  nowhere 
will  you  get  a wider  selection  or  better  values. 

Be  ready  with  your  Speed  Kings  when  warm  weather  opens 
up.  Complete  your  stocks  NOW  and  keep  well  sorted.  Our 
wholesalers  are  always  ready  to  supply  you. 


INDEPENDENT  RUBBER  CO. 

Limited 

Merritton  - Ontario 
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The  Newer  Idea 
in  Advanced 
Pattern  Service 


It  will  continue  to  be  a fact  this  coming  season  that 
only  the  manufacturer  showing  the  newer  lines  can  expect 
much  placing. 

We  have  for  the  past  season  been  glad  to  work  with 
many  manufacturers  on  new  lines  which  have  proven  to  be 
very  free  selling  shoes 

Before  the  new  season  is  any  further  advanced  it 
might  be  well  worth  your  while  to  learn  just  what  we  can  do 
for  you. 

A telephone  call,  a wire  or  letter  will  bring  a repre- 
sentative at  your  convenience. 


Conaway-Wadsworth  Pattern  Co. 

Limited 

223  McGILL  STREET  - - Rooms  11  and  12 

MONTREAL,  QUE.  Guss  Lossman,  Manager 
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Eastern  Canada 

A Representative  Display  of  Fashions 
for  Summer  and  Fall  as  offered  by  many 
in  Quebec  Province  and  East. 
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Here  is  shown  a staple  shoe  with  all  the  dependable 
fitting  and  wearing  qualities  that  always  distinguish 
the  products  of  Aird  Shoemaking.  More  than  ever 
it  will  require  sound  value  and  real  worth  in  your 
shoes  to  make  sales  these  days.  This  will  mean  greater 
possibilities  than  ever  for  the  Jobbers  and  Retailers 
who  feature  The  Aird  Line.  Aird  values  for  this  Season 
are  the  talk  of  the  trade. 


AIRD  & SON,  Reg. 

MONTREAL 
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'“pHB  A.  H.  M.  System  offers  the  merchant  all  of  the  combined 
advantages  of  dealing  with  the  jobber  and  with  the  manufac- 
turer at  one  and  the  same  time. 

Thirteen  distributing  centres  carry  a large  stock  upon  which  A.  H.  M. 
merchants  can  draw  for  immediate  shipments. 


AMKS  HOLDEN  McCREADY,  LIMITED 

MONTREAL 
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'y'HE  production  facilities  back  of  A.  H.  M.  shoes  result  in  a line 
which  the  merchants  can  sell  at  moderate  prices  at  a full  profit. 

We  let  these  two  illustrations  and  the  samples  themselves  speak 
for  the  quality  to  be  found  in  every  pair  of  this  most  complete 
line  of  shoes  made  in  Canada. 

Don't  forget  to  attend  the  Convention  in  Toronto  on  July  1 3II1  and  14th. 


AMES  HOLDEN  McCREADY,  LIMITED 

MONTREAL 
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\X7E  take  pleasure  in  offering  for  your  approval  this  new  edition 
of  the  novel  lines  of  Bell's  shoes  issued  this  season.  It  is 
made  on  the  Farmerette  Last. 

It  is  a beautifully  made  shoe  in  a popular  shade  of  tan,  and  is 
offered  at  a price  which  will  enable  you  to  retail  them  at  a profit 
for  $9.00. 

Hurry  up  orders  will  receive  our  prompt  attention. 


J.  & T.  BELL,  LIMITED 

180  Inspector  St.  - Montreal,  Que. 
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V/fANY  of  the  trade  will  be  interested  in  this  Bell  shoe  which 
1 A can  be  retailed  at  full  regular  profit  for  $10.00. 

1 his  Pilgrim  Last  has  particularly  good  fitting  qualities  and  is 
made  up  to  the  usual  high  standard  of  Bell’s  shoes,  which  will  find 
ready  sale  this  summer. 

If  you  have  none  of  these  new  Ball  Straps  you  will  do  well  to  order 
this  line. 


J.  & T.  BELL,  LIMITED 

180  Inspector  St.  - Montreal,  Que. 
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# 


No.  2 i S’  i,  Diana  Turn 
in  black  Kid  on  a new 
turn  last.  ?K"  vamp 
Medium  fine  toe.  Good 
fitter  across  the  ball. 

'"pHE  addition  of  two  new  lasts  each  carrying  vamps — one 

12/8  heel  and  the  other  a 17/8  heel — have  given  us  a fine  shoe 
with  liberal  fitting  qualities. 

Adding  new  numbers  to  our  strong  line  of  Button  and  Buckle  straps 
in  all  combinations,  we  have  included  several  Ball  Strap  ideas. 
We  are  also  showing  a new  color  offered  for  the  first  time  in  Canada. 
1 his  Fall,  then,  Diana  Turns  and  Regina  McKays  will  continue 
to  lead. 

DIANA  TURNS  AND  REGINA  McKAYS  SOLD  BY  GOOD  JOBBERS. 


REGINA  SHOE  CO.,  LIMITED 

MONTREAL,  QUE. 
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'll/'HILE  YAMASKA  lines  are  all  "Staple”  in  char- 
~ * acter,  you  will  find  that  these  low  shoes  have 
particularly  good  fitting  qualities. 

We  offer  for  early  delivery  a very  strong  line  of  low  shoes. 

Be  sure  to  see  this  whole  line  of  staples  sold  direct  to 
the  retail  trade. 


La  Compagnie,  J.  A.  & M.  Cote 

ST,  HYACINTHE,  QUE. 
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'T'HIS  sample  of  Dalaco  is  typical  of  the  class  of  mer- 
chandise  that  you  will  find  in  our  large  range. 

Whether  you  buy  Dalaco,  Metropolitan  or  Patricia  you 
will  be  sure  of  shoes  to  sell  at  the  right  price  this  Fall. 


Daoust,  Lalonde  & Co.,  Limited 

Montreal,  Quc. 
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TV/TEN  are  looking  for  moderate  price  shoes,  and  only 
those  merchants  who  are  able  to  offer  such  a line 
are  doing  business  with  the  men  of  their  town. 

The  quality  of  the  stock  in  this  shoe,  the  style  of  it,  and 
its  value  will  open  your  eyes. 


Daoust,  Lalonde  & Co.,  Limited 

Montreal,  Que. 
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TN  addition  to  this  beautiful  line  of  Boudoir  Slippers — which  is 
one  of  the  finest  offered, — we  would  draw  attention  to  a strong 
range  of  infants  and  children's  shoes,  which  is  not  surpassed  any- 
where. 

A full  assortment  of  colors.  Samples  and  prices  sent  by  return  mail. 


L.  H PACKARD  & CO.  LIMITED 

MONTREAL 
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\X7"E  have  added  a line  of  thin  ankle,  close  fitting,  well  tailored 
* * overgaiters  to  our  regular  line  of  gaiters  and  spats.  You  will 
appreciate  the  soundness  of  our  advice  to  order  these  lines  early 
to  avoid  late  shipment.  They  will  be  strong  sellers  in  the  Fall. 

A full  line  of  shoe  store  supplies  always  on  hand. 


L.  H.  PACKARD  & CO.  LIMITED 

MONTREAL 
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JUST  ACCEPT  THE  STATEMENT 
T\T  WE’VE  GOT  SOME  REAL 
WINNERS  UNDER  WAY  FOR 
SUMMER  AND  FALL. 

IN  MAY  THE  TRADE  WILL  SEE 
AN  ASSORTMENT  OF  NEW  IDEAS 
THAT  WILL  MAKE  G.  L & H.  LINE 
STAND  OUT  AS  ONE  OF  THE 
MOST  ATTRACTIVE  SHOWINGS 
OF  THE  SEASON. 


SEE  THIS  FULL  LINE  AND  ITS  WONDERFUL  VALUES 


Gagnon,  Lachapelle  & Hebert 

55  KENT  STREET,  MONTREAL 
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YOU  WILL  FIND  NEW  LASTS, 
TOO,  AND  THROUGHOUT,  YOU 
WILL  SEE  THE  MARKS  OF  PAR- 
TICULARLY GOOD  SHOE-MAKING. 


SEE  THIS  FULL  LINE  AND  ITS  WONDERFUL  VALUES 


Gagnon,  Lachapelle  & Hebert 

55  KENT  STREET,  MONTREAL 
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npHIS  shoe,  which  is  our  No.  556,  is  a fine  example  of  women’s 
imitation  welts,  which  we  are  producing  to  retail  at  less  than 
$7.00.  It  is  made  of  number  one  Dark  Brown  Calf  and  its  work- 
manship will  pass  the  inspection  of  the  most  critical  shoeman. 

We  have  a very  strong  line  to  retail  at  $6.00,  $7.00  and  $8.00,  which 
we  will  take  pleasure  in  showing  you  if  you  will  drop  us  a line. 


CHARBONNEAU  & DEGUISE 

636  Craig  St.  East  Montreal,  Que. 
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/^LOBE  Pillow  Welts  for  children  are  appreciated  by  any  mer- 
chant  who  has  learned  of  the  great  friends  they  make.  Made 
in  a comprehensive  range  covering  this  entire  field. 

Remember,  too,  that  in  Misses’  and  Growing  Girls’  we  have  several 
attractive  shoes  that  can  be  sold  very  profitably. 

Lastly,  let  us  emphasize  our  special  line  of  strongly  made  Fat  Ankle 
Turns  with  Pillow  Insoles. 

Every  line  is  a leader. 


GLOBE  SHOE,  LIMITED 

Terrebonne,  Quebec 

MONTREAL  OFFICE:  11  ST.  JAMES  STREET 
J.  F.  BLUTEAU,  Representative. 
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WE  can  lay  claim  to  being  the  first  jobbers  in  Canada  to  stock 
the  Strap  novelties,  which  were  in  vogue  this  Spring  and 
are  still  selling  so  freely. 

We  now  take  great  pleasure  in  offering  a complete  line  of  novelties 
in  all  color  combinations  with  Ball  Straps  and  Saddle  Straps, 

These  lines  are  flexible  McKays,  exceptionally  well  made. 

They  are  priced  unusually,  and  merchants  can  retail  them  at  more 
than  the  regular  profit  for  $7.00. 

TELEPHONE,  TELEGRAPH  OR  WRITE  FOR  SAMPLES. 


NATHAN  CUMMINGS 

153  Peel  Street  MONTREAL,  QUE. 
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'J'H  IS  misses’,  girls’  and  children’s  line  we  have  stocked  liberally 
to  meet  a great  demand  for  these  shoes  at  popular  prices. 

They  are  well  made  of  black  patent  chrome  and  well  finished — 
made  to  sell  to  your  better  trade. 

They  are  carried  in  stock  for  immediate  delivery. 

Be  sure  to  get  some  of  this  line  before  the  season  advances  further. 
The  prices  are  $1.65,  $1.45  and  $1.35. 

TELEPHONE,  TELEGRAPH  OR  WRITE  FOR  SAMPLES. 


NATHAN 

CUMMINGS 

153  Peel  Street 

MONTREAL,  QUE. 

Mention  “Shoe  and  Leather  Journal’’  when  writincj  an  advertiser 
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'T'HE  Monaco  is  another  new  last — decidedly  Tetrault  in  every 
A way. 

Rather  than  give  vent  to  the  enthusiasm  with  which  this  shoe  inspires 
us,  we  leave  it  to  your  own  good  judgment. 

Just  let  us  add  that  the  finer  points  of  good  shoe-making  make  this 
stand  out  with  other  Tetrault  productions  far  above  the  level  of 
the  crowd. 

SOLD  EVERYWHERE  BY  GOOD  JOBBERS 


Tetrault  Shoe  Mfg.  Co.,  Limited 

MONTREAL,  QUE. 
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TUS  I'  look  at  this  one — T he  Deauville — and  say  how  good  it  is. 
Another  Tetrault  creation. 

You  will  admit  that  from  any  angle  you  choose  to  take,  it  will  meet 
with  your  approbation. 

We  show  these  two  feature  lasts  at  this  time  to  still  further 
emphasize  the  fact  that  Tetrault  shoes  dominate  solely  on  their 
merits  as  fine  merchandise. 

YOU  CAN  BUY  THESE  FROM  YOUR  JOBBER 


Tetrault  Shoe  Mfg.  Co.,  Limited 

MONTREAL,  QUE. 
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oUR  salesmen  will  be  on  the  road  early  in  May  with  our  new 
line  of  Goodyear  Welts. 

They  will  introduce  ten  new  lasts  with  over  fifty  new  patterns — 
a great  line. 

We  use  only  solid  leather  counters,  insoles  and  box  toes — leather, 
like  gold,  has  no  substitute. 


STANDARD  WELT  CO.,  LIMITED 

3 ST.  ALEXANDER  ST.  MONTREAL 
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FROM  ENGLAND 

Comes  this  splendid  example  ol  Long  Work. 

It  is  just  another  of  those  exclusive  specialty  lines  which 
are  always  in  demand,  and  which  we  can  supply. 

The  model  illustrated  is  our  No.  4345  Ladies’  Patent 
Colt  Riding  Boot  (Stiff  Leg). 

We  can  also  show  the  full  range  for  Ladies  and  Gentle- 
men in  Willow  Call,  Brown  Nova,  Moor  Calf,  Waxed 
Calf,  etc. 

This  line  also  includes  High  Leg  Norwegian  Boots.  Field 
Boots,  and  Ladies’  Field  Boots  in  Willow  Call.  Laced 
to  top. 

HALL  & HODGES,  LIMITED 

16  St.  Sacrament  St.,  - Montreal 
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TN  serving  you  just  a little  better  for.  Fall  we  have  adopted  this 
1 men’s  Ball  Strap  and  offer  it  to  you  as  one  of  the  leading  styles 
which  will  be  worn  in  all  centres  in  the  coming  season. 

As  it  is  a well  made  Welt  in  black  or  colored  calf,  it  will  fill  a long- 
felt  want  to  the  merchant  who  appreciates  the  service  he  can  obtain 
from  the  stock  of  a shoe  wholesaler  in  his  business. 

.Salesmen  will  be  out  in  May  showing  this  and  other  new  ideas, 
which  will  make  the  Robinson  line  a very  interesting  one  coupled 
with  the  fact  that  we  carry  the  stock. 


James  Robinson  Company  Limited 

184  McGill  Street  - - Montreal,  Ouc. 
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V\/OMEN’S  lines  for  Fall  show  many  new  ideas,  but  outside  of  the 
* ^ standard,  plain  patterns  which  will  still  be  in  demand  for  Fall 
wear,  the  Ball  Strap  stands  out  above  all  others. 

It  is  natural  to  expect  that  you  would  find  this  shoe  in  either  the 
well  known  Welts  or  McKays  in  Robinson’s  line 

It  will  be  offered  by  our  salesmen  and  carried  in  stock  in  black  and 
colored  calf. 


James  Robinson  Company  Limited 

184  McGill  Street  - - Montreal,  Que. 
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'T'HE  women  of  Canada  have  a decided  liking  for  Strap  effects 
A this  Spring  and  Summer. 

The  one  illustrated  here  has  proved  very  popular  as  it  follows  the 
accepted  line  of  the  fashion  of  the  day,  having,  in  addition,  fitting 
qualities  which  are  not  usually  found  in  this  class  of  shoe. 

Our  representatives  will  be  glad  to  show  this  and  other  lines  to 
those  interested  for  the  pre  ent  season. 

In  addition  to  the  Strap  effect,  we  have  an  unusually  strong  stock  of 
low  and  high  front  pumps  and  oxfords  ready  for  immediate  shipment. 


James  Robinson  Company  Limited 

184  McGill  Street  - - Montreal,  Que. 
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oUR  line  of  white  canvas  goods  is  exceptionally  good  for  the 
coming  hot  season. 


As  the  range  of  patterns  is  complete  it  comprises  oxfords,  plain 
pumps,  one-st  ap,  two-strap,  three-strap  and  Theo  ties. 

Remember  our  stock  is  at  your  service  for  immediate  delivery,  and 
we  urge  that  these  needing  white  goods  place  their  requirements 
with  us  without  delay. 


James  Robinson  Company  Limited 

184  McGill  Street  - - Montreal,  Que. 
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^/^MONG  all  the  Canvas  Lines  you  will  see,  you  will  not  find 
better  values  anywhere  than  in  this  Specialty  of  McKeen's. 

First,  the  material  that  will  stand  up  under  unusual  abuse  is  used. 
In  addition  they  are  exceptionally  well  made. 

Before  the  season  advances  further,  get  our  prices.  Samples  will 
be  sent  on  request. 


C.  E.  McKeen  Shoe  Co.,  Limited 

Montreal 
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'pH  IS  Specialty  which  we  carry  in  stock  for  infants’  and  children 
is  another  indication  of  the  completeness  of  our  line. 


When  you  are  in  the  market  for  novel  ideas  in  these  lines,  you  will 
be  interested  in  what  we  can  show  you. 

The  prices  are  in  line  with  what  even  the  most  conservative  call 
“ reasonable.” 


C.  E.  McKeen  Shoe  Co.,  Limited 

Montreal 
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Perth  Shoe  Company,  Limited 

PERTH  ::  ONTARIO 
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For  Better  Value 
Specify 

Galibert’s  Glace  Kid 


KNOWN  FOR  ITS  LUSTROUS  VELVETTY  FINISH,  FOR  ITS 
FINE  TEXTURE  AND  FOR  ITS  WIDE  USE  IN  BETTER  SHOES 

MADE  BY  THE  ORIGINATOR  OF  GLACE  KID  IN  CANADA 


PAUL  GALIBERT 

MONTREAL,  P.Q. 


Mention  “Shoe  out/  Leather  Jaurnal’’  when  writing  an  advertiser 
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ROYAL  KID 

MADE  IIN  CANADA 


DP HERE  h as  always  been  a very  definite 
* standard  for  ROYAL  KID.  In  either 
Black  or  Colors,  it  will  come  up  to  specifica- 
tions every  time. 

In  the  Black  ROYAL  KID  has  a brilliancy, 
a softness  and  wearing  qualities  not  found  in 
their  ideal  combination  in  the  average  kid. 

Our  Colors  are  unusually  even  and  have  all 
of  the  fine  characteristics  of  the  Black. 

Many  of  the  newer  samples  are  made  of 
ROYAL  KID. 

SALES  AGENTS: 

MONTREAL:  - - - - H.  COYER,  57  LEMOINE  ST. 

KITCHENER:  - - F.  F.  DUFFTON,  50  FOUNDRY  ST. 

The  Bonner  Leather  Co. 

MONTREAL  QUE. 
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Better  than  ever 

That  is  what  you  will  say  of  the  line  as 
it  is  toned  up  by  the  introduction  of  the  many 
new  numbers  we  are  showing  for  late  Summer 
and  early  Fall. 

Those  Jobbers  interested  in  brightening 
the  sales  records  of  their  Men’s  Shoes  will  be 
greatly  interested  in  samples  we  will  have 
completed  early  in  May. 

See  the  new  Ball  Straps  made  in  the 
correct  fashion. 

Dupont  & Frere 

Montreal,  Quebec 


Mention  “ Shoe  and  Leather  Journal"  ivlien  writing  an  advertiser 
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Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 


Several  of  the  novelties  we  have  introduced  into  our  lines  have  been 
accepted  by  leading  jobbers  and  merchants  as  being  typical  of  all 
that  is  best  in  the  present  style  tendency. 

Ask  your  jobber  to  show  them  to  you. 


M ERCHANTS  will  be  interested  in  learning  that  it  is  not  neces- 
sary for  them  to  pay  unusual  prices  for  unusual  styles  this 
season. 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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REMEMBER  that  this  Summer  and  early  Fall  you  must  he 
able  to  offer  shoes  at  a price  that  are  well  made  on  the  latest 
patterns. 

You  can  find  this  plus  good  shoe-making  in  the  Canadian  Foot- 
wear line  in  plenty,  and  it  is  interesting  to  learn  that  those  in  receipt 
of  shipments  of  our  new  ideas  for  summer  are  giving  them  high 
praise. 

If  your  jobber  does  not  handle  this  popular  priced  line,  we  will  be 
glad  to  put  you  in  touch  with  one  who  does. 


Canadian  Footwear  Co.,  Limited 


MONTREAL,  QUE. 


Mention  “ Shoe  Mud  Leathe'r  Journal”  when  writing  an  advertiser 
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SEE  KID  KIP 

In  The  New  Fall  Samples 

Feel  its  soft,  pliable  texture. 

Note  its  deep  glossy  black. 

Test  it  for  strength  and  size  it  up  for 
general  appearance  in  the  shoe. 

It  will  meet  any  condition  you  ask  of 
it  and  while  we  call  it  “Kid  Kip”  it  is 
not  sold  as  a substitute  for  Kid.  It  does 
replace  much  Kid,  however,  and  will 
outwear  any  Kid. 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

R EPR  ESENTATI VES : 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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Although  you  can’t  see  them,  many  of 
the  good  new  lines  you  will  see  this 
season  are  made  with  the  proper 
D.  & P.  Fibre  Counter. 

To-day  among  good  merchants  it  is  not 
customary  to  question  the  “kind”  of 
counter  used — for  the  majority  of 
counters  are  fibre.  It  is  more  usual  to 
ask  “Whose  counter  do  you  use?” 

And  those  makers  usingD.&  P.counters 
are  proud  to  tell  you  so,  frankly. 

DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES : 

For  Ontario; — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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^JpHE  completeness  of  the  Dufresne  and  Locke  men’s  line  is  sug- 
gested by  the  many  qualities  of  this  fine  Dancing  Slipper. 

It  is  well  made  of  a particularly  fine  patent.  Last  and  pattern 
give  it  the  close-fitting  qualities  necessary  in  footgear  of  this  kind. 

Making  a full  line  of  Men's  Welts,  McKays  and  Standard  Screw. 


DUFRESNE  & LOCKE,  LIMITED 

Montreal,  Que. 
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WE  have  a complete  line  of  women’s  McKays  and  Turns,  made 
along  decidedly  improved  lines,  to  be  sold  at  prices  which 
women  are  looking  for  to-day. 

The  range  is  so  extensive  as  to  be  a revelation,  and  includes  all  of 
the  fashion  features  of  the  day. 

We  advise  the  early  placing  of  any  lines  needed  for  early  Fall. 


DUFRESNE  & LOCKE,  LIMITED 

Montreal,  Que. 
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'117'HEN  we  showed  our  line  of  novel  creations  to  the 
~ * trade  in  January  they  met  with  an  enthusiastic 
reception  because  the  majority  of  the  trade  have  learned 
that  there  is  a sincerity  about  La  Duchesse  products 
which  gives  them  confidence  in  any  new  offering  we 
make. 

This  confidence  has  resulted  in.  an  ordinarily  busy 
Spring  run. 


LA  DUCHESSE  SHOE  CO., Registered 

MONTREAL,  QUE. 
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A'PHE  two  lines  we  show  here  are  going  to  be  big  sellers 
this  summer  and  early  fall  without  question,  and.  as 
it  takes  a very  definite  amount  of  time  to  make  good 
shoes,  we  strongly  urge  upon  you  the  advisability  of 
placing  orders  for  your  requirements  at  a very  early 
date. 

The  quality  of  the  work  we  are  putting  into  these  lines 
and  their  price,  make  them  very  interesting. 


LA  DUCHESSE  SHOE  CO.  , Registered 

MONTREAL,  QUE. 
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No.  H)4.  A well 
Jin  ished  Box  K i /? 

Misses'  A hoe.  Mode 
also  in  Brown  Elk 
(No.  1 1 4)  and  Mahog- 
any Calf  (No.  144). 

'THIS  is  an  example  of  the  kind  of  stout-wearing  stitchdowns 
that  are  making  the  Mayer  line  popular  all  over  Canada. 

I hey  can  be  profitably  retailed  at  astonishingly  low'  prices. 

The  new  line  is  a “hummer’’ — and  remember  that  Mayer  Insoles 
are  solid,  and  any  Mayer  Stitchdown  can  be  repaired  the  same 
as  a Welt. 


THEODORE  MAYER 

M ontreal  - Quebec 


Mention  “Shoe  and  Leather  Journal'’  when  zvriting  an  advertiser 
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Neiv  «S addle  Strap  Ox- 
ford, Welt,  Last  277. 

Using  No.  17  Willow 
Calf.  In  stock  May  1st. 

qpHE  Slater  Shoe,  made  in  Canada,  is  an  exemplifi- 
cation of  the  highest  ideals  in  shoe-making. 

Forty-four  lines  carried  in  stock,  and  illustrated  in  a 
most  handsome  catalogue  are  at  the  service  of  all  Slater 


SLATER  SHOE  CO.,  LIMITED 


MONTREAL,  P.Q. 


Mention  “Shoe  and  Leather  Journal''  when  writing  an  advertiser 
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'■Jpl  IIS  is  a true  sample  of  Invictus  shoe-making — “The  Best  Good 
Shoe’’ — and  needs  but  little  comment. 

Let  it  be  sufficient  to  say  that  the  merchant  looking  for  all  that  is 
new,  and  in  keeping  with  the  highest  ideals  of  good  shoe-men,  will 
need  to  look  no  further  than  the  new  Invictus  offerings. 

Our  representatives  will  be  calling  on  you  in  May  with  a proposition 
that  will  appeal  to  any  keen  merchant. 


GEO.  A.  SLATER,  LIMITED 

MONTREAL 
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PROFESSOR 

Cushioned  Thermal  Sole 


PAT.  N.°  ■ 119409 

GOLD  CROSS 
SHOE 


DOCTORS  and  PROFESSOR  SHOES  are  the  lines 
that  dealers  can  depend  upon  to  build  a sound  profit- 
able permanent  trade.  They  have  long  held  an  enviable 
reputation  for  health,  comfort,  style  and  wear,  features 
which  combined  with  the  high-grade  quality  of  the 
shoes  make  them  exceptional  value. 


Ask  for  Tebbutt’s  Hockey  Shoes 
Canada’s  Largest  Makers  of  Hockeys 

Tebbutt  Shoe  & Leather  Co. 

Limited 

THREE  RIVERS,  P.Q. 


T1 
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'T'l IIS  is  the  finest  expression  of  fashionable  flexible-sole  McKays. 

Well  designed  and  well  made,  it  is  a true  representative  of  Clark 
Shoes — made  in  the  latest  vogue  to  sell  at  popular  prices. 

There  are  many  more  feature  numbers  in  this  line  which  is  carried 
in  stock  by  leading  wholesalers  all  over  Canada. 


CLARK  BROS.,  LIMITED 

ST.  STEPHEN,  N.B. 

Permanent  Sample  Room:  Room  20,  Windsor  Hotel,  Montreal 
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/TVHE  many  advantages  of  the  flexible  sole  McKay  are  becoming 
A more  widely  recognized. 

It  is  known  that  it  is  possible  to  produce  a McKay  as  flexible  as  a 
Turn — as  Clark  shoes  show. 

It  is  also  recognized  that  the  present  style  tendency  calls  for  close 
trimmed  edges,  light  shanks  and  general  lightness  of  appearance — 
all  in  addition  to  good  wearing  qualities. 

All  of  these  items  are  features  of  Clark  Bros,  shoes. 


CLARK  BROS.,  LIMITED 

ST.  STEPHEN,  N.B. 

Permanent  Sample  Room:  Room  20,  Windsor  Hotel,  Montreal 
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Fashions 


The  permanency  of  the  finer 
fashions  are  dependent  upon  the 
strength  of  the  structure  of  the 
shoe. 

It  is  the  growing  fashion  among 
good  merchants  to  appreciate 
the  use  of  Bennett  Counters  by 
the  manufacturer. 


BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CUAMBLY  CANTON,  QUE. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 


Vol.  XXXIV.  No.  8 


Toronto,  April  15,  1921 


Shoe  and  Leather  Journal 

Published  Twice,  cl  Month, 


A LONG  STEADY  PULL 

EVERY  great  war  has  been  followed  by  a condition  of  collapse  and  deflation  that  has  led  to 
a more  or  less  lengthened  period  of  low  prices  of  commodities  and  to  unemployment  of 
labor  and  capital. 

We  seemed  to  be  shaping  in  this  direction  immediately  following  the 'armistice,  but  three  or 
four  months  later  business  took  on  an  unnatural  [boom.  This  was  largely  due  to  anticipation  of 
an  increase  in  the  demand  for  goods,  especially  for  manufactured  products,  on  account  of  what 
was  believed  to  be  a tremendous  world  wastage. 

The  shortage  of  raw  materials  and  skilled  labor  soon  started  prices  soaring  and  th^s  was  fur- 
ther helped  by  the  tightening  of  the  purse  strings  on  the  part  of  financial  institutions  which  caused 
a limitation  of  available  capital. 

While  the  going  was  good,  and  there  was  plenty  of  money  to  spend,  the  people  followed  the 
market  and  bought,  until  prices  were  forced  to  the  point  where  panic  ensued;  and  then  came  a 
more  or  less  rapid  deflation. 

It  was  bound  to  come,  and  the  sooner  the  better  for  good  business.  No  country  can  pros- 
per when  these  three  factors — -raw  materials,  labor  and  capital — are  dear  or  scarce.  An  era  of  high 
costs  may  serve  the  interests  of  a few  profiteers  but  is  fatal  to  the  development  of  industry  and  the 
general  welfare  of  the  community.  The  continuation  of  conditions  as  they  were  for  another  year 
would  have  meant  serious  disaster. 

We  may  not  have  reached  rock  bottom,  but  the  process  of  settling  is  going  on  sanely  and  safely. 
Those  who  have  sufficient  business  ability  to  meet  the  situation  have  little  to  fear,  although  the 
next  two  or  three  years  will  doubtless  witness  a marked  demonstration  of  the  doctrine  of  the  sur- 
vival of  the  fittest. 

History  proves  that  the  greatest  and  most  permanent  commercial  development  in  indus- 
trial countries  like  England,  United  States  and  France  has  taken  place  in  the  two  or  three  decades 
following  war.  Canada  within  the  next  few  years  will  realize  to  an  extent  hitherto  unknown, 
not  only  upon  her  wonderful  natural  resources,  but  upon  the  brains  and  brawn  of  her  agricultural, 
industrial  and  commercial  workers. 

It  is  a time  for  solid  business  building.  Let  us  lay  the  foundations  true  and  deep,  and_  work 
as  those  who  will  have  to  give  account  to  posterity  for  a great  opportunity. 


‘to  advertisers 

j The  paid  circulation  of  the  SHOE  AND  LEATHER 
! JOURNAL  is  more  than  double  that  of  any  other 
j shoe  publication  in  Canada,  and  exceeds  the  com- 
I bined  paid  lists  of  all  other  Shoe  Trade  papers 
I circulating  in  this  country. 





$1.50  a Year  Single  Copies  15c.  Outside  Canada.  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
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In  the 

Market  Place 

Business  Conditions  as  Noted  in  Manufac- 
turing, Wholesale  and  Retail  Fields 

DURING  the  winter  months  when  things  looked  darkest, 
business  men  had  little  to  do  but  take  losses  and 
speculate  as  to  when  the  “turn”  in  the  market  would 
come.  It  was  predicted  in  some  quarters  that  a definitely  satis- 
factory basis  would  be  reached  in  April,  or  in  June,  or  in 
October.  Other  authorities,  however,  claimed  that  the  return 
to  normal  would  be  gradual,  and  accompanied  by  waves  of 
depression  that  would  prolong  the  return  to  normal  over  a 
period  of  a year  or  more.  Just  how  long  it  will  be  before  “nor- 
malcy” is  attained  is  still  very  debatable.  But  it  is  evident 
that  we  are  at  present  in  what  might  be  called  a transition 
stage.  Basic  prices  have  stabilized  themselves  at  a level 
which  should  hold  for  some  time.  Further  recessions  in 
commodity  costs  depend  largely  on  labor  values  and  pro- 
duction costs.  The  latter  factor  is  largely  influenced  by 
volume  of  output.  So  it  would  be  expected  that  with  a 
growing  demand,  values  should  recede  rather  than  advance. 
Where  present  values,  such  as  in  hides,  are  caused  by  lack 
of  demand,  however,  increased  demand  would  be  expected 
to  reflect  itself  in  immediate  advances.  The  bareness  of 
dealers’  shelves  in  many  lines  has  resulted  in  a gradual 
pressure  on  primary  markets,  which  has  resulted  in  busi- 
ness of  a comparatively  satisfactory  nature.  Building 
costs  have  come  down  to  some  extent,  and  construction 
programs  are  widening.  Unemployment  is  still  general 
through  this  country  and  the  United  States,  but  daily  reports 
of  the  re-opening  of  industries  give  evidence  that  the  worst 
phases  are  over. 

Retail  Shoe  Trade. 

The  retailer  who  has  followed  the  policy  of  marking 
his  goods  at  replacement  value  and  forcing  out  slow  stocks, 
should  be  in  a position  to  take  advantage  of  the  lower  prices 
now  asked,  and  get  his  share  of  the  business  now  passing. 
The  volume  of  retail  business  has  been  well  maintained 
since  Easter,  and  many  dealers  report  a greater  pairage 
than  a year  ago,  and  some  a greater  money  turnover. 
Unemployment  still  holds  back  those  dealers  whose  cus- 
tomers are  in  the  classes  most  affected.  On  the  whole, 
however,  a healthy  tone  is  in  evidence.  Women’s  shoes 
comprise  the  greater  part  of  the  business,  and  the  women 
will  have  nothing  but  low  shoes.  One  of  the  leading  Toronto 
retailers  made  the  statement  that  he  had  not  sold  five  pairs 
of  boots  since  the  first  of  the  year.  With  definite  arrival  of 
warmer  weather  men’s  shoes  are  moving  in  greater  volume, 
and  some  dealers  report  good  volume  in  men’s  shoes  selling 
at  $10.00  and  under.  There  is  a growing  tendency  on  the 
part  of  retailers  to  give  buyers  to  understand  that  present 
values  are  sound,  and  to  forget  all  comparisons  with  prices 
of  a year  ago.  This  principle  followed  out  should  make 
for  steadier  and  more  satisfactory  business. 

Wholesale  and  Manufacturing  Trade. 

Manufacturers  of  women’s  shoes  continue  to  be  busy. 
Capacity  in  those  factories  turning  out  the  fancier  lines  is 
limited  to  that  of  the  fitting  rooms,  where  the  multiplicity 
of  fancy  patterns  and  trimmings  necessitates  employment 
of  more  workpeople  per  shoe  than  is  normally  the  case. 
Incidentally,  this  is  reflected  in  the  cost  of  manufacture, 
Manufacturers  of  fine  men’s  shoes  are  becoming  busier,  and 
are  booking  some  nice  business  for  summer  and  fall  on  the 
new  and  more  styleful  lines  shown.  Manufacturers  of 
staple  lines  are  also  feeling  more  encouraged  by  the  outlook. 


Women’s  staples  are  being  brightened  by  the  application 
of  the  strap  vogue.  Staple  lines  are  bound  to  be  distributed 
as  the  majority  of  the  Canadian  public  must  have  sturdy 
shoes  at  a moderate  figure,  and  the  prosperity  of  the  retail 
trade  in  Canada  depends  on  the  sale  of  shoes  for  everyday 
use  by  the  average  man  or  woman  under  all  kinds  of  weather 
conditions.  Prices  as  a whole  are  from  twenty-five  to  thirty 
per  cent,  lower  than  a year  ago,  and  it  is  felt  that  the  present 
level  will  be  maintained  for  some  time.  A little  business  is 
opening  up  for  larrigans  and  shoe  packs,  and  fair  orders 
have  been  placed  for  hockey  boots.  Jobbers  report  a steadier 
tone  to  business  and  feel  that,  with  improvement  in  the 
general  business  situation  and  a disposition  on  the  part  of 
retailers  and  consumers  to  buy  at  least  their  requirements, 
the  outlook  for  summer  and  fall  is  encouraging. 

Leather  Markets. 

Lack  of  development  still  characterizes  leather  trade. 
Purchases  are  for  requirements  only,  and  these  are  limited 
largely  to  top  grades  and  lighter  weights.  High  grade  calf 
in  colors  is  in  fair  demand,  with  a growing  call  for  black. 
Glazed  kid  is  also  very  quiet  with  the  exception  of  top 
grades,  which  are  still  scarce.  Fine,  clean  goatskins  are 
difficult  to  obtain,  with  the  result  that  the  proportion  of 
saleable  stock  is  very  small.  Strikes  in  packig  houses  have 
helped  to  hold  down  Canadian  production  of  hides.  More- 
over, the  quality  of  the  take-off  at  this  season  is  low,  so  that 
the  hides  cannot  be  expected  to  produce  high  grades  of 
leather. 

American  Markets. 

Retail  trade  in  the  eastern  States  still  consists  largely 
of  novelty  women’s  shoes.  The  Easter  trade  did  not  clean 
up  all  the  business  to  be  done,  as  trade  has  held  up  since 
that  time  in  a very  satisfactory  manner.  Middle  Western 
manufacturers  report  a steadily  growing  demand  for  staple 
shoes  and  in  some  communities  boots  are  being  sold.  Manu- 
facturers of  men’s  shoes  are  booking  considerable  fall  busi- 
ness, and  apparently  the  idea  of  putting  more  style  in  men’s 
shoes  has  taken  hold.  Interest  is  turning  more  to  staple 
footwear,  and  this  is  reflected  in  a slight  improvement  in 
general  leather  conditions.  More  interest  is  being  shown 
in  heavier  leathers  than  during  the  past  few  months.  Manu- 
facturers are  talking  larger  quantities  of  sole  leather,  while 
the  findings  trade  is  also  a factor  in  the  market.  There  is 
much  speculation  as  to  fall  styles  and  colors.  More  interest 
is  evinced  in  patent  leather,  while  the  talk  of  boots  coming 
back  also  has  its  effect.  Tanners  are  looking  towards 
Europe  with  some  encouragement  in  their  minds  owing  to 
enquiries  forthcoming.  The  European  interest  so  far  has 
centred  on  leather  for  fancy  shoes,  and  some  harness  leather. 
Hide  prices  are  if  anything  firmer,  and  indicate  that  all 
that  is  necessary  to  cause  an  upward  movement  is  a sus- 
tained demand  for  fair  quantities. 

European  Markets. 

English  merchants  are  in  a brighter  frame  of  mind 
owing  to  the  opening  up  of  spring  demand.  It  is  felt  that 
the  bottom  has  been  reached  in  prices  for  the  present,  and 
what  is  needed  is  a revival  of  the  purchasing  mood  in  the 
minds  of  the  public.  Easter  trade  was  good,  and  it  is  hoped 
volume  will  hold  up.  The  general  unemployment  situation 
still  has  a depressing  effect,  while  industrial  troubles  disor- 
ganize efforts  to  stabilize  industry.  With  prospects  of 
settlement  of  the  trouble  with  the  miners,  and  the  aversion 
of  a general  industrial  tie-up,  every  one  is  breathing  easier, 
and  hoping  for  improvement.  Meanwhile  shoe  and  leather 
trade  remains  quiet,  with  an  undertone  of  optimism.  The 
Englishman  is  making  strenuous  efforts  to  regain  his  place 
in  world  trade,  which  meant  his  livelihood,  but  political, 
financial,  and  exchange  difficulties  present  very  dishearten- 
ing obstacles. 
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How  to  Handle  Your  Competitor 


By  Dr.  Frank  Crane 


I 


T is  a mistake  to  suppose  that  you  have  to  fight  your  competitors.  Nothing  was  ever  per- 
manently gained  by  fighting.  For  fighting  of  any  kind  is  pure  destruction.  Your  com- 
petitor does  not  have  to  be  your  enemy.  He  can  be  your  friend. 

Competition  does  not  kill  trade;  it  builds  trade,  stimulates  trade,  and  makes  new  trade. 


This  is  based  on  the  natural  law  that  no  one  person  can  suit  everybody.  No  man  can 
get  all  possible  business  in  any  community.  His  personality  attracts  some  and  repels  others. 
Wherever  there  is  a lot  of  business  for  one  man  there  is  business  for  somebody  else. 

This  is  proved  by  the  fact  that  in  any  big  city  business  houses  in  the  same  line  group 
together.  We  find  most  of  the  piano  houses  in  one  part  of  the  town.  Most  of  the  automobile 
concerns  are  strung  along  a certain  section  of  Broadway,  New  York.  The  silk  merchants,  the 
hat  manufacturers,  and  so  on,  each  have  their  district.  This  proves  that  in  the  practical  work- 
ing out  of  business  it  pays  a man  to  locate  in  the  neighborhood  of  his  competitors. 

It  is  not  true  that  there  is  just  so  much  business  to  be  had,  and  that  a rival  cuts  your 
trade  in  half.  As  a rule  the  more  tradesmen  the  more  trade.  A good  lively  competitor  will 
increase  your  custom. 

Two  grocers  in  the  same  block  will  do  more  business  than  if  there  were  only  one,  and  if 
the  other  grocery  is  good  it  is  a more  valuable  competitor  to  you  than  a poor  one. 

“Where  the  carrion  is  there  the  eagles  are  gathered  together.” 

So  runs  the  proverb.  And  where  no  eagles  hover  there  is  slim  picking. 

Don’t  hate  your  competitor.  Hate  is  always  expensive.  Get  acquainted  with  him. 
You  may  learn  something. 

Don’t  knock  your  competitor.  It  sounds  bad,  and  it  is  bad.  Be  a good  sport.  Play 
the  game.  Keep  good-natured. 

Beat  your  competitor  if  you  can,  but  remember  that  the  surest  way  to  beat  him  is  to  sell 
better  goods,  give  prompter  service  and  have  more  courteous  workpeople.  Don’t  fight  by 
cutting  prices.  Keep  your  margin  of  profit  fair. 

If  your  competitor  lies  about  you,  or  uses  underhand  methods  to  harm  you,  don’t  worry. 
He  is  cutting  off  his  nose  to  spite  his  face.  He  cannot  fool  all  the  people  all  the  time.  Straight 
business  and  good  nature  win  out  always  in  the  long  run. 

Your  competitor  will  do  you  a deal  of  good  if  you  keep  your  eyes  open.  He  will  keep 
you  from  slumping.  He  will  make  you  energetic,  careful,  more  attentive  to  business,  and 
altogether  will  be  a good  tonic  for  you,  if  you  know  how  to  use  him. 
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Styles 

An  Outline  of  What  is  Selling  and  What 
is  Expected  to  Sell — Summer  and  Fall 
Ideas 

IN  _ olden  times — and  not  so  lqpg  ago,  either — it  was 
possible  at  this  season  to  lay  out  a definite  picture  of 
what  would  be  worn  during  the  summer  and  fall.  This 
may  still  De  possible  when  considering  the  more  staple  lines, 
which  do  not  vary  much  from  year  to  year.  But  when 
it  comes  to  the  more  “styleful”  shoes,  one  is  rather  up 
against  it.  Manufacturers  of  women’s  shoes  can  see  their 
wray  through  the  summer,  and  have  a few  ideas  as  to  fall; 
but  none  of  them  feel  that  fall  styles  will  be  lined  up  till 
well  on  in  the  summer.  Meanwhile  they  are  concentrating 
on  summer  business.  Men’s  shoe  styles  are  less  subject  to 
sudden  shifting  in  popularity,  so  we  can  feel  fairly  safe  in 
calling  the  fall  lines. 

On  other  pages  of  this  issue  we  reproduce  some  of  the 
best  shoes  shown  for  summer  and  fall  selling. 

What  is  Selling 

Pumps  with  one  and  two  straps,  with  buttons  or  buckles 
undoubtedly  have  the  call.  For  walking  shoes  the  two 
strap  button  welted  shoe  with  Cuban  heel  is  rather  favored. 
These  may  be  in  calf,  kid  of  dark  or  lighter  brown,  or  black 
kid.  The  brogue  effect  has  not  lost  its  popularity  yet,  and 
there  are  also  many  women  who  prefer  a comfortable  oxford 
with  a relatively  low  heel.  For  dress  wear,  as  advocated, 
but  also  seen  used  for  street  wear  we  see  .one  or  two  strap 
turn  shoes  with  Louis  heels,  in  suede,  dull  kid.  and  some 
patent. 

Men’s  shoes  still  lean  towards  the  brogue,  though  this 
style  is  thought  to  be  on  the  wane.  Mahogany  tones  are 


giving  way  to  lighter  shades  of  brown' or  tan.  and  it  is  hoped 
that  this  may  lead  to  greater  purchases  of  shoes,  as  lighter 
shoes  cannot  be  worn  so  readily  on  all  occasions,  with  the 
result  that  the^men  will  also  invest  in  black  shoes.  The 
straight  English  last  is  still  favored,  but  squarer  toes  are  in 
evidence.  The  new  ball-strap  effects  are  also  beginning 
to  take  hold. 

For  the  Summer 

It  is  expected  that  the  strap  vogue  will  carry  on  through 
the  summer,  and  well  into  the  fall.  The  late  spring  strap 
shoes  will  be  sold  all  summer,  the  welt  shoes  being  finished 
in  lighter  brown  calf  with  perforations,  wing  tips,  etc.,  the 
turn  shoes  in  gray,  black,  brown  or  taupe  suede,  or  dull  kid. 
For  strictly  summer  wear  manufacturers  are  showing  sport 
shoes  in  white  or  grey  buck,  or  combinations  such  as  white 
buck  with  brown  calf  or  patent  trimmings,  fawn^buck  with 
brown  calf,  and  grey  buck  with  patent  trimmings.  Vamps 
are  a little  shorter  than  last  season,  the  preference  being  for 
a vamp  slightly  over  three  inches. 

For  the  Fall 

It  is  expected  that  little  placing  for  fall  women’s  shoes 
will  come  before  June.  This  is  not  the  case,  of  course,  in 
staple  lines,  or  in  anything  outside  of  strictly  novelty  shoes. 
A certain  amount  of  fall  business  has  already  been  placed 
on  oxfords  of  black  kid  or  tan  calf,  on  black  kid  boots — for 
there  are  still  some  women  who  will  wear  boots.  One 
manufacturer  finds  a favorable  inclination  towards  a strap 
pump  with  a brogue  effect  and  a rather  square  toe.  It  is 
rather  expected  that  the  “straps”  of  spring  and  summer 
will  evolve  into  a more  or  less  distinctive  fall  style,  but 
just  what  that  will  be  is  impossible  to  say.  The  advocates 
of  longer  skirts  in  the  United  States  claim  that  the  length- 
ened skirts  would  bring  back  boots.  But  as  it  is  still  a 
question  whether  women  do  not  prefer  the  really  abbre- 
viated skirt,  that  is  another  debatable  point.  Some  author- 
ities look  for  a return  of  button  boots.  It  is  also  suggested 
( Continued  on  page  156) 
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CAMMEYER'S  STORE  FRONT 


A De  Luxe 
Shoe  Store 

The  Ultimate  Shoe  Store — Has 
Been  Called  a “Dream  Shop” 

ON  the  site  of  the  old  Cornelius 
Vanderbilt  residence,  at  677  Fifth 
Avenue,  New  York,  is  located 
what  may  be  termed  the  last  word  in 
shoe  store  luxury.  It  is  doubtful  whether 
there  is  more  than  one  street  in  more 
than  one  city  in  the  world  where  a place 
could  be  found  for  an  establishment  such 
as  the  new  Cammeyer  De  Luxe  Store. 

And  for  the  reason  that  nothing  like  it  is 
ever  likely  to  be  seen  in  Canada,  we  offer 
the  following  description  with  photographs. 

No  flaring  sign  invites  the  passer-by, 
and  the  only  indications  that  it  is  a shoe 
store  are  given  by  one  or  two  shoes  exhibit- 
ed in  the  windows  that  break  the  store 
front,  which  is  of  white  stone  and  green 
onyx  marble.  Entering  the  establishment, 
one  finds  himself  in  a foyer  or  reception 
room  eighteen  by  forty  f,eet,  where  he  is 
met  by  an  attendant  who  ushers  him 
through  to  the  main  salon,  or  salesroom, 
thirty  by  fifty  feet  in  size.  Here  he  is  turned  over  to  a 
second  attendant,  who  finds  him  a seat  and  a third  attend- 
ant to  do  the  actual  fitting  and  selling. 

The  establishment,  which  is  located  on  the  street  floor, 
consists  of  the  above  two  rooms.  Both ' are  completely 
panelled  in  heavy  dark  oak  to  the  ceiling,  which  is  of  ivory 
tint  with  bas  relief  work.  Magnificent  basswood  carvings 
form  the  junction  of  ceilings  and  wall  panels.  Both  rooms 
have  large  marble  fire-places. 

The  floors  are  covered  with  deep  chenille  wool  rugs 
specially  woven  of  one  piece  in  Scotland.  The  rugs  are 
taupe  colored,  and  are  twelve  by  thirty-three  feet  and 
twenty-five  by  forty-seven  feet  in  size.  Customers  are 
seated  in  large  upholstered  tapestry  chairs,  armchairs  and 
settees,  and  in  place  of  the  regular  fitting  stools,  upholstered 
foot  stools  are  used.  The  rooms  are  furnished  so  as  to 
give  anything  but  the  appearance  of  commercialism,  the 
whole  impression  being  chat  of  the  interior  of  the  home  of  a 
very  wealthy  person.  The  only  shoes  in  evidence  are  a 
very  few  pairs  on  display  in  glass  cases  on  one  or  two  of 
the  tables  in  the  reception  room  and  salon. 

On  the  display  cases  and  tables  are  electric  lamps  with 
silk  shades,  while  the  main  lighting  is  from  huge  crystal 
chandeliers,  two  of  which  are  in  each  room. 

The  hosiery  department  is  located  in  a recessed  alcove, 
separated  by  a lighted  glass  show  case  and  counter.  The 
hosiery  stock  is  carried  in  wooden  drawers  which  match 
the  panelling. 

The  cashier’s  office  is  indicated  by  a grilled  panel  in 
the  main  room,  while  another  panel  serves  as  an  opening 
into  a perfectly  appointed  women’s  dressing  room. 

The  stock  of  shoes  is  carried  in  a room  entirely  separate 
from  the  salon,  and  has  capacity  for  8,000  pairs  of  shoes. 

The  method  of  handling  customers  is  of  interest,  and 
is  due  to  the  particular  class  of  trade  catered  to  by  this 
particular  store.  No  large  display  is  made  in  the  windows, 
and  very  few  shoes  are  in  evidence  in  the  salesroom  or  salon. 
Obviously  nothing  but  the  very  latest  styles  of  the  highest 
grades  can  be  sold  in  an  establishment  of  this  type.  The 
salesman,  after  measuring  the  foot,  and  sizing  up  the  last 
and  style  required,  retires  to  the  stock  room,  from  which 


he  brings  the  shoes  he  considers  suitable,  unless  a definite 
demand  has  been  made.  Considerations  of  price  are  of 
minor  importance, 1 as  the  customers  are  looking  for  style 
and  quality  only. 

This  store  caters  particularly  to  the  type  of  fashionable 
women  who  buy  many  shoes,  and'  at  frequent  intervals. 
Consequently,  they  must  have  nothing  in  stock  that  does 
not  represent  the  very  latest  ideas  in  fashion  footwear. 
No  cut  prices  or  sales  are  necessary,  as  the  stock  can  be 
cleaned  by  shipping  it  to  Cammeyer’s  store  on  34th  street, 
where  a different  type  of  trade  is  met.  Or  it  may  go  to  the 
third  store  of  their  group,  where  it  can  be  cleaned  up  at 
prices  that  will  move  it. 

Another  feature  of  their  service  is  their  method  of  send- 
ing shoes  on  approval.  A customer  may  by  phone  or 
otherwise  request  that  they  submit  a variety  of  shoes  for 
her  approval  in  her  own  home.  A salesman  is  sent  up 
with  a number  of  shoes  who  sees  that  they  are  properly 
fitted  and  selected.  Out  of  the  lot,  several  pairs  will  prob- 
ably be  purchased,  and  the  balance  returned.  This  again 
necessitates  a wide  and  up-to-the-minute  range  of  millinery 
footwear,  at  liberal  prices. 

Obviously,  price  cannot  be  the  primary  consideration 
of  the  clientele  of  a store  of  this  type.  The  development  of 
our  civilization,  or  whatever  you  may  care  to  call  it,  has 
been  accompanied  by  the  growth  of  that  class  of  people 
whom  the  cost  of  living  does  not  touch  as  closely  as  it  does 
the  majority  of  us.  And  with  that  has  come  a class  of 
establishments  catering  to  their  requirements.  In  a locality 
such  as  Fifth  Avenue  in  New  York  it  is  almost  the  unusual 
thing  for  the  name  of  the  establishment  to  be  displayed  in 
anything  but  the  most  modest  manner.  The  clientele  of 
the  stores  know  where  they  are  located  and  what  they 
handle,  while  the  aim  of  the  store  is  to  sell  quality  or 
exclusive  goods  at  commensurate  prices,  rather  than  to 
multiply  volume  of  sales. 

The  average  woman,  with  the  average  purse,  does  not 
attempt  to  shop  in  such  establishments.  She  knows  that 
her  wants  can  be  supplied  in  a more  satisfactory  way  and 
at  more  satisfactory  figures  in  other  places.  On  the  other 
hand,  there  are  people  who  want  their  wearing  apparel, 
from  head  to  foot,  to  be  distinctive. 
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VIEW  OF  SALON 


ANOTHER  VIEW 
OF  THE  SALON 


NOTE 

We  are  indebted  ro 
the  Shoe  Retailer  for 
the  illustrations  of 
Cammeyer's  De  Luxe 
Shoe  Store. 
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Rapid  Style 
Changes 

Some  More  Opinions — How  Far  Should 
Style  or  Standardization  Go? 

IN  the  next  to  last  issue  of  the  Shoe  and  Leather  Jour- 
nal we  dealt  generally  with  the  question  of  rapid  style 
changes  as  a stimulant  to  the  shoe  business.  We  have 
all  seen  the  effect  of  style  on  the  market  for  women’s  shoes 
over  the  past  three  months.  It  is  also  worth  noting  that 
to-day  little  or  no  buying  is  being  done  for  fall  trade,  though 
here  are  some  cases  where  fall  orders  have  been  placed  in 
small  amounts.  There  is  no  one  to-day  who  will  venture 
to  make  a direct  assertion  as  to  what  will  be  worn  this  fall 
in  the  way  of  women’s  stylish  footwear.  And  yet  is  there 
any  reason  that  this  should  hold  back  all  purchasing  for 
the  fall?  There  are  certain  more  or  less  staple  lines  that 
retailers  know  they  will  sell,  regardless  of  the  style  question. 

We  took  the  opportunity  of  consulting  members  of  the 
different  branches  of  the  shoe  trade  as  to  their  opinions  on 
the  question  of  more  style,  and  particularly  more  frequent 
style  changes  in  men’s  shoes. 

One  manufacturer  outlined  his  ideas  as  follows: 
“Regarding  the  suggestion  that  the  sale  of  men’s  shoes 
should  be  stimulated  the  same  way  as  women’s  shoes  are 
by  the  creation  of  new  styles,  we  understand  that  theoreti- 
cally one  style  of  shoe  for  everybody  would  be  the  ideal  shoe 
for  the  largest  production  at  the  lowest  cost.  It  seems,  how- 
ever, that  in  shoes  as  in  every  part  of  the  clothing  there  is 
a big  demand  for  something  new  and  stylish.  We  do  not 
see,  therefore,  why  men’s  shoes  should  stay  behind  and 
suffer  on  account  of  that. 

New  Styles  Create  Demand 

It  is  a fact  that  new  styles  create  a demand  and  we 
believe  that  changes  of  styles  are  necessary  for  men’s  shoes 
as  well  as  for  any  other  part  of  the  clothing;  this  in  a reason- 
able way  and  not  in  the  extreme  that  women’s  styles  are 
leading  to  at  present. 

We  do  not  think  that  the  change  of  style  in  men’s  shoes, 
in  a reasonable  way,  would  affect  materially  the  cost  of  the 
shoe.  In  any  event  we  think  it  is  necessary  that  there  should 
be  a greater  variety  of  styles  for  men’s  shoes  in  order  to 
revive  the  trade,  and  we  are  planning  ■ to  show  as  many 
new  styles  as  we  think  reasonable  for  this  men’s  trade. 
From  what  we  have  gathered  from  conversation  with  job- 
bers and  retailers,  they  are  sick  and  tired  of  their  old  styles 
and  stocks  that  they  have  on  hand,  and  they  only  wish  to 
get  rid  of  them  to  such  an  extent  as  to  be  in  a position  to 
buy  new  styles  and  start  to  turn  over  a new  leaf  in  their 
men’s  trade.” 

Another  manufacturer  says: 

“At  present  manufacturers  are  making  every  effort  to 
find  styles  just  a little  different  than  they  showed  the  week 
before  to  attempt  to  induce  the  retail  merchants  to  buy. 
It  may  be  that  we  would  much  rather  have  a standardized 
shoe,  but,  unfortunately,  those  are  not  the  kind  of  lines 
that  are  interestig  trade  or  the  public  to-day.  It  is  entirely 
a demand  for  fancy  styles  of  all  kinds. 

“We  do  not  see  how  this  could  be  applied,  though,  to 
men’s  lines  which  are  staple  all  the  time.  If  we  could  find 
styles  that  were  different  each  few  weeks  that  would  interest 
the  men’s  trade,  we  think  that  we  could  book  more  busi- 
ness.” 

Another  angle  is  given  by  the  following  letter: 

“Our  viewpoint  is  that  for  the  people  who  want  stand- 
ard shoes  there  is  not  the  slightest  difficulty  about  their 


being  able  to  get  them.  Many  factories  are  conducted  on 
just  such  lines.  Other  factories  on  the  finer  grades  are 
carried  on  upon  an  entirely  different  basis.  The  style 
factor  in  such  is  one  of  the  most  important  matters,  and  is 
vital  to  the  sale  of  their  goods.  We  do  not  hesitate  to  say 
thac  people  who  can  afford  to  buy  exclusive  goods  and 
styles  should  be  allowed  to  do  so,  and  their  sales  should  be 
encouraged  among  that  class  of  trade.” 

That  styles  will  not  clear  up  the  situation  is  maintained 
by  a manufacturer,  who  says: 

Do  Not  Become  Confused 

“In  our  opinion  the  manufacturer  who  allows  the 
style  question  to  confuse  his  line  of  reasoning  in  the  crisi 
that  we  have  all  been  through,  is  on  the  wrong  track,  as  i 
has  been  a question  of  values  and  prices  purely  and  simply 
that  has  stagnated  business  during  the  past  year,  and  no 
matter  how  alluring  the  styles  offered  to  the  public  might 
be,  they  would  have  been  of  no  avail. 

“The  injection  of  extreme  styles  into  men’s  shoes  will 
slow  down  production  in  the  factory  and  cause  the  manu- 
facturing costs  to  mount  higher  than  they  are  at  the  present 
time,  in  addition  to  increasing  the  retailer’s  risk  on  account 
of  novelties  going  quickly  out  of  style. 

“The  snappy  styles  will  no  doubt  always  appeal  to  the 
young  man,  but,  it  is  the  staple  goods  that  really  keep  the 
wheels  of  a factory  going,  day  in  and  day  out,  and  on  the 
staple  lines  of  men’s  shoes,  in  our  opinion,  must  any  manu- 
facturer depend  for  his  volume,  as  it  is  quite  impossible  to 
inject  enough  femininity  into  the  average  man  to  cause 
him  to  be  stampeded  into  buying  by  every  new  fad  that 
may  be  shown  in  the  windows  of  the  retail  stores.” 

The  lack  of  change  in  fashions  of  men’s  wearing  apparel 
means  that  there  is  no  incentive  to  frequent  style  changes 
for  men,  is  the  opinion  of  another  authority. 

“Resumption  in  the  men’s  trade,”  he  continues,  “will 
come  only  when  prices  reach  a lower  level  and  the  actual 
need  of  shoes  by  the  consumer  forces  it. 

“The  cost  of  style  changes  is  at  all  times  a secondary 
consideration,  if  it  produces  the  desired  result,  viz.,  increase 
in  volume  of  business.” 

The  Retailer’s  Point  of  View 

The  retailer’s  point  of  view  will  vary  according  to  his 
locality  and  class  of  trade. 

A retailer  in  a small  town  tells  us  “Frequent  style 
changes  may  stimulate  trade  for  the  time  being,  but  in  the 
end  mean  more  dead  stock  for  the  retailer.  In  my  opinion 
styles  change  often  enough.” 

A dealer  in  a town  of  fifteen  hundred  says:  “To  my 
mind  style  changes  are  already  too  frequent,  as  they  always 
leave  us  with  a lot  of  lines  that  I can  sometimes  hardly  sell 
at  any  price.  Now  that  the  trade  is  pulling  for  lower  heels 
we  have  many  Louis  heels  and  find  customers  that  would 
have  nothing  else  a short  time  ago  will  not  consider  them 
now.  The  retailer  in  a small  place  is  therefore  at  his  wit’s 
end.  In  small  towns  every  one  knows  and  sees  if  the  other 
one  has  the  latest  styles.  Catalogue  houses  and  paper 
ads  keep  them  posted,  and  they  know  the  new  styles  as  well 
as  we  do.”  He  feels  that  so  far  as  the  retailer  in  a small 
community  is  concerned,  the  trade  would  be  stabilized  by 
reduction  in  number  of  samples  shown. 

A retailer  in  a city  of  ten  thousand  says:  “We  realize 
the  possibility  of  stimulating  trade  by  constant  change  in 
style,  but  it  is  a question  if  frequent  drastic  changes  would 
be  profitable.  The  Canadian  manufacturer  must  act  on 
his  own  initiative,  because  we  realize  the  tendency  of  our 
American  cousins  to  change.  If  we  become  their  followers 
we  are  going  to  be  caught  in  a whirligig  of  futile  changes, 
ending  in  outrageous  extravagance,  while  our  surest  source 
of  success  is  economy.  However,  we  do  not  oppose  any 
{Continued  on  page  136) 
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Words  of 
Appreciation 

IN  our  last  issue  we  inserted  an  “Honor  Roll”  of  firms 
that  have  been  identified  with  the  Shoe  and  Leather 
Journal  for  a quarter  of  a century  or  more.  Here  are 
some  words  of  appreciation  from  some  of  these  concerns 
that  have  since  reached  us. 

Old  and  Representative  Establishment 

The  Ames-Kolden-McCready  Co.  is  an  amalgamation 
of  two  of  the  oldest  and  best  known  shoe  concerns  in  Canada. 
Both  Ames-Holden  & Co.,  and  James  McCready  & Co.,  were 
represented  in  the  Shoe  and  Leather  Journal  over  thirty 
years  ago.  Here  is  what  the  Company  says  in  a recent  letter: 
“We  appreciate  very  much  your  letter  of  April  5th, 
and  are  quite  as  proud  of  the  announcement  in  the  last 
issue  of  the  Shoe  and  Leather  Journal  as  you  no  doubt 
are.  Thirty  years  hence,  we  and  the  Acton  family  will,  we 
hope,  have  a sixty-year  record  of  continuous  business 
relations.” 

An  Old  Established  American  Concern 

For  thirty-two  years  the  name  of  Richard  Young  Co., 
of  New  York,  has  been  familiar  to  readers  of  the  Shoe  and 
Leather  Journal.  Senator  Richard  Young,  president  of 
the  Company  and  his  able  coadjutor,  Mr.  James  M.  Mont- 
gomery, first  vice-president,  are  personally  well  known  to 
many  of  the  Canadian  trade.  In  a letter  of  acknowledg- 
ment Mr.  Montgomery  says: 

“Our  relations  have  been  always  very  pleasant  and  we 
believe  the  advertisements  inserted  in  your  Journal  have 
been  of  benefit  to  us.  We  also  very  much  appreciate  you-i 
personal  friendly  feeling  and  co-operation,  and  especially 
thank  you  for  your  courteous  consideration  of  our  represen- 
tatives when  they  have  called  upon  you.  Co-operation  of 
this  kind  cannot  but  be  helpful  to  both.” 

Older  Connection  than  Indicated 

In  listing  the  firm  of  J.  A.  McLaren  Sc  Co.,  a star  should 
have  been  inserted  opposite  the  name  to  indicate  the  con- 
nection of  this  firm  of  over  thirty  years  with  the  Shoe  and 
Leather  Journal.  The  fact  was  overlooked  that  the 
firm  of  Greene,  McLaren  & Co.  when  it  began  business  in 
Hamilton,  and  when  it  afterwards  removed  to  Toronto  over 
thirty  years  ago,  advertised  in  the  Journal.  Mr.  McLaren 
in  a letter  dated  April  8th,  says: 

“It  is  very  interesting  to  note  the  old  time  names 
which  have  stood  the  wear  and  tear  and  the  ups  and  downs 
of  strenuous  business  during  so  long  a period,  some  of  them 
going  back  even  so  far  as  to  antedate  so  patriarchal  a pub- 
lication as  the  Shoe  and  Leather  Journal. 

“When  I looked  this  page  over  I began  figuring  the 
number  of  years  that  had  passed  since  Mr.  R.  H.  Greene 
and  myself  located  in  Toronto  under  the  firm  name  of 
Greene,  McLaren  & Co.,  and  find  that  this  happened  just 
thirty  years  ago,  and  as  I am  not  one  of  the  starred  names 
it  must  have  been  that  in  the  early  part  of  our  career  we  did 
not  appreciate  the  possibilities  in  store  for  those  who  took 
advantage  of  the  opportunities  offered  by  your  unrivalled 
advertising  facilities,  although  had  anyone  asked  me  off 
hand  I would  have  said  that  we  had  been  with  you,  although 
perhaps  to  a limited  extent. 

“However  that  may  be  I am  glad  to  have  had  the 
privilege  and  profit  of  growing  up  with  you  and  to  have  seen 
your  publication  grow  from  its  initial  stage  to  the  high  rank 


which  it  undoubtedly  holds  today  as  first  amongst  Cana- 
dian trade  publications. 

Please  accept  my  very  best  wishes  for  the  future,  both 
personally  and  in  a business  way,  and  I hope  that  for  many 
years  to  come  ‘your  eye  may  not  be  dim  nor  your  natural 
force  abated’  and  that  you  may  go  on  to  even  greater  suc- 
cess than  that  to  which  you  have  already  attained.  With 
warmest  congratulations  on  the  high  esteem  in  which  you 
are  held  by  those  to  whom  you  are  best  known.” 

A Live  Kitchener  Firm 

One  of  the  very  first  advertisements  that  appeared  in 
the  Shoe  and.  Leather  Journal  was  that  of  Chas.  A. 
Ahrens  & Co.,  of  Berlin,  Ont.,  the  principal  partner  in  which 
is  the  president  of  Charles  A.  Ahrens,  Limited,  at  the  present 
time.  It  is  one  of  the  few  concerns  in  the  Canadian  shoe 
trade  that  has  retained  its  identity  in  management  as  well 
as  name  in  a generation  of  growth.  Mr.  Fred  H.  Ahrens, 
secretary-treasurer  of  the  company,  writes: 

“We  can  assure  you  that  we  are  very  glad  indeed  to  be 
starred  on  that  list,  and  must  admit  that  the  Shoe  and 
Leather  Journal  did  its  share  in  making  it  possible  for  us 
to  stay  in  business  continuously  for  more  than  thirty  years. 
We  hope  that  thirty  years  hence  we  may  be  double  starred 
on  an  occasion  of  this  kind,  and  that  both  yours  and  our 
firms  may  be  still  in  existence  with  the  original  seniors  still 
at  the  helm  ‘going  strong’.” 

An  Old  Canadian  Leather  Firm 

Three  generations  of  the  Davis  family  have  been 
engaged  in  the  production  of  leather.  It  is  almost  thirty 
years  since  the  Shoe  and  Leather  Journal  described  the 
plant  of  A.  Davis  Sc  Son,  at  King  City,  and  they,  like  it, 
have  grown,  the  original  concern  being  now  represented  by 
Davis  Leather  Co.,  of  Newmarket,  and  A.  Davis  & Son, 
Limited,  Kingston,  Ont.  In  acknowledging  the  listing  of 
their  concern  on  the  “Honor  Roll,”  Mr.  Aubrey  Davis, 
vice-president  of  Davis  Leather  Co.,  says: 

“We  wish  to  assure  you  that  the  kindly  feelings  ars 
fully  reciprocated  by  the  Davis  family.  During  the  yeare 
that  the  writer  has  been  connected  with  the  leather  business 
he  has  always  found  your  judgment  to  be  excellent  and 
your  counsels  worth  speaking.  Best  wishes  for  the  future 
of  the  Shoe  and  Leather  Journal.” 

The  Big  Rubber  Company’s  Acknowledgment 

Amongst  the  first  advertisers  in  the  Shoe  and  Leather 
Journal  thirty-four  years  ago  were  the  Canadian  Rubber 
Co.  and  the  Granby  Rubber  Co.  A year  or  two  later  fol- 
lowed the  Maple  Leaf  Rubber  Co.  and  the  Berlin  Rubber  Co . 
These  were  later  merged  in  the  “Canadian  Consolidated.” 
Here  is  a word  of  appreciation  from  this  company: 

“Your  letter  of  appreciation,  dated  April  5th,  must 
commend  itself  to  every  thoughtful  advertiser  in,  and 
reader  of,  the  Shoe  and  Leather  Journal.  They  in 
turn  cannot  fail  to  recognize  the  work  and  service  you  have 
rendered  to  the  trade  during  the  past  twenty-five  years. 
Permit  us  to  express  our  own  appreciation  for  the  kindnesses 
and  the  service  you  have  rendered.” 

Some  Corrections 

We  regret  that  one  name  was  missed  from  the  Honor 
Roll,  that  of  the  Amherst  Boot  & Shoe  Co.,  of  Amherst, 
N.S.,  whose  first  announcement  appeared  in  the  Shoe  and 
Leather  Journal  of  November,  1891,  when  the  late  Mr. 
M.  D.  Pride  was  the  head  of  the  concern.  Practically  ever 
since  the  Amherst  Boot  & Shoe  Co.  has  been  regularly  found 
in  our  advertising  pages. 

We  should  also  have  starred  the  Slater  Shoe  Co.  as 
successors  to  Geo.  T.  Slater  & Sons,  the  firm  which  occupied 
the  front  cover  of  the  Shoe  and  Leather  Journal  for  the 
first  five  years  of  its  existence. 
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Stock  Keeping 
and  Profit 

Successful  Methods  of  Keeping  Track  of 
Stocks  and  Progress  of  Business 

WHAT  would  you  think  of  an  explorer  who  set  out 
into  unknown  country  with  no  adequate  equip- 
ment in  the  way  of  clothing,  food,  arms,  and  instru- 
ments, or  who  was  incapable  of  using  this  equipment  or 
of  charting  his  progress?  His  chances  of  success  in  dis- 
covery or  safe  return  would  be  at  a minimum.  The  ship, 
the  captain  of  which  did  not  take  regular  observations,  or 
keep  account  of  its  progress,  would  be  a poor  insurance 
risk.  Yet  there  are  in  business  men  who  have  such  a poor 
idea  of  their  path  or  progress  that  their  drift  towards  the 
shoals  of  failure  is  only  limited  by  their  luck  or  the  amount 
they  have  to  lose. 

We  still  hear  of  instances  w’here  men  have  gone  into 
the  retail  business — yes,  even  into  the  retail  shoe  business — 
without  the  vaguest  ideas  of  the  necessary  equipment  such 
as  accounting  methods,  sales  records,  or  stock  records. 
Their  only  indication  of  profit  or  loss  is  the  condition  of 
their  bank  book  at  the  end  of  the  year.  And  that  may  or 
may  not  represent  the  actual  condition  of  the  business. 

Opinions  as  to  the  types  of  records  to  be  kept  may 
vary,  and  will  depend  on  the  size  and  organization  of  the 
business.  Seme  very  successful  dealers,  who  are  in  close 


daily  touch  with  every  phase  of  their  business,  prefer  to 
keep  track  of  progress  in  the  simplest  possible  way.  But 
the  fact  that  they  do  keep  track  of  it  is  evidenced  by  their 
success. 

We  have  given  in  previous  issues  outlines  of  various 
stock-keeping  systems.  There  is  a similarity  in  all  these 
systems,  due  to  the  principles  on  which  they  must  all  be 
based.  And  yet  it  is  interesting  to  note  the  different  vari- 
ations introduced  to  suit  individual  ideas  or  requirements. 

Lockett’s  Shoe  Store,  of  Kingston,  Ontario,  pivot  their 
system  about  the  cash  register.  We  show  herewith  both 
sides  of  the  stubs  that  come  off  the  register.  You  will 
note  that  this  stub  is  perforated  by  the  register.  The  top 
portion  is  given  to  the  customer  as  his  or  her  receipt,  and 
the  lower  portion  is  a record  of  the  sale.  On  the  front,  we 
see  that  clerk  “B”  sold  a shoe  worth  $9.00.  This  was  the 
tenth  transaction  on  March  22nd. 

On  the  back  of  the  form  is  afforded  room  for  the  descrip- 
tion, which  shows  for  instance  that  a man’s  shoe,  No.  513, 
size  eight,  width  D,  was  sold  for  $9.00.  This  form  must 
be  filled  in  by  the  salesman  when  the  sale  is  made.  Thus 
the  cash  register  takes  the  place  of  the  sales  book. 

This  stub  is  turned  in  to  the  cashier,  and  by  the  end 
of  the  day  a sheet  has  been  made  showing  all  sales  for  the 
day.  The  total  on  this  sheet  will  check  with  that  taken 
from  the  cash  register. 

The  following  morning  the  sales  shown  on  this  sheet 
are  transferred  to  the  stock  books,  a sheet  from  which  we 
also  show.  On  this  stock  sheet  the  original  purchase  from 
the  factory  has  been  entered,  sizes  and  widths  being  put 
down  separately.  As  sales  are  made,  deductions  are  made 


STOCK  SHEET  Stock  No._5AS_ 

Description  ot  shoo  Men's  Black  Calf  Welt,  Single  Sole  BaX. 

Purchased  tr-  Smith  shoe  Mf£-  Oo-  Montreal Cost COX Selling  Priee  *9.00 


Quantity:  A , B , C 50  , D 50  , E 50  ■ Date  Received  Jan'  15/21  Re-ordered 
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LOCKETT’S  FINE  SHOES 

KINGSTON,  ONT. 


B* 

-9.00 

-0010 

MAR.  22-21 

B* 

-9.00 

-0010 

MAR.  22-2 1 

Clerk  and 
Trans. 

Amount 

Transaction 

Number 

Date 

Fill  in  diagram  on  back  of  this 
check  with  particulars  of  sale 

(OVER) 


on  the  stock  sheet,  as  indicated.  Men’s  shoes  are  kept  in 
one  book,  in  which  the  stock  sheets  are  white;  women’s 
shoes  in  another  book  on  yellow  sheets.  Each  week  a sum- 
mary is  made  of  these  sheets,  and  it  is  possible  to  get  a fairly 
accurate  financial  statement  weekly  from  them  by  any 
system  the  owner  may  care  to  adopt. 

As  found  in  many  stores,  they  use  a numbering  system 
whereby  each  hundred  numbers  is  used  for  certain  types 


IF  ANY  MISTAKE  IN  CHANGE  OR  PURCHASE 
PLEASE  RETURN  THIS  RECEIPT 


Article 

Stock  No. 

Size 

Width  Amount 

Men’s  Shoe 

513 

8 

D 9 

00 

1 



| 

• 

of  stock.  By  this  means,  for  instance,  it  is  immediately 
known  that  any  shoe  in  the  five  hundreds  is  a man’s  welt. 
Divisions  may  be  made  for  infants’,  children’s,  youth’s, 
misses’,  men’s,  women’s,  etc.,  and,  if  desired,  further  sub- 
divisions can  be  made  for  McKays,  welts,  turns,  etc. 

The  value  of  a perpetual  inventory  of  this  kind  cannot 
be  over-estimated,  and  that  is  particularly  true  of  the  con- 
ditions that  exist  this  year  in  the  shoe  trade. 


Interior  of  Lockett’s  Shoe  Store,  Kingston,  Ont. 
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The  Non- 
Cancellable  Order 

Recent  Action  of  Canadian  Shoe  Manu- 
facturers— Will  it  Put  Shoe  Trade  on 
Sounder  Basis? 

IN  a recent  issue  we  discussed  the  question  of  cancellations, 
and  the  effects  of  the  inauguration  of  a system  of  signed 
orders  which  would  be  binding  both  on  seller  and  buyer. 
On  another  page  of  this  present  issue  we  note  advice  from 
the  office  of  the  Shoe  Manufacturers’  Association  of  Canada 
that  shoe  manufacturers  throughout  Canada  have  adopted 
on  their  orders  the  following  wording: 

“This  order  becomes  a binding  contract  upon  accep- 


Brogue  Oxford,  made  in  all  white  buck,  white  ivory  sole  and 
Lheel.  Blachford  Shoe  Manufacturing  Co..  Limited.  Toronto.  ■ 


tance  by  the  |vendor’s  |office,  and  goods  will  be  shipped  at 
prices  and  terms  herein  stipulated.” 

From  the  manufacturers’  standpoint  it  was  only  to  be 
expected  thfit  an  action  of  this  kind  would  be  taken.  From 
the  retailer’s  point  of  view,  it  must  be  noted  that  the  wording 
involves  obligation  on  the  part  of  the  manufacturer  to  see 
that  the  terms  of  the  contract  are  observed. 

The  situation  is  not  by  any  means  a new  one.  Years 
ago  some  firms  adopted  the  principle  of  having  all  orders 
signed  by  the  purchaser.  A well-known  manufacturer  who 
graduated  from  the  ranks  of  salesmen,  in  discussing  the 
question  with  the  Shoe  and  Leather  Journal,  was 
reminded  of  his  experiences  on  the  road  when  his  firm 
adopted  this  policy.  He  said  that  at  first  it  was  difficult 


to  get  the  retailer,  in  some  instances,  to  see  the  light,  but 
eventually  all  his  orders  were  turned  in  with  the  signature 
attached,  and  the  buyers  were  satisfied. 

The  general  truth  has  been  clearly  embodied  in  the 
following: 

“The  very  foundation  of  all  business  is  the  sanctity  of 
contract. 

“Prosperity  depends  largely  upon  confidence — confi- 
dence upon  a general  demonstration  of  willingness  to  keep 
one’s  word,  written  or  spoken,  and  to  this  extent  the  welfare 
of  the  country  hinges  upon  the  value  of  contract  obligation. 

“When  a contract  is  entered  upon,  whether  it  be  for 
goods  to  be  delivered,  or  for  service  to  be  performed,  it 
should  be  lived  up  to  to  the  letter.” 

It  is  quite  natural  that  the  agitation  for  non-cancellable 
orders  should  emanate  from  the  selling  end  of  the  market, 
that  section  of  the  community  that  was  hardest  hit  by  the 
wave  of  cancellations  of  all  kinds  that  has  swept  the  world 
during  the  past  months.  On  the  other  hand,  the  retail 
merchant  has  his  own  interests  to  guard,  and  quite  often 
they  are  served  by  helping  the  manufacturer  to  put  over 
some  of  the  manufacturer’s  ideas. 

The  ideal  contract  form  would  include  a clause,  “This 
order  is  not  subject  to  cancellation  by  either  party.”  In 
effect,  the  form  adopted  by  the  members  of  the  Shoe  Manu- 
facturers’ Association  is  tantamount  to  this.  As  we  said 
in  our  previous  discussion,  the  whole  system  becomes 
inoperative  if  mutual  obligations  are  not  assumed. 

It  is  the  desire  of  every  one  in  connection  with  the 
shoe  trade  in  Canada,  to  see  it  on  an  absolutely  sound  basis 
from  retailer  right  through  to  tanner.  And  it  is  only  by 
friendly  and  thorough  co-operation  of  all  factors  that  this 
can  be  accomplished.  The  interests  of  retailers,  whole- 
salers and  manufacturers  are  so  closely  interwoven,  that 
the  business  of  one  section  cannot  be  affected  without 
effect  on  the  others. 

In  taking  the  above  action  the  shoe  manufacturers 
believe  they  are  working  in  the  interest  of  the  trade  at  large. 
And  if  the  proper  spirit  prevails  amongst  manufacturers 
and  retailers,  their  belief  is  sound.  For,  as  we  have  said 
before,  there  are  just  as  many  benefits  accruing  to  the 
retailers  as  to  the  manufacturers  from  a system  based  on 
the  principle  that  every  deal  is  made  in  an  absolutely  clean- 
cut  manner,  and  with  every  intention  of  fulfilment  by  both 
seller  and  buyer. 

BRITISH  COLUMBIA 

The  Income  Tax  Drive  in  British  Columbia  is  in  full 
swing,  and  has  spread  a sort  of  a gloom  over  the  shoe  and 
leather  world. 

The  shoe  dealers  who  have  been  selling  at  least  a large 
part  of  their  stock  at  a loss  for  the  past  eight  months,  are,  in 
many  cases,  talking  very  dismally  of  hard  times  just  now,  and 
complaining,  that  in  spite  of  the  fact  that  they  are  selling 
their  stock  for  less  than  what  it  cost  them,  they  are  called 
upon  to  pay  a heavy  income  tax,  but  as  one  dealer  expresses 
it,  they  should  take  the  good  with  the  bad,  that  they  should 
not  forget  the  harvest  they  reaped  when  by  big  advance  in 
retail  prices  they  were  able  to  sell  their  stock  bought  advan- 
tageously before  the  advance  took  place.  It  is  also  a con- 
solation of  a kind  to  know  that  travellers  report  the  shoe 
business  particularly  bad  in  the  adjoinihg  Coast  cities  in 
the  United  States,  much  worse  than  in  British  Columbia. 

The  weather  has  been  particularly  bright  in  British 
Columbia,  the  volume  of  trade  has  been  good,  but  there 
are  large  stocks  of  goods  bought  at  the  old  high  prices  which 
must  be  sold  at  a sacrifice  before  real  profit-making  is  in 
full  swing.  However,  there  has  been  no  panic,  and  no 
slaughter  sales,  and  there  is  not  going  to  be  any. 
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How  Much 
Should  I Spend? 

Knotty  Problems  of  Retail  Store  Adver- 
tising— How  to  Figure  Your  Appropriation 
—By  ARTHUR  PHILLIPS 

IF  you  examine  the  head  of  the  average  retail  merchant, 
do  not  be  surprsed  if  you  find,  situated  a trifle  to  the 
rear  of  the  cranium  and  about  three  inches  north  of 
the  left  ear,  a small  circular  area  which  shows  unmistakable 
signs  of  wear  and  tear,  so  to  speak. 

Should  you  be  inquisitive  and  seek  a reason  for  the 
aforesaid  barrenness,  it  might  as  well  be  explained  that 
this  Sahara-like  spot  is  produced  by  the  merchant  having 
so  frequently  to  scratch  his  head  over  business  perplexities. 

Whether  the  performance  in  question  brings  any 
mental  comfort  or  stimulus  in  such  cases,  or  whether  its 
only  effect  is  to  wear  down  the  hair  in  this  particular  area, 
is  a matter  for  conjecture.  The  fact  remains  that  knotty 
problems  instinctively  invite  a scratching  of  the  head — 
hence  the  prevalence  of  the  circumscribed  spot  referred  to. 

A problem  which  gives  the  average  merchant  reason 
to  scratch  his  head  many  times  in  doubt  and  perplexity — 
a problem  which  has  produced  many  a barren  surface  on 
an  otherwise  well-covered  cranium — is  the  much-discussed 
question  of  advertising. 

How  much  money  ought  I to  spend  on  advertising? 
How  should  I spend  it?  At  what  periods  should  I adver- 
tise? Should  I take  large  spaces  in  my  local  newspaper, 
occasionally,  or  small  spaces  at  frequent  intervals?  What 
kind  of  “copy”  should  I use?  These  and  a dozen  other 
similar  queries  continually  confront  the  retail  merchant — 
questions  he  wants  answered — questions- which  mean  actual 
profit  or  loss — questions  which,  if  answered  rightly,  may 
spell  all  the  difference  between  failure  and  success  so  far 
a«  his  particular  business  is  concerned. 

Suppose,  then,  we  take  one  or  two  of  these  vexed 
problems  and  see  if  we  cannot  arrive  at  some  satisfactory 
conclusion  regarding  them.  Let  us  do  a little  “head  scratch- 
ing” together,  to  find  out  what  definite  principles  we  can 
lay  down  that  will  help  our  brother  merchants  in  the  retail 
shoe  trade. 

Probably  you  have  often  asked  yourself:  What  ought 
my  advertising  appropriation  to  be?  Should  I set  apart  a 
definite,  fijfed  amount?  If  so,  how  am  I to  determine  this 
amount,  and  what  relation  should  it  bear,  if  any,  to  my  total 
sales? 

These  are  very  pertinent  questions,  and  in  order  that 
a merchant  may  advertise  intelligently  and  profitably  it  is 
absolutely  essential  that  he  should  have  in  his  mind  some 
predetermined  basis  upon  which  his  own  particular  adver- 
tising should  be  conducted. 

One  authority  on  retail  store  advertising,  who  has  given 
this  matter  careful  thought,  has  stated  as  his  opinion  that, 
of  the  total  volume  of  business  done  by  a retail  store,  no 
less  than  seven  and  one  half  per  cent,  should  be  appropriated 
for  two  distinct  purposes,  viz:  store'rental  and  store  adver- 
tising. This  appropriation,  he  claims,  should  apply  in 
every  instance,  whether  a store  be  located  in  one  of  the’main 
business  thoroughfares  or  on  a side  street.  His  argument 
is  that  the  merchant  in  the  main  street  location  pays  a 
higher  rental  than  the  merchant  in  the  side  street,  but  being 
more  favorably  situated,  will  not  need  to  spend  a large 
amount  for  advertising;  whereas  the  merchant  whose  store 
is  situated  on  an  unfrequented  street,  will  need  to  spend 
more  money  in  advertising  in  order  to  attract  people  to  his 
store.  • 

Let  us  see  how  such  a proposition  would  work  out. 


We  will  take,  for  example,  three  merchants  engaged  in 
the  retail  shoe  business  in  a moderate  size  town.  Let  us 
say  that  each  merchant  does  a volume  of  business  amounting 
to  $25,000  a year.  (Many  merchants,  of  course,  transact 
a bigger  business  than  this,  and  a number  do  less,  but  this 
figure  will  serve  as  an  example.)  Seven  and  a half  per  cent, 
of  $25,000  amounts  to  $1,875 — the  total  sum  each  merchant 
decides  to  appropriate  for  his  year’s  rent  and  advertising 
expenses. 

The  first  merchant  has  the  advantage  of  a desirable 
location  in  a busy  thoroughfare.  Hundreds  of  people  pass 
his  store  every  day  and  he  gets  the  advantage  of  what  may 
b^  termed  the  “down  town”  trade,  due  to  his  convenient 
and  favorable  situation.  For  this  location  he  has  to  pay  a 
rental  of  $1,200  a year.  Out  of  this  appropriation,  there- 
fore, he  has  left  $675  for  newspaper  and  other  forms  of 
advertising — the  major  portion  of  the  7K  per  cent,  being 
used  for  rent  and  the  smaller  portion  for  advertising. 

The  second  merchant  is  not  quite- so  favorably  located. 
He  pays  $900  a year  for  rent,  compared  with  the  first  mer- 
chant’s $1,200,  but  because  fewer  people  pass  his  store  he 
will  need  to  spend  a larger  amount  in  publicity  in  order  to 
bring  people  to  his  place  of  business.  Of  his  $1,875  appro- 
priation, therefore,  he  expends  $900  for  rent  and  $975  for 
advertising — an  almost  equal  division. 

The  third  merchant  is  situated  on  a side  street.  Only 
a very  few  people  pass  his  store,  and  the  only  method  he 
can  adopt  to  attract  trade  is  by  a fairly  extensive  programme 
of  advertising.  Because  of  his  more  modest  location  his 
rent  is  less  than  that  of  either  of  the  other  merchants, 
amounting  in  all  to  $600  a year.  He  will  have,  therefore, 
the  sum  of  $1,275  to  set  apart  for  advertising,  practically 
reversing  the  policy  of  the  first  merchant  who  spends  $1,200 
for  rent  and  $675  for  advertising. 

The  principle  that  the  higher  the  rental  of  your  store 
the  less  money  you  need  to  spend  for  advertising,  and  con- 
versely, that  the  lower  your  rental  the  more  extensive  your 
advertising  should  be.  seems  to  be  sound. 

If  your  business  is  located  in  the  heart  of  a busy  shopping 
district  where  crowds  of  people  are  constantly  passing  and 
re-passing,  it  naturally  follows — provided  your  goods  are 
attractive  and  reasonably  priced — that  you  will  command 
a large  measure  of  patronage  with  only  a moderate  amount 
of  advertising.  On  the  other  hand,  if  you  are  located  on  a 
quiet  street,  you  will  need  to  do  consistent  and  continual 
advertising  in  order  to  let  people  know  where  you  are. 

Opinions,  of  course,  will  differ  as  to  whether  seven  and 
a half  per  cent,  of  the  total  volume  of  sales  is  too  high  or  too 
low  a figure  to  set  apart  for  rent  and  advertising.  A great 
deal  will  necessarily  depend  on  local  conditions.  You  may 
have  unusually  keen  competition  to  meet,  in  which  case 
more  advertising  will  be  needed.  Or,  you  may  have  very 
little  competition,  in  which  case  a smaller  appropriation  for 
advertising  will  suffice.  But  taking  the  average  retail 
store  in  a fair  size  town,  where  conditions  are  reasonably 
normal,  the  basis  of  7jL  per  cent,  for  rent  and  advertising 
expenses  seems  to  us  to  be  consistent,  and  might  very  well 
be  taken  by  the  local  merchant  as  a suitable  foundation  upon 
which  to  arrive  at  a fair  and  equitable  advertising  appro- 
priation for  his  own  particular  store. 

Take  a pencil  and  figure  how  your  own  appropriation 
measures  up  to  this.  Set  down,  first,  your  gross  sales — the 
volume  of  business  you  did  last  year.  Take  ~l/i.  per  cent,  of 
this  amount.  Deduct  from  this  latter  sum  how  much  you 
paid  for  rent  (or,  if  you  own  your  own  store,  deduct  the  fair 
rental  value),  and  see  how. much  you  would  have  left  for 
advertising?  You  may  find  that  you  have  spent  more  than 
this  proportion  or  less.  In  any  case  it  will  help  you  to 
make  a comparison,  and  if  you  have  been  undecided, as  to 
how  to  arrive  at  a fixed  amount  to  set  apart  for  your  adver- 
tising appropriation,  the  above  suggestion  may  help  you  to 
determine  this  for  your  future  operations. 
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Show  Cards  for 
Spring  Selling 

When  Displaying  Spring  Lines  Attractive 
Cards  Will  Assist  Greatly  in  Making  Sales 

MERCHANTS  who  sell  seasonable  goods  are  subject 
to  a great  or  lesser  degree  to  the  caprice  of  weather 
conditions.  Should  the  fall  and  early  winter  be 
unusually  open,  those  who  sell  flannels  and  other  heavy 
winter  goods  will  be  disappointed  with  trade  results.  Should 
the  spring  be  backward,  those  who  may  be  stocked  heavily 
with  light  spring  and  summer  goods  will  also  be  disappointed 
with  business.  But  this  season  no  merchant  has  cause  for 
complaint.  The  unusually  early  and  bright  spring  [weather 
is  all  that  should  be  desired,  and  if  trade  is  not  good  it  cannot 
be  blamed  on  unseasonable  conditions. 

Live  and  pushing  merchants  will  be  displaying  their 
finest  spring  lines,  making  the  displays  as  attractive  as  pos- 
sible. Easter  having  come  so  early  has  robbed  April  of  one 
featureTor  advertising  that  can  usually  be  taken  advantage 
of.  So^there  is  no  holiday  to  feature  until  the  24th  of  May, 


Other  lines  that  should  be  featured  now  are  outing 
and  vacation  shoes.  This  splendid  warm  weather  will 
bring  these  goods  to  the  minds  of  people,  and  give  them  the 
“outdoor  feeling,”  so  their  display  will  certainly  be  in  order 
right  now.  Of  course,  regular  lines  must  not  be  neglected. 
These  must  always  have  predominance.  But  a window  of 
some  other  line  will  alternate  nicely  with  the  regular  lines 
and  give  a pleasing  variety.  Better,  if  you  have  two  win- 
dows, why  not  devote  one  to  regular  goods  and  the  other 
to  special  displays?  Or,  in  the  event  of  only  one  window 
being  used,  part  of  it  might  have  a showing  of  the  special 
goods. 

A window  of  children’s  shoes  will  be  a good  business 
idea  at  this  time.  We  have  urged  in  the  past,  and  still 
feel  justified  in  our  stand,  that  not  enough  stress  is  laid  on 
displays  of  shoes  for  children.  A window  with  nothing  but 
little  folks’  goods  will  attract  attention  and  will  bring  busi- 
ness. The  suggestion  we  offer  above  about  outing  shoe 
display  will  apply  to  children’s  shoes;  that  is,  a portion  of 
the  window  may  be  given  to  these  goods  if  a whole  window 
cannot  be  given. 

The  sample  cards  which  we  show  with  this  article  have 
been  designed  as  suggestions  for  your  guidance  in  the  pre- 
paration of  the  cards  you  may  need  for  your  displays.  They 
aie  not  hard  to  execute  and  will  be  very  effective  when  com- 


and  it  will  be  well  to  be  prepared  for  this.  A really  attrac- 
tive display  can  be  arranged  with  the  holiday  idea  as  a 
setting  for  the  window.  It  is  hoped  as  years  go  by  that 
this  old  holiday  will  not  lose  its  significance.  Twenty-five 
and  even  fifty  years  ago  it  was  an  important  event  in  Cana- 
dian life.  It  was  known  from  coast  to  coast  as  “The  Queen’s 
Birthday,”  being  the  anniversary  of  the  birth  of  Queen  Vic- 
toria. But  since  her  death  two  ruling  monarchs  have  come 
and  the  younger  generations  are  not  so  impressed  with  the 
day’s  significance  as  were  those  of  a few  decades  ago.  But 
it  is  still  a holiday,  “Victoria  Day,  ” and  affords  opportunity 
for  advertising. 

The  window  should  t.ake  a little  turn  towards  the 
patriotic.  That  is,  a Union  Jack,  (not  too  large),  may  be 
used  as  a background,  nicely  draped  or  festooned.  A bust 
of  Queen  Victoria  as  a back  centrepiece  would  be  very  appro- 
priate. The  flag  may  be  draped  about  this  in  an  artistic 
way  which  will  look  very  pretty.  The  draping,  of  course, 
should  be  done  about  the  pedestal  on  which  the  bust  stands. 
Should  it  not  be  possible  to  obtain  a bust  of  the  Queen  a 
picture  will  serve.  This  window  should  be  put  in  about 
the  17th  of  May,  allowing  a week’s  display. 


pleted.  The  wording  may  be  changed  to  suit  the  lines  you 
are  showing,  or  other  conditions  that  may  apply  to  your 
locality. 

The  “ Spring  Showing  ” card  is  for  your  display  of  regular 
up-to-the-minute  lines  that  you  are  showing  now  for  present 
and  the  immediate  future  wear.  It  is  on  white  stock,  and 
the  small  panel  may  be  made  by  simply  outlining  it  with 
color,  or  it  may  be  made  by  pasting  a piece  of  card  or  paper 
on  the  large  card  and  lettering  on  it.  The  lettering  may  be 
done  in  any  bright  colors  or  in  black.  Dark  stock  may  be 
used  for  this  card,  in  which  case  white,  yellow  or  light  blue 
lettering  can  be  used.  The  size  of  these  cards  will  be  ap- 
proximately 11  x 17.  But  they  will  be  all  right  if  made  in 
sizes  up  to  14  x 22,  which  is  a half  sheet. 

It  is  quite  possible  to  obtain  splendid  effects  by  giving 
the  cards  themselves  some  unique  shapes,  and  thus  get 
away  from  the  rectangular  shape  which  is  general.  In 
making  special  shapes  of  this  kind  the  patterns  can  be  made 
easily  by  taking  a piece  of  heavy  paper  and  folding  it  down 
the  centre  and  drawing  the  design  on  one  side  and  cutting 
the  two  folded  pieces.  When  opened  the  design  will  be  the 
( Continued  on  page  132) 
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Service  and  Profit  in 
the  Retail  Business 

From  an  Address  by  BENTLEY  P.  NEFF 
to  Retailers  at  the  Eighth  Annual  Training 
School  for  Merchants,  Conducted  by  the 
University  of  Minnesota  at  Minneapolis 

{Continued  from  March  15th  issue) 

LINES  well  advertised,  with  a reputation  nationally 
established,  are  indisputable  factors  in  creating  as- 
sured, dependable  and  lasting  trade.  Even  such  goods 
must  be,  in  the  first  place,  well  selected  as  to  assortment 
and  balanced  in  quantity  according  to  the  size  of  town, 
population  and  territory  drawn  from. 

Special  attention  should  be  given  by  every  merchant 
to  the  training  of  his  clerks.  He  should  see  that  he  selects 
people  who  are  courteous  in  manner,  cheerful  in  disposition, 
honest  in  their  methods  and  anxious  to  please.  The  clerk 
should  be  taught  to  keep  himself  in  good  shape,  to  wait 
carefully  upon  the  trade,  to  see  that  every  possible  consider- 
ation is  extended  and  to  thoroughly  understand  and  know 
all  about  the  merchandise  he  is  selling. 

We  realize  that  one  of  the  discouraging  factors  that  the 
small  country  merchant  is  up  against  is  the  leaving  of 
employees  for  larger  centers  just  when  they  become  valuable. 

It  is  also  true  in  the  cities,  but  in  the  case  of  the  small  town 
merchant  there  is  no  large  supply  source  of  trained  people 
to  draw  from,  therefore  some  unusual  efforts  to  hold 
employees,  su,ch  as  bonuses  or  profit-sharing  plans  should 
be  resorted  to,  or  at  least  carefully  considered. 

One  of  the  great  secrets  of  successful  retailing  lies  in 
low  stocks  Not  only  is  this  true  Hiring  this  reconstruction 
period,  when  prices  are  on  the  decline,  but  at  all  times  and 
even  during  the  times  when  prices  are  advancing.  This  is 
the  one  big  and  most  important  idea  in  merchandising. 
Buy  in  small  jquantities  and  buy  often.  In  the  first  place 
care  should  be  exercised  in  selecting  the  source  of  supply. 
Buy  from  as  few  houses  as  possible,  and  buy  only  well  known 
lines.  Do  not  attempt  to  anticipate  your  full  requirements 
in  buyin  { from  a salesman.  Plan,  rather,  to  get  a large 
share  of  your  merchandise  by  mail  ordering. 

Take  care,  however,  that  you  have  a fair  assortment. 

A small  stock  does  not  necessarily  mean  a small  assort- 
ment, but  rather  a good  selection,  for  our  trade  in  small 
quantities  of  each  unit. 

The  reason  that  a great  many  merchants  do  not  follow 
this  plan  is  because  it  means  more  work  to  order  often,  and, 
besides,  it  is  such  a nuisance  to  have  to  go  through  dusty 
boxes,  etc.,  in  order  to  get  an  accurate  inventory  of  goods 
on  hand.  It  is  so  much  easier  to  have  the  salesman  make 
up  the  order  and  send  it  in  than  it  is  for  the  merchant  to 
make  it  up  for  himself. 

Give  me  the  merchant  who  will  attend  to  the  merchan- 
dising end  of  his  business  and  is  thoroughly  up  on  the  sub- 
ject of  merchandise  turnover,  and  I will  not  worry  so  much 
about  his  personality,  his  brilliance  or  his  executive  ability, 
although  I am  not  minimizing  in  any  manner  these  essential 
qualifications.  They  all  have  their  bearing  on  the  success 
of  the  business.  The  big  thing  is  low  stocks  and  rapid 
turnovers. 

The  local  merchant  is  the  purchasing  agent  of  his 
community.  His  efficiency  is  measured  by  his  ability  to 
furnish  his  patrons  merchandise  of  a given  quality  at  approxi- 
mately the  price  quoted  by  other  sources  of  supply. 

Townspeople  have  a feeling  of  loyalty  toward  their 
home  merchant;  they  appreciate  the  personal  contact  and 
the  attention  paid  their  demands.  The  stores  in  towns  of 
5,000  population  or  less  can  do  much  in  the  conduct  of  their  I 


business  to  successfully  supply  the  needs  of  their  com- 
munity by  carrying  a carefully  and  well  selected  stock  of 
merchandise  and  not  allowing  assortments  to  run  down,  so 
that  their  customers  when  calling  for  an  article  will  find  it 
there  and  not  be  compelled  to  order  elsewhere,  thereby 
getting  in  the  habit  of  buying  away  from  home.  To  safe- 
guard this  the  merchant  should  establish  a want  system  for 
his  business,  making  a record  of  every  item  of  merchandise 
asked  for  by  each  customer  and  in  that  way  find  out  what 
items  are  in  sufficient  demand  to  warrant  carrying  them. 

A form  of  competition  that  the  merchants  have  to 
contend  with,  in  addition  to  that  of  the  large  metropolitan 
centers  and  mail  order  houses,  is  that  of  the  so-called  “wool- 
len mills,”  which,  in  plain  terms,  are  retail  stores  having 
numerous  agents  or  peddlers  out  selling  goods  to  the  farmers. 

It  would  seem  that  when  this  form  of  competition  is 
met  with  the  merchants  should  meet  it  on  its  own  ground, 
viz.,  go  out  after  the  business,  not  wait  for  it  to  come. 
There  are  many  times  during  the  year  when  the  retail  trade 


Two-Strap  Street  Pump,  made  in  all  white  buck,  white  ivory  sole 
and  heel.  Blachford  Shoe  Manufacturing  Co.,  Limited,  Toronto. 


is  slack.  If  the  merchant  would  go  out  and  call  on  the 
farmers,  see  where  and  how  they  live,  how  much  land  they 
own  or  rent,  and  give  suggestions,  if  possible,  toward  the 
betterment  of  the  farmer’s  condition,  and  in  that  way  get 
better  acquainted  with  the  trade  in  general,  it  would  be  a 
very  good  thing.  They  could  carry  a few  samples  on  some 
of  these  trips  and  book  advance  business,  the  same  as  the 
“woollen  mills”  do,  and  in  this  manner  make  new  customers 
and  get  tusiness  that  has  been  going  way,  and  keep  trade 
where  it  naturally  belongs— in  the  home  community. 

The  retail  merchant  should  be  a tremendously  live 
factor  in  his  home  community.  A great  deal  of  his  success 
depends  upon  his  own  individuality  and  his  own  personality. 
{Continued  on  page  156 ) 
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Sho  es  Royal 
and  Princely 

Development  of  Shoemaking  Art — Effect 
of  History  on  Shoe  Fashions 

WE  are  indebted  to  “La  Chaussure  Francaise”  for  an 
interesting  article  on  “Shoes,  Royal  and  Princely,” 
by  Valmy-Baisse,  a noted  French  writer,  who  gives  an 
historic  sketch  of  the  development  of  footwear,  more  par- 
ticularly amongst  royalty  and  the  nobility.  He  says: 
“We  recall,  if  only  to  confirm  the  art  of  the  shoemaker,  the 
high  title  of  nobility  which  attaches  to  the  shoes  of  antiquity. 
In  ancient  Greece,  as  in  ancient  Rome,  were  found  many 
who  were  arbiters  of  the  elegances  of  their  times,  quitting 
the  Olympian  heights  in  which  their  spirits  soared,  deigning 
to  lower  their  eyes  to  the  earth  which  bore  and  nourished 
them.  Sometimes,  it  is  the  divine  Alcibiades  who  is  called 
to  give  attention  to  his  lower  extremities,  and  then  it  is 
Plato  who  recommends  the  Athenians  to  go  barefoot,  but, 
nevertheless,  who  invented  a shoe  which  bore  his  name, 
and  which  all  the  elegants  of  his  time  affected.”  Shoe- 
makers have  therefore  in  Alcibiades  a famous  progenitor. 
The  shoe  from  those  days,  moreover,  had  the  force  of  a 
symbol.  They  had  the  power  of  establishing  the  hierarchy 
and  to  reveal  the  position  of  people.  Grace  and  dignity 
mingled  with  its  history.  In  one  exquisite  page  Suetonius 
tells  us  that  Lucius,  wishing  to  obtain  favor  of  the  Emperor 
Claudius,  asked  of  Messalina  the  honor  of  taking  off  her 
shoes,  and  having  received  permission  he  placed  the  right 
shoe  of  the  empress  over  his  heart  between  his  robe  and 
tunic.  The  Roman  senators  placed  on  their  shoes  of  black 
skin  the  order  of  their  dignity,  a crescent  of  gold  or  silver, 
and  we  know  that  even  the  name  of  a shoe  was  given  to  an 
Emperor,  little  worthy  of  honor  in  himself,  but  who  at  the 
time  of  his  crowning  gave  promise  of  good  hope.  This 
emperor  was  Caligula,  whose  true  name  was  Caius,  but 
thus  nicknamed  Caligula  by  the  soldiers  in  remembrance  of 
the  shoes  or  caligae  he  wore. 

But  even  in  these  lofty  spheres  the  use  of  a shoe  such 
as  we  conceive  it  to-day  was  not  general.  The  popes  were 
shod  in  embroidered  slippers,  the  monarchs,  and  among 
them  the  Charlemagne,  used  for  their  feet  sandals  with 
bands  of  different  colors  crossed  one  upon  another.  How- 
ever one  may  observe  later  from  the  imperial  collection  at 
Vienna  shoes  of  the  Grand  Emperor  elaborately  embroidered, 
and  at  the  Cathedral  of  Speyer  in  the  show  cases,  which  are 
filled  with  many  ancient  objects  from  the  tombs  of  the 
emperors  and  empresses  of  the  Holy  Empire,  amongst 
them  sandals  which  astonish  us  by  the  elegant  grace  of  their 
form  and  the  pricelessness  of  their  materials. 

Shoes  and  Rank 

The  shoe  has  also  represented  the  element  of  authority. 
The  Scandinavian  kings,  to  fully  show  their  sovereignly, 
obliged  their  vassals  to  put  on  the  shoes  that  they  were 
accustomed  to  wear.  We  recall  these  facts  only  to  show 
the  growing  importance  from  century  to  century  in  our 
customs.  It  made  the  foot  almost  always  larger,  not  only 
in  the  more  elegant  styles,  but  also  in  the  commoner  life  of 
the  western  world.  Certainly  they  were  very  costly,  and 
at  this  distant  date  we  should  console  ourselves  of  the  fact, 
but,  then  the  men,  and  especially  the  great  ones  of  the  earth, 
did  not  pay  much  attention  to  expense.  A certain  knight 
had  made  a gift  of  land  to  a convent,  and  received  from  the 
prior  in  recognition  28  sous  and  a pair  of  Cordive  shoes. 
We  know  that  cordovan  leather  or  kid  or  sheep  prepared 
and  finished  at  Cordova  was  used  at  that  time  to  make 
shoes,  and  it  was  also  employed  in  saddlery.  The  term  was 


extended  later  to  the  leather  of  Provence,  both  the  princes 
and  even  friars  -wearing  shoes  of  this  class  (it  was  in  the 
eleventh  century)  in  blue  or  sea  green.  The  great  nobles 
favored  these  antique  styles,  showing  themselves  proud  of 
shoes  ornamented  by  bandelettes,  which  encircled  their 
limbs  even  to  the  knees,  and  one  writes  that  even  the  monks 
of  Saint  Martin-of-Tours,  went  so  far  as  to  place  on  their 
shoes  mirrors  in  the  form  of  buckles. 

The  shoe  of  that  time  was  principally  made  of  leather 
and  wood,  but  from  the  time  of  Phillip  the  Good  they 
employed  for  the  shoes  of  the  nobility  silk  and  velvet. 
The  shapes  were  most  elegant,  varied  and  ingenious.  Then 
commenced  the  embossing  of  leather.  The  princes  and 
nobles  were,  it  may  be  said,  the  first  to  use,  and  also  to  abuse 
this  new  fashion.  Boots  were  even  striped  and  fluted. 

For  the  consecration  of  Saint  Denis,  the  great  chamber- 
lain  prepared  for  the  King  of  France  sandals  of  blue  silk, 
decorated  with  golden  lilies.  As  the  times  advanced  the 
shapes  increased  in  length,  and  we  find  Saint  Louis  wearing 
shoes  so  pointed  that  they  crowded  his  feet. 

Figurehead  Shoes 

Thus,  quite  gradually,  we  proceed  towards  the  style 
which  even  in  the  time  of  Francis  I began  to  deform  the 
feet  of  human  beings  of  all  orders,  provoking  the  satiric 
verse  of  poets  and  the  displeasure  of  kings  who  issued 
against  it  numerous  edicts.  I refer  to  the  “figure-head” 
shoes,  being  shaped  like  the  prow  of  a ship.  They  were 
invented,  it  is  said,  by  Chevalier  Robt-le-Cornu.  One 
carved  out  the  tops,  write  Paul  Lecroix,  Alphonse  Duchain 


Coronation  Shoe  of  Emperor  Frederic  II, 
made  of  brocade  and  ornamented  with  pearls. 


and  Ferdinandeere  in  their  “History  of  the  Shoe.”  The 
top  was  cut  out  like  the  windows  of  the  church  and  covered 
with  all  kinds  of  designs,  often  bizarre,  and  oftener  still 
vulgar.  The  shoes  were  ornamented  with  spurs  behind 
and  were  turned  up  in  front  in  the  form  of  a beak  of  a bird. 
At  the  end  of  this  beak,  of  which  the  inside  was  stuffed, 
and  the  outside  ornamented  w'ith  griffins’  horns,  or  grotesque 
figures  were  often  placed,  to  which  were  attached  small 
bells.  The  point  of  the  “figure-head”  was  more  or  less 
long,  according  to  the  rank  of  the  persons.  Ordinary  men 
wore  them  a half  foot;  middle  classes  a foot,  simple  knights 
one  and  a half  feet,  and  lords  two  feet.  One  saw  princes 
with  the  “figure-heads  ” almost  two  and  a half  feet  in  length. 
It  is  from  this  custom,  which  was  carried  to  the  absurd,  that 
the  expression  came  “to  be  sure  on  ground  feet”  or  “on  a 
good  footing  in  the  world.” 

Regulation  of  Shoe  Styles 

This  fashion  adopted  first  -by  the  grand  seigneurs 
attracted  women  and  then  ecclesiastics.  Bulls  of  the  pope, 
edicts  of  the  king,  criticism  of  the  satirist,  could  do  nothing 
to  arrest  the  growth  of  the  “figure-head”  shoe.  It  crossed 
even  to  England.  King  Edward  IV  there  forbade  all  Eng- 
lish gentlemen,  unless  a lord,  to  wear  shoes  or  boots  of  which 
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the  point  exceeded,  two  inches.  Then  the  “figure-heads” 
had  obtained  such  dimensions  that  it  became  necessary  in 
order  to  walk  to  sustain  the  point  which  was  attached  to  the 
knee  with  chains  of  gold  or  silver.  The  nobility,  and  even 
princes,  were  much  devoted  to  this  fashion.  It  is  necessary 
to  say,  however,  that  some  forms  much  more  normal,  but 
which  manifested  extraordinary  magnificence,  were  ^equally 
in  use.  Guilliaume  Loisel  made  for  King  Charles  V shoes 


that  were  singularly  sumptuous,  and  Jehan  de  Saumur, 
shoemaker  to  Charles  VI,  made  for  the  court  white,  black, 
red  and  felted  shoes.  The  same  workman  furnished  the 
Queen  with  shoes  in  which  an  incision  cleverly  made  below 
the  instep  formed  a sort  of  collar,  giving  the  most  elegant 
effect.  This  form  was  at  once  adopted  by  persons  of  dis- 
tinction. Twice  a year,  it  is  further  said  in  the  L’Histoire 
de  la  Chaussure,  the  court  made  distribution  of  materials, 


DESCRIPTION  OF  SHOES  SHOWN  ABOVE 


1. — This  shoe  belonged  to  Emperor  Charlemagne  in  the  9th  century.  It  passed  into  the  possession  of  the  Emperor  Frederick  in  1215  and  has  been  kept 
among  the  Impferial  relics  in  Vienna.  2. — This  is  one  of  a pair,  also  preserved  in  Vienna,  which  was  worn  for  important  ceremonies  by  Emperor  Charle- 
magne. and  which  also  formed  part  of  the  booty  of  Frederick  II.  3.— Napoleon  I.  was  very  severe  on  the  question  of  footwear.  At  court  receptions  he 
always  wore  patent  leather  shoes  such  as  shown,  with  thin  flat  soles  and  quite  open  at  the  instep.  4. — In  the  15th  century  nobles  protected  their  shoes 
with  clogs.  This  model,  ornamented  with  fleur-de-lis  at  the  ankle,  was  used  by  Frederick  I II . of  Germany.  5. — This  mule  belonged  to  Pope  Silvester  I, 
and  dates  from  the  year  314.  6. — This  shoe  belonged  to  King  Edward  IV.  of  England.  At  that  time  the  figurehead  style  was  in  vogue,  but  no  person 

could  have  on  his  boots  a point  more  than  two  inches  in  length  unless  he  belonged  to  the  nobility.  7. — Elegance  was  evidently  sacrificed  to  comfort  in 
the  shoe  worn  by  Francis  II,  King  of  France.  8. — This  shoe  of  very  uncomfortable  appearance,  belonged  to  Louis  XII  of  France.  9. — Saint  Louis,  King 
of  France,  wore  extremely  pointed  shoes.  This  style  soon  gavfe  way  to  the  figurehead  shoe.  10.  King  Henry  IV.  wore  high  leather  boots  which  fitted 

tightly  about  the  calf  of  the  leg  and  which  made  excellent  boors  for  riding. 
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cloths,  furs,  and  shoes,  but  the  division  was  not  equal. 
The  quality  and  quantity  of  the  objects  given  corresponded 
to  the  rank  of  those  who  received  them.  In  a similar  dis- 
tribution made  under  Charles  VI  added  to  the  number  of 
presents  were  shoes  “k  trois  noyaux.” 

But  the  “figure-head”  shoe  did  not  have  any  less 
vogue  in  aristocratic  circles.  At  the  beginning  of  the 
fifteenth  century  wood,  which  had  entered  very  largely 
into  the  manufacture  of  the  shoe  was  replaced  by  leather. 
Accordingly  from  this  moment  new  shapes  commenced  to 
develop  which  in  less  than  a century,  which  is  little  enough 
for  some  fashions,  succeeded  in  dethroning  the  figure-head 
shoe.  But,  the  exaggeration  which  during  almost  three 
centuries  had  been  directed  towards  length  began  to  be 
exercised  upon  cne  w'dth.  With  shoes  with  the  long  beak 
began  to  compete  the  fashion  of  Turkish  slippers  square  at 
the  toes,  and  which  attained  even  to  a foot  in  width.  Jehan 
Auburt,  who  worked  for  the  Duke  of  Orleans  and  his  son, 
made  within  a short  time  a hundred  pairs  of  white,  red  and 
black  shoes,  and  towards  this  epoch  we  find  that  Louis  XI 
wore  boots  modelled  on  Catalonia,  a new  fashion,  as  its 
name  indicates,  from  Spain.  The  Duchess  of  Orleans  wore, 
in  the  guise  of  slippers,  boots  of  deerskin  furred  with  reddish 
grey  fur,  which  did  not  prevent  Jehan  Salle,  shoemaker, 
furnishing  shoes,  pattens  and  slippers  to  the  Duke  of  Orleans, 
M.  de  Cleves  and  other  important  noblemen.  In  the  course 
of  a century  the  fashions  were  infected  with  these  luxurious 
shoes,  which  were  kept  out  of  the  dirt  by  pattens  or  wooden 
soles  held  by  two  interlaced  thongs,  and  thus  worn  by  the 
emperor  of  Germany,  Frederick  III,  Grandfather  of  Charles 
V.  A little  later  the  Duchess  of  Orleans  appeared  in  shoes 
and  pattens  on  which  he  had  placed  buckles,  while  M.  de 
Beaujeu  wore  galoshes  of  cork.  Not  everbody  could  afford 
galoshes.  It  was  necessary  to  be  a noble  or  to  follow  a 
profession  said  to  be  noble  to  wear  galoshes  with  buckles 
and  a double  sole.  The  expression  “single  soled  gentle- 
man” was  born  of  this  fashion,  and  served  to  indicate  those 
who  wer'e  to  the  manor  born.  Now  the  “figure-head” 
shoe  is  quite  dead.  Louis  XII  wore  ordinary  shoes,  without 
heels  which  conformed  to  the  foot,  the  end  being  a little 
squared.  But  a number  of  his  pages  took  it  upon  them- 
selves to  introduce  the  famous  ugly  “bee  de  canne,”  which 
in  the  shoe  of  the  better  sort  gave  always  an  aspect  or  an 
appearance  of  an  old  slipper.  This  shoe  was  favored  by 
Francis  II,  and  was  made  of  silk  or  velvet,  cut  out  in  the 
window  style  already  referred  to.  The  nobles  manifested 
great  preference  for  this  most  extraordinary  style.  Charles 
IX  in  maintaining  some  of  his  shoe  elegances  returned  to 
the  slightly  elongated  form,  and  posterity  might  afterwards 
have  given  his  name  to  a class  of  shoes  as  it  reserved  later 
the  same  honor  to  Richelieu,  king  of  diplomats,  and  to 
Moli&re,  king  of  the  theatre. 

High  Heels 

Two  hundred  years  later  Louis  XV  became  the  sponsor 
of  the  high  heel,  the  bogey  of  the  hygienist,  and  in  the 
••'full  republic”  the  shoemakers  did  not  hesitate  to  give 
the  name  of  Carnot,  then  president,  to  the  square-toed,  but 
slightly  rounded  shoe.  Henry  III  wished  his  shoes  more 
normal,  with  the  result  that  the  shape  became  more  har- 
monious, but  Henry  IV  desired  comfortable  shoes  with  heels, 
which  constituted  at  that  time  quite  an  innovation.  Then 
came  the  shoes  which  astonished  the  “ Mousquetaires,” 
court  shoes  with  their  large  knots  of  ribbon  or  wings  of  the 
butterfly,  in  which  lace  was  often  combined  with  leather, 
and  buckles  and  rosettes  augmented  the  luxury  of  the  shoe. 
Louis  XIV  wore  shoes  of  white  satin,  or  again  of  morocco. 
The  heels  themselves  were  as  much  ornamental  as  useful. 
They  were  red  covered  with  galloon  or  embroidery.  The 
famous  Lestage,  shoemaker  and  poet,  installed  at  Bordeaux 
at  the  sign  of  the  “Loup  Botte”  made  of  shoemaking  a 
veritable  art.  He  offered  shoes  for  the  description  of  which 


he  had  recourse  to  poetry.  This  Bordelais  shoemaker,  carried 
away  by  the  love  of  his  calling  and  his  work,  did  not  hesitate 
to  the  utmost  poetic  licence  in  order  to  better  describe 
their  beauties.  It  is  said  that  on  the  day  of  his  mar- 
riage with  the  Infanta  of  Spain,  Louis  XIV  did  not  wish  to 
place  any  other  shoes  on  his  feet  than  those  that  came  from 
the  hands  of  Lestage.  This  great  shoemaker  went  one 
better.  Having  become  furnisher  to  the  king,  provided  by 
the  grand  monarch  with  armorial  bearings  which  bore  a 
crowned  boot  upon  a field  of  blue  with  a fleur-de-lis  on  each 
side,  he  created  on  the  26th  of  June,  1663,  a seamless  boot, 
which  Louis  XIV  in  his  enthusiasm  declared  should  be 
worn  by  no  other  but  himself,  the  action  of  a tyrant  who 
did  not  lack  elegance  and  to  whom  all  his  courtiers  bent  the 
knee.  Lestage  made  also  for  the  Dauphin  a shoe  of  which 
the  model  has  survived  only  in  the  description  given  to  it 
in  a poem  by  one  of  the  poets  paying  tribute  to  Lestage. 

But  if  the  king  and  the  Dauphin  reserved  for  their  own 
use  the  most  ingenious  creations  of  Lestage,  if  the  secret  of 
these  shoes  of  princes  died  with  this  “prince  of  shoemakers,  ” 
we  see  at  least  by  the  numerous  documents  that  princes  of 
the  blood,  courtesans  and  gentlemen  of  all  classes  of  the 
nobility  continued  to  care  luxuriously  for  their  inferior 
extremities.  Brocade  of  silver  and  gold  entered  into  the 
production  of  shoes. 

Shoes  of  Charles  the  First 

About  this  time,  however,  a shoe  arrived  from  England, 
rigid  in  form,  but  with  harmonious  fines,  worn  by  the  princes 
an.d  grandees  of  the  court  of  Charles  I,  which  became  the 
modern  shoe.  According  to  the  fashion  or  events  they 
lengthened  or  broadened  from  time  to  time,  affecting  the 
pointed,  rounded  or  squared  toe,  but  they  continued  always 
similar  in  shape.  While  the  grandees  of  the  eighteenth 
century  distinguished  themselves  by  excessive  luxury  of  the 
shoe,  one  would  have  scarcely,  nevertheless,  told  the  feet 
of  the  common  farmer  from  those  of  the  prince  of  the  blood, 
and  many  of  the  middle  classes  showed  themselves  as  well 
shod  as  the  noblemen  of  the  court.  Perhaps  one  might  see 
in  this  the  first  symptoms  of  equality  among  men,  which 
the  revolution  was  to  realize  more  completely.  It  is  true 
that  the  shoe  in  this  charming  century  was  distinguished  by 
the  elegance  of  its  shape.  If  velvet,  moire,  silk,  embroidery, 
galloon  of  gold,  and  brocades  served  for  slippers  of  ladies 
of  quality,  the  effectiveness  which  attached  to  shoes  of  the 
preceding  century,  the  simple  buckles  or  the  plain  knots 
by  which  shoes  of  the  time  of  the  revolution  were  ornamented, 
the  reverse  which  gave  to  boots  and  demi-boots  an  unex- 
pected charm  by  their  eloquent  sobriety,  and  even  the 
pumps  which  Robespierre  effected,  conserved  by  a pictur- 
esque contradiction  a little  touch  of  the  ancient  regime. 

With  Napoleon,  during  the  Empire,  the  shoe  regained 
its  place  at  court.  It  was  known  that  the  emperor  judged 
a man  by  the  manner  in  which  he  was  shod.  With  stockings 
of  silk  and  knee  breeches  were  made  necessary  pumps  of 
varnished  leather,  very  open  under  the  instep,  with  soles 
flat  and  thin,  with  buckles  of  steel  or  gold.  The  brode- 
quins  of  Madame  de  Recamier,  Princess  of  Elegance,  only 
weighed  half  an  ounce,  and  these  were  similar  to  those  that 
shod  Josephine  de  Beauharnais.  There  was  also  a Chinese 
shoe  which  rendered,  one  said,  the  leg  divine.  Shoes 
soft  and  open,  the  heels  shining,  the  latter  worn  especially 
by  the  ladies  of  the  Tuileries. 

But  we  have  already  said  elegance  was  not  a sole 
appendage  of  the  court.  It  ran  the  street,  in  carriage  or  in 
caleche  as  later  in  landau  or  victoria  and  as  today  in  auto- 
mobile. Shoes  “Royal  and  Princely!”  Are  they  not 
worthy  of  special  mention  in  a time  when  everybody  must 
be  well  shod,  and  where  Gavroche,  who  finds  herself  in  the 
little  Poulbot,  has  the  right  to  say  to  the  great  of  the  earth 
who  impinge  upon  her  part  of  the  sun,  “It  is  we  who  are 
the  princes?” 
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Convention  Plans 
Taking  Form 

Program  for  N.S.R.A.  Convention  Out- 
lined Worth-while  Topics  Insure  Profit- 
able Session 

THE  retail  shoe  dealer,  or  for  that  matter,  anyone 
connected  with  any  branch  of  the  trade,  who  does 
not  lay  his  plans  to  attend  the  Convention  in  Toronto 
on  July  13th  and  14th,  can  be  sure  of  one  thing:  that  he  will 
have  missed  the  best  and  most  important  event  of  the  year, 
so  far  as  shoedom  is  concerned. 

The  group  of  workers  designated  as  the  Executive  Com- 
mittee have  been  sparing  no  effort  to  make  the  convention 
of  1921  a memorable  occasion.  The  programme  com- 
mittee, headed  by  Mr.  Ed.  Stevens,  of  Ottawa,  have  laid 
out  their  plans  as  indicated  below.  Many  of  the  details 
have  still  to  be  perfected,  but  the  programme  will  be  sub- 
stantially as  shown.  The  subjects  have  been  chosen  to 
cover  a wide  range  of  important  points,  and  the  effort  is 
being  made  to  have  them  handled  by  men  from  various 
parts  of  the  country  who  are  authorities  in  those  particular 
fields.  Several  American  speakers  will  be  heard,  among 
them  Mr.  G.  K.  Chisholm,  formerly  of  Toronto,  now  of 
Cleveland,  Ohio,  who  will  speak  on  “Shoe  Retailing  in 
General.” 

As  the  actual  convention  embraces  two  days  only 
the  greatest  problem  facing  the  committee  is  not  what  they 
shall  do  to  fill  in  the  time,  but  how  they  are  to  crowd  in 
all  they  want  to  do  in  the  short  space  of  time  at  their  dis- 
posal. 

It  may  be  noted  that  while  Tuesday  is  devoted  to 
meetings  of  committees  and  the  polishing  up  of  details, 
provision  has  been  made  for  the  registration  of  members 
who  may  arrive  in  Toronto  that  morning  or  earlier. 

The  Shoe  and  Leather  Travellers’  Association  are 
working  hand  in  hand  with  the  retailers  to  make  the  con- 
vention a success.  They  are  undertaking  to  look  after  the 
evening  program  for  Wednesday.  Just  what  form  this 
will  take  is  still  indefinite.  It  may  result  in  a moonlight 
excursion,  or  inspection  of  harbor  developments  followed 
by  a supper  and  entertainment.  But  in  any  event  Wed- 
nesday evening  promises  to  provide  one  of  the  brightest 
spots  in  the  Convention  programme. 

In  addition  to  the  evening  gatherings  it  is  proposed  to 
hold  those  attending  the  Convention  together  at  noon- 
hour  by  means  of  special  luncheons.  These  will  provide 
opportunity  for  friendly  intercourse  and  also  the  oppor- 
tunity of  hearing  prominent  speakers. 

The  programme  as  outlined: 

Tuesday,  July  12th 

9.00  A.M.  Registration. 

A.M. — Conference  of  special  committees  to  complete 
general  plans  and  make  reports. 

P.M. — N.S.R.A.  officers  and  council  meet  for  conference. 

Wednesday,  July  13th. 

9 A.M.  Registration,  etc. 

10  A.M.  Addresi  of  welcome — Civic  official. 

Response — N.S.R.A.  President,  N.S.R.A.  Pro- 
vincial presidents. 

Reading  of  minutes  of  1920  Convention. 
Report  of  Secretary  and  Treasurer. 

11.00  A.M.  Appointment  of  committees. 


11.15  A.M. 
11.45  A.M. 


How  to  conduct  a successful  business  on 
falling  market. 

Optimism  in  business. 


a 


Luncheon 

2.00  P.M.  The  Leather  Situation  and  Its  Outlook. 

2.45  P.M.  How  to*  Pay  Sales  People— Salary  vs.  Com- 
mission. 

3.30  P.M.  How  to  handle  Customers. 

4.00  P.M.  Motor  drive  through  city. 

The  evening  program  for  this  day  has  yet  to  be  decided. 


Thursday,  July  14th. 


9.30  A.M.  Report  of  Nomination  Committee.  , 
Unfinished  business. 

10.30  A.M.  Getting  from  Under  a Heavy  Stock  Bought 
at  High  Prices. 

11.00  A.M.  Shoe  Retailing  in  General. 

Luncheon 


2.00  P.M. 
2.30  P.M. 

3.00  P.M. 

4.00  P.M. 


7.00  P.M. 


The  Present  Taxation  Situation. 

Style  Prospects. 

Is  it  Advisable  to  Stock  Hosiery? 

Report  of  Resolution  Committee  and  other 
Committees. 

Unfinished  Business. 

Election  of  officers  and  installation  of  same  for 
1921-22. 

Adjournment. 

Annual  Banquet. 

* * *• 


MR.  C.  K.  CHISHOLM 

Among  the  prominent  speakers  at  the  Convention, 
none  will  be  more  welcome  than  Mr.  C.  K.  Chisholm,  of 
Chisholm’s  Boot  Shops,  Cleveland,  Ohio. 

The  story  of  Mr.  Chisholm,  who  is  vice-president  and 
chairman  of  the  Executive  Council  of  the  National  Shoe 
Retailers’  Association  of  the  United  States,  is  of  peculiar 
interest  to  Canadian  shoe  men. 

There  are  perhaps  some  of  the  Ontario  members  of  the 
trade  who  will  remember  “Ken”  Chisholm,  the  defence 
player  for  the  old  Excelsior  Lacrosse  team,  of  Brampton, 
(■ Continued  on  page  156) 


C.  K.  CHISHOLM 
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YY  ith  the  Shoe 
Manufacturers 

Association  Activities — Made  in  Canada 
Program — New  Provisions  in  Orders 

MR.  S.  Roy  Weaver,  manager  of  the  Shoe  Manufac- 
turers’ Association,  in  an  interview  with  a represen- 
tative of  the  Shoe  and  Leather  Journal,  expressed 
the  hope  that  manufacturers,  wholesalers  and  retailers 
would  be  able  to  work  together  for  the  advancement  of 
their  common  interests  and  for  the  good  of  the  footwear 
industry  in  the  Dominion.  “It  is  my  hope,”  he  said,  “that 
it  may  be  possible  to  organize  a joint  council  consisting  of 
representatives  from  each  of  the  principal  divisions  of  the 
trade,  to  discuss  matters  of  common  interest.  While  there 
may  be  occasional  disagreements  over  matters  of  retail, 
in  the  main  the  interests  of  these  three  groups  are  practically 
the  same.  For  my  part,  I realize  that  the  retail  trade  is 
close  to  the  public  and  that,  as  a representative  of  the 
manufacturers,  I have  much  to  learn  from  them.  Co-oper- 
ation will  be  to  our  mutual  advantage,  I am  sure.  In  this 
connection  I wish  to  acknowledge  and  express  appreciation 
of  the  policy  which  is  being  adopted  to  an  increasing  extent 
throughout  the  Dominion  in  retailers’  advertisements  of 
referring  to  Canadian  footwear  as  Made-in-Canada  pro- 
ducts. 

“One  large  retail  house  has  decided  recently  to  ask  the 
Canadian  manufacturers  to  stamp  all  their  boots  and  shoes 
Made-in-Canada.  To  allow  Canadian  manufacturers  so  to 
stamp  their  goods  and  to  secure  to  Canada  and  to  the  Cana- 
dian shoe  manufacturing  industry  proper  credit  for  the 
high  grade  footwear  produced  in  this  country,  seems  to  De 
a matter  of  common  justice.  By  giving  the  preference  to 
Canadian-made  footwear,  by  advertising  it  as  Canadian- 
made  and  by  frankly  recognizing  its  good  qualities,  retail 
dealers  will  be  contributing  to  the  best  interests  of  the 
Dominion  and  also  will  assist  in  providing  additional  work 
for  Canadian  workers. 

“The  Shoe  Manufacturers’  Association  wishes  to 
thank  the  retailers  for  what  they  are  doing  at  the  present 
time,  and  to  express  the  hope  that  they  will  continue  to 
recognize  that  it  is  good  business  for  them  and  for  their 
customers  to  buy  the  products  of  Canadian  shoe  factories.” 

Association  Activities 

The  Shoe  Manufacturers’  Association  has  commenced 
a campaign  for  new  members.  Mr.  Weaver,  manager,  and 
Mr.  Theoret,  secretary,  the  newly  appointed  officers  of  the 
Association,  addressed  a meeting  of  the  manufacturers  of 
the  Montreal  district  in  Montreal,  on  April  12th,  and  a 
similar  meeting  in  Quebec  on  April  15th.  Proposed  work 
for  the  current  year  was  outlined  at  both  gatherings.  Mr 
Weaver  and  Mr.  Theoret  have  also  spent  some  time  visiting 
the  various  factories  in  the  province  of  Quebec,  in  order  to 
get  acquainted  with  the  manufacturers  and  to  familiarize 
themselves  with  actual  conditiqns  in  the  industry.  It  is 
expected  that  a similar  meeting  will  be  held  the  latter  part 
of  the  month  in  Kitchener,  Ont.,  after  which  Mr.  Weaver 
will  visit  other  plants  throughout  Canada. 

New  Clause  in  Shoe  Orders 

Boot  and  shoe  manufacturers  throughout  Canada  have 
adopted  on  their  orders  the  following  wording: 

“This  order  becomes  a binding  contract  upon 
acceptance  by  the  vendor’s  office  and  goods  will 
be  shipped  at  prices  and  terms  herein  stipulated.” 

The  use  of  this  stamp  does  not  indicate  any  attempt 
to  take  an  unfair  advantage  of  the  retail  trade.  Rather,  it 


is  intended  as  a protection  to  those  retailers  who  have 
properly  regarded  their  orders  as  contracts.  It  should  be 
recognized  that  this  wording  on  orders  involves  obligation 
on  the  part  of  the  manufacturer  as  well  as  on  the  part  of 
the  retailer  to  see  that  the  terms  of  the  contract  are  observed, 
in  so  far  as  it  is  within  the  power  of  the  manufacturer  so  to 
do. 

The  Canadian  Reconstruction  Association,  in  a recent 
statement,  referred  as  follows  to  the  growing  demand  for 
Made-in-Canada  shoes: 

“The  Made-in-Canada  movement,  aided  by  the 
exchange  situation,  consideration  of  the  great  National 
problem  of  finance  and  taxation,  and  the  efforts  of  most 
Canadian  manufacturers  to  produce  the  best  possible  goods 
to  sell  at  the  lowest  prices  consistent  with  good  quality, 
is  steadily  gaining  the  support  of  the  Canadian  people. 
To  an  increasing  extent  Canadian  retailers  are  purchasing 
Made-in-Canada  goods.  One  large  retail  establishment 
which  formerly  boasted  that  it  specialized  in  exclusive  lines 
of  imported  footwear,  is  now  making  an  increasing  propor- 
tion of  its  purchases  in  Canada.  When  an  explanation  of 
this  development  was  requested  the  following  reply  was 
given:  ‘ Many  of  our  customers  are  now  asking  for  Made-in- 
Canada  shoes  and  we  are  buying  the  Canadian  product  to 
meet  such  demand.’  Unquestionably  this  answer  was  only 
a partial  explanation.  Canadian  footwear  represents  much 
better  value  than  the  American  product  offered  for  sale  in 
Canada.  On  the  average,  boots  and  shoes  made  in  the 
United  States  may  have  a little  more  polish  and  somewhat 
more  attention  may  have  been  paid  to  finish,  but  Canadian 
shoes  excel  in  wearing  qualities.  Indeed  Canadian  shoe 
manufacturers  are  now  making  footwear  which  is  unsur- 
passed anywhere  on  the  continent  in  wearing  quality,  style 
and  finish.  It  is  time  the  Canadian  people  realized  that 
their  Canadian  dollars  will  buy  better  quality  in  Canadian 
boots  than  in  imported  footwear  and  the  lesson  is  being 
learned.” 


QUESTION  OF  RUBBER  AND  COMPOSITION  SOLES 

The  recent  vogue  of  rubber  and  composition  soles 
is  discussed  at  some  length  in  American  shoemaking.  The 
writer  describes  the  gradually  waning  enthusiasm  of  persons 
wearing  fibre  soles,  and  the  effects  on  their  feet.  The 
difficulty  has  been  that  while  offering  flexibility  and  what  the 
tire  men  call  “traction,”  in  constant  wear  the  rubber  softens 
up  to  the  extent  that  it  makes  the  wearers  soft-footed. 
Also,  it  has  a heating  effect  in  warm  weather  that  is  not 
caused  by  leather  soles. 

The  remedy  is  to  look  at  rubber  or  fibre  soles,  not  as  a 
substitute  for  leather,  but  as  an  adjunct  to  it.  This  has 
been  done  in  Europe.  And  it  is  found  that  attached  to  a 
leather  middle  sole,  or  perhaps  to  a special  heavy  solid 
leather  insole  and  welt,  it  is  highly  useful  and  satisfactory. 


HOOVER’S  IDEAS  ON  TRADE  ASSOCIATIONS 

Mr.  Herbert  C.  Hoover,  the  new  Secretary  of  Commerce 
of  the  United  States,  bids  fair  to  make  as  great  a name  for 
himself  in  that  capacity  as  when  he  was  Food  Controller. 
He  has  already  popularized  himself  with  business  men 
by  his  expressed  policy  of  encouraging  rather  than  discour- 
aging formation  of  trade  associations. 

It  has  been  the  general  policy  of  governments  of  late 
vears  to  play  to  the  gallery  by  persecuting  business  men, 
and  making  it  as  difficult  for  them  to  carry  on  as  possible. 
Mr.  Hoover  found  during  the  war  that  the  average  business 
man  was  honestly  trying  to  do  his  share  in  making  the 
world  a better  place  in  which  to  live,  and  all  he  asked  was 
a little  help  from  those  in  authority. 

There  is  no  doubt  that  the  new  policy  of  co-operation 
with  industry  will  get  results  of  a very  tangible  nature. 
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Some  Pointers  on 
Co-Insurance 

Timely  Discussion  of  One  of  the  Problems 
of  Insurance 

THE  modern  business  man  prides  himself  on  keeping 
his  plant  and  stock  well  covered  by  insurance.  But, 
there  are  many  phases  of  insurance  that  are  but  little 
understood  or  considered,  and  wherein  difficulty  or  financial 
loss  may  be  encountered.  The  versatile  manager  of  the 
Shoe  Manufacturers’  Association,  Mr.  S.  Roy  Weaver,  has 
gone  deeply  into  the  question  of  “Co-insurance,”  and  some 
of  his  thoughts  on  the  subject  are  as  follows: 

Merchants  have  been  induced  by  the  small  saving  in 
the  premium  rate  to  accept  fire  insurance  policies  carrying 
the  so-called  “co-insurance”  clause,  in  many  cases  without 
fully  appreciating  the  effect  of  such  clause  or  the  loss  which 
it  may  entail  to  them  under  certain  conditions  in  case  of 
fire.  The  clause  reads  as  follows: 

“It  is  part  of  the  consideration  of  this  policy,  and  the 
basis  upon  which  the  rate  of  premium  is  fixed,  that  the 
insured  shall  maintain  insurance  concurrent  in  form  with 
this  policy  on  each  and  every  item  of  the  property  hereby 
insured,  to  the  extent  of  at  least  eighty  per  cent,  of  the 
actual  cash  value  thereof,  and  that,  failing  so  to  do,  the 
insured  shall  be  a co-insurer  to  the  extent  of  an  amount 
sufficient  to  make  the  aggregate  insurance  equal  to  eighty 
per  cent,  of  the  actual  cash  value  of  each  and  every  item  of 
the  property  hereby  insured,  and,  in  that  capacity,  shall 
bear  his,  her,  or  their  proportion  of  any  loss  that  may  occur.” 

Adjust  Insurance  to  Stock 

On  most  non-sprinkler  risks  on  which  policies  carrjdng 
the  co-insurance  clause  are  issued,  the  insured  obligates 
himself  to  keep  the  property  insured  for  at  least  eighty  per 
cent,  of  its  actual  cash  value.  Sound  business  practice 
calls  for  insurance  protection  to  the  amount  of  eighty  per 
cent,  or  more  of  the  replacement  value  of  the  property 
insured,  but  many  merchants  obtain  fire  insurance  policies 
for  perhaps  eighty  per  cent,  of  their  average  stock,  put  the 
policies  in  their  vaults  and,  in  effect,  forget  about  them 
unless  a fire  occurs  or  the  policies  expire.  In  such  cases 
there  is  no  frequent  adjustment  of  the  amount  of  the  insur- 
ance to  the  value  cf  the  stock  carried,  and  if  a fire  occurs 
when  the  dealer  is  heavily  stocked  or  when  inventory  values 
are  abnormally  high  as  the  result  of  an  advance  in  values, 
the  co-insurance  clause  may  involve  heavy  loss  to  the  insured. 
It  is,  of  course,  desirable  as  a protection  to  the  dealer  him- 
self that  his  insurance  should  be  adjusted  at  regular  and 
frequent  periods  on  the  basis  not  of  the  cost  but  of  the 
replacement  value  of  the  stock  on  hand,  and  when  this  is 
done  the  co-insurance  clause  contract  affords  adequate 
insurance  at  a saving  in  cost.  But  the  merchant  who 
follows  such  a policy  is  the  exception  rather  than  the  rule. 
And  except  where  there  is  in  operation  a perpetual  inventory 
or  similar  system  of  adjustment  of  the  amount  of  the  insur- 
ance to  the  value  of  the  risk,  a co-insurance  clause  contract 
is  likely  to  be  misleading  and  dangerous  to  the  insured. 
If  a merchant  has  a stock  worth  $100,000,  with  $50,000 
insurance  and  incurs  a loss  of  $50,000  by  fire,  he  would  be 
reimbursed  to  the  full  amount  of  the  loss  under  a regular 
policy  without  the  co-insurance  clause.  If,  however,  the 
co-insurance  clause  is  in  force  he  is  under  legal  contract  as  a 
co-insurer  to  the  amount  of  the  difference  between  $50,000 
and  $80,000  The  loss  of  $50,000  is,  therefore,  apportioned 
between  the  insurance  companies  and  the  insured  in  the 
proportion  of  five-eighths  to  the  insurance  companies  and 
three-eighths  to  the  insured.  Instead  of  receiving  $50,000 


from  the  insurance  companies,  his  claim  will  be  only  $31,250. 
The  co-insurance  clause  would  have  cost  him  $18,750.  It 
is  true  that  policies  carrying  the  co-insurance  clause  are 
obtainable  at  a saving  of  fifteen  per  cent.,  but  such  cheaper 
insurance  only  affords  a partial  protection  under  the  con- 
ditions mentioned.  It  is  important  that  dealers  should 
thoroughly  understand  how  the  clause  operates  in  specific 
instances.  It  reduces  the  actual  protection  to  the  insured 
when  the  insurance  is  less  than  eighty  per  cent,  of  the  value 
of  the  property,  in  all  cases  of  partial  loss  by  fire. 

The  merchant  who  fully  protects  his  stock  by  insur- 
ance and  keeps  it  fully  protected  is  the  man  whose  business 
the  manufacturer  is  most  anxious  to  obtain  and  who  is 
given  first  consideration.  Co-insurance  clause  fire  insur- 
ance policies,  unless  accompanied  by  regular  and  frequent 
review  in  relation  to  the  amount  at  risk,  may  involve  heavy 
1 oss  to  a merchant  and  his  creditors.  The  attitude  of  expert 
financial  men  towards  the  co-insurance  clause  is  indicated 
unmistakably  by  the  fact  that  a number  of  leading  loan 
companies  will  not  accept  a loan  on  any  building  with  a 
fire  insurance  policy  in  which  the  co-insurance  clause  appears. 


SHOE  MANUFACTURERS’  COSTS 

When  the  Shoe  Manufacturers’  Association  has  taken 
hold  of  the  major  trade  problems,  as  it  is  bound  to  do,  one 
of  their  activities  will  undoubtedly  embody  the  compilation 
and  exchange  of  figures  on  manufacturing  costs.  That  is 
not  so  utopian  as  it  may  sound.  Indeed  it  is  an  inevitable 
accomplishment  if  the  shoe  business  in  Canada  is  to  be  on  a 
sound  basis.  It  has  been  a saving  factor  in  many  other 
industries,  and  on  careful  consideration  becomes  a reason- 
able proposition. 

In  this  connection  it  is  interesting  to  note  the  views  of 
the  Shoe  Trades  Journal,  in  commenting  on  a suggestion 
made  by  Mr.  A.  E.  Marlow  in  a recent  address.  His  so- 
called  “Census  of  Production”  apparently  excludes  produc- 
tion costs.  One  notes  that  their  situation  is  in  many  ways 
parallel  to  that  which  faces  Canadian  shoe  manufacturers. 

“The  suggestion  that  a census  of ' production  should  be 
taken  in  the  shoe  industry  might  appropriately  be  extended 
to  take  in  the  leather  industry  also.  It  would  be  a fine 
thing  to  know  for  certain  what  the  average  manufacturing 
costs  really  are.  We  are  sure  it  is  all  to  the  good  that  the 
heads  of  departments  should  know  more  than  is  usually 
allowed  them  of  the  working  costs  all  through.  It  is  time 
a stop  was  put  to  the  street  corner  harangues  about  manu- 
facturers making  such  enormous  profits  out  of  the  ‘wage 
slaves.’  But  it  is  to  be  feared  that  many  of  the  manu- 
facturers are  not  at  all  sure  what  their  profits  are,  if  any. 
The  census  that  is  now  proposed  would  enlighten  them  and 
lead  to  an  amendment  of  their  at  present  unsatisfactory 
methods  of  working.  It  would  also  lead  to  closer  relations 
between  manufacturers  which  would  be  very  helpful  and 
tend  to  put  the  industry  on  a firmer  basis,  so  that  there 
might  be  fewer  stoppages  through  men  not  knowing  how  to 
do  their  business  in  the  right  way.  Above  all,  it  would 
show  the' workers  that  theirbest  plan  would  be  to  learn  how 
to  work  with  instead  of  for  the  firms  which  find  them  employ 
ment.”  

LASTS  AND  HEELS 

Very  few  changes  are  promised  in  lasts  and  heels  for 
the  coming  season.  The  coin  toes  seem  to  be  growing  in 
popularity,  and  the  14-8  heel  seems  to  be  the  limit  in  height 
in  Louis  heels.  It  is  figured  that  about  sixty  per  cent, 
heels  will  be  military,  twenty-five  baby  Louis,  fifteen  Louis, 
Cuban  heels  will  be  popular  for  welt  shoes,  making,  it  is 
claimed,  about  ninety  per  cent.,  the  balance  being  flat 
heels.  On  Turns  and  McKays  the  popular  heel  will  be  the 
Louis.  • 
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Future 
Shoe  Prices 

Present  Conditions  Analyzed — Why  Prices 
Should  be  Considered  Stable 

WITH  prices  and  styles  the  two  dominant  questions  in 
shoe  circles,  it  is  worth  while  to  get  the  opinions  of 
leading  dealers  on  this  question.  A Mr.  A.  H. 
Geuting,  one  of  the  leading  shoe  retailers  of  America,  who 
has  three  of  the  most  handsome  and  successful  stores  in 
Philadelphia,  and  who  as  past  president  of  the  National  Shoe 
Retailers’  Association,  and  present  officer,  is  very  highly 
regarded  for  his  keen  insight  and  common-sense,  has  issued 
the  following  statement.  This  was  sent  out  to  customers 
and  to  the  trade. 

“A  tree  in  the  forest  may  not  cost  more  now  than  it 
did  before  the  war.  But  to  chop  that  tree  down,  to  saw  it 
into  lumber  and  to  carry  it  to  the  factory  to  be  made  into  a 
chair  under  present  costs  of  transportation,  labor,  taxes, 
overhead,  etc.,  will  make  that  chair  cost  double  its  pre-war 
price. 

What  is  true  of  a chair  is  true  of  every  commodity  in 
which  labor  is  a dominant  factor.  In  shoes,  the  labor  cost 


A.  H.  GEUTING 


runs  from  ninety  per  cent,  to  ninety-five  per  cent.  This 
includes  all  labor  intervening  between  the  time  the  goat  is 
captured  or  the  calf  is  bom  to  the  finished  pair  of  shoes. 
This  means  not  merely  mechanical  labor,  but  that  of  execu- 
tives, superintendents,  etc.,  as  well;  in  short,  all  work  or 
supervision  that  enters  into  the  production  of  the  shoe. 

“We  believe,  as  all  good  Americans  must,  in  a wage 
scale  that  will  support  a comfortable  home  with  good  educa- 
tion; but  that  means  prices  for  merchandise  that  will  carry 
the  cost  of  such  a labor  scale. 

“Pre-war  prices  may  never  come  again,  and  while 
future  years  may  see  further  re-adjustment,  existing  labor 
cost  will  always  govern  selling  prices. 

“Our  most  careful  study,  based  upon  a great  many 
years  of  experience  in  the  shoe  business,  prompts  us  to  say 
that  today — and  for  as  far  in  the  future  as  it  is  sensible  to 
look,  shoe  prices  will  be  from  seventy-five  to  one  hundred 
per  cent,  higher  than  pre-war  prices. 

“This  means  that  shoes  which  before  the  war  were 


$5.00  and  $6.00 — are  just  as  fairly  priced  today  at  $9.00 
to  $11.00. 

“Of  course,  cheap  shoes  are  always  plentiful.  Even  in 
pre-war  days,  great  quantities  could  be  had  at  from  $2.00 
to  $4.00.  Such  shoes  are  today  selling  at  $4.00  and  up  to 
$7.50.  But  just  as  then,  you  were  wise  to  pay  $5.00  to 
$8.00  for  that  certainty  of  service,  of  good  shoe  making  and 
shape-holding  qualities  which  you  desired,  so  today,  you  are 
wise  to  pay  $9.00,  $10.00  and  even  up  to  $15.00.  Such 
shoes  mean  healthier  feet,  and,  while  costing  more  per  pair, 
will  actually  reduce  your  shoe  bills  by  the  year. 

“This  house  has  consistently  maintained  a definite 
standard  of  quality  below  which  it  has  never  dropped, 
however  great  the  temptation  has  been.  When  it  was  pos- 
sible to  sell  such  shoe  quality  at  $5.00 — that  was  the  Geuting 
price — when  during  the  extraordinary  conditions  of  war 
years  it  was  impossible  to  sell  that  shoe  quality  under 
$12.00 — that  was  the  Geuting  price.  This  season — that 
quality  in  men’s  and  women’s  shoes  is  offered  at  Geuting’s 
at  prices  in  the  neighborhood  of  $9.00.” 

SALESMAKING  ARGUMENTS  FOR  RUBBERS 

In  dealing  with  the  question  of  how  the  live  shoe  dealer 
should  get  after  rubber  sales,  the  Boot  and  Shoe  Recorder 
lays  out  the  following  salesmaking  arguments: 

1.  Taking  the  entire  country,  there  is  an  average  of 
ninety  days  of  rain  a year;  in  other  wmrds,  every  fourth  day 
the  leather  footwear  purchaser  needs  rubbers  to  protect 
him. 

2.  It  being  a fact  that  on  every  fourth  day  rubbers  are 
a necessity,  why  not  buy  them  when  buying  the  shoes,  and 
have  them  really  fitted  to  the  new  leather  shoes?  This 
means  a correct  fit  which  will  not  mar  the  wearer’s  general 
appearance,  but  make  it  as  trim  and  neat  on  rainy  days  as 
on  days  when  the  sun  shines. 

Some  customers  may  say  that  they  prefer  to  buy  when 
the  rainy  day  arrives.  At  this  point  the  salesman  argues 
that  if  they  wait  for  the  rainy  days  they  will  probably  have 
to  buy  anywhere,  and  in  many  cases  this  means  buying  any 
rubbers  that  they  can  get  in  the  particular  locality  they  are 
in  at  the  time— which  is  very  apt  to  result  in  poor-fitting 
and  generally  unattractive  rubbers. 

3.  The  fact  that  rubbers  are  a protection  and  a saving 
to  leather  footwear,  not  only  in  wear,  but  also  in  appearance, 
is  emphasized  to  the  customer. 

4.  The  point  of  getting  all  of  the  wear  for  the  money 
that  the  purchaser  may  pay  for  rubbers  is  similarly  em- 
phasized. One  large  rubber  company  has  stated  that  ninety 
per  cent,  of  rubbers  which  did  not  give  satisfactory  service 
were  ill-fitting.  This  is  entirely  eliminated  by  purchasing 
them  with  new  shoes. 

5.  Many  women  argue  that  putting  on  and  taking  off 
rubbers  soil  their  hands  and  gloves.  In  such  cases  it  is 
easily  shown  that  the  women’s  foothold  is  quickly  removed 
without  this  objectionable  result.  In  fact,  in  the  modern 
selling  of  rubbers  everything  is  done  to  make  the  customer 
feel  that  the  improved  manufacture  of  rubbers  has  been 
steadily  going  forward  with  the  purpose  of  satisfying  the 
most  fastidious  dresser. 

LEATHER  PROSPECTS 

Discussing  leather  for  the  coming  year,  G.  H.  Swift 
of  the  National  Leather  Co.,  said  that  present  prices  of 
raw  materials,  that  is,  hides  and  skins,  are  much  lower  than 
pre-war  prices;  many  grades  are  selling  to-day  at  from 
one-half  to  two-thirds  pre-war  prices.  The  prices  of  leather, 
however,  have  not  declined  to  such  an  extent,  he  declared, 
and  said  this  was  natural  because  tanning  supplies  have  not 
shown  so  marked  a decrease,  nor  have  the  rates  of  wages 
been  very  much  reduced. 
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Keeping  Everlast- 
ingly After  It 

Cleaning  Out  Odd  Lots  A|Matter  for 
Constant  Attention 

MR.  W.  S.  DOWLER,  of  the  men’s  department  of  the 
Lindke  Shoe  Store  of  Detroit,  is  a bear  for  cleaning 
up  odds  and  ends.  His  methods  as  described  to 
the  Boot  and  Shoe  Recorder  are  as  folio  ws : 

“I  don’t  want  to  blow  my  own  horn,  but  it  is  easily 
explained.  I keep  after  them  all  the  time  to  get  rid  of  the 
undesirables  without  injury  to  the  business.  Our  increase 
in  volume,  both  in  pairs  and  dollars,  proves  that  we  have 
succeeded  in  doing  this. 

“The  first  thing  I did  was  to  segregate  the  pairs  that 
I wished  out  of  the  stock.  I reduced  them  to  prices  that 
I thought  should  sell  them.  I also  placed  a P.M.  on  them 
to  encourage  the  salesmen  to  spend  more  time  and  bother 
in  selling  them.  In  time  they  began  to  melt  away,  but 
there  is  always  the  addition  of  other  odds  and  ends  accumu- 
ating  as  fast  as  selling  goes  on. 

What  Will  the  Customer  Pay? 

“As  soon  as  a line  is  declared  undesirable  i is  taken 
from  the  regular  stock  and  reduced  in  price.  It  is  placed 
with  the  P.M.  lines  and  a P.M.  placed  on  them.  From  time 
to  time  I go  over  these  P.M.  lines  and  reduce  the  prices 
according  to  what  in  my  judgment  is  a price  that  will  induce 
the  prospective  purchaser  to  buy.  As  the  sizes  become  more 
broken  the  price  is  further  reduced.  The  harder  thev  will 
be  to  sell  the  larger  the  reduction  in  price. 

“This  plan  involves  several  elements  that  are  necessary 
to  bring  about  a successful  clearance: 

“First — segregation  of  the  odds  and  ends. 

“Second — pricing  them  attractively. 

“ Third — paying  a P.M.  for  selling  them. 

“Fourth — constant  attention  to  these  undesirable 
lines  so  as  to  keep  them  marked  at  a fair  price  according  to 
their  worth  to  the  firm  and  their  valuation  in  the  eyes  of 
the  public. 

New  Lines  Sell  Themselves 

“I  believe  that  this  stock  is  worth  as  much  att  ntion 
as,  or  even  more  than,  the  new  lines.  The  new  lines  will 
sell  themselves,  but  these  broken  lines  require  pushing. 

“With  the  exception  of  freak  styles  the  shoes  in  the 
P.M.  section  are  usually  just  as  good  value  as  those  in  the 
regular  stock.  To  the  man  who  is  looking  for  actual  value, 
the  P.M.  shoe,  when  a proper  fit  can  be  given,  and  I insist 
on  that,  is  the  better  buy. 

“Men  looking  for  style  lines,  of  course,  are  always  sold 
the  new  lines.  If  judgment  is  used  in  the  matter,  there  is  no 
necessity  for  many  odd  pairs  at  the  close  of  a season.  By 
that  time  mine  are  all  gone.” 

HERE  IS  A NEW  ONE 

Canadian  shoe  retailers  have  their  troubles,  but  we 
have  net  heard  of  competition  such  as  the  following  situation 
in  England: 

The  motoring  boot  and  shoe  salesman  is  becoming 
ubiquitous  on  Saturdays  in  Lancashire  towns.  Outside 
the  covered  market  at  Colne  on  Saturday  a motor-car  was 
drawn  up,  and  for  several  hours  a crowd  gathered,  buying 
boots  and  shoes  with  an  eagerness  that  would  have  sur- 
prised the  visitor  from  the  South  seeing  a “short  time” 
town  for  the  first  time.  Evidently  these  peripatetic  mer- 
chants are  doing  a business  that  will  help  to  keep  the  ordinary 


retailer  from  any  prospect  of  rapid  recovery.  The  same 
thing  is  happening  in  many  Yorkshire  towns,  and  at  Barns- 
ley recently  three  different  hawkers  of  boots  were  retailing 
from  motcr  vehicles  in  the  market  place.  One  had  evident- 
ly an  auctioneer’s  licence,  and  was  inviting  bidding  in  the 
ordinary  w-ay.  All  these  sales  are  likely  to  keep  a propor- 
tion of  the  townspeople  out  of  the  retailers’  shops  for  some 
months.  Local  associations  and  individual  boot  dealers 
should  keep  watch  on  these  developments,  and  see  that 
all  the  local  regulations  are  strictly  observed. 


A UNIQUE  IRISH  BOOT 

The  feature  of  the  display  of  Mr.  N.  T.  Fegan’s  “Big 
88”  shoe  store,  Toronto,  for  March  17th  and  Easter  week 
was  a unique  boot  made  in  Dublin,  a photograph  of  which 
we  reproduce.  The  boot,  which  is  entirely  hand-made,  is  of 
carved  black  calf,  on  a background  of  green  silk.  Each  side 
of  the  shoe  is  made  from  one  whole  piece  of  leather,  from 
which  the  intricate  pattern  was  cut  out,  and  stitched  on  the 
silk.  The  tongue  is  carried  up  to  form  the  shamrock  design 


An  Irish  Novelty 


as  shown.  As  an  example  of  the  art  of  shoemaking  and 
leather  working  it  is,  unique,  and,  as  a centre  for  an  Irish 
window  attracted  great  attention,  and  for  an  Irish  colleen 
in  costume,  it  would  round  out  the  whole  ensemble.  We 
understand  the  t it  is  the  only  pair  of  its  kind  on  this  continent. 
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Just  Thinking 

It's  Not  the  Amount  of  Work  You  Put  in 
that  Counts— It’s  the  Kind  of  THINKING 
You  Do  before  You  Start  Working 

GIVEN  a normal  appetite  you  can  consume  a three- 
course  dinner  with  the  usual  trimmings  inside  of 
half  an  hour,  but  it  takes  the  cook  at  least  three  solid 
hours  to  prepare  that  meal  in  readiness  for  the  table. 

Likewise,  in  twenty-five  minutes,  or  thereabouts,  you 
can  listen  to  an  entire  sermon  or  speech.  But  the  man  who 
delivered  that  oration  probably  spent  a whole  week  or  more 
in  careful  thought  and  study  in  order  to  clothe  his  thoughts 
in  appropriate  language. 

Moreover,  and  still  likewise,  you  can  devour  a book 
from  preface  to  finish  in  one  evening.  But  that  same  book 
cost  the  author  six  months  or  a year  of  steady,  painstaking 
effort  before  it  reached  the  publisher’s  hands. 

The  success  of  the  meal,  the  eloquence  and  force  of 
the  speech,  the  entertaining  or  instructive  qualities  of  the 
book,  depended  absolutely  upon  the  degree  of  care  and 
thought  and  the  amount  of  time  spent  on  their  preparation. 

There  never  was  a time  in  business  affairs  when  shrewd 
planning,  careful  preparation  and  good,  solid,  down-to- 


Highland  Brogue,  on  Scotch  last,  in  tan  or  ma- 
hogany calf.  Walker  Parker  & Co.,  Limited. 


earth  thinking  were  so  essential — so  vital  to  success— as 
they  are  at  this  moment. 

You  have  an  efficient,  aggressive  staff  of  salesmen — 
but,  have  you  a well  constructed  one-hundred-per-cent, 
productive  selling  plan? 

You  may  be  spending  thousands  of  dollars  annually 
in  advertising — but,  has  your  advertising  programme  been 
thought  out  and  laid  out  in  such  a way  as  to  bring  the  best 
returns  from  the  money  invested? 

On  the  battlefields  of  Europe  decisive  engagements 
were  not  won  by  haphazard  attacks.  They  were  the  out- 
come of  pre-determined  plans,  conceived  and  directed 
months  ahead  in  the  minds  of  brilliant  strategists. 

And  so  in  business.  Commercial  success  and  accom- 
plishment depend  not  so  much  on  how  hard  or  how  long  a 
man  may  work  as  they  do  on  how  much  “grey  matter”  he 
uses  up  before  he  begins  to  work. 

An  office  hanger  has  just  been  printed  by  a well-known 
newspaper  for  circulation  among  business  houses.  It  reads: 
“1921  will  reward  Fighters.” 

And  it  will — there’s  no  doubt  about  it.  But  not  fight- 
ers alone.  Nineteen-twenty-one  will  reward  thinkers! 

By  all  means  aim  to  increase  production.  Enlarge 
your  factory  operations.  Extend  your  selling  organization. 
Enter  new  fields  of  effort  and  opportunity.  Fight  for  busi- 
ness— and  fight  hard. 

But — before  you  fight— plan.  Before  you  start  work* 


ing  sit  down  calmly  and  do  some  constructive,  logical, 
honest-to-goodness  thinking. 

Lean  back  in  that  chair  of  yours.  Put  your  feet  on  the 
desk  if  it  will  help  any.  Have  the  “keep  out”  sign  hung 
on  the  door — and  give  yourself  up  to  a season  of  good  hard, 
solid  THINKING. 

Many  a man  has  discovered  by  experience  that  a few 
well-directed  thoughts  before  acting  are  better  than  a whole 
brain-storm  of  thinking  afterwards. 

Objectives  can  be  attained — results  can  be  achieved — 
prizes  can  be  won — -not  alone  by  the  amount  of  energy  and 
aggressiveness  of  the  individual  or  by  the  resources  and 
facilities  of  the  organization,  but  by  the  amount  and  degree 
of  worth-while  thinking  that  is  done  beforehand. 

It  is  the  straight,  serious,  common-sense,  connected, 
constructive  thinking  that  predetermines  the  success  or 
the  failure  of  the  vast  majority  of  enterprises, 

— just  Thinking. 


BUSINESS  DECIDEDLY  IMPROVING 

The  following  letter  received  by  the  president  of  the 
Acton  Publishing  Company,  although  personal,  is  so  encour- 
aging in  its  tone  that  we  take  the  liberty  of  reproducing  it, 
although  it  was  not  intended  for  publication.  The  kindly 
appreciation  expressed  by  the  writer  with  regard  to  the 
Shoe  and  Leather  Journal  and  its  work  editorially  and 
otherwise,  is  most  gratifying. 

Acton  Publishing  Company, 

545-549  King  street  West, 

Toronto,  Ont. 

Dear  Mr.  Acton, — I had  intended  writing  to  you  a 
few  days  ago,  but  somehow,  because  there  has  been  quite 
a rush  on,  I have  been  putting  it  off  from  time  to  time. 
However,  this  morning  when  I opened  up  the  “Shoe  and 
Leather  Journal,”  I read  your  first  page  editorial  and  it 
reads  mighty  good  to  me,  particularly  your  wind-up  sug- 
gestion—“ Spit  on  your  hands  and  go  to  it.” 

You  know,  I have  the  opinion  that  it  does  no  harm 
and  sometimes  a lot  of  good,  to  tell  a friend  a compliment 
when  it  is  sincerely  meant,  and  to  tell  a friend  where  they 
have  helped  you,  and  I consider  the  Shoe  and  Leather 
Journal  a mighty  good  friend  of  this  company,  for  they 
sold  for  us  over  a thousand  pairs  of  shoes  off  one  ad  alone. 
This  letter  is  certainly  not  for  publication,  but  purely  an 
expression  of  appreciation  of  the  good  results  that  can  be 
accomplished  by  an  ad  in  your  Journal,  and  particularly 
as  the  whole  idea  of  the  get-up  of  this  ad  was  suggested  to 
me  by  one  of  your  boys. 

Things  are  certainly  coming  around  with  us.  Business 
is  getting  better,  and  I think  that  the  generally  changed 
conditions  in  our  industry,  at  all  events,  is  quite  evident  in 
the  class  of  work  our  employees  are  now  ready  and  willing 
to  put  into  the  shoes  we  are  making. 

I am  so  immensely  satisfied  with  the  results  from  our 
ad  in  your  Journal,  that  I am  inclined  to  figure  that  we 
are  surely  coming  back  to  the  days  of  bigger  production 
and  now  on  a much  saner  basis,  but,  and  that  but  means 
we  have  learned  a lesson,  we  must  keep  everlastingly  at  it, 
in  the  sense  of  quality  and  values. 

You  know,  that’s  quite  a good  article  on  “Sane  Optim- 
ism.” I have  just  read  it  a second  time,  while  I am  dic- 
tating this  letter. 

With  very  kind  regards  and  good  wishes. 

Yours  very  truly, 

Perth  Shoe  Co.,  Limited, 

G.  H.  Ansley, 

Vice-president  and  General  Manager. 
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Shoes  for  Women 


One  Strap  '‘Peggy"  Pump 

Made  in  Chippendale  Brown  Calf,  White  Buck,  Grey  Buck 


June  Delivery 
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National  Shoe  Retailers'  Association  Convention , July  13th- 14th 
King  Edward  Hotel — Come 
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Hosiery  in  the 
Shoe  Store 

Its  Value  as  a Business  Booster — Value 
to  Customers — Objections  Discussed 

« T ’VE  been  doing  business  now  for  quite  a few  years, 

I most  of  the  time  in  my  present  stand.  I have  always 
made  a living,  and  a little  more  besides,  by  sticking 
closely  to  the  business  I know,  the  selling  of  boots  and 
shoes.  Every  man  to  his  own  trade.  Why  should  I go  to 
trouble  and  expense,  and  take  the  risk  of  installing  lines 
I am  not  familiar  with,  such  as  hosiery,  gloves,  sporting 
goods,  or  findings?  Haven’t  I troubles  enough  trying  to 
keep  track  of  shoe  fashions  alone,  without  trying  to  enter 
another  field?” 

This  is  the  attitude  taken  by  some  dealers  when  the 
question  of  hosiery  comes  up.  Another  angle  of  the  ques- 
tion is  given  by  the  shoeman  who  says:  “I  do  not  see  why 
it  is  not  a perfectly  legitimate  line  for  the  city  or  town  shoe 
dealer.  Dry  goods  stores  have  gone  into  the  selling  and 
handling  of  shoes,  and  are  we  going  to  sit  down  and  allow 
them  a monopoly  of  the  hosiery  business?  Why,  if  only  to 
offset  the  way  they  are  encroaching  on  our  trade  I think 
more  shoe  dealers  should  take  it  up.” 

Walk  into  any  up-to-date  shoe  establishment  in  Roches- 
ter, Boston,  Baltimore,  New  York,  or  any  city  you  may 
care  to  name  across  the  border,  and  you  will  find  an  admir- 
ably equipped  and  imposing  hosiery  department.  It  is 
not  treated  as  a side-line,  but  as  one  of  the  chief  features  of 
the  establishment.  In  Canadian  towns  and  cities  the  num- 
ber of  dealers  who-  handle  hosiery  is  continually  growing, 
as  they  see  the  advantages  to  be  obtained. 

Some  dealers,  however,  have  not  taken  it  up,  while 
others  have  for  one  reason  or  another  tried  it  for  awhile 
and  dropped  it.  One  dealer  said  he  went  out  of  hosiery 
because  he  did  not  think  the  receipts  were  large  enough  to 
cover  the  expense  he  was  nut  to.  It  is  difficult  to  follow 
his  reasoning,  and  the  probability  is  he  did  not  stick  long 
enough.  You  cannot  judge  your  experience  by  the  first 
year.  Your  customers  must  be  educated  into  buying  from 
you. 

A hosiery  department  is  like  everything  else,  you  get 
out  of  it  in  proportion  to  what  you  put  into  it. 

Just  at  present  shoe  retailers,  like  all  other  classes,  are. 
looking  for  something  that  will  increase  turnover,  help 
carry  overhead  and  other  expenses,  and  leave  a little  some- 
thing to  turn  in  as  an  income  tax.  They  are  in  business 
to  make  all  the  money  they  can  in  any  legitimate  fashion. 
They  may  be  in  the  business  as  a congenial  occupation,  but 
it  certainly  has  got  to  pay  its  way-  Under  those  circum- 
stances, dealers  who  are  not  handling  hosiery,  or  those  who 
are  handling  it  in  a desultory  or  half-hearted  fashion,  are 
overlooking  a mighty  good  bet,  and  an  opportunity  to 
popularize  their  stores  and  increase  business. 

The  hosiery  department  in  a retail  shoe  store  has  long 
passed  the  experimental  vstage.  The  close  connection 
between  hosiery  and  shoes  undoubtedly  allows  an  oppor- 
tunity for  enhanced  profits.  Take  the  case  of  the  man  who 
comes  into  your  store,  buys  a pair  of  shoes,  and  then  walks 
a block  down  the  street  to  get  the  hose  he  needs.  What  is 
that  but  a neglected  opportunity?  He  would  probably 
welcome  the  chance  to  buy  socks  at  the  same  time  as  shoes. 
Take  the  present  vogue  for  brogues  worn  with  woollen 
socks,  for  instance.  How  many  men  have  bought  brogues 
to  replace  boots,  and  been  obliged  to  invest  in  a nifty  pair 
of  woollen  socks  at  the  same  time?  And  of  those  men,  it 
would  be  interesting  to  know  the  proportion  that  bought,  or 


had  the  chance  to  buy  their  socks  in  the  store  selling  the 
shoes.  In  many  shoe  stores  the  only  thing  that  prevents 
such  transactions  taking  place  is  the  inability  to  supply  the 
demand  when  the  occasion  arises. 

Careful  training  or  coaching  of  salespeople  to  draw 
attention  to  hosiery  opportunity  is  another  opportunity  for 
building  business.  The  customer  may  not  be  in  need  of 
hose  at  the  moment,  but  if  attention  is  drawn  to  a tasty 
display,  the  buying  inclination  is  frequently  stirred  up. 
The  customer  goes  away  pleased,  and  will  remember  that 
store  not  only  when  shoes  are  required,  but  hosiery  as  well. 

In  these  days  of  short  skirts  the  fair  sex  are  not  only 
giving  more  attention  and  spending  more  money  on  shoes , 
but  the  same  care  must  be  taken  with  regard  to  hosiery. 
Time  was  when  the  average  woman  was  satisfied  with  ordi- 
nary black  cashmere  hose  which  kept  her  warm.  But  women 
no  longer  feel  the  cold  in  winter,  or  if  they  do  the  feeling 
that  they  are  dressed  up  to  the  minute  outweighs  the  effect 
of  frost  so  that  even  in  winter  sheer  stockings  are  common, 
except  when  a fad  comes  for  the  heavy  colored  stockings 


A popular  two-strap  model  shown  by  New- 
port ohoe  Co.  in  colored  or  black  suede. 


very  much  on  exhibition  the  last  year  or  so.  Dress,  stock- 
ings and  shoes  must  all  harmonize.  And  the  wise  shoe 
dealer  is  cashing  in  on  this  fashion.  Many  is  the  woman 
who  shops  from  place  to  place  in  the  effort  to  get  just  the 
right  shade  of  hosiery. 

With  summer  coming  on,  and  more  novelty  in  shoe 
styles  and  colors  being  developed,  what  more  natural  than 
for  the  buyer  of  shoes  to  purchase  the  required  hosiery  in 
the  same  establishment?  And  what  is  more  unsatisfactory 
to  customer  and  dealer  than  the  knowledge  that  on  the  one 
hand,  she  must  shop  for  hosiery,  and  on  the  other  that  good 
business  was  passed  up.  And  this  is  aggravated  by  the 
thought  that  hose  are  not  always  bought  one  pair  at  a time, 
but  many  women  will  buy  from  three  to  six  pairs. 

From  the  standpoint  of  ability  to  handle  the  business, 
the  shoe  dealer  has  nothing  to  fear.  He  is  in  a better 
position  than  the  dry  goods  man  to  know  the  popular  shades 
necessary  to  harmonize  with  the  shoes  that  are  in  vogue,  or 
in  his  own  stock.  And  from  the  standpoint  of  investment, 
he  is  not  up  against  a very  stiff  proposition,  as  the  depart- 
ment can  be  started  on  a very  modest  scale.  To  the  dealer 
who  is  starting  such  a department,  or  who  has  not  had  the 
success  he  figured  on,  we  would  suggest  that  he  make  up 
his  mind  to  carry  one  or  too  well-known  and  advertised 
brands;  second,  that  he  call  in  a hosiery  salesman,  or  put 
himself  in  the  hands  of  a reputable  wholesaler  of  hosiery 
for  advice  and  assistance;  and  thirdly,  that  he  sell  himself 
and  his  assistants  on  the  idea,  and  go  ahead  with,  the  idea 
of  making  a success  of  it. 
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This  is  a “full-size”  reproduction  of  the  cover  of  our  Hosiery  Catalog — the  first  catalog  of  its  kind  ever  produced 

in  Canada  hy  any  hosiery  manufacturer. 
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It  will  pay  you  to  sell 

ll 

Monarch-Knit 
Hosiery 

It  is  the  logical  line  for  the  shoe  store — it  is  “foot- 
wear” in  the  truest  sense  of  the  term. 

It  is  easily  handled  and  takes  up  little  space  in  the 
store. 

It  makes  a handsome  show-case  display. 

It  is  extensively  advertised  and  has  a national  repu- 
tation for  quality. 

A comparatively  small  investment  of  capital  will  put 
in  a good  assortment  of  sizes  and  grades. 

Every  customer  of  both  sexes  who  comes  into  your 
store  is  a good  “prospect”  for  hosiery. 

Every  sale  is  a cash  sale  carrying  a good  margin  of 
profit. 

Mail  us  the  coupon 

and  we  will  immediately  send  you  our  new  catalog 
— the  first  exclusive  hosiery  catalog  ever  produced  in 
Canada.  This  catalog  lists  our  leading  lines  and  will 
enable  you  to  select  the  right  numbers  for  your  trade 
and  to  calculate  accurately  the  investment  of  capital 
required. 

The 

Monarch  Knitting 
Company,  Limited 

Head  Office:  Dunnville,  Ont. 

Factories : Dunnville,  St.  Catharines,  and  St.  Thomas,  Ont. 
and  Buffalo,  N.Y. 


Mail  the  coupon  to-day. 

i 

| The  Monarch  Knitting  Co.,  Limited 

Dept.  S.  L.,  Dunnville,  Ont. 

Please  send  to  the  address  below  a copy  of  your  new  catalog  of 
Monarch-Knit  Hosiery. 

NAME 

I 

I ADDRESS , 


because 
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Place  Your  Orders  Before  May  1st  and  get 

an  Extra  5%  Discount. 


Maltese 


Cross 


Rubbers  and 
Rubber  Footwear 


On  all  orders  placed  before  May  1st,  we  are  allowing  a 
special  early  order  discount  of  5%  and  guarantee  against  a 
price  decline  up  to  Dec.  1st,  1921.  When  our  jobber’s 
traveller  calls,  order  a full  line  of  Maltese  Cross  Rubber 
Footwear. 


DISTRIBUTORS 


W.  B.  Hamilton  Shoe  Co.,  Ltd. 
D.  D.  Hawthorne  & Co. 

Geo.  E.  Boulter 
John  McPherson  Co.,  Ltd. 
Sterling  Bros.,  Limited 
J.  A.  Johnston  Co. 

Federal  Shoe  Co. 

F.  E.  Smith 
Copeland  Shoepack  Co. 

Bignell  & Knox 
Thompson  Shoe  Co.,  Ltd. 
Canada  Shoe 


Toronto,  Ont. 
Toronto,  Ont- 
Toronto,  Ont. 
Hamilton,  Ont. 

London,  Ont. 
Brockville,  Ont. 
Ottawa,  Ont. 
Guelph,  Ont. 
Midland,  Ont. 
Montreal,  Que. 
Montreal,  Que. 
Montreal,  Que. 


J.  H.  Larochelle  & Fils,  Limitee 
J.  H.  Begin,  Enreg. 

La  Maison  Girouard,  Limitee 
Waterbury  & Rising,  Limited 
J.  W.  Boyer  & Co. 

Hudson’s  Bay  Co.  Wholesale 
Buckler  & Son,  Limited 
Dowling  Shoe  Co. 

A.  McKillop  & Co. 

Maybee’s  Limited 
Damer,  Lumsden  Co. 

Western  Grocers,  Limited 


Quebec,  Que. 
Quebec,  Que. 
St.  Hyacinthe,  Que. 
St.  John,  N.B. 
Victoria,  N.B. 
Winnipeg,  Man. 
Winnipeg,  Man. 
Brandon,  Man. 
Calgary,  Alta. 
Moose  Jaw,  Sask. 
Vancouver,  B.C. 
Cranbrook,  B.C. 


If  you  are  not  solicited , write  to  your  nearest  Jobber. 


Gutta  Percha  & Rubber,  Limited 

Head  Offices  and  Factory,  Toronto 

Branches:  HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA,  SASKATOON, 
CALGARY,  EDMONTON,  LETHBRIDGE,  VANCOUVER,  VICTORIA. 
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The  Singer  Shoe  Co.,  of  Montreal,  have  dissolved. 

Mr.  Whitney,  of  Uxbridge,  was  in  Toronto  last  week. 

Mr.  E.  P.  Healey,  shoe  dealer,  at  Niagara-on-the-Lake, 
died  recently. 

Mr.  R.  Teetzel,  of  Gales  & Co.,  Ottawa,  was  a recent 
visitor  to  Toronto. 

Mr.  A.  T.  Widdowson,  shoe  merchant,  Toronto,  has 
retired  from  business. 

The  death  occurred  recently  of  Mr.  Samuel  Cleland, 
shoe  merchant,  Toronto. 

The  death  occurred  recently  of  Mr.  Alfred  Longpre. 
shoe  dealer,  of  Montreal. 

Mr.  W.  A.  Hamilton,  of  Toronto,  has  returned  from 
a trip  to  the  eastern  centres. 

Norman  Dennett,  of  Dennett  & Price,  was  in  Mon- 
treal in  the  latter  part  of  March. 

Mr.  A.  S.  Gendron  has  taken  over  the  shoe  business  of 
Mr.  K.  D.  McKay,  Windsor,  Ont. 

Mr.  S.  Arthur  Bell,  of  the  Blachford  Shoe  Mfg.  Co., 
Limited,  left  last  week  for  the  prairie  provinces. 

Mr.  J.  G.  Settle,  of  Murray  Shoe  Co.,  London,  Ont., 
was  looking  after  his  trade  in  Toronto  last  week. 

Mr.  R.  B.  Griffith,  of  R.  B.  Griffith  & Co.,  shoe  job- 
bers, Hamilton,  has  been  on  a business  trip  to  Boston. 

Mr.  Payan,  of  Duclos  & Payan,  St.  Hyacinthe,  Que., 
was  in  Toronto  this  week  looking  up  his  business  friends. 

Mr.  W.  A.  Lane,  of  Citadel  Leather  Co.,  spent  a few 
days  in  Toronto  last  week  visiting  his  friends  in  the  trade. 

Mr.  R.  E.  Bennett,  of  Ed.  R.  Lewis  & Co.,  Toronto,  was 
calling  on  the  trade  in  the  western  Ontario  centres  last  week. 

Mr.  W.  Kearney,  of  Getty  & Scott,  Galt.,  Ont.,  has 
started  out  with  his  fall  samples.  He  covers  the  province 
of  Quebec. 

Mr.  H.  Gibbins,  of  Montreal,  Mr.  Percy  Smiley,  of  F. 
Sutherland  & Co.,  St.  Thomas,  and  Mr.  H.  E.  Crosford,  of 
Neill  Shoe  Store,  Guelph,  were  visitors  in  Toronto  last 
week. 

Mr.  John  Turner,  shoemaker,  of  Canso,  N.J.,  died 
recently.  He  was  in  his  71st  year  and  is  survived  by  his 
widow  and  son.  Deceased  was  a resident  of  Halifax,  N.S., 
for  many  years. 

The  Griffin  Shoe  Co.,  of  Ingersoll,  Ont.,  sustained  a loss 
by  theft  recently  involving  shoes  and  leather  to  the  value 
of  $2,700.  Entrance  was  gained  by  forcing  a door  in  the 
rear  of  the  factory. 

Mr.  John  Brodie,  who,  with  his  brother,  conducted  a 
shoe  store  for  25  years  on  Dundas  street  west,  Toronto, 
died  recently  at  Santa  Monica,  Cal.  He  had  made  his 
home  there  about  a year  ago. 

Mr.  Harvey  McKean,  who  covers  the  city  of  Toronto 
for  the  Blachford  Shoe  Mfg.  Co.,  Limited,  spent  a week 
in  New  York  recently,  and  took  a great  deal  of  pleasure  in 
reviewing  the  shoe  styles  in  the  big  style  centre. 

An  American  representative  selling  manufacturer’s 
supplies  when  in  Montreal,  recently,  made  the  statement 
that  one  of  the  large  St.  Louis  houses  was  selling  75,000 
pairs  per  week.  That  looks  like  a fair  revival  across  the 
border. 

G.  G.  Hodges,  known  better  probably  as  “Bert” 
Hodges,  of  Hall  & Hodges,  Limited,  Montreal,  recently 
spent  several  days  in  Fredericton  in  company  with  “Billy” 


Weldon  the  sales  manager  of  the  same  company.  While 
there,  they  were  instrumental  in  developing  several  new 
ideas  in  the  Palmer-McLellan  line  of  shoe  packs,  larrigans 
and  ski  boots  for  which  they  have  the  exclusive  selling 
agency. 

Mr.  L.  F.  Jackson,  who  covers  the  Maritime  Provinces 
for  the  Blachford  Shoe  Mfg.  Co.,  Limited,  is  travelling 
around  town  with  a smile  from  ear  to  ear.  He  is  delighted 
with  a little  baby  girl  that  his  wife  presented  to  him  on 
April  2nd. 

Mr.  V.  M.  LeBlanc,  who  formerly  established  the 
“Club  Shoe  Co.,”  of  Halifax,  N.S.,  sold  the  business  in 
1919  to  Mr.  Ross  Marshall,  of  Halifax,  N.S.,  and  has  taken 
over  the  retail  shoe  business  formerly  conducted  by  Bour- 
geois & Co.,  of  Moncton,  N.B*. 

Among  the  recent  visitors  to  the  Toronto  shoe  market 
were  Messrs.  Detweiler,  of  Hydro  City  Shoe  Manufacturers, 
Limited,  Louis  Lang,  of  Lang  Tanning  Co.,  and  Chas. 
Ahrens,  of  Chas.  Ahrens  & Co.,  of  Kitchener;  Mr.  Clayton 
Hurlbut,  of  Hurlbut  Shoe  Co.,  Preston. 

Mr.  T.  E.  Bennett,  of  the  Blachford  Shoe  Mfg.  Co., 
Limited,  left  for  the  Pacific  coast  with  a new  range  of  snappy 
footwear  for  early  summer  wear.  We  all  know  that  he  is 
going  to  have  a most  wonderful  trip,  as  he  has  the  assis- 
tance of  his  bride,  who  will  travel  with  him  throughout  his 
entire  trip. 

J.  H.  Gosselin,  shoe  manufacturers  of  Quebec  City, 
formerly  at  50  D’Argenson  street,  have  re-organized  their 
company  and  opened  up  on  Bigaouette  avenue,  Quebec 
City.  Considerable  new  money  has  been  put  into  the 
business  and  we  understand  they  are  in  a strong  position 
to  look  after  their  trade  for  fall. 

Mr.  Geo.  V.  Smith,  proprietor  of  Smith  Bros,  shoe 
store,  at  Windsor,  N.S.,  advises  us  that  he  finds  business 
very  good  in  his  part  of  the  country.  He  has  also  expanded 
his  sphere  by  taking  over  the  shoe  department  of  A.  E.  Cal- 
kin of  Kentville,  N.S.  The  latter  will  be  under  the  name 
of  Smith  & Parker,  as  the  “Valley  Shoe  Store.”  Mr. 
Parker,  the  junior  partner,  was  for  many  years  a valued 
clerk  in  the  employ  of  A.  E.  Calkin  & Co. 

Mr.  H.  S.  Ringland  has  recently  been  appointed  Ontario 
representative  for  A.  E.  Marois,  Limited,  of  Quebec,  manu- 
facturers of  a full  range  of  welts,  McKays  and  standard 
screws.  His  headquarters  will  be  in  Toronto  where  he 
has  opened  up  a sample  room  at  Room  516,  Board  of  Trade 
Building,  Yonge  and  Front  streets,  with  a complete  line  of 
samples.  Mr.  Ringland  expects  to  keep  in  touch  with 
the  jobbing  trade  of  Ontario.  Prior  to  this  appointment 
he  was  with  the  Robert  Simpson  Co.,  mail  order,  and  has 
had  several  years’  experience  in  the  shoe  trade. 

NEW  SHOE  STORE  OPENS  IN  WEST  TORONTO 

Under  the  name  of  Fit-Rite  Shoe  store  a new  business 
has  recently  been  opened  at  2998  Dundas  street,  West 
Toronto.  The  store  is  in  a newly-built,  two  storey  structure, 
and  possesses  a very  attractive  front,  the  show  windows  being 
large  and  well  lighted.  The  interior  is  in  keeping  with  the 
outward  impression  of  brightness,  and  is  very  pleasing. 
They  are  handling  popular  priced  shoes,  and  report  that  the 
trade  have  responded  satisfactorily  to  their  offerings. 
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MINISTER’S  BROGUE  SPAT 

The  Popular  Spat  for  the  Popular  Shoe 


Every  time  you  sell  a pair  of  the  popular  low-heeled 
Brogue  Oxfords,  show  your  customers  a pair  of 
Minister  Brogue  Spats.  Explain  how  they  are  made 
to  FIT  BETTER  and  LOOK  BETTER  with  this  kind 
of  footwear  than  the  ordinaiy  spat.  Point  out  the 
faultless  workmanship  and  high-grade  material  that 
means  not  only  finer  appearance  but  longer  wear.  A 
sale  will  almost  invariably  follow.  Minister  Spats  are 
made  in  a choice  range  of  materials  and  popular  shades. 

The  vogue  of  the  brogue  brings  you  a splendid  oppor- 
tunity to  win  profitable  trade  with  this  line  Order 
them  now  and  feature  them  strongly. 

Agents 

Ross  & Shaw 

32  Front  St.  W.  Toronto 


R 


OSHAWA 


J CANADA 


CHROME  PATENT  SIDES 
DULL  CHROME  SIDES 
BRIGHT  BOARDED  SIDES 
RETAN  STORM  LEATHER 
CHROME  TONGUE  SPLITS 

TAN  CHROME  SIDES 
MAHOGANY  CHROME]  SIDES 
ROYAL  PURPLE  CHROME  SIDES 
ELKS,  various  colors 
WHITE  BUCK 


The  High  Standards 
Persistently  Adhered  to 
In  The  Production  Of 
Robson  Leathers  Make 
Them  Outstanding  In 
Appearance  and  Superior 
In  Durability. 

Robson  Colored  Sides 
Feature  the  Shades  That 
AreFashion’s  Choice. 


ROBSON  LEATHER  CO.  LIMITED 

OSHAWA 


MONTREAL 


QUEBEC 
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TRAINING  RETAIL  SALESMEN 

We  reproduce  photographs  of  two  interesting  groups  of 
men,  the  Boston  Round  Table  for  Retail  Shoe  Salesmen, 
and  a similar  body  in  Rowland  Hill’s  store  in  London, 
Ontario. 

^Last  November  sixty  retail  salespeople  drawn  from 
leading^Boston  retail  shoe  stores  and  departments,  united 


at  the  meetings  and  are  co-operating  in  the  work.  Practic- 
ally all  of  the  leading  retail  shoe  dealers  and  managers  of 
Boston,  and  some  from  far-off  cities,  have  attended  -the 
meetings,  as  have,  also,  various  manufacturers,  travelling 
salesmen,  etc. 

The  leader  of  the  Boston  Round  Table  is  Arthur  L. 
Evans,  president  of  the  Retail  Shoe  Salesmen’s  Institute. 


under  the  auspices  of  the  Retail  Shoe  Salesmen’s  Institute 
and  the  Boston  Retail  Shoe  Salesmen’s  Association  to  form 
a study  group.  The  meetings  were  a great  success  from  the 
very  beginning.  These  are  based  on  the  test  volumes  of 
the  training  Course  of  the  Institute.  Before  each  meeting 
the  Round  Table  members  study  an  assigned  number  of 
pages  in  the  volume  of  the  course  then  in  hand.  The 
meetings  take  the  form  of  a regular  class,  with  the  greatest 
stress  placed  upon  the  experience  questions,  which  are 
designed  to  bring  out  the  actual  day-by-day  experience  of 
the  salespeople  on  the  points  under  discussion. 

Great  interest  has  been  manifested  in  this  unique  work 
—the  first  class  of  its  kind  ever  held  in  any  industry.  The 
Harvard  Graduate  School  of  Business  Administration,  the 
Princeton  School  of  Salesmanship  and  Boston  University 
School  of  Business  Administration  have  had  representatives 


The  Executive  Committee,  which  perfected  the  details  and 
is  in  general  charge,  consists  of  Percy  E.  Thayer,  president, 
and  Herbert  E.  Currier,  chairman  of  the  Boston  Retail  Shoe 
Salesmen’s  Association,  and  Leonard  W.  Hollis,  of  their 
Educational  Committee.  Mr.  Evans,  and  George  F.  Ham- 
ilton, managing  editor  of  the  Retail  Shoe  Salesmen’s  Insti- 
tute. 

The  idea  has  been  followed  up  and  Round  Tables  started 
in  Detroit,  Houston,  Pittsburgh,  New  Orleans  and  London, 
Ontario. 

Mr.  Rowland  Hill,  Jr.,  is  in  charge  of  the  Round  Table 
in  the  London  store,  and  is  an  enthusiastic  booster  for  the 
idea.  He  writes  us: 

“As  you  likely  know  six  men  in  our  store  are  studying 
the  course  in  retail  shoe  selling  as  taught  by  The  Shoe 
Retail  Salesmen’s  Institute  of  Boston,  of  which  Mr.  Arthur 
L.  Evans  is  head.  We  are  now  studying  on  the 
third  volume  and  are  all  very  enthusiastic  with  the 
results. 

“The  Round  Table  idea  is  worked  in  connec- 
tion with  the  course  where  . a few  in  one  store  are 
taking  up  the  same  study.  Mr.  Evans  sends  us 
typewritten  review  lessons  which  we  take  rip  at 
these  round  table  meetinsg.  So  far  we  have  had 
six  meetings  and  have  found  the  results  of  this 
sort  of  ‘get  together’  and  talk  over  and  study  of 
the  past  lessons  of  very  great  benefit.  We  have 
the  unique  plan  of  going  around  in  turn  to  each 
member’s  home,  and  after  spending  a couple  of 
hours  in  good  hard  study  and  discussion  we  have 
a social  half  hour. 

The  effect  of  this  course  of  study,  as  well  as  our 
round  table  get-together  meetings,  have  a direct 
benefit  on  the  service  of  each  one  to  the  store  as 
well  as  the  customer. 

In  the  London  group,  the  members  are  as 
follows:  Top  row,  (left  to  right),  Messrs  R.  Wills, 
W.  Walden,  F.  McGillivray;  bottom  row,  G. 
Hayes,  R.  Hill,  Jr.,  H.  Boyce. 


Rowland  Hill’s  Round  Table 


The  great  secret  of  success  is — Learn  to  Think 
for  Yourself. 
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BEDDELSSOHD’S  SPRIG  SOG 

A Soddet  to  Sprigtibe. — Codsistig  of  Words 
Without  Busic 

' Cub,  sig  a sog  of  Sprigtibe, 

For  Widter’s  gode  at  last: 

Adieu  to  Jaduary  sdows 

Add  Barch’s  storby  blast. 

The  warb  add  gedtle  breezes 
That  cobe  with  April  showers 
Sood  start  the  greed  grass  sprigig 
Add  brig  the  Subber  flowers. 

The  robid  dow  is  with  us 

Add  chirps  his  berry  tude: 

Our  thidder  uddergarbedts 
We’ll  put  od  very  sood 
The  suddy  days  of  Subber 

Are  speedig  od  the  widg, 

Add  Dature  with  her  robe  of  greed 
Is  deckig  everythig. 

So  soudd  the  berry  tybbrel 
Add  chadt  a glad  refraid; 

Let  birth  joid  hadds  with  busic, 

For  Sprig  is  roudd  agaid! 

Brig  out  the  quidide  tablets, 

Likewise  the  asperid,  too, — 

Where  is  that  doggode  hadkerchief? 

Ah-choo!  Ah-choo!  Ah-choo! 


FISHING  SECTION  NOTES 

The  exploits  of  Mr.  Marois  as  related  and  pictured  in 
a recent  issue,  have  already  stirred  up  the  other  members 
of  the  Fishing  Section  of  the  shoe  and  leather  trade.  We 
understand  that  Mr.  Hugh  White,  of  Toronto,  has  just 
been  spending  a few  days  down  east,  ostensibly  on  business, 


MR.  HUGH  WHITE 
of  the  Fishing  Section. 


but  presumably  with  the  idea  of  looking  over  the  fishing 
grounds  in  anticipation  of  the  coming  season. 

Mr.  White  is  quite  enthusiastic  about  winter  fishing, 
and,  while  deprecating  his  exhibit  in  point  of  size  as  against 
that  shown  by  Mr.  Marois,  stresses  the  question  of  quality. 


We  show  him  here  with  part  of  his  catch.  The  mildness  of 
our  Ontario  winters  is  evidenced  by  Mr.  White’s  com- 
fortable attire. 


SHOW  CARDS  FOR  SPRING  SELLING 

( Continued  from  page  112 ) 

same  on  both  sides  which  will  insure  uniformity.  The 
sample  card  is  cut  out  of  a dark  card,  and  the  lettering  is 
done  in  white.  Any  bright  colors  may  be  used;  for  instance, 
* if  the  card  were  a nice  buff  color  red  would  look  well. 

The  horizontally  lettered  cards  are  about  the  same 
size  as  the  panel  shaped.  The  outing  card  has  a very  plain 
picture  on  that  suggests  the  summer  outing  season.  This 


Hunting  Boot,  eighteen  eyelet,  full  bellows  tongue, 
with  solid  leather  sole.  Dufresne  & Locke,  Limited. 


picture  may  be  done  in  a few  colors,  blue  and  black.  Or  it 
may  be  done  entirely  in  black.  It  is  possibly  easier  to  obtain 
a picture  of  some  boating  scene  of  this  kind  and  paste  it  on. 
Such  pictures  are  often  procurable  in  some  paper  or  maga- 
zine. The  lettering  should  be  in  bright  colors,  the  large 
letters  in  red  and  the  others  in  black.  The  border  and 
shading  in  pale  blue. 

The  holiday  card  is  a plain  one  and  can  be  done  in 
black  and  red,  using  black  for  the  small  lettering  and  red  or 
blue  for  the  large  letters.  A card  for  the  children’s  display 
can  be  made  in  this  same  style.  The  wording  may  be 
changed  to  read:  “Some  nice  things  for  the  children. 
Will  give  splendid  satisfaction.”  The  word  “Children” 
taking  the  place  of  the  word  “Holiday”  and  standing  out 
prominently. 

With  these  few  suggestions  there  should  be  no  reason 
why  retailers  cannot  make  something  in  the  way  of  show 
cards  that  will  be  very  attractive  and  greatly  help  in  the 
making  of  sales. 
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HTHE  shoe  manufacturers 
of  Quebec  City  have  al- 
ways enjoyed  the  reputation 
of  producing  shoes  at  partic- 
ularly reasonable  prices.  In 
addition,  Quebec  made  shoes 
have  always  been  known  to 
contain  the  maximum  of 
wear. 

For  many  years,  too,  shoe 
manufacturing  executives  in 
Quebec  City  have  been  pay- 
ing attention  to  “style”  in 
their  products  to  an  increas- 
ing extent.  The  result  shows 
clearly  in  the  line  for  Fall, 
which  is,  without  exception, 
the  finest  display  that  has 
ever  gone  forth  from  Quebec. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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j The  paid  circulation  of  the  SHOE  AND  LEATHER  j 
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| other  shoe  publication  in  Canada,  and  exceeds  the  s 
I combined  paid  lists  of  all  other  Shoe  Trade  papers  j 
I circulating  in  this  country.  I 


THIS  season  is  undoubtedly  the  one  in  which  to  start  things. 
Reports  from  the  “Shoe  and  Leather  Journal”  representa- 
tives from  all  parts  of  Canada  are  to  the  effect  that  the 
merchants  have  been  doing  and  are  still  enjoying  brisk  business. 
In  all  parts  of  the  country  we  get  the  report  that  women’s  shoes 
have  moved  with  particular  freedom,  and  those  merchants  who 
have  had  on  hand  a stock  of  newer  ideas  in  women’s  lines  have 
been  making  as  many  sales  as  has  been  their  custom  in  any 
normal  year. 

Men’s  shoes  are  still  slow  in  their  movement  and  it  is  apparent 
that  until  the  oxford  season  arrives  in  all  parts  of  Canada,  men’s 
trade  will  be  rather  on  the  quiet  side.  This  is  going  to  mean 
that  it  will  not  be  the  easiest  thing  in  the  world  to  sell  men’s  shoes 
for  Fall.  The  shoe  wholesalers,  in  whom  many  of  the  Quebec 
manufacturers  are  particularly  interested,  will  find  their  Fall 
trade  in  men’s  lines  rather  slow  unless  some  radical  departures 
are  made  in  the  leathers,  lasts  and  patterns  for  this  line. 

The  wholesale  trade  will  find  it  to  their  advantage  to  offer  many 
new  ideas  in  men’s  shoes  if  they  can  find  them.  Rather  than  wait 
until  mid-summer  for  this  movement,  it  appears  as  if  it  would  be 
a particularly  good  idea  for  shoe  manufacturers  to  show  many 
decidedly  new  features.  In  fact  it  appears  as  if  this  would  be  the 
only  means  of  putting  punch  into  the  sale  of  men’s  shoes  for  Fall. 
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The  “Maryon”  Shoe 


A Highly 
Specialized  Line 

of 

Women’s  McKays 

in  the 

Better  Grades 
Featured 
Exclusively  in  all 
Colors 

Of 

J/ofe  Kid 


A stylish  high-grade  shoe 
you  need  for  Spring  Trade 


LACHANCE  & TANGUAY  QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal’’  when  waiting  an  advertiser 
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SHOE  FACTORIES  IN  QUEBEC 


Copyright,  Canada.  1920,  by  the  Acton  Publishing  Co..  Limited,  Toronto 
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ONES1ME  GOULET 

575  St,  Valier  St,  Quebec 


Many  of  the  new  ideas  for  Fall  have  been 
added  to  our  line,  bringing  it  in  line  with  the 
demand  for  more  novel  Shoes. 


You  will  appreciate,  too,  that  in  every  way, 
the  Goulet  Shoes  are  better  value. 


A typical  Women's  Mock  Welt  by 
Goulet — 8-inches  high  with  Military 
or  Cuban  Heel. 


Men’s  and  Boys’  Welts,  Women’s  Mock  Welts, 
McKays  and  Standard  Screw  for  Men,  Women, 
Misses,  Boys,  Youths  and  Children. 

A solid  line  of  Pegged  Shoes  for  Men  and  Women. 


llllllllllllllllllllllllllllli 

n 

1 

Medium  McKays 

For  Women,  Misses  and  Children 

To-day,  with  its  demands  for  a 
lower  price  shoe,  you  will  see 
many  items  in  our  samples  which 
will  interest  you. 

We  believe  we  are  safe  in  saying 
that  we  have  a line  which  you  can 
use  as  a leader  in  this  class  of  shoe. 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 

1 

§ 

Liiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiin ^ 

i 

TWO  PLANTS 


With  a daily  capacity  of  over  40,000  pairs  of 
heels  enable  us  to  serve  you  in  an  exception- 
ally efficient  manner  with 

LOUIS  HEELS  BLOCK  HEELS 
or  MILITARY  HEELS 

ANY  SHAPE  AND  ANY  HEIGHT 


Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  St,  Valier. 

Clement,  Oscar,  234  St.  Helene. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Eichard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  l’lncarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


IMITED 


Known  Uniform  Quality 

Glazed  Kid 

Side  Leathers 

Glove  Leathers 

MONTREAL  and  QUEBEC 


LEATHER  * FINDINGS 
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Men  Wanted 

Business  on  the  Move  Stocks  Moving 
and  Profits  Improving 

UNDOUBTEDLY  business  is  on  the  move.  And  men 
are  needed.  And  men  are  hard  to  get.  There  is  a 
call  for  men  and  those  who  have  the  makings  of  men 
in  their  make-up. 

A few  years  ago  when  it  was  the  common  experience 
of  the  many  regardless  of  merit  to  get  a job,  to  hold  a “job” 
or  to  take  orders  on  every  hand  seemed  to  have  robbed  the 
trade  of  much  initiative.  The  years  of  prosperity  acted  as 
a sleeping  potion  to  mechanic,  salesman  and  executive. 

Last  summer,  with  a sickening  thud,  wc  rolled  off  the 
soft  couch  of  ease  and  awoke  on  the  unaccustomed  hard, 
cold  floor.  Some  were  in  a heavy  stupor  from  which  it 
has  been  a slow  job  to  awake.  Others,  having,  perhaps, 
indulged  more  sparingly  in  the  opiate,  or  not  having  allowed 
the  prosperity  to  numb  their  faculties,  have  been  “on  the 
job”  without  a let  up.  When  business  opened  up  around 
January,  the  salesmen  in  this  latter  group  were  on  their 
toes  and  getting  good  business.  Wide-awake  executives 
saw  orders  coming  in  and  efficient  workmen  began  to  manu- 
facture better  shoes  in  their  respective  grades  than  were 
ever  produced  in  Canada  before.  The  merchant  who  had 
been  keen  enough  to  place  business  early  enough,  received 
fine  shoes  in  which  he  could  positively  enthuse.  His  better 
clerks  got  into  their  stride  and  were  turning  in,  this  spring, 
enviable  weekly  sales  records. 

Wc  know  all  of  the  foregoing  to  be  based  on  facts.  Of 
course,  good  business  is  not  what  it  was  in  1919,  and  thank 
Heaven  for  it.  But  there  is  here  today  good  business  for 
summer  and  fall  placing,  for  the  men  with  sufficient  heart 
to  go  after  it.  There  is  good  business  for  spring  and  summer 
for  the  merchant  who  has  bought  the  goods  to  sell.  In 
short,  the  manufacturer  and  the  merchant  with  the  goods, 
and  the  men  will  get  fair  business. 

We  made  this  last  statement  to  a manufacturer  recently. 
He  countered  with  the  remark  that  those  producing  novelty 
lines  in  women’s  shoes  were  the  only  ones  to  get  orders. 
At  first  glance  it  might  seem  as  if  he  were  correct  -there 
was  such  a rapid  sale  for  sabots,  straps,  etc.  But  in  closer 
analysis  wc  find  that  a maker  of  men’s  fine  shoes  in  western 
Ontario  was  making  a fair  number'  of  shoes.  We  found  in 
the  same  territory  a maker  of  staple  men’s  shoes  who  was 
doing  business  at  a profit.  We  found  a maker  of  staple 
women’s  shoes  getting  orders.  At  the  time  this  is  written, 
all  of  these  factories  report  that  their  men  are  taking  orders 
for  fall  in  fair  quantities.  In  the  province  of  Quebec,  here 
we  find  the  same  conditions— some  doing  business  at  a 
profit  no  matter  whether  they  produce  staples  or  novelties. 
With  (the  merchants  Jit  is  the  same  story,  f On  personal 


CHAS.  E.  ROY  & CO. 

(REG.) 

DEALERS  IN 

New  and  Second-Hand  Machinery 

Leather  and  Shoe  Finding* 

Let  us  know  your  requirements 
We  may  have  what  you  want 

31  Colomb  St.  QUEBEC  CITY 


investigation  we  find  that  by  far  the  greater  number  are 
now  making  money  and  moving  their  stock. 

A still  closer  analysis  will  give  the  reasons  for  the 
activity  shown — it  is  a case  of  men.  In  any  factory  that  is 
operating  about  thirty  per  cent,  of  capacity,  we  found 
cither  one  or  two  of  the  salesmen  producing  practically  all 
of  the  business.  Or  some  new  selling  idea  had  been  developed 
which  effected  only  a portion  of  the  sales.  If  operations 
were  less  than  twenty-five  per  cent,  of  capacity,  the  lines 
have  been  open  to  criticism  as  well  as  the  men . 

The  same  remarks  apply,  generally,  whether  the  maker 
sell  direct  to  the  merchant  or  through  the  jobber,  except 
that  so  many  of  the  shoe  wholesalers  were  caught  with 
heavy  stocks  that  they  could  not  buy  staples  in  large  quan- 
tities, or  men’s  welts  at  all.  However,  here,  too,  we  find 
several  factories  who  sell  exclusively  to  the  jobbers  who  have 
been  and  are  busy  because  they  have  developed  novelty 
lines  that  the  wholesaler  seized  to  liven  up  his  business. 
The  condition  of  manufacturers  in  this  class  is  “spotty” 
too,  because  of  the  outstanding  merit  of  some  one  man  or 
some  few  men. 

We  find  a striking  emphasis  of  this  work  of  men  in  the 
men’s  welt  field,  where  it  has  been  commonly  reported  that 
there  was  “nothing  doing.”  In  spite  of  this  supposed 
stagnation  we  find  some  salesmen  who  sell  direct  to  the 
merchant,  turning  in  fair  business,  some  who  sell  to  the 
jobber  filling  out  large  order  sheets  and  others  doing  noth- 
ing. In  some  cases  the  business  is  a tribute  to  the  sales- 
man and  superintendent  combined;  but  in  all  cases  some 
man  or  couple  of  men  have  “put  it  over.” 

Generally  speaking,  those  with  the  shoe  in  demand, 
backed  by  a regular,  honest-to-goodness  salesman,  got  more 
than  their  average  percentage — -whether  of  men’s  or  women’s 
shoes. 

The  coming  season  is  certain  to  be  a repetition  of  the 
past  in  this  respect.  There  will  be  placing  for  summer  and 
in  the  late  spring  there  will  be  more  placing  for  fall.  In 
women’s  shoes,  the  merchant  will  buy  twice  before  fall — 
and  probably  in  men’s  lines  as  well.  The  jobber  will  do 
the  same. 

It  will  be  a grave  error  to  change  prices  in  mid-season, 
and  wc  understand  that  most  manufacturers  have  already 
decided  to  figure  their  lines  as  low  as  possible  in  April — 
trying  to  figure  how  little  the  merchandise  can  be  sold  for, 
rather  than  how  much. 

The  makers  of  staple  will  show  many  refinements. 

The  maker  of  men’s  welts  who  wants  or  expects  business 
will  not  offer  his  former  conservative  line.  He  will  show 
at  the  beginning  the  new  ideas  that  are  sure  to  be  sellers . 
He  will  show  a lighter  brown  than  has  been  the  custom. 
This  applies  whether  selling  jobber  or  merchant. 

The  women’s  McKay,  welt  and  turn  manufacturers  who 
are  going  after  orders,  are  going  to  show  the  best  fall  line 
that  has  ever  been  offered  the  trade. 

Bar'k  of  all  this  will  be  the  story  of  men.  Never  was 
it  more  important  to  have  the  up-standing,  optimistic,  keen 
salesman  accompany  the  shoe  trunks  wherever  they  go. 

Merchants  have  experienced  quite  good  business,  and 
are  in  a position  to  buy  the  right  merchandise  at  the  right 
price.  Shoe  for  shoe  and  house  for  house,  the  real  salesman 
will  get  his  own  share  and  much  of  that  which  should  go 
elsewhere  if  the  other  line  were  “right”  or  properly  repre- 
sented. 


A group  of  French  shoe  manufacturers  have  made 
arrangements  to  exploit  the  market  in  Russia  for  shoes  of 
all  types,  from  novelty  shoes  to  staple  boots.  A mission 
has  already  left  France  taking  samples  to  Rusisan  points. 
It  is  said  that  satisfactory  credit  arrangements  have  been 
made, ""and  it  is  expected  that  good  business  will  result. 
The  export  organization  formed  is  a permanent  body,  and 
will  be  used  for  the  furthering  of  French  trade  in  all  markets. 
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VTOU  will  see  many  Ball  Straps  and  many  Saddle  Straps  this 
season — in  both  men’s  and  women’s  lines. 

Because  such  will  be  the  fashion  for  Fall. 

The  shoe  wholesaler  who  carries  this  line  of  ours  along  will  be 
certain  of  rapid  sales,  because  it  will  be  recognized  on  sight  as  the 
top  mark  in  value  in  the  present  style. 


DUCHAINE  & PERKINS  LIMITED 

Quebec,  P.Q. 


Mention  “Shoe  and  Leather  Journal''  to  hen  writing  an  advertiser 
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/T'HIS  man's  ball  strap,  with  variations  of  it,  is  leading 
A in  sales  everywhere. 

You  will  notice  that  it  combines  the  plainness  demanded 
by  the  better  dressed  men  with  the  new  ideas  of  today. 
It  is  this  kind  of  merchandise,  rather  than  extreme 
styles,  that  men  want. 


LAGACE  & LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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'TMHE  new  lines  for  both  men  and 
A women  are  a true  expression  of  the 
newest  in  style. 

We  have  not  gone  to  the  extremes 
which  savor  of  “circus  methods,’’  but 
offer  you  this  season  several  numbers 
which  will  sell  wherever  you  show  them. 

We  are  still  making  strap  pumps,  and 
have  added  many  variations  of  saddle 
strap  to  our  women's  lines  in  Black, 
Dark  Brown  and  Tan. 

The  men’s  lines  offer  special  ideas  that 
will  stir  up  real  business  in  this  depart- 
ment. 


LAGACE  & LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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qpHE  Tanguay  line  of  sporting  shoes-  Hockeys,  Football,  Golf  and 
A Ski  boots — has  come  in  for  increasing  appreciation  by  the 
trade. 

Special  attention  to  those  features  which  are  necessary  in  these 
shoes  has  won  the  approval  of  the  wholesale  and  retail  trade. 

There  is  nothing  in  this  line  that  we  cannot  make  to  your  entire 
satisfaction. 


JOS.  TANGUAY 

34  King  St.  (cor.  St.  Dominique),  Quebec,  Que. 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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'Y' AN  GUAY  staples  are  decidedly  rugged  in  their  quality.  They 
are  made  to  give  longer  wear  than  usual — to  receive  rougher 
wear  than  the  ordinary. 

Our  lasts  have  particularly  good  fitting  qualities  to  begin  with. 
And  the  trade  will  admit  we  are  careful  in  leather  selections. 

The  shoes,  then,  are  well  made,  and  we  sincerely  try  to  deliver 
when  ordered. 


JOS.  TANGUAY 

34  King  St.  (cor.  St.  Dominique),  Quebec,  Que. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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HpHE  Marois  line  of  women's  McKays  and  Welts  is  showing  all 
the  new  features  in  demand  for  Summer  and  Fall. 

Ball  Straps,  Saddle  Straps,  one,  two  and  three  strap  pumps,  and, 
where  needed,  specialties  based  on  the  brogue  idea. 

Shoe  wholesalers  and  large  buyers  are  finding  our  designs  and  prices 
very  interesting. 


A.  E.  MAROIS  LIMITED 

QUEBEC 

Permanent  Sample  Room:  137  McGill  Street.  MONTREAL 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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A.  E.  MAROIS  LIMITED 

QUEBEC 

Permanent  Sample  Room:  137  McGill  Street,  MONTREAL 


The  Ball  or  Saddle  Strap  is  the  best  offering  of  the  season.  It  is 
already  proven  a big  seller  in  lighter  colors  than  worn  last  season. 


In  the  specials  we  offer  you  will  see  much  good  shoe-making  and 
quite  reasonable  prices. 


M EN’S  sales  only  need  the  stimulus  of  new  ideas  and  we  are 
offering  many  that  are  certain  to  stir  up  trade. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Centaur  Surface  Kid  is  a unique  product — not  a substitute  for 
any  other  leather. 

Because  of  its  different  and  superior  qualities  and  to  distinguish 
it  from  much  of' the  inferior  Surface  Kid  that  has  been  marketed, 
we  have  chosen  this  distinctive  name. 


Lucien  Borne 

QUEBEC 


Mention  “Shoe  anil  leather  Journal”  token  tenting  an  advertiser 
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Because  Centaur  Surface  Kid  has  such  a wonderfully  lustrous 
appearance;  because  of  its  velvetty  qualities;  because  of  its  fine 
grain;  because  it  never  turns  grey;  because  it  never  will  scuff, 
good  makers  use  it  in  good  shoes 


Lucien  Borne 

QUEBEC 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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'y^/'HILE  offering  the  many  new  ideas  that  will  increase  business 
for  Fall  we  have  kept  the  high  ideal  of  good  shoemakers 
always  before  us. 

There  is  no  "ginger-bread  stuff"  among  the  new  samples  of  ball 
straps. 

But  there  is  plenty  of  style  in  the  new  lasts  and  patterns  plus 
excellent  shoe-making. 

We  urge  the  early  placing  of  business  to  avoid  late  deliveries. 


The  John  Ritchie  Co.  Limited 

QUEBEC,  QUE. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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No.  66/ . Mahogany 
Calf  Saddle  Strap  Imi- 
tation Welt.  Beautifully 
made  to  retail  at  less 
than  $ 7.00 . 


T 


HE  Eastern  Canada  or  Cantin  line  has  in  one  season  become 
mown  as  the  snappiest  range  of  medium  priced  shoes. 


The  Fall  samples  are  beautiful  examples  of  good  shoes,  made 
fashionably,  to  sell  at  proper  prices. 


Eastern  Canada  Shoe  Co.,  Limited 

QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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No.  128a,  Football 
Foot,  combination  tan 
grain.  The  famous 
McGregor  style.  Note 
the  curved  rolled  shank 
and  the  solid  leather 
deals.  Using  only  solid 
leather  inner-soles  and 
box  toe. 

^pHE  Samson  line  of  Sporting  and  Hockey  boots  are  known  to  be 
without  superior  anywhere.  They  are  made  as  well  as  it  is 
possible  to  make  this  class  of  shoe. 

Merchants  will  do  well  to  ask  their  jobber  to  show  the  Samson  line. 


J.  E.  SAMSON,  ENR. 

20  Arago  St.  - QUEBEC 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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New  Ski  Boot.  Made 
from  extra  heavy  water- 
proofed leather  Full 

double  sole,  solid  heel.  Both  sole  and  heel  patterned  for  the  harness  on  all  ski-es.  Note  full 
bellows  tongue,  the  felt  top  piece  and  the  overlapping  of  top  and  upper  to  shed  water.  • 

^CCOMPANY  ING  a strong  line  of  sporting  and  staple  shoes 
this  Ski  Boot  is  a fitting  companion.  It  will  stand  the  most 
critical  inspection. 

It  is  important,  if  you  desire  merchandise  of  this  quality,  that  you 
insist  your  jobber  show  you  Samson's. 


J.  E.  SAMSON,  ENR. 

20  Arago  St.  - QUEBEC 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertise r 


154 


THE  SHOE  AND  LEATHER  JOURNAL 


ADVERTISING  INDEX 

(QUEBEC  CITY) 


Blouin,  Pierre.  139 

Borne,  Lucien  148,  149 

Children’s  Shoe  Mfg.  Co 138 

Duchaine  & Perkins 141 

Eastern  Canada  Shoe  Co  151 

Goulet,  Onesime.. 138 

Lachance  & Tanguay  136 

Lagace  & Lepinay. 142,  143 


Marois,  A.  E.,  Limited... 146,  147 

Quebec  Heel  Co.  Limited.  138 

Roy,  Chas.  E.  & Co  .....  140 

Ritchie,  John  C.,  Ltd  ...  150 

Samson,  J.  E.,  Enr  152,  153 

Stobo,  J.  M.,  Co.,  Limited  154 

Tanguay,  Jos 144,  145 

United  Shoe  Machinery  Co.  of  Canada,  Limited 134 


XXI E make  a strong  line  of 
* ^ Welts  of  the  better  kind 
for  Men,  Women  and  Misses,  as 
well  as  good  McKays  for  Men, 
Boys,  Youths,  Little  Gents, 
Women,  Misses  and  Children. 


See  the  new  ideas  we  have  in- 
troduced for  Fall.  We  believe 
that  you  will  agree  that  many 
of  them  are  just  the  patterns 
you  have  been  looking  for 
along  the  newer  lines. 


The  Stobo  Line  is  in  line  with  the  demam 
for  fashionable  shoes  at  reasonable  prices 


The  J.  M.  STOBO  CO.  Limited 


92  Araifo  Street 


Quebec 


_Vthe** 

|*WlNOS0te 


A.  SHOE** 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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When  Kendex  Insoles  arrive  in  your 
store , they  come  in  an  attractive  car- 
ton— a dozen  pairs  to  a carton  as- 
sorted as  you  wish — and  each  pair  is 
wrapped  as  shewn. 

SAMPLE  PAIR  ANY  SIZE 
FREE  ON  REQUEST. 


^lEG.IN 


HEN  DEi 


.Canada. 


The  Trouble  Proof 
Insole 


There  is  nothing  but  satisfaction  in  selling  as  well 
as  in  wearing  Kendex  Insoles. 

It  is  a credit  to  the  dealer  to  display  them  because 
they  are  neatly  wrapped  and  attractively  boxed.  It 
is  a pleasure  to  the  buyer  to  wear  them  because  their 
texture  and  their  non-conducting  features  mean  that 
most  desirable  thing  in  footwear — COMFORT. 
With  Kendex  there  is  no  discoloration  of  the  hose, 
no  matter  how  delicate  the  shade. 

We  guarantee  Kendex.  You  can  do  the  same  and 
it  will  fulfill  your  recommendation — invariably. 

IF  UNABLE  TO  GET  KENDEX 
FROM  YOUR  SUPPLY  HOUSE 
WRITE  US  DIRECT 


Kenworthy  Bros. 


of  Canada,  Limited 


St.  Johns 


P.Q. 


Mention  “Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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SERVICE  AND  PROFIT  IN  THE  RETAIL  BUSINESS 

( Continued  from  page  iij) 

He  should  see  to  it  that  he  gets  acquainted  with  his  customers 
and  his  trade,  and  that  he  utilizes  every  opportunity  of 
increasing  that  acquaintanceship.  We  all  admire  a “live 
wire.”  We  admire  a fellow  with  lots  of  pep  and  ginger,  one 
who  by  his  appearance  looks  prosperous  and  is  prosperous, 
who  keeps  his  store  right  up  to  snuff,  who  is  ahead  of  the 
times,  who  looks  after  all  details,  takes  care  of  selections, 
sees  that  his  trade  is  well  t ken  care  of,  is  up  to  date  in  his 
advertising,  sees  that  his  score  is  clean  and  attractive  and 
that  people  get  a nice  reception  when  they  come. 

We  talk  about  the  bugaboo  of  mail  order  and  large 
metropolitan  competition.  There  should  be  no  competition 
to  the  man  who  is  actually  on  the  ground,  who  is  able  in 
this  day  and  age  to  connect  himself  with  the  livest  whole- 
sale institutions  in  the  country  and  who  has  the  tremendous 
advantage  of  personal  contact  with  his  tride. 

The  reason  the  mail  order  houses  are  so  successful  is 
because  the  average  merchant  sits  back  and  lets  them  come 
in  and  take  the  trade  away  from  him  without  any  visible 
sign  of  protest.  The  mail  order  houses  are  big  metropolitan 
retail  stores  but  instead  of  selling  over  the  counter  they  sell 
through  the  mail  to  your  trade,  and  while  perhaps  you  cannot 
show  as  large  assortments  as  they  show  in  their  catalogues, 
nevertheless  you  cm  carry  assortments  that  will  meet  with 
the  reasonable  demands  of  your  trade  and,  in  addition, 
you  have  the  advantage  of  being  right  on  the  spot. 

The  greatest  attraction  to  any  store  is  quality.  Quality 
in  service  is  as  necessary  as  quality  in  merchandise.  The 
customer,  upon  entering,  should  immediately  be  met  by  some 
one  who  knows  how  and  has  the  personality  to  meet  trade 
and  conduct  it  through  so  that  he  or  she  may  not  have  a 
chance  to  become  tired  out  by  lack  of  courtesy  or  slow  atten- 
tion. 

Adopt  a liberal  policy  of  adjustments  and  complaints 
from  customers;  make  one  price  to  all,  charging  interest  on 
accounts  carried  over  the  regular  30  or  60-day  period;  be 
absolutely  on  the  square — customers  will  soon  find  out  and 
you  will  profit  or  suffer  according  to  your  desserts. 

RAPID  STYLE  CHANGES 

( Continued  from  page  106) 

temperate  alteration  and  we  are  sure  every  merchant  will 
welcome  any  change  in  style  which  will  increase  his  volume 
of  business  without  serious  injury  to  present  stock.” 

Another  retailer,  doing  a business  of  a general  nature  in 
a live  town  of  nearly  fifty  thousand,  says:  “I  think  some 
standardization  should  be  done  on  certain  lines  and  styles 
of  shoes,  such  as  ladies’  Theos,  Juliets,  house  shoes,  also 
in  men’s,  so  that  the  cost  of  making  these  goods  and  getting 
them  to  the  consumer  would  be  reduced  to  a minimum. 
On  the  other  hand,  our  best  boots,  for  ladies  particularly, 
should  change  their  styles  frequently.  The  majority  of 
the  people  in  this  country  have  money  and  are  willing  to 
spend  it,  in  order  that  they  may  be  in  keeping  with  the  rest 
of  the  people.  I believe  that  the  shoe  man  who  does  not 
take  advantage  of  this  fact  is  flying  in  the  face  of  provi- 
dence.” 

Throughout  the  United  States  and  Canada  the  feeling 
is  very  strong  for  anything  that  will  stimulate  trade.  It  is 
generally  found  that  the  only  business  being  done  of  any 
account,  is  in  novelty  shoes.  The  attempt  is  also  being 
made  to  build  up  a permanently  active  business  in  men’s 
shoes.  Any  means  for  furthering  business  to-day  should 
receive  consideration  and  support  from  all  branches  of  the 
trade.  But  every  retailer  and  manufacturer  should  con- 
sider his  own  position  and  follow  the  line  in  keeping  with 
his  location  and  class  of  trade.  With  the  fixed  determina- 


tion to  build  carefully  for  the  future,  and  avoid  pitfalls, 
live  dealers  can  make  of  present  unprecedented  conditions 
work  for  their  advantage. 

CANADIAN  STYLES 

( Continued  from  page  102) 

that  colors  will  gradually  weaken,  and  black  shoes  come 
back  strong.  The  growing  inclination  for  patent  leather 
may  also  show  a fall  tendency.  The  thoughtful  dealer, 
therefore,  is  watching  his  stocks  very  closely,  and  while  it 
is  safe  and  wise  to  buy  a goodly  proportion  of  staple  goods, 
the  novelty  question  must  be  reviewed  from  day  to  day. 

Travellers  have  had  fair  success  and  in  some  cases  excel- 
lent orders  with  fall  samples  of  men’s  shoes.  The  darker  shades 
of  brown  are  giving  way  to  tan.  The  straight  English  last 
continues  in  favor.  Plain  shoes  in  black  or  tan,  with  a toe 
that  is  more  rounded,  and  in  some  cases  with  the  square 
toe  with  French  effect  are  shown.  The  more  snappy  lines 
involve  the  ball  strap  and  have  plenty  of  pinkings  and 
perforations.  These  have  already  taken  hold  and  will  be 
very  much  in  evidence  in  the  fall.  This  is  a good  time  for 
the  retailer  to  lay  his  plans  for  co-operation  with  manufac- 
turers of  men’s  shoes  by  evolving  schemes  for  increase  of 
pairage.  A short  campaign  of  education  would  undoubtedly 
persuade  many  customers  to  outfit  themselves  with  a series 
of  shoes  suitable  for  various  occasions. 

MR.  C.  K.  CHISHOLM 

( Continued  from  page  117) 

some  thirty  years  ago.  This  is  the  same  “Ken”  Chisholm, 
more  mature,  but  applying  the  same  principles  of  aggres- 
siveness, keenness,  and  sportsmanship  to  the  shoe  business, 
that  stood  him  in  good  stead  on  the  playing  field. 

Mr.  Chisholm’s  first  business  training  was  received  in 
his  uncle’s  general  store  in  Brampton,  Ontario.  At  that 
time  he  interested  himself  in  the  shoe  end  of  the  business, 
while  his  brother,  H.  M.  Chisholm,  specialized  in  dry-goods. 
Seeking  wider  fields  he  went  to  Cleveland,  where  he  was  with 
N.  0.  Stone  & Co.,  shoe  retailers.  Later,  he  travelled 

for  the  J.  E.  Tilt  Shoe  Co.,  of  Chicago,  and  J.  P.  Smith  8c 

Co.  of  Chicago. 

In  1900  he  joined  his  brother  in  a venture  of  their 
own  in  the  retail  shoe  field  at  Cleveland.  Their  success  is 

evidenced  by  the  fact  that  they  now  have  three  stores  in 

Cleveland,  and  also,  under  the  name  of  the  D.  & C.  Shoe 
Co.,  stores  in  Toledo,  Detroit,  and  Grand  Rapids.  Of 
both  these  companies,  Mr.  C.  K.  Chisholm  is  president. 
They  specialize  in  popular  price  merchandise  in  all  their 
stores,  and  attribute  their  success  to  the  fair  and  honest 
treatment  they  have  always  given  their  customers. 

The  high  respect  he  has  achieved  as  a shoe  dealer  and 
as  a man  was  shown  by  his  selection  in  1918  as  chief  of  the 
Retail  Boot  and  Shoe  Bureau  of  the  War  Industries  Board 
at  Washington.  To  this  responsible  field  he  carried  the 
same  principles  and  ability  as  have  characterized  his  com- 
mercial career. 

Canadian  retailers  attending  the  Convention  will  have 
the  opportunity  of  meeting  and  hearing,  therefore,  not  only 
a clever  merchant,  and  leader  of  American  shoe  thought, 
but  also  another  of  the  many  Canadians  who  reflect  lustre 
on  this  country  by  their  success  abroad. 

MONTREAL  OFFICES  OF  PIERRE  BLOUIN,  LIMITED 

Pierre  Blouin,  of  Quebec,  have  moved  their  Montreal 
offices  from  59  St.  Peter  street,  and  are  row  situated  at 
256  Lemoine  street.  These  new  premises  afford  them  an 
unusually  good  location  and  they  are  in  a better  position 
to  display  samples  of  their  lines  of  glazed  kid,  side  leather, 
glove  leather,  and  findings. 
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The  sShoe  Repair  Man 


Shoe  Repair 
Accounting 

Every  Repair  Man  Should  Follow  His  Pro- 
gress— Simple  System  of  Accounting  Shown 

THE  shoe  repair  man  is  too  apt  to  regard  the  keeping 
of  accounts  as  an  unnecessary  evil.  Most  of  the 
business  is  done  on  a cash  basis,  and  bills  for  goods 
as  well  as  customers’  accounts  are,  as  a rule,  settled  for  cash. 
Nevertheless  no  modern  repair  establishment  can  expect 
to  grow  and  do  a successful,  paying  business  without  some 
system  of  accounting. 

First  of  all  every  shop  should  have  a record  of  its 
equipment  if  only  for  insurance  purposes,  and  to  this  should 
be  added  an  account  from  time  to  time  of  stock  on  hand. 
There  should  also  be  some  system  of  checking  materials 
and  supplies  coming  in  as  well  as  of  work  done  and  sent  out. 

In  very  exceptional  cases  would  a book-keeper  be 
necessary,  although  no  doubt  someone  could  be  employed 
for  a few  hours  a week  to  install  and  maintain  an  effective 
stock  and  book-keeping  method.  The  average  shoe  repair- 
man, capable  of  building  up  a good  going  business,  ought  to 
be  able  to  take  care  of  this  matter  in  a few  minutes  each 
day  when  a simple  system  is  installed.  This  is  the  only 
way  to  know  what  the  business  is  doing  and  what  progress 
is  being  made. 

These  days  the  man  who  trusts  to  luck  and  follows 
slipshod  methods  is  sure  to  be  outdistanced  by  competitors 
if  not  put  on  the  rocks  by  carelessness  in  his  book-keeping 
methods.  Every  business  should  have  a record  of  some 
kind  showing  at  stated  periods  the  cash  and  stock  on  hand, 
machinery,  debts  owing,  accounts  receivable  and  cash  in 
hand.  It  is  a simple  thing  every  month  to  revise  these  and 
see  what  progress  has  been  made  and  a balance  struck  for  a 
fresh  start 

There  should  be  a cash  register  showing  what  cash  is 
received  each  day  and  what  is  paid  out,  so  that  at  the  end 


of  any  month  the  growth  of  the  business  may  be  seen  and 
a check  provided  on  expenses.  An  ordinary  cash  book  with 
one  side  for  the  receipts  and  the  other  for  the  expenditures 
will  serve  the  purpose,  and,  while  it  is  a wise  thing  to  have 
the  record  in  ink,  if  possible,  a lead  pencil  will  serve  the 
purpose  so  long  as  the  book  is  carefully  kept  and  balanced. 
In  this  record  the  proprietor  should  allow  himself  wages  or 
salary  and  enter  in  every  item  of  actual  expense  such  as 
rent,  insurance,  advertising,  paper,  twine  and  anything  else 
that  may  be  included  in  the  expense  of  doing  business. 
It  is  only  after  paying  himself  just  wages  that  a man  can 
tell  what  he  is  making. 

Two  files  should  be  kept,  one  for  paid  bills  and  one 
for  unpaid  accounts  or  invoices,  and  goods  should  be  checked 
up  as  soon  as  they  come  in,  and  where  shortages  are  noticed, 
claims  should  be  made  at  once  and  any  mistakes  rectified. 
It  is'  a good  thing  to  keep  at  the  back  of  the  cash  book  an 
account  where  payments  on  account  of  machinery  and 
equipment  may  be  entered,  and  at  the  end  of  a month  or  a 
'year  the  machinery  and  equipment  account  checked  • up 
when  taking  stock  for  the  period. 

A day  book  similar  to  the  cash  book  should  be  kept 
where  a credit  business  is  done  so  that  an  account  may  be 
kept  regularly  for  sales  other  than  those  for  cash. 

Some  time  ago  we  referred  to  a book  issued  by  the 
Trade  Promotion  Bureau  of  the  National  Leather  and 
Shoe  Finders’  Association  of  the  United  States  that  affords 
valuable  suggestions  and  assistance  to  repair  men  along  this 
line,  and  we  reproduce  herewith  a couple  of  pages  from 
same  with  the  kind  permission  of  the  Association. 

The  first  form  shows  the  condition  of  the  business  at 
the  beginning  of  the  period  when  this  system  is  started, 
that  is,  at  the  end  of  any  given  month.  The  other  two 
forms  are  sufficient  to  cover  all  the  information  each  month, 
new  sheets  being  necessary  monthly.  In  addition  to  these 
sheets  all  that  is  required  is  a memorandum  book  in  which 
are  kept  in  different  sections,  the  following  items: 

1.  The  materials  you  buy  (whether  for  cash  or  on 
credit). 

2.  How  much  you  pay  on  account  of  these  materials. 


CONDITION  OF  BUSINESS  Date  19 


ASSETS 

DEBTS 

_ . _ . . _ .....  { 

Cash  in  Bank 

Owe  on  Machinery 

| 

Cash  on  Hand 

Tools 

1 - 

Fair  Value  on  Machinery 

Furniture 

Tools 

Materials 

Furniture 

Materials  on  Hand  (cost  price) 

Accounts  due  from  Customers 

Finished  Work  (uncalled  for) 

Present  Net  Worth  (Difference  between  Assets  and  Debts) 

Total 

Total 

NOTE:  After  you  have  filled  in  the  various  items  of  ASSETS  and  DEBTS  add  both  columns  and  DEDUCT  the  DEBTS  FROM  THE  ASSETS. 

The  difference  will  show  your  NET  WORTH.  Enter  this  amount  on  the  line  marked  "Present  Net  Worth."  Then,  add  the  two  columns 
. and  their  totals  must  agree. 


158 


THE  SHOE  AND  LEATHER  JOURNAL 


3.  How  much  you  owe  on  machinery  and  tools. 

4.  How  much  you  pay  each  month  on  machinery  and 
tools. 

5.  How  much  you  owe  on  your  furniture. 

6.  How  much  you  pay  each  month  on  your  furniture. 

7.  The  credit  you  give  to  customers. 

8.  What  you  collect  from  these  customers. 

Keep  a record  of  some  kind  of  all  cash  sales,  so  that 
at  the  end  of  each  day  you  know  what  your  total  cash  sales 
have  been.  Cash  received  for  work  already  done  is  a “cash 
sale.” 

In  the  back  of  the  book  the  following  wise  hints  are 
given : 

First  of  all  upon  the  last  day  of  the  month  commencing 
your  record  find  out  the  conditions  of  your  business  accord- 
ing to  the  form  provided: 

Be  sure  to  always  carry  sufficient  insurance. 

Discounting  your  bills  is  a saving  of  money;  prevents 
you  from  overbuying;  stops  waste  in  materials;  keeps  your 
stock  fresh  and  up  to  date  and  gives  you  a good  standing 
with  your  jobbers. 

Build  up  a parcel  post  trade  with  people  in  the  outlying 
districts.  A little  advertising  will  do  this. 

It  pays  to  spend  a little  of  your  profit  in  advertising. 


You  can  advertise  in  many  ways — by  circular,  in  the  moving 
picture  houses,  in  the  newspapers,  in  the  street  cars,  etc., 
etc. 

If  you  are  in  a neighborhood  where  your  customers 
have  telephones  in  their  homes,  you  should  also  have  one. 
Let  your  patrons  know  that  you  have  it  and  ask  them  to 
call  you  up  and  tell  them  you  will  call  for  and  deliver  the 
work. 

We  will  be  glad  to  put  repair  men  in  touch  with  the 
publishers  of  the  account  book  referred  to,  or  will  procure 
same  for  them  if  they  write  us. 


TORONTO  REPAIR  ASSOCIATION 

The  regular  meeting  of  the  Toronto  Shoe  Repairers’ 
Association  was  held  on  Thursday  evening,  April  14th,  with 
the  president.  Mr.  S.  Burnett,  in  the  chair.  After  the 
transaction  of  general  business  a presentation  was  made  to 
Mr.  H.  E.  Carley,  past  vice-president  of  the  Association. 
This  took  the  form  of  an  Association  emblem.  The  pre- 
sentation was  made  by  the  president,  who  expressed  in  suit- 
able terms  the  appreciation  of  the  members  for  the  valuable 
services  performed  by  Mr.  Carley. 

Taking  up  the  question  of  the  Convention  for  this 
summer,  it  was  decided  to  extend  a formal  invitation  to 
the  other  Associations  to  have  their  gathering  in  Toronto 
on  the  dates  decided,  July  27th  and  28th.  In  order  that 


Month  .19 


Day 

This  column  is  for  cash  sales  only.  Cash  received  for  work 
• already  done  is  a "Cash  Sale" 

Day 

This  column  is  only  for  expense  items  which  are  paid  in  cash 
or  check,  but  not  for  material 

1 

Total  Cash  Sales  for  this  day 

Paid  for  Rent  for  Month 

2 

3 

Light  and  Power  for  Month 

— 

Heat  for  Month 

4 

Insurance  (one  month) 

5 



Tax  or  License  (one  month) 

6 

Wages  1st  week 

— 

7 

2nd  week 

8 

3rd  week 

9 

4th  week 

10 

5th  week 

11 

Express  or  Freight 

12 

Postage 

13 

Other  Expense  Items  on  lines  below 

14 

15 

16 

17 

18 

19 

20 

21 



22 

23 

24 

25 

26 



27 

28 

29 



Charge  off  on  Machinery,  1% 

30 

“ “ Tools,  1% 

— 

31 



" “ Furniture,  1% 

This  total  goes  in  Gain  or  Loss  column 
on  line  2,  opposite  page 

This  total  goes  in  Gain  or  Loss  column 
on  line  7,  opposite  page 
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requisite  funds  might  be  forthcoming  a special  finance 
committee  was  appointed. 

Considerable  discussion  centred  around  a member- 
ship rally,  with  a view  to  reviving  interest  of  all  present 
and  past  members  of  the  Association. 

Messrs.  Butterworth,  Hendry  and  Skilling  are  leaving 
for  England  very  soon,  and  as  they  expect  to  meet  in  Eng- 
land, they  were  deputed  to  represent  the  Association  in 
visiting  the  National  Federation,  members  of  which  visited 
Toronto  last  year. 


REPAIRING  ON  A LARGE  SCALE 

A shoe  repair  shop  in  Philadelphia  does  a business  of 
nearly  $1,000  a day,  a total  of  $250,000  annually,  says  the 
Boot  and  Shoe  Recorder.  That’s  a bigger  business  in 
repairing  shoes  than  some  stores  do  in  selling  shoes. 

The  proprietor  expects  in  the  future  to  repair  from 
1,500  to  2,000  pairs  of  shoes  daily  and  to  do  an  annual 
business  of  from  $500,000  to  $600,000,  which  is  larger  than 
the  business  of  some  shops  making  shoes. 

This  repair  shop  now  employs  90  persons,  75  of  whom 
are  shoe  repairers. 

The  proprietor  says  there  are  1,400  repair  shops,  big 


and  little,  in  Philadelphia,  and  that  they  do  a business  of 
from  $8,000,000  to  $10,000,000  annually. 

The  proprietor,  by  the  way,  started  shining  shoes. 


UNIVERSAL  MACHINE’S  NEW  CATALOGUE 

The  Universal  Shoe  Machinery  of  Canada,  Limited, 
has  just  issued  a handsome  catalogue  showing  their  Stitchers, 
Finishers,  Skate  Grinders,  parts,  etc.  The  catalogue  is 
about  ten  inches  by  seven  inches,  printed  on  heavy  coated 
paper  which  allows  fine  cuts  to  be  used  to  advantage.  The 
cover  and  pages  carry  the  company’s  slogan,  “Best  in  the 
long  run”  in  a prominent  way.  This  catalogue  should 
result  in  considerable  business  for  the  Universal  Company. 

The  Atwater  Shoe  Repair  Shop,  of  615  Atwater  avenue, 
Montreal,  are  putting  in  a new  model  F.A.  “Universal” 
finisher  with  stitcher.  This  machine  has  a full  sanding 
equipment  consisting  of  two  nine  by  eleven  inch  flat  bot- 
tom. sanders,  one  shape  O.G,  one  shape  B,  one  shape  F.S. 
and  one  special  protected  edge  sander.  Also  carries  heel 
breaster  edge  trimmer,  edge  setter  and  a special  burnish- 
ing equipment  composed  of  one  bottom,  two  flat  heel,  one 
shank  and  one  French  heel  burnisher.  As  an  added  feature 
the  machine  carries  a heel  beading  tool. 


Month ...19 


NOTE:  This  space  is  intended  to  show  the  GAIN  or  LOSS  on  your  month's  business. 
Fill  it  out  at  the  END  of  each  month 


1 

Material  on  hand  (see  Inventory  below) 

S 

Material  on  hand  1st  of  this  month 

2 

Cash  Sales  (See  total  in  first  column  on  opposite  page) 

6 

Material  bought  this  month  (See  your  memorandum  book) 

3 

Credit  Sales  (Work  done  during  month  not  paid  for) 

7 

Expense  (See  total  in  second  column  on  opposite  page) 

4 

Loss  for  this  month 

8 

Gain  for  this  month 

Total 

Total 

NOTE : After  filling  in  the  items  on  lines  1-2-3-5-6-7,  add  the  two  columns.  The  difference  between  the  figures  will  show  the  GAIN  or  LOSS. 
If  a loss,  place  the  difference  on  line  4.  If  a gain,  place  difference  on  line  8.  Then  add  both  columns  and  they  must  agree. 


NOTE:  This  space  is  intended  to  show  the  PRESENT  NET  WORTH  of  your  business. 
Fill  it  out  at  the  END  of  each  month. 


9 

Cash  in  bank  (Get  balance  from  stub  in  check  book) 

16 

Owe  on  Machinery  and  tools 

10 

Cash  on  hand 

17 

Owe  on  Furniture 

11 

Machinery  and  Tools  (see  inventory  below) 

18 

Owe  on  Materials 

12 

Furniture  (fair  valuation) 

(Get  above  amounts  from  your  memorandum  book) 

13 

Materials  (see  inventory  below) 

14 

Accounts  due  from  customers  (See  your  memorandum  book) 

19 

Present  net  worth 

IS 

Finished  work  uncalled  for 

Total 

Total 

NOTE:  Fill  in  the  above  items.  Then,  place  the  difference  between  the  totals  of  each  column  on  line  19.  Then,  add  both  columns  and  they 
must  agree.  Get  item  for  line  9 from  your  check  book.  Get  items  for  lines  14,  16,  17,  18  from  your  memorandum  book. 


NOTE:  In  this  space  take  an  inventory  of  the  Materials 
you  have  on  hand  (cost  price). 

NOTE:  This  space  is  for  inventory  of  your  Machinery  and 
Tools.  Deduct  1%  each  month  for  wear  and  tear. 

Sole  Leather  Blocks  (cost  price) 

Stitcher  (present  value) 

Bends 

Finisher 

Strips 

Rollers 

Rubber  Heels,  Men's 

Skivers 

— 

Women's 

Sole  Cutters 

Upper  Leather  Skins 

Motor  ■ 

Patches 

Tools 

Finishing  Materials 

Sundries 



— 

Nails 

Thread 

Ink 

Total 

Wax 

Deduct  1%  for  wear  and  tear 

Sundries 

— 

— 

Place  this  total  on  line  13  above 

Place  this  total  on  line  11  above 
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MONTREAL  P.  Q. 
February  22nd  1921, 


Universal  Shoe  Macninery  of  Canada  Limited 

158  Queen  Street.  MONTREAL  P*  Q. 

Attention  W.  A.  Coles  Esq.  Manager. 

Gentlemen 

'We,  the  undersigned,  representative  shoe- rep  airmen  of 
the  City  and  District  of  Montreal,  have  personally  inspected,  examined 
and  operated  your  "New  Model  UNIVERSAL  curved  needle  and  awl  stitching 
machine"*  Said  tests  being  carried  out  under  actual  working  conditions 
on  both  new  and  repair  work* 

We  declare  that  the  above  mentioned  machine  operated 
entirely  to  our  satisfaction  and  that  it  proves  more  satisfactory  than 
recommended  by  you. 

It’s  appearance  is  artistic,  it's  wo rkmanship  appears 
to  be  of  the  very  best  and  it=s  general  construction  appears  to  be 
first  class  in  every  detail,  and  we  heartily  recommend  tnis  machine. 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Universal  Shoe  Machinery  of  Canada  Limited 

128  Queen  Street  - Montreal 


This  is  the  latest 
for  the  Modern 
Repair  Man 
Remember — 

No 

Royalty 

No 

Duty 

No 

Rental 


R 


un 


If  you  are  a live 
wire,  get  your  name 
here. 

We  want  more 
agents  to  sell  this 
great  machine. 

Quebec  City  Agent: 

J.  Beaulieu  & Co. 

450  ST.  VALIER 
Maritime  Province: 

H.  W.  Upham 

MONCTON,  N.B. 


Universal  Model  “S”  Stitcher 
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A REGINA  REPAIR  TAG 

In  our  March  15th  issue  we  reproduced  a labor  and 
time  saving  tag  used  by  a Providence  repair  man.  We 
show  here  a tag  used  by  Geo.  A.  Slaney  in  his  repair  estab- 
lishment in  Regina,  Sask.  Mr.  Slaney  believes  it  is  even 
more  efficient  and  satisfactory  than  the  Providence  tag. 
All  that  is  necessary  is  to  mark  the  required  information, 
as  to  work  done,  time  received,  price,  etc.  On  the  back  of 


Phones 


day  610^ 
NIGHT  5237 


g£o 


VE  YOUR  SHOES  REPAIRED  AT 

' A.  SLANEY’S 

RE  SIMA  SHOE  REPAIRING  SYSTEM 

1770  HAMILTON  ST. 


OWNER 

M I 


W 


Sewed  Soles  Rubber  Soles 

Nailed  Soles  Heel  Courtiers 

Heels  Insoles 

Horse  Shoes  Tongues 

Plates  Hooks 

Rips  Eyelets 

Patch  Stretch 

Buttons  Hammer  Down 

Button  Holes  Straps 

Toe  Caps  Buckles 

Pieces  on  Soles  Laces 

Bows 

Heel  Linings 
Heel  Caps 
Heel  Grips 
Studs 
Bars 
Dye 

Shoe  Shine 
Skates  Fitted 
Skates  Ground 
Scissors  “ 

//'to 

1-8  4J  TtfO 

2249 

HAVE  YOUR  SHOES  REPAIRED  AT 

GEO.  A.  SLANEY’S 

REGINA  SHOE  REPAIRING  SYSTEM 

1770  HAMILTON  ST. 

PHOnes|night  5237^0  2249 

GOODS  NOT  CALLED  FOR  IN  30  DAYS  WILL  BE  SOLD 

WE  MAKE  SHOES  TO 

ORDER 

SPECIAL  ATTENTION  GIVEN  TO 

HAIL  ORDERS 

the  part  which  is  torn  off  and  handed  to  the  customer  are 
some  suggestions  put  in  verse  form  and  arranged  as  follows: 

Dig  up  the  shoes  that  you  could  use,  if  they  were  put  in 
shape. 

Our  lightning  stitch  is  one  from  which  no  leather  can  escape. 
Come  in  and  see  the  shoes  that  we  can  straighten,  strong 
and  true. 

Tans  made  black,  we  leave  no  crack,  and  old  ones  look  like 
new. 

Our  price  is  right,  we  treat  you  white,  our  patrons  never  roar. 
Real  soles,  old  pard;  just  keep  this  card,  it  points  towards 
our  door. 

Special  attention  given  to  Mail  Orders. 

1770  Hamilton  St. 


term  it.  This  insole  has  in  the  past  been  put  in  a boot 
well  worthy  of  a good  leather  insole.  This  makes  the 
conditions  more  complicated,  for  oossibly  it  might  do  for 
a very  cheap  boot.  When  a fairly  good  boot  comes  to 
the  repair  shop,  of  course  we  admit  that  it  seldom  comes 
the  first  two  months  after  it  is  sold  to  a customer.  But 
more  frequently  when  the  outer  sole  becomes  worn  thin  the 
strain  becomes  more  forcible  on  the  insole,  and  the  trouble 
begins.  The  customer  wears  it  until  it  requires  half  soling, 
and  is  in  a dilapidated  condition.  Of  course  with  a fairly 
good  upper  it  is  well  worth  half  soling  and  heeling.  With 
the  McKay  sewed  or  rivetted  boot  we  can  put  in  a light 
leather  insole,  and  with  some  labor  draw  the  boot  to  a 
better  shape,  but  the  labor  and  insole  means  more  money 
to  the  customer,  which  he  very  reluctantly  pays,  after 
denouncing  the  manufacturer.  Some  manufacturers, 
unknown  to  me,  have  gone  so  far  as  to  try  shoddy  insoles 
in  Goodyear  welt  boots,  which  I was  very  much  surprised 
to  learn.  I only  wish  they  were  present  when  some  of 
these  jobs  came  in,  so  I could  explain  to  them  more  thor- 
oughly the  dissatisfaction  of  the  shoddy  insole.  I know 
they  would  go  back  to  their  manufacturing  establishments 
shouting  aloud,  ‘No  more  shoddy  insoles  for  our  firm.’  I 
will  endeavor  to  explain  the  above  case  of  such  Goodyear 
welts  coming  back  for  repairs,  and  also  how  difficult  and 
costly  they  are  to  repair.  If  they  are  sent  for  repairs  when 
they  first  begin  to  spread,  a light  leather  insole  can  be  put 
in  a little  larger  than  the  former  one,  then  put  on  the  half 
sole,  round  it  up,  leaving  it  fuller  than  the  welt,  nailing  it 
dose  to  the  edge  so  as  to  catch  the  upper.  Practically 
speaking  this  will  be  a firm  job  and  altogether  likely  will 
wear  out  the  boot.  But  it  adds  more  cost  to  the  consumer. 
Why  not  put  things  right  in  the  first  place?  Another  case 
is  a more  critical  one,  demanding  much  skill  and  a practical 
workman.  The  only  way  it  can  be  repaired  satisfactorily 
is  by  remodelling  it  and  putting  on  a new  bottom.  When 
the  customer  is  informed  of  the  price  he  generally  draws 
back  with  an  air  of  indignation,  refuses  to  pay  the  price, 
and  blames  the  manufacturer.  As  a repairman  I am  really 
speaking  on  behalf  of  the  manufacturers  in  this  way,  as  I 
believe  they  really  don’t  know  all  of  the  dissatisfaction 
caused  by  the  shoddy  insole. 

“I  claim  the  day  has  arrived  that  the  honest,  long- 
sighted business  man  aims  to  the  best  of  his  knowledge  to 
give  satisfaction;  if  he  does  otherwise  his  business  will  soon 
be  a thing  of  the  past. 

“My  appeal  is  for  a good  leather  insole.  In  the  first 
place,  the  manufacturer  has  to  pay  a price  of  some  kind  for 
the  insole  referred  to.  Just  add  a few  more  coppers,  and 
you  will  have  a leather  one.  It  will  bring  a good  name  to 
the  manufacturer,  and  a good  name  is  better  than  gold  or 
silver.  The  retailer  would  have  no  objection  to  paying 
the  difference  in  the  price,  knowing  that  he  was  handing 
out  to  his  customers  something  that  would  give  satisfaction. 
The  consumer  or  customer  would  willingly  pay  the  price, 
and  would  go  forth  with  joy,  knowing  he  had  once  more 
placed  his  foot  on  a solid  foundation  that  would  stand  the 
test,  and,  last  but  not  least,  the  St.  Crispin  would  leap 
from  his  bench  with  joy,  knowing  he  was  free  from  the 
difficulties  he  had  had  to  contend  with  in  the  past.  It  is 
well  known  to  all  men  that  a structure  of  any  kind  without 
a good  foundation  is  a failure.  This  very  same  thing 
appeals  just  as  forcibly  to  the  boot  and  shoe  trade  as  any 
other  structure.  Why  not  give  us  a leather  insole,  and  a 
leather  counter? 


SHODDY  INSOLES 

A repairer  in  Ontario  writes  to  us  about  the  type  of 
inso’e  found  in  some  shoes.  He  does  not  know  what  it  is 
made  of,  but  it  is  not  leather.  He  says: 

“Now  for  the  attack  on  this  shoddy  insole,  as  we 


It  is  notable  that  there  is  a growing  tendency  for  repair 
men  to  put  whole  soles  on  men’s  shoes  than  used  to  be  the 
case.  People  are  gradually  being  brought  to  see  the  advan- 
tages in  comfort,  wear,  and  resistance  to  water  given  by  the 
whole  sole  as  against  the  tap. 
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SISMAN’S 


“Best  Everyday” 
“Aurora” 


SHOES 


It  is  STEADY  trade  that  answers  to  the  appeal  of  Sisman  Shoes.  Handling  them  is  a 
day  in,  day  out,  year  ’round  selling  proposition  that  spells  PROFIT  and  CUSTOMER 
GOODWILL.  Sisman  Shoes  have  been  so  widely  known  for  so  long  a time  that  with 
both  trade  and  public  their  reliability  is  unquestioned.  They ’give  you  all  that  is  new 
and  up-to-date  at  the  good  old-fashioned  quality  standards  in  shoe  making.  They  are 
always  leaders  in  VALUE — a feature  that  is  particularly  noticeable  in  this  season’s  range. 


THE  T.  SISMAN  SHOE  CO.,  LIMITED 

AURORA,  ONTARIO 


Ask  Your  Jobber 

for 

SISMAN 
SHOES 


Mention  ‘‘Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Be  Prepared  to  Share  in  the 
Sure  Harvest  of  K.B.  Sales 

Unless  your  orders  for  K.B.'s  for  the  coming  Fall  and  W inter 
season  are  placed  now , you  are  not  playing  safe  in  the  matter  of 
getting  your  supply  of  this  most  popular,  sure  selling , reliable , 
Canadian  Made  Felt  Footwear. 

Made  in  all  styles,  sizes  and  colors,  from  the  daintiest  Boudoir  Kumfys 
to  the  strong , sturdy  Felt  Shoes  for  the  coldest  outdoor  Winter  wear . 
A selection  that  will  surely  win  and  hold  the  Felt  Shoe  Trade  for  you. 

Don't  wait  for  the  certain  later  placing  rush , and  disappointment . 
Get  your  K.B,  order  in  now . 


SOLD  BY  THE  LEADING  SHOE  JOBBERS. 


COBOURQ 


PORT  HOPE 


CANADA  BYy 

FELT  CSkwn 


ONTARIO 
A.C.KIMMEL 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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REGINA  SHOE  COMPANY  INNOVATIONS 

Pete  Chouinard,  sales  manager  of  Regina  Shoe  Co., 
Limited,  has  just  returned  to  Montreal  after  another  trip 
to  factories  in  New  York  and  Brooklyn.  The  inspiration 
received  there  will  be  shown  in  new  samples  which  he  has 
developed  to  offer  to  the  trade  in  June — as  soon,  or  earlier 
than  they  will  be  shown  in  the  United  States,  generally 
speaking. 

It  is  accepted  by  authorities  everywhere  that  the  strap 
effects  now  in  such  strong  demand  will  continue  to  lead 
right  into  the  late  fall.  These  will  be  followed  by  novelties, 
several  of  which  the  Regina  Company  are  now  working  on. 

Mr.  Chouinard  tells  us,  too,  of  a new  color  which  they 
will  be  showing  later  on  and  gave  us  a description  of  a new 
process  of  shoe-making  which  they  have  adopted,  which  is 
not  Welt,  McKay  or  Turn,  but  will  give  the  smooth  finish 
of  a welt,  the  strength  and  wear  of  a McKay,  plus  the  light- 
ness and  flexibility  of  a genuine  turn. 

fZ  The  many  novel  lines  introduced  by  the  Regina  Shoe 
Company  this  season  have  been  a direct  result  of  the  appoint- 
ment of  Pete  Chouinard  as  sales  manager.  It  was  just 
seventeen  years  ago  that  “Pete”  entered  the  employ  of 
“J.  I.,”  going  through  the  various  departments  of  the 
business,  having  been  superintendent  until  last  October. 
As  sales  manager,  then,  he  brought  to  bear  on  the  selling 
and  style  producing  end  of  the  business  the  practical  knowl- 
edge of  a factory  executive.  This  combination  should  result 
in  much  good  to  the  company — in  fact  it  is  already  apparent 
in  the  Diana  and  Regina  lines  offered. 


MR.  A.  E.  MAROIS’  SOUTHERN  TRIP 

A few  issues  ago  the  Shoe  and  Leather  Journal 
published  a snapshot  of  Mr.  A.  E.  Marois.  It  develops, 
after  again  talking  to  Mr.  Marois,  that  this  picture  did  not 


cover  the  items  of  interest  in  the  greater  part  of  his  trip 
South.  As  a matter  of  fact  he  and  Mr.  Lapoint  spent  three 
weeks  in  Havana,  where  it  was  wet  enough  in  many  ways, 
but  where  there  was  no  fishing.  There  might  have  been 
fishing  up  in  the  mountains  where  they  drove  frequently, 
but  the  morning  air  was  so  invigorating  and  refreshing 
that  they  contented  themselves  with  enjoying  a rest. 

Mr.  Marois  tells  us  the  “Boulevard”  in  Havana  is 
one  of  the  busiest  fashion  displays  in  the  world,  and  is  much 
more  interesting  in  many  ways  than  Paris.  It  is  quite 
common  to  see  shoes  worn  that  cost  from  $25  to  $35  a pair. 

From  Havana  the  party  went  to  Key  West,  and  from 
there  to  Long  Key,  where  they  went  fishing  for  three  days. 
After  breaking  up  camp  they  went  to  Miami  and  motored 
to  Palm  Beach,  where  they  found  the  weather  too  hot  to 
be  enjoyable.  Going  from  Palm  Beach  to  St.  Augustine 
they  ran  into  a severe  drop  in  temperature,  and  when  they 
entered  the  theatre  in  St.  Augustine,  wearing  white  flannel 
trousers,  the  audience  wondered  if  they  were  part  of  the  show. 

On  the  way  north  through  Jacksonville,  Washington, 
Philadelphia,  Atlantic  City  and  New  York  they  met  with 
continued  cool  weather,  arriving  at  Quebec  in  a blizzard. 
Probably  the  cold  welcome  of  the  weather  man  was  off-set 
by  the  fact  that  Mr.  Marois  .found  his  factory  nicely  busy. 

Although  Mr.  Marois  expects  the  factory  to  continue 
fairly  busy,  he  has  planned  to  take  his  usual  spring  fishing 
trip  on  the  first  of  May  up  the  River  St.  Pierre,  and  he  has 
already  made  plans  to  head  for  Nassau  in  the  Bahamas 
next  winter. 


The  United  States  Government  has  just  awarded  con- 
tracts for  250,000  pairs  of  army  shoes.  Bids  ranged  from 
$3.23}^  per  pair  to  $3.62.  The  average  price  paid  was 
$3.43  without  laces.  This  compares  with  $4.09,  which  was 
the  last  priced,  and  $6.74  which  was  paid  a year  ago. 


Aeroplane  view  of  Cobourg  Felt  Company's  plant 
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WELTING  WELL  MADE 


perfect  in  workmanship,  guaranteed  as  to  quality,  and  in  all  colors  warranted 
fast.  A modem  equipment,  expert  workers,  and  over  25  years’  experience, 
with  insistent  requirements  that  our  buyers  select  only  the  best  packer  hides, 
are  fundamental  reasons  for  the  satisfaction  you  get  from  our  welting. 


BROCKTON  WELTING  CO. 


— INCORPORATED— 


69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  & MERRILL,  Inc.,  130  Eastern  Ave.,  Lynn,  Mass. 


SALES  OFFICES:  BOSTON.  18S  Essex  St.:  PHILADELPHIA.  S.  W.  Cor.  Sth  and  Arch  Sts.:  CINCINNATI.  410  East  8th  St.; 
MILWAUKEE.  258-260  Fourth  St.;  ST.  LOUIS.  1419  Olive  St.;  ROCHESTER.  N.Y..  22  Andrews  St.:  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND,  Messrs.  Pearson  Robinson  & Arterton,  4 Albion  St.,  Leicester. 

FRANCE,  Louis  Dubois.  47  Rue  des  Petites  Ecuries.  Paris. 
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No.  38  — Men's  12"  Mahogany 
Elkolo,  Prospector  Blucher  Boot. 
Can  be  retailed  at  $7.35.  Solid 
Sole  Leather  Counter. 


OTAPLES  of  this  kind  will  keep  the  pot 
^ boiling  for  you  all  the  year  round. 
Be  sure  to  see  the  full  line  of  samples. 


A.  A.  COTE  & SON,  LIMITED 

ST.  HYACINTHE,  QUE. 
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Bona-fide  advertisements  of  Situations  Wanted  or  Situations  Vacant  in  the  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit— one  inch. 


FOR  SALE — Shoe  Repair  Store,  established  1913,  18-foot 
Goodyear  outfit,  electrically  heated,  a busy  business  for 
two  competent  men;  $2,000.00,  one-third  cash,  balance 
on  approved  notes.  Apply  Famous  Shoe  Repair,  2nd 
Avenue  South,  Saskatoon,  Sask. 

REQUIRED  by  old  established  tanners  and  leather  house, 
experienced  traveller  to  call  on  the  jobbing  and  manu- 
facturing trade.  Apply,  stating  full  particulars  as  to 
experience,  etc.,  Box  959  Shoe  and  Leather  Journal, 
545  King  street  west,  Toronto,  Ont. 

SALESMEN  WANTED — Calling  on  the  best  trade  in 
the  province  of  Quebec,  including  Quebec  City,  to  carry 
a line  of  Spats,  Shoepacks  and  Slippers  on  commission. 
Address  Box  W.W.  417,  Shoe  and  Leather  Journal, 
510  Coristine  Bldg.,  Montreal,  Que. 


GEO.  C.  LENNOX  TO  MANUFACTURE  SHOES 

Geo.  C.  Lennox,  Limited,  well  known  jobbers  of  Win- 
nipeg, Man.,  have  decided  to  discontinue  their  jobbing 
business  and  will  commence  to  manufacture  shoes  in  the 
near  future. 

The  balance  of  their  stock  is  now  being  sold  by  their 
travellers  and  it  is  expected  everything  will  be  cleared  up 
in  two  months’  time,  when  all  attention  will  be  turned 
toward  the  manufacturing  project.  It  is  their  intention 
to  concentrate  on  the  making  of  certain  lines  of  high  grade 
shoes  for  men,  women  and  children. 

It  will  not  be  necessary  for  them  to  erect  a building  as 
ample  space  is  already  available,  which  will  meet  their 
purposes. 

I The  connection  Mr.  Lennox  has  with  the  trade  will  be 
a valuable  asset  to  him  in  his  new  endeavor.  Many  prom- 
inent Winnipeg  people  are  interested  in  the  new  company 
and  they  anticipate  a bright  future. 

The  labor  situation  is  being  met  by  securing  Ukrainian 
operatives  who  are  understood  to  be  available  in  the  city. 


WILL  OPEN  FACTORY  [AT  ACTON 

The  J.  W.  Hewetson  Co.,  of  Brampton,  have  entered 
into  an  agreement  with  the  Corporation  of  Acton,  and  will 
rent  the  factory  in  that  town  for  a term  of  sixteen  years. 
Owing  to  increasing  business  they  have  outgrown  their 
present  quarters  in  Brampton,  making  an  expansion  neces- 
sary. The  agreement  provides  that  on  condition  they 
employ  not  less  than  fifty  people,  they  have  the  factory  for 
a rental  of  one  dollar  a year  for  sixteen  years,  with  an  option 
of  purchasing  buildings  and  site  for  $10,000  at  the  expir- 
ation of  that  time.  The  Corporation  agrees  to  supply  water 
at  ten  cents  per  1,000  gallons,  to  install  a freight  hoist, 
with  safety  doors,  a steam  heating  system,  and  to  complete 
the  cement  floors.  The  Company  agrees  to  keep  the  build- 
ing insured,  keep  it  in  good  repair  and  pay  the  business, 
school  and  improvement  taxes  on  the  property.  The  com- 
pany also  agrees  to  commence  operations  by  July  of  this 
year. 


AGENT  WANTED  for  ground  west  of  London,  Ont.,  for 
shoe  manufacturing  firm,  making  a full  range  men’s, 
boys’,  youths’,  and  gent’s  medium  McKay,  and  a strong 
line  of  men’s,  boys’  and  youths’  heavy  standard  screw 
working  shoes.  Territory  also  open  east  of  Toronto. 
Apply  Box  C.A.  217  Shoe  and  Leather  Journal, 
510  Coristine  Building,  Montreal,  Que. 


WANTED — From  manufacturers  only,  on  a commission 
basis  for  British  Columbia,  line  of  shoes,  felt  slippers, 
rubbers  or  similar  lines  to  go  with  shoes  for  the  whole- 
sale jobbing  trade  or  the  retail  merchants.  Best  of 
references.  Twenty  years  on  the  road.  Apply  Manu- 
facturers’ Agent,  1131  McKenzie  street,  Victoria,  B.C. 


It  is  the  intention  to  operate  the  Acton  factory  as  a 
complete  unit  making  children’s  shoes. 


PANCO  SOLES 

The  Panther  Rubber  Co.,  Limited,  are  featuring  their 
Panco  material  for  use  in  soles  for  shoes.  They  say: 

It  is  our  ambition  to  cater  to  shoe  factories.  We  are 
specializing  on  our  Panco  material,  which  is  an  entirely  new 
product,  standing  in  a class  by  itself  for  wear  and  comfort. 
A trial  will  convince  as  to  what  this  Panco  material  will  do. 
We  have  known  it  to  wear  eleven  months. 

Panco  is  now  being  adapted  by  shoe  factories  and  will 
wear  twice  as  long  as  an  oak  tanned  leather  sole.  We  will 
guarantee  them  to  “outwear”  any  leather  sole  you  have 
ever  worn  “two-to-one.”  Wearers  will  for  the  first  time  real- 
ize what  real  comfort  is  in  a walking  shoe,  as  Panco  material 
is  a non-conductor  and  not  a fibre  sole.  You  can  test 
Panco  by  doubling  it  up  in  four,  which  is  the  severest  test 
you  can  give,  and  even  beating  it  with  a hammer  there 
is  no  chance  of  it  breaking  or  cracking.  Panco  soles  are 
guaranteed  not  to  split  at  the  stitching. 

VANCOUVER  NOTES 

Mr.  W.  T.  Langdon,  the  popular  city  representative  of 
the  B.C.  Leather  and  Findings  Company,  was  married  on 
March  16th,  to  Miss  Anna  Maude  Wharton.  After  a 
reception  at  the  home  of  the  bride,  the  happy  couple  left 
to  spend  their  honeymoon  at  Victoria  and  other  points. 

A new  store  has  been  opened  at  898  Granville  street, 
by  Mr.  Paddock,  late  of  Regina.  Mr.  Ferguson,  who  was 
some  time  with  The  Goodwin  Good  Shoe,  is  assisting. 

Mr.  Stubbs,  who  was  for  some  time  with  the  Wilson, 
Irwin  store,  ha^  taken  over  the  Booteria  at  104  Cordova 
street  west. 

Messrs.  Cornell  Bros.  & Clark  were  Successful  in  obtain- 
ing the  contract  for  the  supply  of  boots  to  the  city  police 
force,  the  contract  price  being  $7.85  per  pair.  They  will 
be  made  by  Leckies  Bros,  of  this  city. 
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BETTER  SERVICE 


HE  volume  of  business  with  which  we  have  been  entrusted  for 
many  years  became  more  than  we  could  handle  in  a plant 
the  size  of  that  previously  at  our  disposal. 

I o-day  our  machine  capacity  and  the  capacity  of  our  dry-kilns  are 
both  so  materially  increased  that  we  are  able  to  supply  requirements 
to  the  trade  promptly  and  with  lasts  of  the  very  finest  order. 

W hen  needing  new  lasts  you  will  be  interested  in  learning  what  we 
can  do  tor  you  in  both  quality  and  time. 

ROBIN  BROTHERS 

Montreal  - Que. 


NIGROSINE 

STANDARD 

Jet  and  Blue  Shades 

♦ 

Our  manufacturing  facilities  enable  us  to  guarantee 
regular  and  prompt  deliveries  in  any  quantity. 

Dyestuffs,  Extracts, 
Chemicals  and 
Tanning  Materials 

D.  J.  LARKIN  CO. 

93-95  Broad  St.,  Boston,  Mass. 

Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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GETTING  BACK  TO  NORMAL 

There  is  something  for  all  of  us  in  the  following  outline 
of  how  a western  wholesale  grocer  plans  to  get  back  to 
normal  and  pay  a dividend  in  1921,  as  told  by  a bulletin 
from  the  National  Wholesale  Grocers’  Association. 

“The  story  of  how  this  firm  got  practical  results  of 
convincing  size  is  a classic.  It  is  the  most  clean-cut,  decisive 
and  encouraging  story  that  has  yet  been  put  before  the 
trade  we  believe. 

“Briefly,  here  are  some  of  the  results  in  figures: 

“1.  This  firm  will  save  about  $16,500  on  interest 
charges;  average  borrowed  capital  has  been  reduced  from 
$300,000  in  1920  to  $95,000  in  1921. 

“2.  This  firm,  without  cutting  salaries  or  wages,  will 
save  at  least  $10,500  on  its  1921  payroll  as  against  1920. 

“3.  This  firm  has  reduced  its  average  inventory  by 
$172,000  as  compared  with  last  year — slashing  interest, 
storage  and  insurance  costs,  etc. 

“4.  This  firm  has  melted  $100,000  into  cash  that  was 
frozen  in  slow-moving  stocks  that  required  special  attention. 
They  got  it. 

“5.  This  firm  has  held  ‘outstandings’  at  around  1920 
figures  with  just  a slight  increase. 

“6.  This  firm  is  bringing  into  its  stocks  a number  of 
items  that  have  been  eliminated  in  the  past  eight  or  ten 

years. 

“7.  This  firm  has  determined  to  pare  the  entire  pay- 
roll, probably  excepting  salesmen,  from  twenty  to  thirty 
per  cent,  in  the  event  that  the  methods  outlined  above 
do  not  bring  the  desired  results. 

“No.  1 of  these  results  is  self-explanatory.  ‘Dead 
horses’  have  been  moved;  outstandings  held  firm;  inventories 
cut  sharply,  but  intelligently;  insurance  and  storage  charges 
reduced,  etc. 

“No.  2 of  these  results  has  been  brought  about  by  a 
reduction  .of  persons  employed;  in  one  warehouse  a floor 
force  of  twelve  men  is  doing  the  same  work  that  seventeen 
men  did  a year  ago.  (This  grocer  believes  that,  not  includ- 
ing salesmen,  ten  to  twenty  per  cent,  too  many  people  are 
employed  by  the  average  grocer).  Where  there  is  a resig- 
nation, death  or  removal  the  work  is  either  divided  among 
other  employees  or  a new  employee  starts  at  a figure  twenty 
to  thirty  per  cent,  under  the  amount  the  position  paid  pre- 
viously. 

“No.  3 means  that  this  firm  is  following  the  market 
closely  but  not  ultra-conservatively. 

“No.  4 is  leadership  at  its  best.  The  head  of  the 
firm  has  adopted  the  policy  of  ‘walking  the  stock  rooms’ 
personally  each  week  and  sometimes  daily.  He  takes  an 
assistant  with  him  and  stocks  that  look  too  large  or  a little 
‘slow’  are  marked  for  special  attention.  They  are  moved 
by  intensive  salesmanship. 

“No.  5 will  be  readily  appreciated.  Account  is  taken 
of  present  conditions  and  the  figures  of  1920  were  favorable. 

“No.  6 means  that  this  firm  is  going  over  its  old  stock 
records  and  adding  profitable  items  that  were  dropped 
during  the  past  eight  or  ten  years. 

“No.  7 represents  the  last  step  in  the  policy  of  this 
firm.  The  hope,  if  not  the  opinion  at  present,  is  that  it 
will  not  be  necessary.” 


BRINGING  SHOES  UP-TO-DATE 

Numbers  of  retailers  and  wholesalers  in  the  States  have 
saved  heavy  losses  by  attaching  straps  to  ordinary  low-cuts, 
and  selling  them  as  regular  strap  pumps  There  are  many 
styles  of  straps  offered  by  specialty  and  findings  houses  that 
lend  themselves  to  this  process,  and  the  product  as  sold  is 
entirely  satisfactory  to  the  customers  In  these  days  of 
rapidly  dying  stocks  the  keen  merchandiser  is  looking  for 
any  way  out  Doubtless  there  are  still  stocks  of  shoes  to 
which  this  could  be  applied 
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Purpose 
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Show  Cases 
Shelves 
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Mirrors 

Sheet  and  Fancy  Art  Glass 

ZOURI 

Safety  Set 
Metal 

Store  Front  Construction 

Write  us  for  our  latest  catalogue 
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Reliable  Leathers 

There  is  a long  and  enviable  reputation  associated  with 
Wickett  8i  Craig  Leathers  that  is  as  good  as  a guarantee  of 
their  reliability  and  an  assurance  that  they  invariably  offer 
the  trade  Top  Value. 

Nowhere  can  you  get  your  requirements  supplied  to  better 
advantage  when  in  need  of  any  of  the  following  lines: 

High  Class  Side  Leathers 
Splits  of  All  Kinds 
Oil  Tan  Larrigan  Leather 
Goodyear  Welting 

Let  us  send  you  samples  and  prices. 

WICKETT  & CRAIG,  LIMITED 

DON  ESPLANADE,  TORONTO 


BUY  BOSTON  BAGS 
“MADE-IN-CANADA 


Hi 


We  specialize  in  the  manufacture  of 

BOSTON  BAGS 


In  Black  and  Brown — both  Grain  and  Split. 
We  are  in  a position  to  assure  the  trade  with 
prompt  delivery,  popular  prices.  Quality  and 
quantity. 

Let  us  send  you  a sample  shipment  and  if 
not  satisfactory  return  at  our  expense. 

We  also  make  a full  line  of  Juvenile  and 
fibre  Suitcases, 

SPECIAL  SIZES  AS  DESIRED 
Write,  Wire  or  Phone  Lasalle  78 

C.  B.  TRUNK  & SUITCASE  CO. 


8 Iberville  St.  - - Montreal 


C 


JOHN  McENTYRE, 

LIMITED 

LEATHER  and  SHOE  GOODS 

28  St.  Alexander  Street 

MONTREAL 

PLANTS 

Rubber  Cement  Factory 
26  Gladstone  Ave. 

TANNERY 
1704  Iberville  St. 

COLONIAL  HIDE  COMPANY 

HIDES,  CALFSKINS 
AND  HORSE  HIDES 

Most  country  hides  carry  2 or  3 lbs.  of  excess  meat; 
some  much  more.  Our  hides  well  fleshed.  This 
difference  of  5%  to  7%  means  fully  lc.  per  lb.,  which 
the  tanner  saves  when  buying 

“COLONIAL  TRIM  AND  DELIVERY” 

Offices  and  Warehouses  at  Quebec.  P.Q. 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  St.,  Montreal,  P.Q. 
Quebec,  P.  Q.  St.  John,  N.  B.  Three  Rivers,  P.Q. 
Ottawa,  Ont.  Peterboro,  Ont.  Windsor,  N.  S. 
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Davis  Good 

Shoemaking 

have  long-  been  inseparably  associated.  Back  of 
many  a line  of  good  Canadian  made  footwear  is  the 
reliability  of  Davis  High  Grade  Upper  Leathers, 

The  Davis  way  of  leather  production  means 
leathers  of  Uniform  Fine  Texture , Even  Color  and 
Quality  clean  through.  They  give  a shoe  strongest 
selling  appeal  and  put  into  it  greatest  serviceability. 

Our  Specialties 

Chrome  Sides  Ooze  Splits 

Chrome  Retanned  Sides  Flexible  Splits 
Bark  Sides  Wax  Splits 

Your  shoes  will  make  good  on  their  merits,  both 
in  sales  and  service,  if  you  use  Davis  Leather.  It 
has  stood  the  test.  Your  enquiries  are  solicited. 
Prices  and  samples  gladly  submitted. 


Our  Agencies 

P.  J.  MILBURN  RICHARD  FRERES 

252  Notre  Dame  Street  West,  Montreal,  Que.  553  St.  Valier  Street,  Quebec,  Que. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 
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SUGGESTIONS  FOR  CONVENTION  PROGRAMME 

Out  of  a number  of  suggestions  received  from  retailers 
throughout  the  country  regarding  practical  subjects  for 
discussion  at  the  forthcoming  Convention  of  the  National 
Shoe  Retailers’  Association  of  Canada,  we  have  selected  the 
following.  We  might  say  with  regard  to  some  of  the  sug- 
gestions made  by  dealers  and  not  regarded  as  practical  are 
some  that  are  frivolous,  and,  in  some  cases,  rather  narrow 
in  viewpoint.  The  best  objects  of  the  Convention  will 
be  conserved  by  the  avoidance  of  personalities  and  recrim- 
inations. The  aim  should  be  to  promote  harmony  and  not 
dissension  amongst  the  retailers  themselves  and  those  with 
whom  they  do  business. 

(1)  How  to  get  manufacturers  to  live  up  to  their 
contracts  on  deliveries? 

(2)  How  to  best  meet  catalogue  house  competition? 

(3)  How  to  meet  the  prejudice  of  customers  in 
favor  of  foreign  made  goods?  . 

(4)  What  should  be  the  proportion  and  relative 
turnover  of  staple  and  fine  lines  in  a stock  of  $25,000 
in  a town  of  5,000? 

(5)  Why  can  catalogue  houses  sell  rubber  footwear 
cheaper  than  the  regular  trade  can  buy  wholesale? 

(6)  Will  the  Programme  Committee  please  adapt 
its  programme  more  to  the  ordinary  “country”  or 
town  store  and  less  to  city  requirements? 

(7)  What  can  be  done  in  the  average  town  in  the 
way  of  co-operative  buying? 

(8)  What  percentage  of  gross  sales  should  be  spent 
on  advertising  for  (a)  newspapers,  (b)  direct  adver- 
tising, (c)  outside  schemes? 

(9)  How  to  buy  on  a falling  market? 

(10)  How  to  develop  loyalty  and  efficient  store  help? 

(11)  Are  special  sales  the  best  way  to  get  rid  of 
stickers? 


(12)  A simple  standard  system  of  stock  keeping 
for  the  shoe  dealer  who  carries  a general  stock  of  boots 
and  shoes? 

(13)  Can  repairing  be  successfully  conducted  in 
an  ordinary  shoe  store  under  present-day  conditions? 

(14)  What  is  the  best  way  to  make  hosiery,  find- 
ings, or  other  so-called  side  lines  profitable? 

(15)  What  will  be  the  best  sellers  for  coming  fall 
in  men’s  and  women’s  lines? 

(16)  How  can  a shoe  dealer  get  the  most  out  of 
his  windows  by  general  or  special  displays? 

(17)  Are  comparative  prices  in  shoe  tickets  or 
newspaper  advertising  good  business? 

(18)  Is  the  present  business  tax  fair  and  equitable 
to  the  retail  trade  and  consumer? 

(19)  What  can  be  done  to  discourage  the  sale  of 
footwear  by  wholesalers  to  consumers? 

(20)  What  does  the  Association  think  of  the 
“signed  order”  policy  of  the  Shoe  Manufacturers’ 
Association? 

(21)  What  is  the  policy  or  advice  of  the  Associa- 
tion on  exchanges  and  returns? 

(22)  What  is  the  Association  doing  about  the 
business  tax? 

# 

CANADIAN  PHILLIPS  NEW  OFFICE 

The  office  of  the  Canadian  Phillips  Co.  has  been  trans- 
ferred from  Toronto,  and  is  now  located  at  60  St.  Paul 
Street  East,  Montreal.  In  making  the  transfer  to  head- 
quarters the  company  announces  the  receipt  of  a large 
stock  from  the  factory,  which  contains,  in  addition  to  the 
men’s  and  women’s  soles,  a large  shipment  of  boys’  and 
children’s  sizes.  This  is  one  of  the  specialties  which  seems 
to  be  growing  in  favor  all  over  Canada. 


I 


1 


STITCHDOWNS  as  made  by  us  are 
a valuable  addition  to  any  line;  for 
before  offering  this  line  to  the  trade 
we  had  perfected  two  things— design 
and  production  methods. 

The  result  is  a strong  line  of  shoes, 
well  made  at  astonishingly  low  prices. 

We  will  gladly  send  samples,  prices, 
and  other  information  on  request. 


£ 


CANADIAN  STITCHDOWN  COMPANY 

THIRD  AVENUE  AND  ERNEST  AVENUE 
MONTREAL 
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GOOD  HUMOR 

The  homeward-bound  street  car  bumped  and  jolted 
over  the  well-worn  tracks,  and  irrepressible  gloom  seemed  to 
have  settled  down  on  the  crowded  mass  of  humanity  within. 

Men  and  women  squeezed  together  on  the  seats  or  hung 
desperately  to  the  straps,  swaying  with  the  motion  of  the  car. 
Some  scowled  at  their  evening  papers.  Others  stared  with 
a look  of  hopeless  boredom  through  the  steamy  windows. 
On  nearly  every  face  was  depicted  a weariness  which  spoke 
of  mental  and  physical  strain  as  though  their  owners  found 
the  battle  of  life  a very  strenuous  affair  indeed.  The  only 
voice  heard  above  the  rattle  and  the  rumble  of  the  car  was 
that  of  the  conductor,  imploring  late  arrivals  to  “step 
lively”  and  reiterating  the  worn-out  fiction  that  there  was 
“lots  of  room  up  at  the  front.” 

Then,  the  car  stopped  at  an  intersection,  and  in  stepped 
two  young  fellows,  laughing,  joking,  brimming  over  with 
good  fellowship  and  the  joy  of  living. 

Sharing  a spare  strap,  and  regardless  of  the  depressing 
atmosphere  around  them,  they  let  loose  such  a rapid  fire  of 
quip  and  jest  and  merry  repartee  that  Old  Man  Gloom, 
who  had  been  having  such  a time  to  himself  up  to  then, 
decided  he  wasn’t  wanted. 

Tired  faces  soon  relaxed  into  smiles.  Half  smothered 
titters  passed  around  the  car.  The  old  gentleman  who  had 
been  glaring  so  ferociously  at  the  editorial  in  his  paper 
indulged  in  a surreptitious  chuckle,  and  a sad-faced  individ- 
ual sitting  near  the  stove  actually  give  way  to  several  loud 
guffaws  of  laughter. 

By  the  time  the  car  reached  its  termination,  you 
wouldn’t  have  thought  the  passengers  had  a care  or  a worry 
to  share  among  them.  Hard,  tired  lines  had  become 
smoothed  out,  and  faces  were  bright  and  pleasant  to  see. 
The  conductor  was  whistling,  “Pack  up  your  troubles,”  and 


Frightfully  Burnt ! 


1 his  phrase  is  used  to  epitomize  the  conditions 
which  exist  throughout  our  country. 

Every  hour  of  the  day  and  night  THE  TORCH 
OF  CARELESSNESS  brings  destruction  to 
somebody’s  property  in  Ontario. 

Two  out  of  every  three  fires  occur  in  our  homes. 
No  wonder  the  housing  problem  is  acute. 

Eight  out  of  every  ten  fires  are  preventable. 
Fire  waste  is  an  economic  crime,  caused  prin- 
cipally by  carelessness  and  indifference. 

CLEAN  UP 

accumulations  of  waste  material,  rubbish,  boxes, 
shavings,  papers,  and  conditions  that  create  disorder. 

Information  and  text  books,  “Conservation  of  Life  and  Property  from 
Fire,"  “Lightning,  its  Origin  and  Control,”  free  on  request. 

Ontario  Fire  Prevention  League,  Inc. 

In  affiliation  with  Ontario  Fire  Marshal’s  Office 

153  UNIVERSITY  AVENUE  - - TORONTO 

George  F.  Lewis , Secretary 


We  Want  a Canadian  Agent 

“THERE  NEVER  WAS  SUCH  AN  ARCH” 

The  Arch  that 
is  Instantly  Ad- 
justable by  the 
Wearer. 

Done  with  a 
Twist  of  the 
Key. 

The  Ritz  Arch 
Means  Sales 
and  Profits  for 
You. 

Ccrresbondence  from  J nterested  Canadian  Houses  Solicited 

RITZ  MANUFACTURING  CO.  INC. 


NO.  30  WATER  STREET 


ROCHESTER,  N.Y 


even  the  elderly  gentleman  aforesaid  stepped  briskly  off  the 
car  and  executed  a youthful  sprint  on  the  home  stretch. 

Such  is  the  infectiousness  of  good  humor! 

How  analogous  to  life  is  the  crowded  street  car! 

Here  we  are — all  fellow  passengers  along  the  route  of 
life  —jolting  and  bumping  over  the  rough  spots — some  having 
seats  more  or  less  comfortable — others  just  hanging  on 
to  straps.  And  if  we  are  not  careful,  as  the  days  go  on,  we 
let  the  worry  and  strain  and  strenuousness  of  things  etch 
furrows  in  our  faces  and  draw  down  the  corners  of  our  facial 
cavities,  until  very  soon  life  becomes  cheerless  and  mono- 
tonous. 

And  then — some  cheerful,  genial  fellow  comes  along — 
one  who  hasn’t  forgotten  how  to  laugh  and  who  can  help  us 
to  look  on  the  sunny  side  of  things.  And,  as  we  listen  to 
him,  life  becomes  worth  while  again,  and  we  catch  a new 
inspiration  from  his  breezy  optimism. 
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SO-S'C  ~)l  (llcuhO-^: 


A.  FICQ  en  ZOON 

/f/V/<?  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


NEWCASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors,  White.  Black, 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits, 
Indies.  Heavy  Leathers,  Skivers.  Cab- 
rettas.aswell  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 

NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W.,  Montreal 
Factory — Wilmington.  Del..  U.S.A. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


J.  HARDY  SMITH  $ SONS  H,D■  r*£T„“™*R 

CABLES:  HIDES  LEICESTER.  HI/  *-a  ¥•  ¥*/ 

CODES:  MARCONI,  BENTLEY,  LIEBER.  D6lgrdV6  (idtC,  LClCCStCr,  Lllg. 
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BUYERS’  GUIDE 

Classified  List  of  Boot  and  Shoe  Manufacturers  and  Wholesale 
Shoe  Dealers  of  Canada — Where  they  are  and  What  they  Make 

The  SHOE  AND  LEATHER  JOURNAL  is  so  frequently  requested  by  subscribers  and  others 
for  lists  of  manufacturers  making  particular  lines  of  footwear,  that  we  append  a classified 
list,  which  may  be  hung  up  ready  for  reference,  in  this  AUTUMN  TRADE  NUMBER. 


EXPLANATIONS 

The  various  classes  of  manufactures  are  thus  indicated:  Welts,  W.;  Turns,  T.; 
McKays,  Me.;  Standard  Screw,  S;  Nailed,  N;  Pegged,  P.;  Rivetted,  R.;  J.,  Sell 
Jobbers  Only  ; Stitchdown,  St. 


CANADIAN  SHOE 
MANUFACTURERS 

Arranged  alphabetically  as  to  towns. 

ACTON  VALE,  QUE. 

Acton  Shoe  Co.,  Inc.,  general  line, 
medium,  S.  and  P.  larrigans,  J. 

AMHERST,  N.S. 

Amherst  Boot  & Shoe  Co.,  general  line, 
medium.  Me.,  S.  and  P.  men’s 
welts,  top  boots. 

ARTHUR,  ONT. 

Chas.  Cooper  & Sons,  boys’  youths, 
and  misses’  S. 

AURORA,  ONT. 

T.  Sisman  Shoe  Co.,  Limited,  general 
line,  medium.  Me.,  S.,  P.  and 
storm  J. 

AYLMER,  ONT. 

Aylmer  Shoe  Co.,  Limited,  men's  and 
women’s  medium  and  fine  welts, 
athletic  and  storm  boots. 

Elgin  Footwear  Co. 

BARRIE. 

Underhill’s,  Limited,  general  line,  med- 
ium, Me.,  S.  and  P.,  J. 

BELLEVILLE,  ONT. 

Natural  Tread  Shoes,  Limited.  Nat- 
ural tread  shoes  for  men,  women 
and  children. 

BRAMPTON,  ONT. 

J.  W.  Hewetson  Shoe  Co.,  Limited, 
misses’,  children's,  infants’,  boys', 
youths’,  little  gents’  medium  and 
fine.  Me.,  turns,  W.,  J. 

Williams  Shoe,  Limited,  general  line, 
medium.  Me.,  S.,  P.,  W.,  sporting 
and  long  boots. 

BRANTFORD,  ONT. 

Brandon  Shoe  Co.,  Ltd.,  men’s  medium 
and  fine  welts. 

BRIDGETOWN,  N.S. 

MacKenzie,  Crowe  & Co.,  Ltd.,  larri- 
gans, shoepacks  and  oiled  tanned 
moccasins 

CAMPBELLFORD,  ONT. 

Weston  Shoe  Co.,  Ltd.,  women’s, 
misses'  and  children’s  medium  and 
fine  welts.  Me.,  T,  S. 


COBOURG,  ONT. 

Cobourg  Felt  Co.,  Ltd.,  fine  felt  foot- 
wear. also  flat  felt,  J. 

CONTRECOEUR,  QUE. 

Charron,  Albert,  women’s,  misses’, 
children’s,  infants',  T.,  J. 

Papin,  J.,  Limited,  women’s,  misses’, 
children’s  and  infants’  Me.  and 

T.,  J. 

ELMIRA,  ONT. 

Dominion  Rubber  System  Factory 
for  tennis  shoes. 

Great  West  Felt  Co.,  felt  footwear, 
also  felt.  J. 

A.  W.  Hoffer,  infants’  soft  sole  shoes,  J. 

FREDERICTON,  N.B. 

Hartt  Boot  & Shoe  Co.,  Ltd.,  men’s, 
women's  and  boys’  fine  welts. 

Palmer,  Jno.,  Co.,  Ltd.,  shoepacks, 
moccasins,  sporting  shoes,  larrigans, 
fishing  and  hunting  boots. 

Palmer-McLellan  Shoe  Pack  Co.,  larri- 
gans, shoe  packs,  moccasins,  work 
boots,  farm  boots,  fishing  and  sport 
boots. 

GALT,  ONT. 

Galt  Shoe  Mfg.  Co.,  Ltd.,  youths', 
little  gents',  misses’,  children’s,  grow- 
ing girls’  and  infants’  medium  and 
fine  Me.  T.  and  St. 

Getty  & Scott,  Ltd.,  women’s,  misses’, 
youths’,  little  gents’,  children’s  and 
infants’  medium  and  fine  welts. 
Me.  and  T.  canvas. 

Scroggins'  Shoe  Co.,  little  gents’, 
youth’s,  girls',  misses’  and  growing 
girls.  Me. 

Yale  Shoe  Mfg.  Co.,  Limited,  Men’s 
and  Boys’,  Me. 

GEORGETOWN,  ONT. 

Dayfoot,  C.  B..  & Co.,  men’s  and  boys’ 
high-grade  .staples  and  high  cut 
welts  for  hunters. 

GRANBY,  QUE. 

Miner  Rubber  Co.,  Ltd.,  general  line 
of  rubber  footwear. 

GUELPH,  ONT. 

Northern  Rubber  Co.,  Ltd.,  general 
line  rubber  footwear. 


HAMILTON,  ONT. 

Liberty  Shoe  Repair  Mfg.  Co., 
women's  boudoir  slippers,  children’s 
shoes,  boys’  and  youth’s,  Me., 
W.,  N. 

McPherson,  Jno.,  Co.,  Ltd.,  Jackson 
St.  E.,  men’s  and  women’s  medium 
and  fine  welts.  Me.  Wholesale  all 
lines  of  footwear. 

HEBRON,  N.S. 

Crosby,  H.  H.,  Co.,  Ltd.,  general  line. 
Me.,  S.,  T.,  misses',  children’s  and 
infants'  pumps. 

HUMBERSTONE,  ONT. 

Humberstone  Shoe  Co.,  Ltd.,  sandals, 
stitchdowns,  men’s  nailed  work 
shoes. 

INGERSOLL,  ONT. 

Griffin  Shoe  Co.,  Ltd.,  men’s  and 
women’s,  W.,  J. 

KITCHENER,  ONT. 

Ahrens,  Chas,  A.,  Ltd.,  Linden  Ave., 
general  line  high-grade  solid  staples. 
Me.,  S.,  loose  nailed  and  stitch- 
downs. 

Ames  Holden  Felt  Co.,  Ltd.,  felt 
boots,  shoes  and  slippers. 

Canadian  Con.  Felt  Co.,  Margaret 
Ave.,  general  lines  of  felt  footwear 
and  canvas  shoes,  J. 

Eby,  Kramp  &l  Co.,  infants’  soft  and 
haid  soled.  Me. 

Getty  Shoe  Co.,  youths’,  misses’  and 
children's,  T and  Me. 

Greb  Shoe  Co.,  Ltd.,  17  Queen  St.  S. 
men’s,  boys’  and  youths'  high-grade 
W.  S.  Me.  N.  P. 

Hydro  City  Shoe  Mfgs.,  117  Weber 
Ave.,  general  line.  Me.  and  men’s 
S.,  solid  leather  staples. 

Kauffman  Rubber  Co.,  Ltd.,  419  King 
St.  W.,  rubber  footwear  of  all  kinds. 

Kimmel  Felt  Co.,  Ltd.,  general  line 
of  felt  Me.  and  canvas  shoes,  J. 

Lady  Belle  Shoe  Co.,  Ltd.,  Breithaupt 
Street,  high-grade  women’s  Me., 
Canvas. 

Rumpel,  Oscar,  Queen  St.  S.,  general 
line  felt  shoes  and  slippers,  J. 

Western  Shoe  Co.,  Limited,  236  Vic- 
toria St.,  high-grade  staples.  Me., 
S.,  P.,  J. 

Woelfie  Shoe  Co.,  W.  E.,  127  Wilmot 
St.,  women’s  high-grade.  Me. 
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LAVALTRIE,  QUE. 

Villeneuve,  Amedee,  children's  low- 
grade  turns. 

LINDSAY,  ONT. 

Beal,  R.  M.,  Leather  Co.,  larrigans 
and  leggings. 

LONDON,  ONT. 

Murray  Shoe  Co.,  Ltd.,  Richmond 
N..  men's  and  women's  medium 
and  fine  welts,  women’s  McKays. 

Scott-Chamberlain,  Ltd.,  Richmond 
St.,  men's  fine  and  medium  W. 

Sterling  Bros.,  Ltd.,  330  Clarence, 
men's,  boys',  youths',  women's  and 
misses'  medium  S.  and  P.,  also  top 
boots. 

LORETTEVILLE,  QUE. 

Auclair,  Wilfred  A.,  moccasins. 

Bastien,  A.,  moccasins  and  fancy  slip- 
pers. 

Bastien,  M.,  moccasins,  slippers  and 
snow  shoes. 

Boivin,  T.,  moccasins. 

Holt,  Renfrew  & Co.,  Limited,  moc- 
casins. 

Huron  Glove  Co.,  Reg.,  moccasins, 
fancy  slippers. 

St.  Amand,  R.,  moccasins. 

Ross,  Henry,  moccasins  and  snow 
shoes. 

C.  N.  Saba  & Co. 

Verret,  Jules,  moccasins. 

MERRITTON,  ONT. 

Independent  Rubber  Co.,  Ltd.,  gen- 
eral line  of  rubber  footwear. 

MIDLAND,  ONT. 

Copeland  Shoe  Pack  Co.,  shoe  packs, 
larrigans,  etc. 

MILTON,  ONT. 

Milton  Shoes,  Ltd.,  men's,  boys' 

and  youths*  medium  Me.,  S.,  J. 

MILVERTON,  ONT. 

Grosch  Felt  Shoe  Co.,  Ltd.,  general 
line  of  felt  footwear,  J. 

MONTREAL,  QUE. 

Acme  Glove  Works,  Limited,  181  Vitre 
E.,  moccasins,  slippers  and  wan- 
nigans. 

Aird,  James  & Co..  17  St.  Gabriel, 
general  line  cheap  and  medium 
Me.,  W. 

Aird  & Son.  Reg.,  482  Ontario  E., 
general  line  Me.,  T.,  S.,  J. 

Ames-Holden  McCready,  Ltd.,  1221 
Mount  Royal  Ave.  E.,  general  line 
all  grades,  W.,  T.,  Me.,  P.,  S.,  T. 

Bell,  J.  & T„  Ltd.,  180  Inspector, 
men's  and  women's  fine  W.  and  T. 

Bonin,  Antoine,  937  Cartier,  general 
line  cheap  Me.,  T.  and  S.,  J. 

Braunstein,  Peter,  29  Williams,  stitch- 
downs  and  leather  hbuse  slippers. 

Can.  Consolidated  Rubber  Co.,  201 
Inspector,  general  line  rubber  foot- 
wear, slippers,  bathing,  athletic  and 
sporting  shoes. 

Canadian  Footwear  Co.,  Ltd..  36  St. 
Genevieve.,  women's,  misses’  and 
children's  medium  and  fine  Me.,  J. 

Canadian  Stitchdown  Co. 

Charbonneau  and  Deguise,  636  Craig 
E„  boys',  youths',  little  gents', 
growing  girls',  misses',  children's  and 
infants'  medium  Me.,  W.,  St.,  J. 


Children's  Footwear  Ltd.,  3 St.  Alex- 
ander, men’s,  boys',  misses’,  child’s, 
infants'  St.  and  W. 

Columbus  Rubber  Co.,  of  Montreal, 
Ltd.,  1349  DeMontigny  E.,  general 
line  of  rubber  footwear. 

Corbeil,  Ltd.,  345  St.  Paul  E.,  full  line 

_ medium  and  fine  W.  and  Me. 

Crescent  Shoe,  Ltd.,  864  Laurier 
E.,  misses'  and  children’s  high 
grade  Me. 

Daoust,  J.  L.  & Co.,  225  Carriere  Rd., 
misfees’  and  children's  canvas,  also 
felt  boots  and  slippers.  J. 

Daoust  Lalonde  & Co..  Ltd.,  49  Vic- 
toria Squ.,  men's,  youths'  and  boys' 
medium  and  fine  Me.,  P.,  S.  and 
W.;  children’s  medium  and  fine 
Me. 

Desautels.  Jos.  A.,  1080  Des  Erables, 
misses',  boys',  children's,  and  infants’ 
cheap  Me.,  J. 

Dominion  Shoe  Co.,  2298  Chabot, 
little  gents',  misses',  children’s  and 
infants'  cheap  Me.,  J. 

Dufresne  & Locke,  Ltd.,  587  Ontario 
E.  Maisonneuve,  general  line  W., 
Me.  and  T.  canvas  and  felt  shoes,  J. 

Dupont  & Frere,  301  Aird  Ave.,  men’s 
medium  W.,  men’s,  youths',  boys' 
and  women's  medium  grade  Me. 

Eagle  Shoe  Co..  Ltd.,  587  Beaudry, 
men's  and  women's  W.  and  Me. 

Eastern  Shoe  Mfg.  Co.,  152  Frontenac, 
misses',  child’s  and  infants’  Me. 

Fix  Shoe  Mfg.  Co.,  1112  Rachel  E., 
women’s  houseshoes  and  slippers, 
children’s,  infants’,  youth’s  and 
gents’  medium.  Me.,  J. 

N.  Fortin,  255  Villeneuve  E.,  women's 
Me. 

Gagnon  Lachapelle  and  Hebert,  55 
Kent  St.,  women’s,  misses’  and  in- 
fants’ Me.,  J.,  canvas  shoes. 

Germain,  Louis,  251  Christophe  Col- 
omb  St.,  misses',  children's  and  in- 
fants’ medium  T.,  J. 

Hand-made  Shoe  Co.,  women’s 
machine  sewn  imitation  T and  Me. 

Hector  Shoe,  719  Panet,  children's  and 
infants'  cheap  T.,  Me.,  J. 

Ideal  Shoe  Co.,  Ltd.,  3 74 A Papineau 
Ave.,  men's  slippers,  women’s  com- 
monsense  shoes,  boys',  men's,  mis- 
ses’, children's  and  infants'  Me. 

Kingsbury  Footwear  Co.,  Ltd.,  679 
LaSalle  Ave.,  women's  medium  and 
fine  Me.,  W.,  also  slippers  and 
canvas  shoes,  J. 

Lachappelle,  L.,  584  Chambord,  crip- 
ples. 

LaDuchesse  Shoe  Co..  Reg.,  92  Beaud- 
ry, women’s,  misses'  and  children's 
medium  Me.  and  T.,  women’s  slip- 
pers and  canvas  shoes,  J. 

La  Parisienne  Shoe  Co.,  Ltd.,  610  La 
Salle,  women's  fine,  T.  and  W. 

Latour,  David.  552  Henri  Julien, 
women’s,  misses’,  children’s  and 
infants’  medium  and  cheap  Me. 

Locke  Footwear  Co.,  Ltd.,  60  St. 
Paul  E.,  men’s  P. 

Macfarlane  Shoe  Co.,  Ltd.,  The,  61 
DeNormanville,  women’s,  misses’ 
and  children’s  medium  and  fine 
W.  and  T.,  baby  soft  sole,  St.,  J. 

May,  S.  S.  Co.,  Ltd.,  290  Guy,  brogues 
and  riding  boots,  gaiters,  spats  and 
specialties. 

Mayer,  Th.,  79  William,  stitchdown 
leather  sandals,  all  grades,  also  play 
shoes,  elk  soles. 


Miner  Shoe  Co..  Ltd.,  78  St.  Peter, 
general  line  W.,  Me.  and  S. 

McCaughan.  J.  A.,  & Son,  689  Cham- 
plain, women's  to  infants’  medium 
and  fine  Me. 

Montreal  Slipper  & Gaiter  Co.,  841 
St.  Lawrence  Blvd.,  slippers  and 
gaiters. 

Mount  Royal  Footwear  Co.,  2200 
Charlemagne,  misses'  and  children’s 
cheap  Me.,  J. 

L.  H.  Packard  & Co.,  Ltd.,  15  St. 
Antoine  St.,  infants'  soft  sole  shoes. 

Regina  Shoe  Co.,  Ltd.,  336  Notre 
Dame  E.,  women’s,  misses’  and 
children’s  Me.,  T.  and  W.  sport 
shoes,  J. 

Rena  Footwear  Co.,  Ltd.,  Ernest 
and  3rd  Ave, ..general  line  medium. 

Me.,  J. 

Rolland,  A.  B.,  214  Visitation,  chil- 
dren’s and  infants'  cheap  and  med- 
ium, T.,  J. 

St.  Jean  & Co.,  1165  St.  Catherine  E.. 
women's  to  infants’  cheap  Me.,  T.,  J. 

Slater,  Geo.  A.,  Ltd.,  Ontario  E.  and 
Aird  Ave.,  Maisonneuve,  men’s 
and  women’s  fine  W. 

Slater  Shoe  Co.,  Ltd..  105  Latour, 
men's  and  boys’  fine  W. 

Smardon  Shoe  Co.,  Ltd.,  533  Visita- 
tion, women's  fine  W.  and  T.,  also 
men's  slippers. 

Tetrault  Shoe  Mfg.  Co.,  331  De- 
Montigny E.,  men’s,  boys’  and 
youths'  medium  and  fine  W.,  J. 

Wayland  Shoe  Limited,  359  Provi- 
dence. men’s  and  women’s  fine  W. 

MOUNT  FOREST,  ONT. 

Gourlay  Shoe  Co.,  Ltd.,  women's  Me. 

NEW  HAMBURG,  ONT. 

Hamburg  Felt  Boot  Co.,  Ltd.,  general 
and  fine  felt  footwear. 

NICOLET,  QUE. 

Geo.  Laflamme,  heavy  shoes. 

NORTH  BAY,  ONT. 

Thos.  LaFrance,  shoe  packs. 

ORILLIA,  ONT. 

Good,  John,  165  Mississauga,  shoe 
packs  and  lumbermen's  boots. 

OTTAWA,  ONT. 

Borbridge,  S.  & H.,  41  Musgrave, 
moccasins,  larrigans,  etc. 

OTTERVILLE,  ONT. 

Tread-Rite  Shoe  Co..  Limited,  misses’, 
youths'  and  children's  high  grade 
medium  welts  and  St. 

PARRY  SOUND,  ONT. 

Taylor,  Wm„  shoe  packs. 

PEMBROKE,  ONT. 

Fraser,  Grieve  & Co.,  Pembroke  W., 
river  boots. 

Kehoe  & Slattery,  waterproof  mocca- 
sins, driving  boots  and  shoes. 

Wright,  A..  & Co.,  moccasins  and 
slippers. 

Wright,  H.  W.,  Lake  St.,  moccasins 
and  slippers. 

PENETANGUISHENE,  ONT. 

Gendron,  Penetang  Shoe  Pack  Mfg. 
Co.,  shoe  packs  hand  sewn. 
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PERTH,  ONT. 

Perth  Shoe  Co.,  Ltd.,  women's  fine 
W.  exclusively. 

PETERBORO,  ONT. 

Ackerman,  B.  F.,  Son  & Co.,  Ltd., 
201  George  St.,  men's,  boys’  and 
youths'  medium  and  high-grade 
staples,  J. 

PLESSISVILLE,  QUE. 

Fournier,  E.,  men's,  boys’,  youth’s, 
misses’  and  girls'  S. 

POINTE  AUX  TREMBLES,  QUE. 

Canadian  Footwear  Co.,  Ltd.,  6th 
Ave.,  women's,  misses’  and  chil- 
dren’s medium  Me.  and  T.,  J. 

PORTNEUF,  QUE. 

Leveille,  J.  C.  A.,  general  line  Me.  and 
S.,  also  men’s  and  boys’  river  boots. 

PRESTON,  ONT. 

Hurlbut  Co.,  Ltd.,  infants'  soft  soles,  J. 
cushion  soles,  W.,  boudoir  slippers. 

Solid  Leather  Shoe  Co.,  Ltd.,  The, 
women’s  medium  Me.,  J. 

QUEBEC,  QUE. 

Beaulieu,  Jos.  & Co.,  80  Colomb, 
general  line  cheap  Me.  and  S.,  J. 

Bertrand  & Thibault,  104  Montmagny, 
women’s,  misses'  and  children's, 
gents’  and  little  gent's  Me.  and  S., 
also  white  canvas  shoes  for  women, 
fine  and  medium.  Me.,  S.,  J. 

Bisson,  O.,  76  Marie  Louise,  misses’, 
children’s  and  infants'  cheap  Me.,  J. 

Children’s  Shoe  Co.,  Reg’d,  11  Bel- 
leau,  women’s,  misses’,  child’s  and 
infant’s’  Me. 

Drolet,  J.  B.,  Co.,  Ltd.,  583  St.  Valier, 
men’s  and  women's  medium  W., 
boys’,  youths'  and  little  gents'  Me. 

Duchaine,  Ludger,  593  St.  Valier, 
general  line  medium  Me.,  men’s 
and  boys’  S.,  men’s,  boys’,  women’s 
and  youths’  W.,  also  felt  soled 
and  rubber  soled,  J. 

Duchaine  & Perkins,  195  Crown,  gen- 
eral line  Me.,  S.,  P.,  also  men’s  W. 
and  R.,  J. 

Eastern  Canada  Shoe  Co.,  Ltd.,  51 
Colomb,  women’s,  misses’  and  chil- 
dren,s Me.,  J. 

Gale  Bros.  Limited,  518  St.  Valier, 
women’s,  misses’,  little  gents’,  chil- 
dren’s and  infants’  fine  Me.,  also 
canvas,  J. 

Gosselin,  J.  H , 50  D’Argenson,  boys’, 
youths’  and  misses’  Me.,  S.,  J. 

Gosselin  Shoe  Co.,  96  St.  Leon,  boys' 
youths’  and  women's  Me. 

Goulet,  O.,  575  St.  Valier,  general 
line  W.  and  Me.,  S.,  P.,  J. 

Grenier  Art,  140  Colomb,  moccasins. 

Jobin,  E.,  Limited,  35  Colomb,  gen- 
eral line  medium  W.,  Me.,  S.,  J. 

Lachance  & Tanguay,  70  Bigaouette 
Ave.,  general  line  Me.,  S.,  J. 

Lafrance,  P.  J.,  286  Bagot,  misses’ 
and  children’s  Me. 

Lagace  & Lepinay,  22  St.  Anselme, 
men’s,  boys’,  youths’  and  little  gents’ 
medium  Me.  and  W.,  S.,  J.  •» »i  ^ 

Leclerc  & Freres,  96  St.  Malo,  boys', 
youths’  and  girls’.  Me. 

Marier  & Trudel,  Limited,  Nelson  St., 
general  line  medium  Me.  and  S.,  J. 

Marsh,  Wm.  A.,  Co.,  Ltd.,  472  St. 
Valier,  men’s  and  women’s  fine  and 
medium  Me.  and  W.,  J. 

Martin,  J.  & A.,  117  Charest,  men’s, 
boys'  and  youths’  P.  and  S.,  J. 


Marois,  A.  E.,  Limited,  559  St.  Valier, 
general  line  medium,  men’s,  boys’, 
youths',  W.,  Me.,  S. 

Moisan  Frs.,  34  Turgeon,  men’s,  wo- 
men’s and  children’s  cheap  hand- 
turned  shoes  and  slippers,  J. 

Quebec  Glove  & Leather  Mfg„  3rd  St. 
Limoilou,  moccasins,  slippers,  mitts. 

Ritchie,  John,  Co.,  Ltd.,  496  St.  Valier, 
men’s  medium  and  fine  W.,  J. 

Rochette,  J.  Marcel,  80  Signai,  men’s, 
boys’,  youths'  and  little  gents’  med- 
ium Me.,  S. 

Routier,  Luc.,  56  Colomb,  men’s, 
boys’,  youths’  and  little  gents' 
medium  Me.,  S.,  J. 

Saillant  & Lessard,  29  4th  St.,  boys’, 
youths’,  misses’,  children’s  and  in- 
fants’ medium  Me.,  J. 

Samson,  J . E. , Reg’d. , 2Q  Arago,  general 
line,  medium  Me.,  S.  and  P., 
specialty  hockey,  rugby  and  base- 
ball shoes,  J. 

Stobo,  J.  M.,  Co.,  Ltd.,  92  Arago, 
general  line  Me.,  S.  and  P.,  men’s 

W. 

Tanguay,  Jos.,  122  St.  Dominique  St., 
general  line  medium  Me.,  S.,  P., 
also  sporting  boots  and  sandals. 

Tremblay,  Ed.,  108  Boisseau,  general 
line  medium  Me.,  S.,  J. 

RICHMOND  HILL,  ONT. 

Inrig  Shoe  Co.,  Ltd.,  men’s,  boys’ 
and  youths'  Me.  and  N. 

SACKVILLE,  N.B. 

Wry-Standard,  A.  E.,  Ltd.,  men’s, 
youths’,  boys’  and  women’s  medium 
P.  N.,  also  oil  tanned  shoe  packs,  J. 

ST.  GENEVIEVE  DE  BATISCAN, 
QUE. 

St.  Arnaud  Biron  & Co.,  moccasins 
and  shoe  packs,  men’s  heavy  work 
shoes. 

ST.  HYACINTHE,  QUE. 

Ames-Holden-McCready,  Limited, 
men’s  S.,  also  infants’,  youths', 
boys’  and  little  gents'  stitchdowns. 

Comfort  Children’s  Footwear  Co., 
Ltd.,  children’s 

Cote,  A.  A.,  & Son,  men’s,  boys’, 
youth’s.  Children’s,  Me.,  and  S. 

Cote,  J.  A.  & M.,  Limited,  general  line. 

Me.,  S.,  P. 

Rita  Shoe  Co.,  Ltd.,  infants'  stitch- 
downs. 

ST.  JACOBS,  ONT. 

Canada  Felting  Co.,  seamless  felt 
boots,  J. 

ST.  JEROME,  QUE. 

Canadian  Consolidated  Rubber  Co  , 
Ltd.,  Head  Office  Montreal. 

ST.  LAURENT,  QUE. 

St.  Laurent  Garment  Co.,  larrigans, 
wannigans  and  moccasins.  J. 

ST.  STEPHEN,  N.B. 

Clark  Bros.,  Limited,  women's  medium 
and  fine  Me. 

ST.  THOMAS,  ONT. 

Nursery  Shoe  Co.,  Ltd.,  boys’,  youths’, 
little  gents’,  misses’,  children  s and 
infants’  Me.  and  T. 

Talbot  Shoe  Co.,  Ltd.,  men’s  and 
women’s  fine  W. 

ST.  TITE,  QUE. 

Acme  Shu-Pack  Co.,  Ltd.,  shoe  packs, 
larrigans,  moccasins  and  hunting 
boots,  J. 


SAULNIERVILLE,  N.S. 

Comeau,  F,  G.,  & Son,  larrigans  and 
shoe  packs,  J. 

SEAFORTH,  ONT. 

Duncan,  W.  J.,  infants’  soft  sole,  also 
gaiters  and  leggings. 

SIMCOE,  ONT. 

Allied  Shoe  Factories,  Ltd.,  general 

line  Me.  and  St. 

SOREL,  QUE. 

Duhamel,  La  Cie  & Freres,  general  line 
Me.,  S.,  P.  and  oiled  moccasins. 

STRATFORD,  ONT. 

Grosch  Felt  Shoe  Co.,  Ltd.,  felt 
footwear  and  slippers. 

TERREBONNE,  QUE. 

Globe  Shoe  Co.,  growing  girls',  misses’ 
and  children's  W.  and  T.,  medium 
and  high  grades:  white  goods  and 
cushion,  W.  a specialty. 

THREE  RIVERS,  QUE. 

Balcer  Glove  Mfg.  Co.,  moccasins. 

Eureka  Shoe,  Limited,  women’s  med- 
ium Me.,  J. 

Tebbutt  Shoe  & Leather  Co.,  men’s, 
boys’,  youths’  and  little  gents’ 
medium  and  fine  W.,  Me.,  S.,  J. 

TILLSONBURG,  ONT. 

Tillsonburg  Shoe  Co.,  Ltd.,  men's, 
boys’  and  youths',  S.,  R.,  W.,  also 
prospectors’  boots,  J. 

TORONTO,  ONT. 

Adams  Shoe  Co.,  Ltd.,  284  King  W., 
little  gents’,  misses’,  children’s  and 
infants’  fine  Me.  and  T. 

Aero  Pads  & Foot  Kumforts,  64  Ade- 
laide E.,  felt  slipper. 

American  Footwear  Co.,  64  Colborne, 
felt  and  leather  slippers. 

Beal  Bros.,  Ltd.,  52  Wellington  E., 
boys'  W.  and  St.,  also  moccasins, 
shoe  packs. 

B.  & M.  Shoe  Slipper  Mfg.  Co.,  106 
Front  E.,  slippers. 

Blachford  Shoe  Mfg.  Co.,  Ltd.,  92 
Sherbourne,  women’s  fine  W.  and  T. 

British  Slipper  Mfg.  Co.,  689  Bathurst, 
general  line  of  slippers. 

Burnett  Mfg.  Co.,  728.  Gerrard  E., 
slippers. 

Burnett,  S.,  761  Yonge,  cripples’  shoes 
to  order. 

Canadian  Shoes  Limited,  130  Welling- 
ton W.,  women's  and  child’s  stitch- 
downs, W. 

Clarke,  A.  R.,  Co.,  Ltd.,  633  Eastern 
Ave.,  moccasins. 

Cooper  & Son.,  J.  D.,  49  McCaul, 
slippers. 

Corson  Shoe  Mfg.  Co.,  Ltd.,  100 
Sterling  Rd..  men’s  and  boys’  fine 
W.  and  slippers. 

Fry,  Jos.  S.,  168  Seaton,  cripples’  shoes. 

Gadsby,  E.  J.,  964  Bathurst,  men’s 
and  women’s  staples. 

Gutta-Percha  & Rubber,  Limited, 
47  Yonge  St.,  general  line  of  rubber 
footwear,  rubber  heels,  etc. 

W.  B.  Hamilton  Shoe  Co.,  Ltd.,  15 
Front  E.,  men’s  and  women’s  med- 
ium and  fine  W.,  Me. 

H.  & C.  Shoe  Mfg.  Co.,  2852  Dundas, 
men’s  and  women’s  medium  W. 

Hyde  Shoe  Co.,  902  Dovercourt  Rd., 
men’s,  W. 

Long,  R.  G.,  & Co.,  Ltd.,  727  King 
W.,  moccasins. 
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Myles  Shoe  Co.,  Ltd.,  109  Simcoe, 
men’s,  women's  and  boys’  fine 

W.  and  T.,  Me. 

Newport  Shoe  Co.,  Ltd.,  Wolseley 
and  Ryefson,  women's  fine  turns. 

Owens-Eimes  Mfg.  Co.,  Ltd.,  12-14 

* Sheppard,  handmade  ladies’  turn 
slippers  and  low  shoes. 

Phillips  Bros.  Shoe  Co.,  Ltd..  1191 
Bathurst,  children's  and  misses' 
stitchdowns,  ladies’  slippers.  Me.,  J. 

Reliance  Shoe  Co.,  Ltd.,  350  Sorauren 
Ave.,  men’s,  boys',  youths’  and  little 
gents’  medium  and  fine  W.  and  Me. 

Silver  Footwear  Co.,  13  James  St., 
men's  and  women’s  Me.  and  W., 
slippers  &c. 

Toronto  Slipper  Mfg.  Co.,  18  Mill- 
stone Lane,  cheap  and  medium 
slippers  and  bathing  shoes. 

Walker-Parker  Co..  Ltd.,  152  Welling- 
ton W.,  women’s  fine  W.,  Me.  and  T. 

UNIONVILLE,  ONT. 

Daisy  Shoe  Works,  men’s  working 
boots. 

UPTON,  QUE. 

Loiselle,  Raphael,  shoe  packs,  women’s 

Me. 

VANCOUVER,  B.C. 

Harvey  Boot  Factory,  51  Cordova, 
logging  shoes  (Repair  Shop). 

Leckie,  J.,  & Co.,  Ltd.,  220  Cambie. 
men’s,  boys’  and  youths'  medium 
W.  and  S.,  wholesale  general  line. 

Paris,  Pierre,  51  Hastings  W.,  log- 
gers', miners'  and  work  shoes,  also 
women’s  fine  shoes. 

Standard  Shoe  Mfg.  Co.,  Ltd.,  319 
Hastings  W.,  loggers’,  miners’,  team- 
sters', work  boots,  orthopedic  boots. 

West  End  Shoe  Hospital,  320  Gran- 
ville, orthopedic  boots. 

VICTORIA  CORNERS,  N.B. 

Boyer,  J.  W.,  & Co.,  hand-made  river 
boots. 

WATERLOO,  ONT. 

Valentine  & Martin  Ltd.,  men’s,  boys’ 
and  youths’,  S.,  W.,  Me.,  P.,  J. 

WINNIPEG,  MAN. 

Canadian  Glove  Co.,  Ltd.,  171  James 
E.,  moccasins  and  wannigans,  also 
gloves,  J. 

WOODSTOCK,  N.B. 

Donovan  Shoe  Co.,  The,  55  King, 
farm  boots  and  shoepacks. 

WHOLESALE  DEALERS 

Handling  Boots,  Shoes,  Rubbers 
Felts,  Findings,  Etc. 

AMHERST,  N.S. 

Amherst  Boot  & Shoe  Co..  Ltd. 

BELLEVILLE,  ONT. 

Belleville  Shoe  Co. 

BRANDON,  MAN. 

Dowling  Shoe  Co. 

BRANTFORD,  ONT. 

Agnew,  John,  Ltd. 

Dominion  Rubber  System. 

BROCKVILLE,  ONT. 

Johnston,  J.  A.,  Co.,  The. 

CALGARY,  ALTA. 

Ames-1  lolden-McCready,  Ltd. 

Dagg,  E.  A.,  & Co. 


Canadian  Consolidated  Rubber  Co  , 
Ltd. 

Gutta  Percha  & Rubber,  Ltd. 
McFarland  Shoe  Co. 

McKillop,  A.,  Co.,  Ltd. 

CHARLOTTETOWN,  P.E.I. 

LePage  Brady  Co.,  Ltd. 

Morris  & Smith. 

Turner  & Co. 

COLLINGWOOD,  ONT. 

Long,  T„  & Bro. 

Stephens  Co..  Ltd. 

EDMONTON,  ALTA. 

Ames-Holden-McCready  Co.  (Br.). 
Congdon  Marsh  Co. 

Dominion  Rubber  System. 

Dowers  Limited. 

Gutta  Percha  & Rubber  (Br.). 
McFarland  Shoe  Co.  (Br.). 

FORT  WILLIAM,  ONT. 

Dominion  Rubber  System. 

Gutta  Percha  & Rubber. 

FRASERVILLE,  QUE. 

Fraserville  Shoe  Co..  Ltd. 
GEORGETOWN,  ONT. 

Dayfoot,  C.  B.,  & Co. 

GUELPH,  ONT. 

Smith.  F.  E. 

HALIFAX,  N.S. 

Ames-Holden-McCready,  Ltd., 
Amherst  Boot  & Shoe  Co. 

Dominion  Rubber  System 
Gutta  Percha  & i Rubber. 

Taylor,  Robt..  Co. 

HAMILTON,  ONT. 

Barnett,  L.  M.,  9 Market  Square. 
Griffith,  R.  B..  & Co.,  20  Gore. 

Lennox,  Jno.,  & Co.,  18  King  St.  E. 
McPherson,  Jno.,  Co.,  Ltd.,  Jackson 
St.  E. 

Townsend,  J.  S„  Lister  Bldg.,  4 3 
Hughson  St. 

HULL,  QUE. 

Woods  Mfg.  Co.,  Ltd. 

KINGSTON,  ONT. 

Midland  Shoe  Co. 

LETHBRIDGE,  ALTA. 

Dominion  Rubber  System. 

Great  West  Rubber  & Footwear  Co. 
Gutta  Percha  & Rubber. 

LONDON,  ONT. 

Coates,  Burns  & Wanless,  320  Rich- 
mond 

Karn  Shoe  Co.,  350  Richmond 
London  Shoe  Co.,  Ltd.,  326  Richmond. 
Sterling  Bros.,  Ltd.,  330  Clarence. 

MIDLAND,  ONT. 

Gendron  & Fitzpatrick. 

MONCTON,  N.B. 

Higgins,  L.,  &i  Co. 

' MONTREAL,  QUE. 
Ames-Holden-McCready,  Limited,  122 
St.  Antoine. 

Boston  Jobbing  Co.,  447  St.  Lawrence. 
Bignell  & Knox,  59  St.  Henry. 

Canada  Shoe,  229  Notre  Dame  E. 
Canadian  Shoe  Co.,  108  Gamier 
Chouinard,  J.  I.,  330  Notre  Dame  E. 
Cummings,  Nathan,  153  Peel. 
DeVillers,  H.  J.,  Sales  Co.,  St.  Cath- 
erine and  Aird. 


Dumont,  T.,  Regd.,  1046  Papineau 
Ave. 

Dupont,  Nap,  Rcgd.,  602  St. Catherine. 
Empire  Shoe  Co.,  The.  301  St.  James. 
Gagnon,  O.,  1167  St.  Catherine. 

Gutta  Percha  & Rubber. 

Home  Shoe  Co.,  Ltd.,  327  Amherst. 

I lub  Shoe  Co.,  86  St.  Paul  W. 
Johnson,  A.  L„  Co.,  Ltd  , 17  St.  Helen. 
Labelle,  J.  R.,  229  Lemoine. 

Lambert,  Alfred,  Inc.,  14  Notre  Dame 
W. 

Lefebvre,  J.  B.,  158  St.  Paul  W. 

Lion  Brand  Shoe,  Regd.,  15  Gosford. 
Locke  Footwear  Co.,  Ltd.,  60  St. 
Paul  E. 

Lord,  Omer.  968  St.  Andre. 

Marks  Bros.,  315  Craig  West 
McKeen,  C.E.,  Shoe  Co.,  Ltd. 

Miner  Rubber  Co.,  Ltd.,  211  McGill. 
Miner  Shoe  Co.,  Ltd..  72  St  Peter. 
Metropolitan  Shoe  Co.,  91  St.  Paul  E. 
National  Boot  & Shoe  Jobbers,  609 
St.  Lawrence. 

Packard,  L.  H.,  & Co.,  15  St.  Antoine. 
Pelletier,  J.  A.,  225  Notre  Dame  W. 
Phaneuf.  Phillippe.  1124  Rachel  E. 
Realfit  Footwear,  The.  1707  St.  Law- 
rence . 

Ritz  Shoe  Co..  66  McGill. 

Robinson,  James,  184  McGill. 

Scheuer,  Normandin  & Co.,  8 St.  Helen) 
Schlossberg,  S , 185  Drolet 
Singers  Fit-Rite  Shoe  Co.,  Ltd., 
405  Notre  Dame  W. 

Stag  Shoe  Co.,  The,  74  Victoria  Sq. 
Steine,  M.  B.,  86  Grey  Nun. 

Sun  Shoe  Co..  96  Papineau  Av. 

MOOSE  JAW,  SASK. 

Kennedy  Bros. 

Maybee's.  Limited. 

NEWCASTLE,  N.B. 

Farrah,  A.  D.,  & Co. 

NEW  GLASGOW,  N.S. 

Higgins.  L.,  & Co.  (Br.). 

OTTAWA,  ONT. 

Ault,  A.  W.,  & Co.,  Ltd.,  48  Queen. 
Chouinard,  J.  I.,  of  Montreal,  16 

Musgrave. 

Poaps,  J.  V.,  & Co.,  Ltd..  76  O'Connor. 
PICTOU,  N.S. 

Tanner,  W.  T. 

QUEBEC,  QUE. 

Beaubien,  Louis,  617  St.  Valier. 

Begin,  J.  H.,  Reg.,  38  Champlain 
Brown,  Rochette,  Limited,  580  St. 
Valier. 

Duchaine  Shoe,  29  Renaud. 

Larochelle,  J.  H..  & Fils,  533  St.  Valier. 
Magnan.P.  A.,  493 St.  Valier. 
Morin,  J.  A.,  615  St.  Valier. 

Poliquin  & Darveau,  41  St.  Pierre. 
Paquet  Co.,  Ltd.,  Pointe  aux  Levres. 
Slater,  C.  E.,  491  St.  Valier  St. 

REGINA,  SASK. 

Amherst  Central  Shoe  Co.,  Ltd., 
Rose  St.  and  8th  Ave. 

ST.  HYACINTHE,  QUE. 

La  Maison  Girouard,  Limitee. 

La  Victoire  Shoe  Co. 

ST.  JOHN,  N.B.  * 

Fleetwood  Footwear  Ltd. 
Humphrey,  J.  M.,  & Co. 

Waterbury  & Rising,  Limited 

ST.  JOHNS,  QUE. 

McNulty,  Louis. 
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SASKATOON,  SASK. 

Henry,  Harley,  Ltd. 

SUDBURY,  ONT. 

Silverman,  A. 

SYDNEY,  N.S. 

Humphrey,  J.  M.,  & Co.  (Br.). 

TRURO,  N.S. 

Cook,  Wm„  Shoe  Co. 

TORONTO,  ONT. 

Adanac  Footwear  Co.,  64  Wellington 
W. 

Ames-Holden-McCready,  132  Welling- 
ton W. 

Boulter,  Geo.  E.,  3 Wellington  st.  E. 
Bucovetsky  Bros.,  48  Danforth. 
Collins,  N.  J.,  60  Front  W. 

Cronk,  S.  C„  & Co.,  60  Front  W. 
Dallas,  H.,  23  Scott  St. 

Davies  Footwear  Co.,  60  Front  St.  W. 
Hamilton,  W.  B.,  Shoe  Co.,  15  Front  E. 
Hawthorne,  D.  D.,  Co.,  27  Wellington 
W. 

Jacobi,  Philip,  5 Wellington  E. 
McLaren,  J.  A.  Co.,  Ltd.,  30  Front  W. 
Pomer,  Winberg  & Co.,  73  Adelaide  E. 
Saba,  C.  N.,  & Co. ,84  Wellington  W. 
Tilley,  Chas.,  & Son,  90  Richmond  W. 
Weston,  F.  J.,  & Sons,  53  WellingtonW. 
White  Shoe  Co.,  48  York. 

Willinsky,  M.  L.,  20  Wellington  W. 

TRENTON,  ONT. 

Weaver,  C. 

VANCOUVER,  B.C. 

B.C.  Leather  & Findings  Co.,  Ltd,, 
117  Pender. 

Darner  Lumsden  Co.,  133  Pender  W. 
Henderson,  F.  & F.,  416  Cordova  W. 
Leckie,  J.  & Co.,  Ltd.,  220  Cambie. 
Stevenson  & Hoyland,  109  Powell. 

VICTORIA  CORNERS,  N.B. 

Boyer,  J.  W.,  & Co. 

WINNIPEG,  MAN. 

Ames-Holden-McCreadv  Co.  (Br.). 
Buckler  & Son,  Ltd.,  84  Princess. 
Congdon  Marsh,  Limited,  86  Princess. 
Finch,  Matbewson,  Ltd.,  212  Ban- 
notyne. 

Gardner,  M.,  & Co.,  Bon  Accord  Block. 
Hudsons  Bay  Co.,  Main  and  York. 
Kilgour-Rimer  Co.,  Ltd.,  87  Princess. 
Korker  Shoe  Co.,  44  Princess. 
Lennox,  Geo.  G.,  Ltd.,  87  King. 
Merchants  Consolidated,  Limited,  110 
Princess. 

Merchants  Supply  Co.,  Ltd.,  178 
Henry. 

Middleton,  H.  G.,  Co.,  Ltd.,  154 
Princess. 

National  Clothing  Co.,  Ltd.,  Sanford 
Bldg. 

Ryan,  Thos.,  & Co.,  44  Princess. 
Struthers,  J.  R.  C„  44  Princess. 

CLASSIFIED  LIST 
Boys’,  Youths’  and  Little  Gents’ 

Acton  Shoe  Co.,  Ltd.,  Actonvale,  Que  , 

P-,  J- 

Ahrens,  Chas.  A.,  Limited,  Kitchener, 
Ont.  Me.,  W.,  St.,  J. 

Ackerman,  B.  F.,  Son  & Co.,  201 
George,  Peterboro,  Ont.  Staples. 
Aird,  Jas.,  Co.,  17  St.  Gabriel,  Mon- 
treal. Me.,  W. 

Aird  & Son,  Reg.,  482  Ontario  St.  E., 
Montreal.  Me.,  J. 


Adams  Shoe  Co.,  284  King  St.  W. 
Toronto.  Me. 

Allied  Shoe  Factories,  Ltd.,  Simcoe, 
Ont.,  Me.,  St. 

Ames-Holden-McCready,  Limited,  1221 
Mount  Royal  Ave.,  Montreal.  W., 

T.,  Me.,  S.,  P. 

Amherst,  B.  & S„  Co.,  Ltd.,  Amherst, 
N.S.  Me.,  S.,  P. 

Aylmer  Shoe  Co.,  Ltd.,  Aylmer,  Ont. 
Boys'  W. 

Beal  Bros.,  Ltd.,  52  Wellington  E., 
Toronto.  St.,  W. 

Beaulieu,  Jos.  &2  Co.,  80  Colomb, 
Quebec.  Me.,  S.,  J. 

Bertrand  & Thibeault,  104  Mont- 
magny,  Quebec.  Mc.,T.,  S. 

Bonin,.  A.,  937  Cartier,  Montreal. 

T.,  Me.,  S.,  J. 

Braunstein,  Peter,  29  William,  Mon- 
treal. St. 

Charbonneau  & Deguise,  636  Craig  E., 
Montreal.  Me.,  S.,  J. 

Chas  Cooper  & Sons,  Arthur,  Ont.,  S. 
Children's  Footwear  Co.,  Ltd.,  3 St. 

Alexander,  Montreal,  Me. 

Corbeil,  Limited,  345  St.  Paul  E., 
Montreal.  W.,  Me. 

Corson  Shoe  Mfg.  Co.,  Ltd.,  100 
Sterling  Rd.,  Toronto.  W. 

Cote,  A.  A.,  & Son,  Ltd.,  St.  Hya- 
cinthe,  Que.  Me.  and  S. 

Cote,  J.  A.  & M.,  Limited,  La  Cie,  St. 

Hyacinthe,  Que.  (Little  gent’s).  Me. 
Crosby,  H.  H.,  Co.,  Hebron,  N.S. 
Me.,  S. 

Desautels,  Jos.,  Montreal.  Me.,  J. 
Daoust,  Lalonde  & Co.,  Ltd.,  Victoria 
Sq.,  Montreal.  W.,  Me.,  S.,  P. 
Dayfoot,  C.  B.,  & Co.,  Georgetown, 
Ont.  W. 

Dominion  Shoe  Co.,  2298  Chabot, 
Montreal.  (Little  gents’).  Me. 
Drolet,  J.  B..  Co.,  Ltd.,  51  Colomb, 
Quebec.  Me. 

Duchaine,  L.,  593  St.  Valier,  Quebec. 

W.,  Me.,  S.,  J. 

Duchaine  & Perkins,  195  Crown,  Que- 
bec. Me.,  S.,  P.,  J. 

Dufresne  & Locke,  Limited,  587  On- 
tario E.,  Montreal.  Me.,  W.,  J. 
Duhamel  & Frere,  Sorel,  Que.  P.,S., 
Me. 

Dupont  & Frere,  301  Aird  Ave.,  Mon- 
treal  JVI.C  f J 

Eagle  Shoe  Co.,  587  Beaudry,  Mon- 
treal. Me. 

Eastern  Shoe  Mfg.  Co.,  Ltd.,  150 
Frontenac  St.,  Montreal.  Me. 
Fix  Shoe  Mfg.  Co.,  1112  Rachel  E., 
Morttreal.  W. 

Fournier,  E.,  Plessisville,  Que.,  S. 
Galt  Shoe  Mfg.  Co..  Galt,  Ont.  T.,  Me. 
Getty  & Scott,  Limited,  Galt,  Ont. 
(Youths’  and  little  gents').  W., 

T.,  Me. 

Gosselin,  J.  H.,  Quebec.,  Me.,  S.,  J. 
Gosselin  Shoe  Co.,  96  St.  Leon,  Que- 
bec. Me. 

Goulet,  O.,  575  St.  Valier,  Quebec. 

W.,  Me.,  S.,  P.,  J. 

Greb  Shoe  Co.,  Kitchener,  S.W. 
Hartt,  Boot  & Shoe  Co.,  Ltd.,  Fred- 
ericton, N.B.  W. 

Hewetson,  J.  W.,  Co.,  Ltd.,  Brampton 
Ont.  Me.,  W. 

Humberstone  Shoe  Co.,  Ltd.,  Hum- 
berstone,  Ont.  St. 

Hydro  City  Shoe  Mfrs.,  Limited, 
Kitchener,  Ont.  Me.,  S. 

H.  & C . Shoe  Mfg  Co.,  1658  Dundas, 
Toronto,  Ont.  W. 


Inrig  Shoe  Co.,  Ltd.,  Richmond  Hill, 
Ont.  Me.,  N. 

Ideal  Shoe  Co.,  Ltd.,  374A  Papineau, 
Montreal.  Me. 

Jobin.  E.,  Limited,  35  Colomb,  Quebec 

W.,T.,  Mc.,J. 

Lagace  & Lepinay,  22  St.  Anselme, 
Quebec.  Me.,  S.,  J. 

Leckie,  J.,  & Co.,  Ltd.,  Vancouver. 
B.C.  W.,  S. 

Leclerc  & Freres,  96  St.  Malo,  Quebec. 

Me. 

Marois,  A.  E.,  Ltd.,  565  St.  Valier 
St.,  Quebec.  Me.,  S.,  W.,  J. 
Mayer,  Th.,  169  Duke,  Montreal.  St. 
Marier  & Trudel,  Limited,  Nelson  St,, 
Quebec.  Me.,  S.,  J. 

Martin,  J.,  & Co.,  117  Charest  St., 
Quebec.  S.,  P.,  J. 

McPherson,  John,  Co.,  Ltd.,  Hamil- 
ton, Ont.  W. 

Milton  Shoe  Co.,  Milton,  Ont.  Me., 
S.,  J. 

Miner  Shoe  Co.,  Ltd.,  78  St.  Peter  W., 
Montreal.  Me.,  S. 

Nursery  Shoe  Co.,  Ltd.,  St.  Thomas. 

Ont.  T.,  Me. 

Phillips  Bros.  Shoe  Co.,  Ltd. 
Reliance  Shoe,  1191  Bathurst  St., 
Toronto. 

Rochette,  J.  M.,  80  Signai,  Quebec 

Me.,  S. 

Routier,  Luc,  56  Colomb,  Quebec. 

Me.,  S.,  J. 

Saillant  & Lessard,  Quebec.  Me.,  J. 
Samson,  J.  E.,  20  Arago  St.,  Quebec. 

Me.,  S.,  P. 

Scroggins  Shoe  Co.,  Galt,  Ont.  Me. 
Sisman,  T..  Shoe  Co.,  Aurora  Ont. 

Me.,  S.,  P.,  J. 

Slater  Shoe  Co.,  Ltd.,  105  Latour  St., 
Montreal.  W. 

Sterling  Bros.,  Ltd,,  London,  Ont,,  S.,P. 
Stobo,  J.  M.,  92  Arago,  Quebec. 

Me.,  S.,  J. 

Tanguay,  Jos.,  122  St.  Dominique 
St.,  Quebec.  Me.,  S.,  P.,  J. 
Tebbutt  Shoe  & Leather  Co.,  Ltd., 
Three  Rivers.  W.,  Me.,  S. 
Tetrault  Shoe  Mfg.  Co.,  331  De 
Montigny  St.,  Montreal.  W. 
Tillsonburg  Shoe  Co.,  Ltd.,  Tillson- 
burg,  Ont.  S.,  N.,  J. 

Tremblay,  E.,  108  Boisseau,  Quebec. 

Me.,  S. 

Underhill’s,  Limited,  Barrie,  Ont. 

Me.,  S.,  P.,  J. 

Valentine  & Martin,  Waterloo,  Ont. 

W.,  Me.,  S.,  P.,  J. 

Western  Shoe  Co.,  Ltd.,  Kitchener, 
Ont.  Me.,  S.,  P.,  J. 

Williams  Shoe  Co.,  Ltd.,  Brampton. 
Ont.  Me.,  S.,  P. 

Wry-Standard,  A.  E.,  Limited,  Sack- 
ville.  N.B.  P.,  S.,  N. 

Yale  Shoe  Mfg.  Co.,  Galt  Ont.  Me. 

CANVAS  SHOES 

Ames-Holden-McCready,  Limited, 
Montreal,  1221  Mount  Royal. 
Bertrand  & Thibault,  104  Mont- 
magny,  Quebec.  Women's. 
Canadian  Consolidated  Rubber  Co., 
Ltd.,  950  Notre  Dame  E.,  Montreal. 
Canadian  Footwear  Co..  Ltd.,  Pointe 
Aux  Trembles,  Quebec.  Women's. 
Clark  Bros.,  Ltd.,  St.  Stephens,  N.B., 
Women's  Me. 

Columbus  Rubber  Co.,  of  Montreal, 
1349  De  Montigny  E.,  Montreal. 
Corbeil,  Limited,  345  St.  Paul  E., 
Montreal.  Women's  and  infants'. 
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Daoust.  J.  L.,  & Co.,  225  Carriere 
Rd.,  Montreal.  Children’s. 

Eureka  Shoe,  Limited,  Three  Rivers. 
Women's. 

Gagnon,  Lachapelle  & Hebert,  55 
Kent  St.,  Montreal.  Women’s  and 
infants'.  J. 

Globe  Shoe  Co.,  Terrebonne,  Que. 

Gale  Bros.,  Limited,  518  St.  Valier, 
Quebec.  Women’s  J. 

Getty  & Scott,  Limited,  Galt,  Ont. 
Women’s 

Goulet,  O.,  575  St.  Valier,  Quebec.  J. 

Hamilton,  W.  B.,  Shoe  Co.,  15  Front 
E..  Toronto. 

Kingsbury  Footwear  Co.,  Ltd.,  679 
La  Salle  Ave..  Montreal.  Women's. 

La  Duchesse  Shoe  Co.,  92  Beaudry, 
Montreal.  Women’s.  J. 

Lady  Belle  Shoe  Co.,  Kitchener,  Ont., 
women’s. 

Mayer,  TJi  , 169  Duke,  Montreal. 

Miner  Rubber  Co.,  Ltd.,  Granby, 
Quebec. 

Northern  Rubber  Co.,  Ltd.,  Guelph, 
Ont. 

Poirier,  Renee,  118  Messier  St.,  St. 
Sauveur,  Que. 

Ritchie,  John,  Co..  Ltd.,  496  St. 
Valier,  Quebec,  P.Q.  J. 

Samson,  J.  E.,  22  Arago,  Quebec.  J. 

Scheuer,  Normandin  & Co..  8 St. 
Helen,  Montreal. 

Toronto  Slipper  Mfg.  Co.,  Ltd.,  18 
Millstone  Lane,  Toronto. 

FELT  SHOES 

Aird  &l  Son,  482  Ontario  E..  Montreal. 

American  Footwear  Co.,  64  Colborne, 
Toronto. 

Ames-Holden  Felt  Co.,  Ltd.,  Kit- 
chener, Ont. 

Amherst  Boot  & Shoe  Co.,  Ltd.,  Am- 
herst. N.S. 

Canada  Felting  Co..  St.  Jacobs,  Ont. 

Canadian  Consolidated  Felt  Co.,  Ltd., 
Kitchener,  Ont. 

Cobourg  Felt  Co..  Ltd.,  Cobourg,  Ont. 

Corbeil,  J.  B.  A.,  559  De  Lanaudiere, 
Montreal. 

Duchaine,  L.,  593  St.  Valier  St., 
Quebec. 

Dufresne  & Locke,  Limited,  587  On- 
tario E.,  Montreal. 

Great  West  Felt  Co.,  Ltd.,  Elmira, 
Ont. 

Grosch  Felt  Boot  Co.,  Ltd.,  Milverton, 
Ont. 

Hamburg  Felt  Boot  Co.,  Ltd.,  New 
Hamburg,  Ont. 

Hartt  Boot  & Shoe  Co..  Ltd.,  Fred- 
ericton, N.B. 

Jobin,  E.,  Limited,  35  Colomb,  Quebec. 

Rochette,  J.  M.,  80  Signai,  Quebec. 

Rumpel,  Oscar,  Kitchener,  Ont. 

Trickett,  Sir  H.  W.,  Limited,  Man- 
chester Bldg.,  Toronto. 

Wry-Standard,  A E.,  Limited,  Sack- 
ville.  N.B. 

MEN’S  BOOTS  AND  SHOES 

Ackerman,  B F.,  Son  & Co.,  Peter- 
boro,  Ont.  Staples.  J. 

Acton  Shoe  Co.,  Acton  vale,  Que 

Me.,  S.,  P„  J. 

Aird,  Jas.,  & Co.,  17  St.  Gabriel, 
Montreal.  Me, 

Aird  & Son.  Reg.,  482  Ontario  E. 
Montreal.  Me.,  T.,  S.,  J. 


Ames  - Holden  - McCready,  Limited, 
1 221  Mount  Royal,  Montreal.  Me., 
W.,T.,S.,  P.,‘R. 

Amherst  Boot  & Shoe  Co.,  Amherst, 
N.S.  W.,  Me.,  S.,  P. 

Aylmer  Shoe  Co.,  Ltd.,  Aylmer,  Ont. 

W. 

Beaulieu.  Jos.,  & Co..  80  Colomb, 
Quebec,  Que.  Me.,  S.,  J. 

Bell.  J.  & T..  Ltd.,  180  Inspector  St., 
Montreal.  W.,  T. 

Benin,  Antoine,  939  Cartier,  Montreal. 

T„  Me.,  S„  J. 

Bertrand  & Thibault,  104  Mont- 
magny,  Quebec. 

Brandon  Shoe  Co..  Ltd.,  Brantford, 
Ont.  W. 

Braunstein.  Peter,  29  William,  Mon- 
treal. St. 

Children's  Footwear  Co  , 3 St.  Alex- 
ander. Montreal,  Me. 

Corbeil,  Limited,  345  St.  Paul  E., 
Montreal.  Me.,  W. 

Corson  Shoe  Mfg.  Co.,  Ltd.,  100 
Sterling  Rd.,  Toronto.  W. 

Cote,  A.  A.,  & Son,  St.  Hyacinthe, 
Quebec,  Me.  and  S. 

Cote,  J.  A.  & M.,  Limited,  St.  Hya- 
cinthe. W.,  Me.,  S.,  R. 

Crosby,  H.  H.,  Co.,  Ltd.,  Hebron, 
N.S.  Me.,  S.,  T. 

Daisy  Shoe  Works,  IJnionville,  Ont., 
working  boots. 

Daoust,  Lalonde  & Co.,  49  Victoria 
Sq„  Montreal.  W.,  Me.,  P.,  S. 
Dayfoot,  C.  B.,  &i  Co..  Georgetown, 
Ont.  W.,  Me.,  P.,  R. 

Dominion  Shoe  Ltd.,  2298  Chabot, 
Montreal.  Me. 

Drolet,  J.  B.,  & Co.,  Ltd.,  51  Colomb, 
Quebec,  Que.  W.,  Me. 

Duchaine,  L.,  593  St.  Valier,  Quebec, 
Que.  W.,  Me.,  S.,  J. 

Duchaine  & Perkins,  195  Crown, 
Quebec,  Que.  Me.,  S.,  P.,  R.,  J. 
Dufresne  & Locke,  Limited,  587  On- 
tario St.  E.,  Maisonneuve.  W., 
Me.,  J. 

Duhamel&  Frere,  Sorel,  P.Q.  P.,  T.,S. 
Dupont  & Frere,  301  Aird  Ave., 
Montreal.  W.,  Me. 

Eagle  Shoe  Co.,  Ltd.,  587  Beaudry  W., 
Montreal . 

Fournier,  E.,  Plessisville,  Que.  S. 
Fix  Shoe  Mfg.  Co.,  1112  Rachel  St., 
Montreal.  Me. 

Griffin  Shoe  Co.,  Ltd  , Ingcrsoll,  Ont. 

W.  J. 

Goulet,  O.,  575  St.  Valier,  Quebec. 

W„  J. 

GrebShoe  Co..  Ltd.,  Kitchener.  Ont.  S. 
Hamilton,  W.  B.,  Shoe  Co.,  15  Front 
E.,  Toronto.  W. 

Hartt  Boot  & Shoe  Co.,  Ltd.,  Frederic- 
ton, N.B.  W.  and  hand  sewn. 
Humberstone  Shoe  Co.,  Humberstone, 
Ont.  N.,  J. 

Hydro  City  Shoe  Mfrs.,  Ltd.,  Kitch- 
ener, Ont.  Me.,  S.,  R. 

H.  & C.  Shoe  Mfrs..  Ltd..  1658  Dundas 
W.,  Toronto.  W. 

Inrig  Shoe  Co..  Ltd.,  Richmond  Hill, 
Ont.  W.  Me.  S. 

Jobin,  E..  Limited,  35  Colomb,  Quebec. 

W.,  Me. 

Lagace  & Lepinay,  22  St.  Anselme. 
Quebec.  Me.,  S.,  J. 


Leclerc  & Freres,  96  St.  Malo,  Que- 
bec. Me. 

Locke  Footwear  Co..  Ltd.,  60  St 
Paul  St.  E.,  Montreal.  W.,  P. 
Leckie,  J.,  Co.,  Ltd.,  Vancouver,  B.C. 
W„  S. 

Levielle,  J.  C.  A.,  Portneuf,  Que. 
Me.,  S. 

Marier  & Trudel,  Limited.  Nelson  St. 

Quebec,  Que.  Me.,  S.,  J. 

Marois,  A.  E..  Ltd.,  559  St.  Valier. 

Quebec,  W.,  Me.,  S.,  J. 

Marsh,  Wm.  A..  Co.,  Ltd.,  472  St. 

Valier,  Quebec,  Que.  Me.,  W.,  J. 
Martin,  J.  & A.,  117  Charest,  Quebec, 
Que.  S„  P.,  J. 

Mayer,  fh..  169  Duke,  Montreal.  St. 
McKenzie,  Crowe  & Co.,  Bridgetown, 
N.S.  Shoe  packs,  larrigans,  etc. 
McPherson,  Jno.,  Co..  Ltd..  Hamilton  . 
Ont.  W.,  Me. 

Milton  Shoes,  Ltd.,  Milton,  Ont 

Me.  J. 

Miner  Shoe  Co.,  Ltd.,  78  St.  Peter  St.. 

Montreal.  W.,  Me,,  S. 

Myles  Shoe  Co.,  Ltd.,  109  Simcoe, 
Toronto.  W. 

Murray  Shoe  Co..  London,  Ont.  W. 
Palmer,  Jno.,  Co.,  Ltd.,  Fredericton. 
N.B.  Shoe  packs,  larrigans.  sport- 
ing boots,  etc. 

Palmer-McLellan  Shoe  Pack  Co.,  Fred- 
ericton, N.B.  Larrigans,  packs,  etc. 
Reliance  Shoe  Co.,  Ltd..  1191  Bathurst 
St.,  Toronto.  Me.,  N. 

Ritchie,  Jno..  Co.,  Ltd.,  496  St.  Valier, 
Quebec,  Que.  W.,  J. 

Rochette,  J.,  80  Signai.  Marcel,  Que. 
Me.,  S. 

Routier,  Luc.,  56  Colomb,  Quebec, 
Que.  Me.,  S.,  J. 

Samson,  J.  E„  20  Arago,  Quebec.  Que . 

Me.,  P„  S„  J. 

Scott-Chamberlain,  Limited,  London, 
Ont.  W. 

Sisman,  T.,  Shoe  Co.,  Ltd.,  Aurora, 
Ont.  Me.,  S.,  P.,  J. 

Slater.  Geo.  A.,  Limited,  Ontario  St. 

E.,  Maisonneuve,  Montreal.  W. 
Slater  Shoe  Co.,  Limited.  105  Latour 
St.,  Montreal,  W. 

Standard  Welt  Co.,  Ltd  , 3 St  Alex- 
ander, Montreal.  W. 

Sterling  Bros.,  Limited,  London,  Ont. 
S„  P. 

Stobo.  J.  M..  92  Arago,  Quebec,  Que. 

W.  Me.,  J. 

Talbot  Shoe.  Co,  Ltd..  St.  Thomas, 
Ont.  W. 

Tanguay,  Jos.,  122  St.  Dominique. 

Que..  Que.  Me.,  S.,  J. 

Tebbutt  Shoe  &l  Leather  Co.,  Three 
Rivers,  Que.  W.,  Me.,  S.,  J. 
Tetrault  Shoe  Mfg.  Co.,  331  De 
Montigny  E..  Montreal.  W. 
Tillsonburg  Shoe  Co.,  Ltd.,  Tillson- 
burg,  Ont.  S.,  N.,  J. 

Tremblay.  Ed..  108  Boisseau,  Quebec, 
Que.  Me.,  S.,  J. 

Underhills.  Limited,  Barrie.  Ont.  Me., 
S„  P„  J. 

Valentine  & Martin,  Waterloo,  Ont. 
W„S„  J.| 

Wayland  Shoe.  Limited,  360  Provi- 
dence, Montreal.  W. 

Western  Shoe  Co..  Ltd..  Kitchener, 
Ont.  Me.,  S.,  P.,  J. 

Williams  Shoe,  Limited,  Brampton, 
Ont.  W.,  Me.,  S.,  P. 
Wry-Standard,  A.  E.,  Limited,  Sack- 
ville.  N.B.  P.,  N. 

Yale  Shoe  Co.,  Ltd.,  Galt.  Ont.  Me. 
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MISSES’,  CHILDREN’S  AND 
INFANTS’  SHOES 

Acton  Shoe  Co.,  Ltd.,  Actonvale,  Que. 

S. ,  P.,  Me. 

Ahrens,  Chas.,  Limited,  Kitchener, 
Ont.  Me.,  S.,  N.,  St. 

Adams  Shoe  Co.,  Ltd.,  533  College, 
Toronto.  T.,  Me. 

Aird,  Jas.,  & Co..  17  St.  Gabriel, 
Montreal.  Me.  “ 

Aird  & Son,  Regd.,  482  Ontario  E„ 
Montreal.  T.,  Mc.,J. 

Allied  Shoe  Factories,  Ltd.,  Simcoe, 

Ont.  Me.,  St. 

Ames  - Holden  - McCready,  Limited , 
1221  Mount  Royal,  Montreal.  W., 

T. ,  Me.,  S.,  P. 

Amherst  Boot  & Shoe  Co.,  Amherst, 
N.S.  Me.,  S.,  P. 

Beaulieu,  Jos.,  & Co.,  80  Colomb. 

Quebec,  Que.  Me.,  S. 

Bertrand  & Thibault,  104  Montmagny. 

Quebec,  Que.  Me.,  J. 

Bisson,  O.,  76  Marie  Louise,  Quebec, 
Que.  Me.,  J. 

Bonin  Antoine,  937  Cartier,  Montreal. 

Me.,  J. 

Braunstein,  Peter,  29  William,  Mon- 
treal. St. 

Canadian  Stitchdowns. 

Canadian  Footwear  Co.,  Ltd.,  Pointe 
aux  Trembles,  Montreal  office,  36  St. 
Genevieve.  Me. 

Charbonneau  & Deguise,  636  Craig,  E. 

Montreal.  Me.,  S.,  J. 

Charron,  Albert,  Contrecoeur.  T.,  J. 
Children's  Footwear  Co.,  Ltd  . 3 St. 

Alexander,  Montreal.  Me.,  W.,  St. 
Cote,  J.  P.,  899  La  Salle,  Montreal. 
Me.,  T. 

Children's  ShoeMfg.,  Co.,  11  Belleau, 
Quebec.  Me.,  J. 

Comfort-Childrens  Footwear  Co. 

Ltd.,  St.  Hyacinthe.  Que.,  Me. 
Corbeil,  Limited.  345  St.  Paul  E., 
Montreal.  Me. 

Cote,  A.  A.,  & Son,  Ltd.,  St.  Hya- 
cinthe, Que.  Me.,  S. 

Cote,  J.  A.  & M.,  Limited,  St.  Hya- 
cinthe, Que.  W.,  Me.,  P.,  S. 
Crosby,  H.  H.,  Co.,  Ltd.,  Hebron, 

N.S.  Me.,  S. 

Daoust,  Lalonde  & Co.,  Ltd.,  49  Vic- 
toria Sq.,  Montreal.  T.,  Me.,  P.,  S. 
Dayfoot,  C.  B.,  & Co.,  Georgetown, 

Ont.  W. 

Desautels,  Jos.  A.,  1080  Des  Erables, 
Montreal.  Me.,  J. 

Dominion  Shoe  Co.,  2298  Chabot, 

Montreal.  Me. 

Duchaine,  L.,  593  St.  Valier,  Quebec, 
Que.  Me.,  S.,  J. 

Duchaine  & Perkins,  195  Crown, 

Quebec,  Que.  Me.,  P.,  S. 
Dufresne  & Locke,  587  Ontario  E., 
Maisonneuve,  Montreal.  Me.,  J. 
Duhamel  & Frere,  Sorel,  Que. 
Duncan,  W.  J.,  Seaforth,  Ont.  Infants’ 
sole  shoe. 

Eastern  Shoe  Mfg.,  Co.,  152  Frontenac, 
Montreal.  Me.,  T. 

Eby  Kramp  & Co.,  Kitchener,  Ont. 
Infants'. 

Fix  Shoe  Mfg.  Co.,  1112  Rachele, 
Montreal^  Me. 

Fournier,  E.,  Plessisville,  Que.  S. 
Gale  Bros.,  Limited,  518  St.  Valier, 
Quebec,  Que.  Me.,  J. 

Galt  Shoe  Mfg.  Co.,  Galt,  Ont.  T., 

Me.,  St. 


Germain.  L.,  251  Christophe  Colomb, 
Montreal.  T.,  J. 

Getty  Shoe  Co.,  Kitchener,  Ont.,  T., 

Me. 

Getty  & Scott,  Limited,  109  Water  N., 
Galt,  Ont.  T.,  Me.,  W. 

Gosselin  J S.,  Quebec.  Me.,  S.,  J. 
Goulet,  O.,  575  St.  Valier,  Quebec,  Que. 

Me.,  P.,  S.,  J. 

Globe  Shoe  Co.,  Terrebonne,  Que. 

W.,  T. 

Hamel,  J.  H.,  Quebec.  Children’s. 
Hector  Shoe,  719  Panet,  Montreal. 
General  line  T.,  J. 

Hewetson,  J.  W.,  Co.,  Ltd.,  Brampton, 
Ont.  T.,  Me.,  J. 

Hofier,  A.  W.,  Elmira.  Soft  sole. 
Humberstone  Shoe  Co.,  Humberstone, 
Ont.  St.  and  sandals. 

Hurlbut  Co.,  Ltd.,  Preston,  Ont.  In- 
fants’ sole  shoe.  J. 

Hydro  City  Shoe  Mfrs.,  Kitchener, 
Ont.  Me.,  R. 

Ideal  Shoe  Co.,  Ltd.,  374  Papineau 
Ave.,  Montreal.  Me. 

Jobin,  E.,  Ltd.,  35  Colomb.  Quebec, 
Que.  Me.,  W.,  T.,  mode  W.  and  T. 

Lafrance,  P.  J.,  286  Bagot,  Quebec. 

Me. 

La  Duchesse  Shoe  Co.,  Regd.,  92 
Beaudry,  Montreal.  Me.,  T. 
Lachance  & Tanguay,  70  Bigaouette. 

Quebec,  Que.  Me.,  S.,  J. 

Latour,  David,  552  Henri  Julian, 
Montreal.  Me. 

Leveille,  J.  C.  A.,  Portneuf,  Que.  T. 
MacFarlane  Shoe  Co.,  Ltd.,  61  D. 
Normanville,  Montreal.  T.,  W., 
infants’  soft  sole. 

Mayer,  Th.,  169  Duke,  Montreal.  St. 
Marier  & Trudel,  Limited,  Nelson  St., 
Quebec,  Que.  Me.,  S.,  J. 

Marois,  A.  E.,  Ltd.,  559  St.  Valier, 
Quebec.  W.,  Me.,  S. 

McCaughan  & Son,  j.  A.,  689  Cham- 
plain, Montreal.  Me. 

Moisan  Fre.,  34  Turgeon,  Quebec,  Que. 

T.,  J. 

Mount  Royal  Footwear  Co.,  Ltd.,  2200 
Charlemagne,  Montreal.  Me.,  J. 
Miner  Shoe  Co.,  Ltd.,  72  St.  Peter, 
Montreal.  Me.,  W. 

Natural  Tread  Shoes,  Ltd.,  Belle- 
ville, Ont. 

Nursery  Shoe  Co.,  St.  Thomas,  Ont. 

Me.,  T. 

Packard,  L.  H.,  & Co.,  Ltd.,  15  St. 
Antoine,  Montreal.  Me.,  infants' 
soft  sole. 

Phillips  Bros.  Shoe  Co.,  1191  Bathurst, 
Toronto.  S. 

Papin,  J.,  Contrecoeur.  Me.,  T.,  J. 

Rena  Footwear  Co.,  Ltd.,  Ernest  and 
3rd  Ave.,  Montreal  East.  Me. 
Rita  Shoe  Co.,  Ltd.,  St.  Hyacinthe, 
Que.  St. 

Rolland,  A.  B.,  214  Visitation,.  Mon- 
treal. Children's  and  infants'  T.,  J. 
St.  Jean  & Co.,  1165  St. .Catherine  E., 
Montreal.  Me.,  J. 

Saillant  & Lessard,  Quebec,  Que. 

Me.,  J. 

Samson,  J.  E.,  20  Arago,  Quebec,  Que. 

Me.,  P.,  S.,  J. 

Sisman,  T.,  Shoe  Co.,  Ltd.,  Aurora, 
Ont.  Me.,  S.,  P.,  J. 

Standard  Welt  Co.,  Ltd.,  3 St.  Alex- 
ander, Montreal.  W. 

Sterling  Bros.,  Limited,  London,  Ont. 
Misses’  P.,  S. 

Stobo,  J.  M.,  92  Arago,  Quebec,  Que. 

Me.,  S.,  J. 


Sun  Shoe  Co.,  966  Papineau,  Mon- 
treal. 

Tanguay,  Jos.,  122  St.  Dominique, 
Quebec,  Que.  Me.,  S. 

Tavlor,  Robt.,  Co.,  Ltd.,  Halifax, 
N.S.  Me.,  P.,  S. 

Tread  Rite  Shoe  Co.,  Ltd.,  Otterville, 
Ont..  W. 

Tremblay,  Ed.,  108  Boisseau,  Quebec, 
Que.  Me.,  S.,  J. 

Underhills,  Limited,  Barrie,  Ont.  Me., 
P.,  S.,  J. 

Villeneuve,  Amedee.  Lavaltrie,  Que.  T. 

Western  Shoe  Co.,  Ltd.,  Kitchener, 
Ont.  Me.,  P.,  S.,  J. 

Weston  Shoe  Co.,  Ltd.,  Campbellford. 

Me.,  T.,  W„  J. 

Williams  Shoe  Co.,  Ltd.,  Brampton, 
Ont.  Me.,  P.,  S.,  W. 

MOCCASINS  AND  LARRIGANS 

Acme  Glove  Works.  181  Vitre  E., 
Montreal. 

Auclair,  Wilfred,  Indian  Lorette,  Que. 

Acme  Shu-Pak  Co.,  Ltd.,  St.  Tite, 
Que.  Shoe  packs,  etc. 

Acton  Shoe  Co.,  Inc.,  Actonvale,  Que. 
Larrigans,  J. 

Bastien,  A.,  Loretteville,  Que.  Mocca- 
sins. 

Bastien,  M.,  Loretteville.  Moccasins. 

Balcer  Glove  Mfg.  Co.,  Three  Rivers, 
Que.  Moccasins. 

Beal  Bros.,  Limited,  52  Wellington  E., 
Toronto.  Ont.  Larrigans. 

Beal,  R.  M..  Leather  Co.,  Lindsay, 
Ont.  Larrigans. 

Boivin,  Telesphore,  Indian  Lorette, 
Que.  Moccasins. 

Borbridge,  S.  & H.,  Co.,  90  Rideau, 
Ottawa,  Ont. 

Briggs  Tannery,  Calgary,  Alta.  Shoe 
packs. 

Berrouard,  F..  401  St.  Valier,  Quebec, 
Que.  Larrigans. 

Clarke,  A.  R.,  & Co.,  Ltd.,  633  Eastern 
Ave.,  Toronto.  Moccasins. 

Comeau,  F.  G.,  & Son,  Saulnierville 
N.S.  Larrigans. 

Copeland  Shoe  Pack  Co.,  Midland, 

Qnt. 

Canadian  Glove  Co.,  171  James  E., 
Winnipeg 

Donovan  Shoe  Co.,  The,  55  King, 
Woodstock,  N.B. 

Forbert,  P.  A.,  Midland,  Ont.,  Lar- 
rigans. 

Gagnon  Bros.,  Loretteville,  Que. 
Mocassins. 

Gendron,  Penetang  Shoe  Pack  Mfg.  Co  , 
Penetanguishene,  Ont.  Larrigans. 

Glove  & Mitt  Co.  of  Canada,  Ltd  , 
294  Lagauchetiere  W.,  Montreal. 
Moccasins. 

Grevier,  Art.,  140  Colomb,  Quebec. 

Groff,  S..  & Son,  290  McDermott, 
Winnipeg. 

Hamilton,  W.  B.,  Shoe  Co.,  15  Front 
E.,  Toronto. 

Holt-Renfrew  & Co.,  35  Buade,  Que- 
bec, Que. 

Huron  Glove  Co.,  Ltd.,  Loretteville, 
Que. 

Kehoe  & Slattery,  Pembroke,  Ont. 
Waterproof  mocassins. 

LaFrance,  Thos.,  North  Bay,  Ont. 

Loiselle,  Ralph,  Upton,  Que.  Mocca- 
sins. 

Long,  R.  G„  & Co.,  Ltd.,  727  King  W„ 
Toronto.  Moccasins. 
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MacKenzie,  Crowe  & Co.,  Bridge- 
town, N.S.  Larrigans. 

McMartin.  E.  W„  45  St.  Alexander, 
Montreal. 

Montreal  Moccasins  Co , Ltd.,  10 
Shamrock,  Montreal. 

Palmer,  Jno.,  Co.,  Ltd.,  Fredericton. 
N.B.  Larrigans. 

Palmer-McLellan  Shoepack  Co.,  Fred- 
ericton. N.B.  Larrigans. 

Quebec  Glove  Leather  Mfrs.,  3rd  St., 
Limoilou,  Que. 

Ross,  Henry,  Loretteville,  Que.  Moc- 
casins. 

St.  Amand,  R.,  Loretteville,  Que. 
Moccasins. 

St.  Armaud,  Biron  & Co.,  St.  Gene- 
vieve de  Batiscan.  Moccasins. 

St.  Laurent  Garment  Co.,  137  McGill, 
Montrea  1 . Moccasins . 

Saba,  C.  N.,  Co.,  84  Wellington  W„ 
Toronto. 

Savard.  N.,  Loretteville,  Que.  Moc- 
casins. 

Taylor,  Wm„  Parry  Sound,  Ont. 
Larrigans. 

Union  Glove  Works.  684A  Ontario 
E.,  Montreal.  Moccasins. 

Verret,  Jules,  Loretteville,  Que.  Moc- 
casins. 

Wright.  A.,  & Co..  Pembroke,  Ont. 
Larrigans,  moccasins. 

Wright,  H.  W„  Pembroke.  Ont.  Larri- 
gans, moccasins,  etc. 

Wry-Standard,  A.  E..  Limited,  Sack- 
ville,  N.B.  Larrigans. 

RUBBER  FOOTWEAR 
MANUFACTURERS 

Ames-Holden-McCreadv,  Ltd.,  1221 
Mt.  Royal,  Montreal. 

Dominion  Rubber  System  . 201  Inspec- 
tor St..  Montreal. 

Factories — Montreal,  St.  Jerome, 
Quebec,  Elmira,  Ont.,  Kitchener, 
Ont.,  Port  Dalhousie,  Ont.,  and 
Granby,  Que. 

Columbus  Rubber  Co.  of  Montreal, 
1349  De  Montigny  E..  Montreal. 

Gutta  Percha  & Rubber,  Limited,  47 
Yonge  St.,  Toronto,  Ont. 

Independent  Rubber  Co.,  Ltd.,  Merrit- 
ton,  Ont. 

Kaufman  Rubber  Co.,  Ltd..  410  King 
W..  Kitchener,  Ont. 

Miner  Rubber  Co.,  Granby,  Que. 

North  British  Rubber  Co.,  43  Col- 
borne  St.,  Toronto. 

Northern  Rubber  Co.,  Guelph,  Ont. 

SLIPPERS 

Aird  &l  Son,  Regd.,  482  Ontario  E., 
Montreal.  Leather.  J. 

Acme  Glove  Works,  181  Vitre  E., 
Montreal. 

Ames  - Holden  - McCready,  Limited, 
1221  Mount  Royal  Ave.  E.,  Mon- 
treal 

Amherst  Boot  & Shoe  Co.,  Amherst, 
N.S. 

Bastien,  A.,  Loretteville,  Que.  Indian. 

Bastien,  M„  Loretteville.  Que.  Indian. 

Begin.  J.  H.,  Regd.,  124  St.  Dominique, 
Quebec,  Que. 

Burnett  Mfg.  Co.,  728  Gerrard  E., 
Toronto.  Leather. 

B.  & M.  Shoe  & Slipper  Mfg.  Co., 
128  Garden  Ave.,  Toronto. 


Braunstein,  Peter.  29  William,  Mon- 
treal. Leather. 

Canadian  Consolidated  Felt  Co.,  Ltd., 
Margaret  Ave.,  Kitchener,  Ont.  J. 

Canadian  Shoe  Findings  Novelty  Co., 
2 Trinity  Sq.,  Toronto,  Ont.  Felt. 

Cobourg  Felt  Co.,  Ltd.,  Cobourg,  Ont. 

Corson  Shoe  Mfg.  Co.,  Ltd.,  100 
Sterling  Rd.,  Toronto.  Men's  and 
boys’. 

Crosby.  H.  H..  Co..  The,  Hebron, 
N.S.  Leather. 

Dufresne  & Locke,  Limited,  587  On- 
tario E.,  Maisonncuve.  Leather. 

Fix  Shoe  Mfg.  Co.,  1112  Rachel, 
Montreal.  Commonsense. 

Fortin.  N.,  Shoe  Co.,  Ltd.,  808C 
Papineau.  House. 

Grosch  Felt  Shoe  Co.,  Ltd.,  Strat- 
ford, Ont. 

Galibert  Glove  Works,  Limited,  236 
Craig  E.,  Montreal.  Indian. 

Glove  Craft  Ltd.,  580  Parthenais. 
Montreal . 

Great  West  Felt  Co.,  Ltd.,  Elmira,  Ont. 

Hamburg  Felt  Boot  Co.,  Ltd.,  New 
Hamburg,  Ont. 

Hamilton,  W.  B.,  Shoe  Co.,  15  Front 
E.,  Toronto. 

Holt.  Renfrew  & Co.,  Ltd..  35  Buade. 
Quebec.  Indian. 

Hurlbut  Co..  Ltd.,  Preston,  Ont. 
Soft  sole,  J. 

Huron  Glove  Co.,  Ltd.,  Loretteville, 

Que.  Indian. 

Ideal  Shoe  Co.,  Elmira,  Ont. 

Jacobi,  Philip,  5 Wellington  E.,  To- 
ronto. 

Jaeger,  Dr.  S.  W.  S.  Co.,  Ltd.,  243 
Bleury,  Montreal. 

Jobin,  Elie,  Limited.  35  Colomb, 
Quebec,  Que.  Leather. 

Kingsbury  Footwear  Co.,  Ltd.,  679 
La  Salle  Ave.,  Maisonneuve.  Lea- 
ther. 

La  Duchess  Shoe  Co..  Regd.,  92 
Beaudry,  Montreal.  J. 

Lalberte,  J.  B.,  188  Des  Fosses,  Que- 
bec, Que.  Indian. 

Lamontagne  & Racine,  115  Arago, 
Quebec,  Que.  Carpet. 

Liberty  Repair  & Mfg.  Co.,  Hamil- 
ton, Ont.  Boudoir. 

Moisan,  F„  34  Turgeon,  Quebec, 
P.Q.  Hand  turned. 

Montreal  Slipper  & Gaiter  Co.,  841 
St.  Lawrence  St.,  Montreal. 

Owens-Elmes  Mfg.  Co.,  Ltd.,  12  Shep- 
pard St.,  Toronto. 

Packard,  L.  H..  & Co.,  Ltd.,  15  St. 
Antoine,  Montreal.  Soft  sole. 

Phillips  Bros.  Shoe  Co..  Ltd.,  1191 
Bathurst,  Toronto.  Ladies'  bou- 
doir. 

Poirier,  Renee,  118  Messier  St.  Sauv- 
eur.  Quebec,  Que.  Nailed  slippers, 

J. 

Quebec  Glove  Leather  Mfg.  Co.  .Quebec. 

Rumpel,  Oscar.  Queen  St.,  Kitchener, 
Ont.  Felt. 

Scheuer,  Normandin  & Co..  8 St. 
Helen,  Montreal. 

Silver  Footwear  Co.  13  Jarvis  St., 
Toronto. 

Smardon  Shoe  Co.,  Ltd.,  533  Visitation 
St„  Montreal.  Fine  W.  and  T. 

Saba,  C.  N.,  & Co..  84  Wellington  W., 
Toronto. 


Toronto  Slipper  Mfg.  Co.-.  18  Millstone 
Lane,  Toronto.  Leather. 

Trickett,  Sir  H.  W..  Limited.  Toronto, 
Waterfoct.  England:  Manchester 

Bldg.,  Toronto. 

Wright,  A.,  & Co.,  Pembroke.  Indian. 

Wright.  H.  W„  Pembroke,  Ont.  In- 
dian. 

SPORTING  SHOES 

Ames  - Holden  - McCready,  Limited. 
1221  Mount  Royal  Ave.  E..  Montreal. 

Amherst  Boot  & Shoe  Co.,  Amherst, N.S. 

Aylmer  Shoe  Co.,  Ltd.,  Aylmer,  Ont. 

Columbus  Rubber  Co.  of  Montreal, 
1349  De  Montigny  E.,  Montreal. 

Dominion  Rubber  System,  201  In- 
spector, Montreal. 

Dufresne  & Locke,  Limited,  587  On- 
tario E..  Maisonneuve.  J. 

Gutta  Percha  Rubber  Co.,  Ltd.. 
47  Yonge,  Toronto. 

Hamilton.  W.  B.,  Shoe  Co..  Ltd..  15 
Front  E.,  Toronto. 

Hartt  Boot  & Shoe  Co.,  Fredericton, 
N.B. 

Independent  Rubber  Co.,  Ltd..  Merrit- 
ton.  Ont. 

Inrig  Shoe  Co.,  Ltd..  Richmond  Hill, 
Ont. 

Kaufman  Rubber  Co.,  Ltd..  410  King 
St.  W..  Kitchener.  Ont. 

McPherson,  Jno.,  Co.,  Ltd.,  Hamilton, 
Ont.  Hockey. 

Mayer.  Th.,  79  William.  Montreal. 

Miner  Rubber  Co.,  Ltd.,  Granby,  Que. 

Palmer,  Ino..  Co..  Ltd.,  Fredericton, 
N.B. 

Palmer-McLellan  Shoepack  Co.,  Ltd., 
Fredericton.  N.B. 

Regina  Shoe  Co.,  Ltd.,  336  Notre 
Dame  E„  Montreal.  For  women. 

Reliance  Shoe  Co..  1191  Bathurst  St., 
Toronto. 

Samson,  J.  E.,  20  Arago,  Quebec.  J. 

Scott  Chamberlain,  Limited.  Rich- 
mond St.,  London,  Ont. 

Slater  Geo.  A.,  Limited,  Ontario  E., 
Montreal. 

Slater  Shoe  Co.,  Ltd..  105  Latour, 
Montreal. 

Tanguay,  Jos..  122  St.  Dominique, 
Quebec,  Que. 

Tebbutt  Shoe  & Leather  Co..  Three 
Rivers.  Que.  J. 

WOMEN’S  SHOES 

Acton  Shoe  Co.,  Inc.,  Actonvale,  Que., 

Me.,  S.,  P.,  J. 

Ahrens,  Chas.  A.,  Limited.  Linden 
Ave.,  Kitchener.  Ont.  Me.,  S. 

Aird,  jas,  Co.,  17  St.  Gabriel  St., 
Montreal.  Me. 

Aird  & Sons,  Regd..  482  Ontario  E., 
Montreal.  Me.,  P.,  J. 

Ames  - Holden  - McCready,  Limited, 
1221  Mount  Roval  Ave.  E.  Me., 
S.,  P.,  T„  W. 

Amherst  Boot  & Shoe  Co.,  Ltd.,  Am- 
herst, N.S.  Me.,  P.,  S. 

Aylmer  Shoe  Co.,  Ltd.,  Aylmer,  Ont. 

W. 

Beaulieu,  Jos.,  80  Colomb  St..  Quebec, 
Que.  Me.,  S.,  J. 

Bell.  J.  & T.,  Limited,  180  Inspector 
St.,  Montreal.  W.,  T. 

Bertrand  & Thibault,  104  Montmagny, 
Quebec,  Que.  Me.,  J. 
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Blachford  Shoe  Mfg.  Co.,  92  Sher- 
bourne  St.,  Toronto.  W.,  T. 

Bonin,  Antoine,  937  Cartier  St.,  Mon- 
treal  JVIc  , T J 

B & M Shoe  and  Slipper  Mfg.  Co., 
Toronto. 

Braunstein,  Peter,  29  William,  Mon- 
treal. St. 

Children's  Shoe  Mfg.  Co.,  Regd., 
Quebec.  Me. 

Canadian  Footwear  Co.,  Ltd.,  36  St. 
Genevieve,  Montreal.  Me. 

Charron.  Albert,  Contrecoeur,  Que.  J. 

Clark  Bros.,  Limited,  St.  Stephen, 
N.B.  Mock  W.,  Me. 

Corbeil,  Limited.  345  St.  Paul  St.  E., 
Montreal.  Me. 

Cote,  J.  A.  & M , Limited.  St.  Hya- 
cinthe,  Que.  Me.,  P.,  S.,  W. 

Crosby,  H.  H.,  & Co.,  Limited,  Hebron, 
N.S.  Me.,  S.,  T. 

Daoust,  Lalonde  & Co.,  49  Victoria 
Sq.,  Montreal.  Me.,  P.,  S.,  T. 

Desautels.  Jos.  A.,  1080  Des  Erables, 
Montreal.  J 

Drolet.  J.  B..  & Co.,  Ltd.,  51  Colomb 
St.,  Quebec,  Que.  Me.,  W. 

Duchaine,  Ludger,  593  St.  Valier, 
Quebec,  Que.  Me.,  W.,  J. 

Duchaine  & Perkins,  195  de  la  Cour- 
onne,  Quebec,  Que.  Me.,  P.,  S.,  J. 

Dufresne  & Locke,  587  Ontario  E., 
Montreal.  Me.,  T.,  J. 

Duhamel  Frere  & Co.,  Sorel,  Que. 

Duhamel  & Frere,  La  Cie,  Three 
Rivers,  Que.  Me. 

Dupont  & Frere.  301  Aird  Ave., 
Montreal.  Me. 

Eagle  Shoe  Co.,  Ltd.,  587  Beaudry, 
Montreal.  Me.,  W. 

Eureka  Shoe,  Limited,  3 St.  Helen  St., 
Montreal.  Me. 

Fix  Shoe  Mfg.  Co.,  1112  Rachel  E., 
Montreal. 

N.  Fortin,  255  Villeneuve  E.,  Montreal. 

Me. 

Gagnon,  Lachapelle  & Hebert,  55 
Kent  St.,  Montreal.  Me.,  J. 

Gale  Bros.,  Limited,  518  St.  Valier, 
Quebec,  Que.  Me.,  J. 

Galt  Shoe  Mfg.  Co.,  Ltd.,  Queen  W., 
Galt,  Ont.  Me. 

Germain,  Louis,  251  Christophe  Col- 
omb St.,  Montreal.  T.,  J. 

Getty  & Scott,  Limited,  109  Water 
N..  Galt,  Ont.  Me.,  T.,  W. 

Globe  Shoe  Co.,  Ltd.,  Terrebonne, 
Que.  W.,  T. 

Gosselin  Shoe  Co.,  96  St.  Leon,  Que- 
bec. Me. 

Gourlay  Shoe  Co.,  Ltd.,  Mount 
Forest,  Ont.  Me. 


Griffin  Shoe  Co.,  Ltd.,  Ingersoll, 

Ont.  W.,  J. 

Goulet,  O.,  575  St.  Valier  W.,  Quebec, 
Que.  J. 

Gutta  Percha  & Rubber,  Limited,  47 
YongeSt., Toronto.  Rubber  footwear. 

Hamilton,  W.  B.,  Shoe  Co.,  Ltd., 
15  Front  E.,  Toronto.  Mfrs.  W., 
and  Me.,  wholesale  lines. 

Hartt.Boot  &z  Shoe  Co.,  Ltd.,  Fred- 
ericton, N.B.  W. 

Hector  Shoe,  Regd.,  331  De  Mon- 
tigney  E.,  Montreal.  T. 

Hydro  City  Shoe  Mfrs.,  Ltd.,  117 
Weber  Ave.,  Kitchener,  Ont.  Me. 

Huot  & Bedard,  Anfcienne  Lorette, 
Que.  T.,  W.,  Me.,  S. 

Ideal  Shoe  Co.,  Ltd.,  374  Papineau, 
Montreal.  Me. 

Jobin,  E.,  Limited,  35  Colomb,  Quebec, 
Que.  Me.,  T.,  W.,  Imitation  W., 
and  Imitation  T. 

Kingsbury  Footwear  Co.,  679  La  Salle 
Ave.  W.,  Montreal.  Me. 

Lachance  & Tanguay,  70  Bigaouette, 
Quebec,  Que.  Me.  and  S. 

Lady  Belle  Shoe  Co.,  Ltd.,  Breithaupt 
St.,  Kitchener,  Ont.  Me. 

La  Duchesse  Shoe  Co.,  Regd.,  92 
Beaudry,  Montreal.  Me.,  T.,  J. 

La  Parisienne  Shoe  Co.,  Ltd.,  610 
La  Salle  Ave.,  Montreal.  Me.,  T.,  J. 

Lagace  & Lepinay,  22  St.  Anselme, 
Quebec.  Me.,  J. 

Locke  Footwear  Co.,  Ltd.,  60  St. 
Paul  E.,  Montreal. 

Latour,  David,  rear  552  Henri  Julien, 
Montreal.  Me.,  J. 

Leveille,  J.  C.  A.,  Portneuf,  Que. 
Me.  and  S. 

Loiselle,  R.,  & Co.,  Upton,  Que.  Me. 

MacFarlane  Shoe  Co.,  Ltd.,  61  De- 
Normanville,  Montreal.  W.,  T. 

Marier  & Trudel,  Limited,  Nelson  St., 
Quebec,  Que.  Me.,  S.,  J. 

Marois,  A.  E.,  Ltd.,  559  St.  Valier, 
Quebec.  W.,  Me.,  S. 

Marsh.  Wm.  A.,  Co.,  Ltd.,  472  St. 
Valier,  Quebec,  Que.  Me.,  W.,  J. 

McCaughan,  J.  A.,  & Son,  689  Cham- 
plain, Montreal.  Me. 

McPherson,  Jno.,  Co.,  Ltd.,  Jackson 
St.  E.,  Hamilton,  Ont.  Mfg.  W.,-M. 

Myles  Shoe  Co.,  Ltd.,  109  Simcoe 
St.  W.,  Toronto.  T. 

Moisan,  F.,  34  Turgeon  St.,  Quebec, 
Que.  T. 

Murray  Shoe  Co.,  Ltd.,  Richmond  St., 
London,  Ont.  Me.,  W. 

Miner  Shoe  Co.,  Ltd.,  78  St.  Peter. 
Montreal.  Me.,  W.,  wholesale,  all 
lines. 

Natural  Tread  Shoes,  Ltd.,  Belle- 
ville, Ont. 


Newport  Shoe  Co.,  Ltd.,  Wolseley 
and  Rverson,  Toronto.  T. 
Nursery  Shoe  Co.,  Ltd.,  St.  Thomas, 
Ont.  Me. 

Owens-Elmes  Mfg.  Co.,  Ltd.,  12 
Sheppard,  Toronto.  T., 

Perth  Shoe  Co.,  Ltd.,  Perth,  Ont.  W. 
Poirier,  Renee,  118  Messier  St.  Sauv- 
eur,  Quebec,  Que.  Buck  skin,  J. 
Papin,  J.,  Ltd.,  Contrecoeur,  Que. 
Me. 

Phillips  Bros.,  Shoe  Co.  Ltd.,  1119 
Bathurst,  Toronto.  Me. 

Regina  Shoe  Co.,  Ltd.,  336  Notre 
Dame  E.,  Montreal.  Me.,  T., 

W.,  J. 

RenaFootwear  Co.,  Ltd.,  611  Beaudry, 
Montreal.  Me. 

Ritchie,  John,  Co.,  Ltd.,  496  St.  Valier, 
Quebec,  Que.  W.,  J. 

Solid  Leather  Shoe  Co.,  Preston,  Ont. 

Me.,  J. 

St.  Jean  & Co.,  1165  St.  Catherine 
E„  Montreal.  Me.,  J. 

Samson,  J.  E.,  20  Arago,  Quebec,  Que. 

Me.,  P.,  S.,  J. 

Sisman,  T.,  Shoe  Co.,  Ltd.,  Aurora, 
Ont.  Me.,  S.,  P.,  and  storm  J. 
Slater,  Geo.  A.,  Limited,  Ontario  St. 

E..  Maisonneuve.  W. 

Smardon  Shoe  Co.,  Ltd.,  533  Visita- 
tion, W.,  Montreal.  T. 

Sterling  Bros.,  Limited,  330  Clarence, 
London,  Ont.  P.,  S. 

Standard  Welt  Co.,  Ltd.,  3 St.  Alex- 
ander, Montreal.  W. 

Sun  Shoe  Co.,  Ltd.,  965  Papineau, 
Montreal. 

Stobo  Shoe  Co.,  J.  M.,  92  Arago,  Que- 
bec, Que.  Me.,  S.,  J. 

Talbot  Shoe  Co.,  Ltd.,  St.  Thomas, 
Ont.  W. 

Tanguay,  Jos.,  122  St.  Dominique, 
Quebec,  Que.  Me.,  S. 

Taylor,  Robt.,  Co.,  Halifax,  N.S. 

Me.,  P.,  S. 

Tremblay,  E.,  108  Boisseau,  Quebec, 
Que.  Me.,  S.,  J. 

Underhills,  Limited,  Aurora  and  Bar- 
rie, Ont.  Me.,  P.,  S.,  J. 

Walker,  Parker  Co.,  Ltd.,  152  Welling- 
ton W.,  Toronto.  W.,  Me.,  T. 
Wayland  Shoe,  Ltd.,  359  Providence, 
Montreal.  W. 

Western  Shoe  Co.,  Ltd.,  236  Victoria, 
Kitchener,  Ont.  Me.,  S.,  P.,  J. 
Weston  Shoe  Co.,  Ltd  , Campbellford. 

W.,  Me.,  T.,  S.,  J. 

Williams  Shoe,  Limited,  Brampton, 
Ont.  Me.,  P.,  S.,  W. 

Woelfle  Shoe,  W.  E.,  Limited,  127 
Wilmot,  Kitchener,  Ont.  Me. 
Wry-Standard.  A.  E.,  Limited,  Sack- 
ville,  N.B.  P.,  N. 
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“ALL  ABOARD!”  Direct  through  Connections  from“HOOt  IO  BE  AJMHOUSE” 


Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 


PARIS  HAVANA 


International  Hide  Merchants 
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NEW  YORK 


“We  deliver  what  you  buy” 


CHICAGO 
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AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

— — All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Clarke  Prestige 


It  has  come  to  be  a matter  of  pride  for  the  progressive  shoe 
manufacturer  and  retailer  to  point  to  their  Patent  Leather 
Footwear  Productions  and  say,  “That’s  Clarke’s  Patent.” 

In  appearance  it  speaks  of  Beauty  and  Quality.  In  actual 
service  it  tells  the  story  of  long  satisfactory  wear.  It  wins  the 
class  of  trade  that  PAYS. 

Remember  the  superiority  of  Clarke’s  Patent  when  providing 
for  your  patent  leather  requirements  for  the  coming  season. 


8.  E.  Clarke  & Company,  Utmtteb 

Toronto 

Prancbea  at  Montreal  anti  (Quebec 
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>ORH'S  FALLS’ 

CANADA 


OAK 

Solid  Satisfaction 

conies  to  Shoe  Manufacturers  who  use 

Trent  Valley  or  Royal 

OAK 

SOLE  LEATHER 

The  Leather  that  invariably  gives 

Highest  Quality 
Greatest  Value 
Longest  Wear 

Two  Twin  Tannages  of  the  Six 
manufactured  by 

The  Breithaupt  Leather  Co.  L imited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 
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KID  KIP 

Soft,  Strong,  Brilliant 


TIT  is  not  a substitute  for  any  other 
,1  leather.  It  has  qualities  that  are 
peculiar  to  it  alone. 

It  happens  to  replace  a considerable 
amount  of  Kid  because  it  is  the  equal  of 
much  kid  in  texture  and  in  finish. 

In  addition  it  will  outwear  the  most 
of  the  Kid  on  the  market. 

It  is,  in  short,  an  excellent  leather  for 
medium  priced  shoes. 


DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES : 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Rubbers 

That  Please 
Your  Customers 


After  all,  the  people  who  wear  rubbers  are  the 
ones  who  decide  which  kind  they  will  buy. 
Keep  your  stock  well  sorted  on  Maltese  Cross 
Rubbers,  because  they  are  the  ones  the  people 
believe  in,  the  ones  they  like  and  ask  for. 


Maltese 


Cross 


Rubbers 


ORDER  FROM  YOUR  JOBBER 


W.  B.  Hamilton  Shoe  Co., 
D.  D.  Hawthorne  & Co. 
Geo.  E.  Boulter 
John  McPherson  Co.,  Ltd. 
Sterling  Bros.,  Limited 
J.  A.  Johnston  Co. 

Federal  Shoe  Co. 

F.  E.  Smith 
Copeland  Shoepack  Co. 
Bignell  & Knox 
Thompson  Shoe  Co.,  Ltd. 
Canada  Shoe 


Ltd.  Toronto,  Ont. 

Toronto,  Ont- 
Toronto,  Ont. 
Hamilton,  Ont. 

London,  Ont- 
Brockville,  Ont. 
Ottawa,  Ont. 
Guelph,  Ont. 
Midland,  Ont. 
Montreal,  Que. 
Montreal,  Que. 
Montreal,  Que. 


J.  H.  Larochelle  & Fils,  Limitee 
J.  H.  Begin,  Enreg. 

La  Maison  Girouard,  Limitee 
Waterbury  & Rising,  Limited 
J.  W.  Boyer  & Co. 

Hudson’s  Bay  Co.  Wholesale 
Buckler  & Son,  Limited 
Dowling  Shoe  Co. 

A.  McKillop  & Co. 

Maybee’s  Limited 
Darner,  Lumsden  Co. 

Western  Grocers,  Limited 


Quebec,  Que. 
Quebec,  Que. 
St.  Hyacinthe,  Que. 
St.  John,  N.B. 
Victoria,  N.B. 
Winnipeg,  Man. 
Winnipeg,  Man. 
Brandon,  Man. 
Calgary,  Alta. 
Moose  Jaw,  Sask. 
Vancouver,  B.C. 
Cranbrook,  B.C. 


Gutta  Percha  & Rubber,  Limited 

Head  Offices  and  Factory  - Toronto 

Branches  in  All  Leading  Cities  in  Canada 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Dressy  Shoes 
At  Popular  Prices 

What  is  required  to  stimulate  sales  in  High-Class 
Footwear  is  Quality  with  REDUCED  COST. 

Davis  Cordo  Willow  Veals 

A plump  weighted  leather  in  Rich  Brwon  Shade 
with  DRESSY  CALF  APPEARANCE.  The 
very  thing  for  a POPULAR  PRICED  SHOE. 

Davis  Black  Diamond  Veals 

The  best  value  on  the  market  for  Men’s  Welts. 

Well  finished  and  of  unapproachable  cutting 
quality. 

IN  STOCK 

Ready  for  Immediate  Shipment, 

4-00  dozens  of  this  line.  Subject 
to  prior  sale.  If  interested  wire. 

SAMPLES  ON  APPLICATION 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONTARIO 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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rec.in 


lENDEi 


Canada^ 


A superlatively  fine  Inner  Sole  that  is 
selling  freely  all  over  Canada  because  it  is 
a better  product  in  a better  package  that 
the  merchant  can  sell  at  a liberal  profit. 


Why  Not  You  Increase  Profits? 

Many  merchants  are  making  more  by  the  sale  of  special- 
ties. When  you  consider  that  the  large  proportion  of 
your  patrons  are  possible  buyers  of  a GOOD  Inner  Sole, 
this  particular  item  merits  your  attention. 


You  can  sell  Kendex  easily  because 
they  are  so  pleasingly  wrapped, 
because  they  are  attractive  to 
look  at  and  because  they  can  be 
trimmed  by  a knife  in  a moment 
to  fit  any  last. 


You  can  guarantee  Kendex,  too, 
to  be  a non-conductor  of  heat — 
cool  in  summer  and  warm  in 
winter.  You  can  guarantee  that 
it  will  not  stain  the  most  delicate 
hose.  You  can  guarantee  “satis- 
faction or  your  money  back.” 


SAMPLE  PAIR  ANY  SIZE  FREE  ON  REQUEST 

SOLD  BY  MOST  GOOD  SUPPLY  HOUSES— IF  YOURS  DOES 
NOT  HANDLE  THEM,  WRITE  US  DIRECT 


Kenworthy  Bros. 


of  Canada,  Limited 


St.  Johns 


P.Q 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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A \ ANY  merchants  are  profiting  by  our  prompt  service 
^ A on  all  “hurry  up’’  orders  for  such  specialties  as  this 
beautiful  Ball  Strap. 

The  style  is  right  and  the  price  too;  but  more  than  every- 
thing else  we  would  emphasize  the  well-known  high 
standard  of  Bell  shoe-making.  Special  styles  delivered 
in  less  than  four  weeks. 

YOU  CAN  BE  CERTAIN  OF  ALL  “BELL”  STYLES 


/.  & T.  Bell,  Limited 

MONTREAL,  QUE. 

Toronto  Sample  Rooms:  Room  206  Stair  Bldg.,  No.  123  Bay  Street 
C.  E.  Fice,  Representative 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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SHOE  STORE  SUPPLIES 

(OF  EVERY  DESCRIPTION) 

OVERGAITERS,  LECGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 


Travellers  are  now  on  the  road  with  a full  range  of  Samples. 
The  following  will  represent  us  in  their  various  territories — Viz. ; 


Alberta  and  British  Columbia 
G.  F.  Wadsworth 


Manitoba  and  Saskatchewan 
C.  S.  Page 

Western  Ontario  Eastern  Ontario  Ottawa  Dist.  & Eastern  Townships 

R.  J.  McAllister  L.  M.  Savage  James  Leddy 

Quebec  City  § Eastern  Quebec  Lower  Provinces  Northern  Quebec 

J.  B.  Crochier  A.W.  Gardner  Leo.  De  Celles 

City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 


L.  H.  PACKARD  & CO  Limited 

Montreal 
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l CHROME  PATENT  SIDES 

I he  High  Standards  tfc? 

^ DULL  CHROME  SIDES 

Persistently  Adhered  to  TV 

r BRIGHT  BOARDED  SIDES 

In  The  Production  Of 

? RETAN  STORM  LEATHER 

Robson  Leathers  Make 

$ CHROME  TONGUE  SPLITS 

Them  Outstanding  In  B22 

Appearance  and  Superior  La 

l TAN  CHROME  SIDES 

In  Durability.  7L 

MAHOGANY  CHROME  SIDES 

| ROYAL  PURPLE  CHROME  SIDES 

Robson  Colored  Sides  y 

? ELKS,  various  colors 

Feature  the  Shades  That 

WHITE  BUCK 

Are  Fashion’s  Choice. 

ROBSON  LEATHER  CO.  LIMITED  | 

MONTREAL  OSHAWA  QUEBEC  0 
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HpHIS  style  will  be  a most  popular  shoe  for  late 
Summer  and  early  Fall. 

Those  wholesalers  who  are  interested  in  the  newer 
ideas  in  moderate  priced  Shoes  will  appreciate  the 
many  new  ideas  which  we  have  brought  into  our 
line. 


“La  Duchesse  Shoe  Co.,  Registered 

MONTREAL,  QUE. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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People  who  have  never  seen  you  or  your  goods  are  made 
to  see  by  your  printing. 

Your  factory,  of  which  you  are  so  proud,  your  product, 
which  you  have  labored  to  perfect — these  things  are  your 
reason  for  living.  But  most  of  your  customers  and  pros- 
pects get  their  impression  of  you  and  your  work  from 
printed  pages. 

When  you  invite  people  to  send  for  your  printing,  you 
really  invite  them  to  send  for  the  photograph  of  your  life 
work.  The  hand  of  the  printer  moulds  the  public’s 
opinion  of  you  and  your  product. 


The  Imprint  that 

Guarantees 

Quality 


We  would  suggest  that  an  Acton  man  demonstrate  to  you 
how  we  can  assist  your  efforts  in  making  your  Catalogue  or 
Booklet  truly  expressive  of  your  business. 


This  mark  is  our  guar- 
antee that  your  order 
will  be  filled  according  to 
specifications. 


ACTON  PUBLISHING  CO. 

P.A.L.N.1.E.ILS  AND  DESiqNEM 
TORONTO  -T40NTRTAL 


It  is  like  the  artist's 
name  on  a picture . the 
author's  name  on  a book, 
the  hall-mark  on  a piece 
of  silver.  It  symbolizes 
the  work  of  a quality 
house — a house  that  is 
Proud  to  "sign"  its 
finished  product. 

It  means  that  you  are 
getting  the  best  there  is 
in  printing  service  at  a 
price  that  is  justified  by 
the  character  of  the  work : 
printing  that  will  re- 
present your  house  to  i.s 
satisfaction  and  to  its 
credit  and  profit. 
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Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 


Another  Globe  Specialty 

This  Fat  Ankle  Turn  with  Pillow  Insole  is  one  of  the  lines 
sold  freely  all  over  Canada.  It  is  probably  the  best  value  in 

this  shoe — in  the  country.  Prices  and  samples  on  request. 

■■ 

Remember,  too,  the  famous  Globe  Pillow  Welt — the  strongest 
line  of  its  kind  in  Canada.  Many  new  samples  now  being 
shown. 


GLOBE  SHOE.  LIMITED 

TERREBONNE  - - QUE. 

Montreal  Office — 11  St.  James  St.  Representative — J.  F.  BLUTEAU 
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The  RIGHT  Line 
For  You 

The  steadily  growing  popularity  of  Ackerman  Shoes 
may  be  attributed  to  the  fact  that  they  have  that 
DEPENDABLE  QUALITY  in  every  detail  plus  neat 
Appearance,  Comfort  and  Fit  which  makes  them 
please  the  wearer  in  every  particular.  It  is  the 
RIGHT  line  for  you.  Particularly  at  this  season 
their  exceptional  value  makes  them  a necessity  in 
your  stock. 

Distributing  Agents  for  Dominion  Rubber  System 
Products,  carrying  a complete  stock  at  all  times. 

Maple  Leaf  Brand  Rubbers, 

Fleet  Foot  Outing  Shoes 


B.  F.  Ackerman,  Son  & Co.,  Limited 

PETERBORO,  ONT.  Western  Branch,  REGINA,  SASK. 

MAKERS  OF  THE  “PETERBORO”  SHOE 


HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 

Bacup,  Near  Manchester,  England 


No.  E3 — Women’s  Camel  Hair  Slipper,  Infants’ Camel  Hair  Slippers, 

Rolled  Top  Silk  Bound,  Felt  and  made  with  Ankle  Strap,  No.  E4 — Men’s  Camel  Hair  Slipper,  Silk 

Leather  Sole.  Felt  and  Leather  Sole.  Bound,  Felt  and  Leather  Sole. 


We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers 
which  is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and 
exceptional  values. 

ROSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

Selling  Agents  for  the  Dominion  of  Canada 


Mention  “Shoe  and  Leather  Journal”  ivhen  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


13 


When  a Tanner  wants  a Color,  he  wants  a 
color  that  is  PURE,  UNIFORM,  RELIABLE, 
CONVENIENT,  PERMANENT  AND 
ECONOMICAL 


The  dyes  offered  by  L.  B.  Holliday  & Company,  Limited,  are  noted  for  their  fast  quali- 
ties, and  are  adaptable  to  a wide  variety  of  uses,  covering  every  requirement  of  the  Tanner 


Chrome  Leather  Black  G. 
Chrome  Leather  Tan  2G. 
Chrome  Leather  Brown  G. 
Basic  Tan  O. 

Basic  Dark  Brown  P. 
Magenta  Powder 
Methyl  Violet  2B.  Cone. 


SAMPLES  ON  APPLICATION 


French  Black  2938 
Chrysoidine  R.  Cone. 
Bismarck  Brown  R.  Cone. 
Fast  Red  A. 

New  Phosphine  R. 
Auramine  O.  Cone. 
Orange  11. 

Ponceau  G. 


Brilliant  Bordeaux  2B. 
Acid  Prune  V. 

Naphthol  Blue  Black  10B. 
N aphthylami n e Black  H. 
Light  Acid  Brown  L. 

Dark  Acid  Brown  L.R. 
Nigrosine  W.S. 


STOCKS  MAINTAINED 


L.  B.  Holliday  a Company,  Limited 

HUDDERSFIELD,  ENGLAND 


CANADIAN  OFFICE  AND  WAREROOMS: 

Cable  Address:  “DYEWARES,”  MONTREAL 
Telephone:  MAIN  8105 


27  ST.  SACREMENT  ST., 

MONTREAL,  P.Q. 


- — Before 


44 


JOBBERS  STOCKING  “ZET,”  APRIL  1/21 
Province  of  Alberta 

Great  West  Saddlery  Co.,  Ltd.,  Calgary. 

Great  West  Saddlery  Co.,  Ltd.,  Edmonton. 

Province  of  British  Columbia 

Storey  & Campbell,  Ltd.,  Vancouver 
Province  of  Manitoba 

Trees  Spriggs,  Ltd.,  Winnipeg. 

Dowling  Shoe  Co.,  Brandon. 

Kilgour  Rimer  Co.,  Ltd  , Winnipeg 
Great  West  Saddlery  Co.,  Ltd.,  Winnipeg 

Province  of  Ontario 

Robt.  Ralston  & Co.,  Limited,  Hamilton. 
Breithaupt  Leather  Co.,  Kitchener. 

W.  H.  Graham  Shoe  Finding  Co.,  London. 
Geo.  May  & Sons,  Ottawa. 

B.  F.  Ackerman  & Co.,  Ltd.,  Peterboro. 

Wood  Bros.,  St.  Catharines 

F.  M.  Stafford  & Sons,  Sudbury 

}.  Agnew  Co..  Ltd.,  Brantford 

E.  Brasford,  Welland 

Canadian  Shoe  Findings  Co.,  Toronto. 

D.  D Hawthorne  & Co.,  Toronto. 

Jos.  King,  Toronto 

C.  Parsons  & Son,  Toronto. 

C.  Tilley  & Sons,  Toronto. 

Williams  Toronto  Shoe  Co.,  Toronto. 


ZET 


yy 


the  new 
shoe  dye 

will  please  your  customers 

“Zet”  is  a new  and  extremely  handy  leather  dye  for  boots  and  shoes, 
travelling  bags,  and  all  kinds  of  leather  goods.  It  is  applied  in  the 
usual  way  with  a dauber. 

When  dry,  “Zet”  is  brought  to  a very  fine  polish  with  a soft  cloth  or 
brush.  Rubbed  on  new  or  old  shoes,  “Zet”  produces  a brilliant  and 
lasting  lustre  and  preserves  the  leather.  “Zet”  does  not  contain 
nitro-benzol  nor  any  other  injurious  chemical. 

Used  occasionally,  “Zet”  removes  the  necessity  of  using  the  cus- 
tomary polish.  May  be  applied  to  either  white,  black  or  tan  leather 
that  has  become  soiled  or  spotted.  “Zet”  renovates  old  shoes  and 
makes  them  look  like  new.  It  is  put  up  in  black  and  cordovan.  “Zet” 
retails  complete  at  50c.  a package,  and  yields  you  a liberal  profit.  Order 
an  assortment  from  your  jobber. 

Made  in  Canada  by  the  Makers  of  “ Rit” 

Sunbeam  Chemical  Co.  of  Canada,  Limited 

TORONTO,  CANADA 


Province  of  Quebec 

J.  !.  Chouinard,  Montreal. 

L.  H.  Packard  & Co..  Ltd..  Montreal. 
United  Shoe  Machinery  Co,,  Montreal 
Jos.  Beaulieu  Hi  Co..  Quebec 
La  Cie  J.  H.  Jacques  & Fils,  Quebec 


Province  of  Saskatchewan 

Great  West  Saddlery  Co..  Ltd..  Saskatoon. 
Maybee's,  Ltd..  Moose  Jaw. 

B.  F.  Ackerman  & Co.,  Ltd..  Regina. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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C.  S.  F.  CO.  GREATER  SERVICE 

MONTREAL  WAREHOUSE  NOW  OPEN 

In-Stock  Department  Shipping  Maritime  Provinces 

All  Buying  and  Correspondence  Through  Toronto  Main  Office 
Montreal  Address:  153  Peel  St.  Mr.  A.  Blumenthal,  Jr.,  Sales  Manager 

GRIFFIN  POLISHES,  POWDERS,  DIES  & CLEANERS 

QUALITY  BEST  PRICES  REASONABLE  g PROFITABLE  TO  YOU 

7 SEVEN  KINDS  OF  WHITE  SHOES  7 

Griffin 

USE 

“Peuer  White” 


F or  Glazed  or  Dull 
White  Kid 


or 

White  Calf 


Griffin 

USE  GENUINE 

“Kidine” 


For  White  Suede 
White  Buck 
White  Canvas 
White  Cloth 


Supplying  Such 
As  Well  as  Lirgest 


Firms  as  Hanan  & Sons,  Newport  Shoe  Co.,  Owens-Elmes.  etc. 
and  Finest  Retailers  in  Canada.  Mfrs.,  Wholesalers  and  Retailers 


Suede  Liquid 

22  Colors 

‘Lotion  Creams’ 

“White  Cake” 

F 

Guaranteed 

Suede  Sifter 

Does  away  with  the 

2 Sizes — Tin  Small  or 

Black,  Pearl  Grey,  White 
Does  not  lay  the  nap. 

Tins 

Paste  or  Combinations. 
“ALL-IN-ONE” 

Large  Size 

c 

Extra  large  brush.  Leaves 

Match  every  color  of 

Black,  Dark  Brown,  Grey, 

Aluminum  Container  for 

no  odor.  Will  not  come 

White.  For  Kid,  Calf, 

Buck,  Nubuck,  Canvas, 

s 

off. 

Suede  Shoes 

Patent,  etc. 

etc.  Best  by  test. 

F 

Heel  Edge 

Powder 

French 

Supreme 

White,  Light  or  Dark 

Bags 

Dressing 

Dressing 

Grey.  Makes  either  dull 

All  Colors 

Self-Shining  Liquid 

For  Children’s  Shoes, 

C 

or  glossy  finish.  Splendid 

Very  handy  for  use  while 

Smaller  in  size  than 

Softens,  preserves.  Self- 
shining.  Non-harmful  to 

s 

quality. 

travelling. 

Supreme  Dressing. 

leather. 

F 

Quick  Cleaning 

Rapid  Black 

Bronze 

Co  mbinations 

' 

Fluid 

or 

c 

Unburnable 

Brown  Dye 

2 Sizes. 

Made  in  Russet,  Ox- 

Cleans  Silks,  Satins, 
Gloves,  Kid  Shoes, 

Odorless.  All  Sizes 

Most  natural  Bronze  in 

Blood,  Black  and  Brown. 

s 

Gaiters 

to  Barrels. 

world. 

Large  or  Small  Sizes. 

SPECIAL  OFFER- — Any  firm  who  has  not  bought  GRIFFIN  POLISHES 
in  the  past  two  years,  on  their  order  for  a gross  sorted  polishes  we  will 
prepay  anywhere  in  Canada  via  freight.  This  offer  holds  good  only 
to  June  5th,  1921.  We  know  any  one  who  has  tried  GRIFFIN  POLISHES 

Becomes  a Customer. 

WRITE  NOW-TRY  IT  OUT — THEN  BE  A “GRIFFIN”  BOOSTER 

| Canadian  Shoes  Findings  Novelty  Co. 

Branch  No.  1 

2 Trinity  Square  - Toronto,  Canada  Montreal,  Que. 


C.  S.  F.  C.  S.  F.  QUALITY  C.  S.  F.  SERVICE-C.  S.  F.  PRICES  RIGHT -C.  S.  F.  C.  S.  F. 


Mention  “Shoe  and  Leather  Journal’'  when  writing  an  advertiser 
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GREATER  C.  S.  F. Co  SERVICE 


New  Montreal 
Warehouse  Now  Open 


Largest  Mfrs.  Nu  Style  Straps  in  Canada 


Made  to  fit  all  styles  of  plain  Pumps,  White  Canvas, 
Kid  Pat.  or  Gun. 

12  STYLES— RAISES  VALUE  OF  SHOE 
$2  to  $3  per  pair 

Makes  into  Nu  Style  effect  Place  Your  White  Order 
Now — Demand  is  Great. 


We  stock  every  kind  of  Shoe  Findings  for  Retail  Trade 

SHOE  LACES — Silks,  Cottons,  flat  or  round,  all  grades,  etc. 
POLISHES — Nugget,  Griffin,  Kelly’s,  Whittmore  Bros.,  Everett  8$  Barrons,  etc. 
Scholl  Foot  Appliances — Shoe  Stretchers— Bow  Fasteners  Insoles— Size  Sticks 


Rubber  Heels 
Shoe  Horns 
Button  Hooks 


Finest  Steel  English  Suede 
Brushes— Order  Now 


Window  Books,  Reachers, 
Fitting  Stools, Overgaiters, 
Window  Fixtures,  etc. 


CANADIAN  SHOES  FINDINGS  NOVELTY  COMPANY 

2 Trinity  Square 


Toronto,  Canada 


BRANCH  No.  1 
MONTREAL,  QUE. 


Premo 


TRADE 


MARK 


Made  with  the  famous  PREMO  CORRUGATED  OVAL  TIP,  guaranteed  in  writing 
to  last  the  life  of  the  fabric,  “a  new  pair  free  if  the  tip  comes  off.”  No  other 
shoe  lace  carries  this  guarantee. 


Every  pair  of  Premos  is  a perfect  product,  from  the  fine  long  staple  cotton  to  the 
fast  dyes,  high  lustre,  rich  shades  and  superb  packing.  Premos  represent  the 
most  careful  workmanship. 

Why  buy  ordinary  shoe  laces  when  you  can  get  Premos  at  no  higher  price?  Give 
your  customers  the  best— GIVE  THEM  PREMOS. 


COMPLETE  STOCK  CARRIED— PROMPT  SERVICE 
IMMEDIATE  DELIVERIES 


Crescent  Braid  Co.  Inc. 

PROVIDENCE,  R.I.,  U.S.A. 
Sole  Makers 


*F 

( 

) 

4- 


Canadian  Shoes  Findings 

Novelty  Co. 

TORONTO  - CANADA 

Canadian  Distributors 


Mention  “Shoe  and  Leather  Journal”  zvhen  writing  an  advertiser 
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KROWNALL  DRESSING 

FOR  VICI  AND  IMITATION  OF  VICI  LEATHER 

Made  in  various  degrees  of  body  to  fit 
any  quality  of  smoothness  of  leather. 

This  dressing  is  very  bright,  very 
black,  and  imparts  to  the  leather  a soft, 
pliable  feeling,  and  the  leather,  when 
dressed,  will  not  have  the  appearance 
of  being  coated. 

Manufactured  by 

BOSTON  BLACKING  COMPANY 

152  McGill  Street 

MONTREAL  CANADA 


DEPENDABILITY 


A WATCHWORD  throughout  our  organization  that  applies  alike  to  the 
quality  of  our  materials  and  of  our  service. 

SOLUBLE  COTTON  COTTON  SOLUTIONS 

PATENT  LEATHER  SOLUTIONS  SOLVENT  THINNERS 

AMYL  ACETATE  ETHYL  ACETATE 

REFINED  FUSEL  OIL 


MiliiMr"  i iM.!mrrirMi|lrrrmn!iTTnT'T''’Vr'TTtTnT,iiTTynT' 


flLcLSriill ffiiaF 
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"They"  say  Colonials  may  come 
back — and  High  Shoes,  too. 


When  they  do,  you  will  see  many  of  them  made  of 
Evans  Kid,  for  in  many  grades,  in  addition  to  qualities 
for  which  it  is  known,  it  is  found  to  hold  the  shape  of 
the  shoe  better  than  the  average. 

John  R.  Evans  Leather  Co.  Limited 

214  LEMOINE  STREET  MONTREAL 


BUY  BOSTON  BASS 
MADE-IN-CANADA 

We  specialize  in  the  manufacture  of 

BOSTON  BAGS 


13",  14",  15" 


In  Black  and  Brown — both  Grain  and  Split. 
We  are  in  a position  to  assure  the  trade  with 
prompt  delivery,  popular  prices,  Quality  and 
quantity. 

Let  us  send  you  a sample  shipment  and  if 
not  satisfactory  return  at  our  expense. 

We  also  make  a full  line  of  Juvenile  and 
fibre  Suitcases, 

SPECIAL  SIZES  AS  DESIRED 
Write,  Wire  or  Phone  Lasalle  7S 

C.  B.  TRUNK  & SUITCASE  CO. 

8 Iberville  St.  - - Montreal 


$25  REWARD 


We  will  pay  this  reward  to  any 
person  proving  that  GRIFFIN 
POLISHES  have  a SUPERIOR  ! 
OM  THE  MARKET 

C.  S.  F.  Co. 

TORONTO  - CANADA 

BRANCH  OFFICE 

153  PeeS  St.  - - Montreal 

■ 


Everything  in  Up-to-Date 
Findings 

Quality  Guaranteed 


Mention  “ Shoe  and  Leather  Journal”  when  zvriting  an  advertiser 
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Leather  Manufacturers 

Easy  and  economical  communication  with  foreign  dealers  in  hides  and 
finished  leather  has  been  provided  by  means  of  the 

Universal  Trade  Code 

Just  published  by  the  Tanners'  Council 

This  cable  code  book  includes  a comprehensive  list  of  words,  covering 
all  types  of  phrases  and  terms  used  in  the  trade.  Its  use  will  save 
nearly  half  your  present  cable  bills.  The  price  delivered  to  any  part 
of  Canada  is  $30.00  Canadian  funds.  SEND  FOR  YOUR  COPY  NOW. 

Agents  for  Canada  and  Newfoundland 

SHOE  AND  LEATHER  JOURNAL 

^ r 

545-549  King  St.  West,  Toronto,  Ont. 
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Fine  Grade  Buckles 


Fashion  has  decreed  that  buckles  should  be  placed  on  shoes. 
Plain  shoes  are  poor  shoes  from  fashion’s  point  of  view.  By 
using  “Dalco”  buckles  the  highest  style  effects  can  be  obtained. 
“Dalco”  patterns  are  rich  and  pleasing.  “Dalco”  workmanship 
is  above  criticism.  And  above  all  is  the  quick  and  safe  method 
by  which  “Dalco”  buckles  can  be  attached  and  detached. 


In  the  factory  or  the  dealer’s  store  “Dalco”  buckles  are  found 
most  desirable.  As  profit  producers  these  buckles  in  dealer’s 
stores  stand  high.  The  sales  possibilities  are  great.  A little 
experience  with  “Dalco”  method  of  attaching  them  to  shoes  will 
reveal  ways  and  means  of  making  a buckle  business  that  pays  big. 

WRITE  FOR  SAMPLES  AND  PRICES — 


DALRYMPLE  PULSIFER  COMPANY 

Haverhill,  Mass. 

R.  B.  GRIFFITH  CO.  - HAMILTON,  ONT. 

Sole  Distributors  For  Canadian  RetailfeTrade 


All  buckles  supplied  with  fillers  and 
“Dalco”  device  ready  for  attaching 

to  shoes. 


lllllllllllllllllllllllllllllllllllllllllllllllllllllimillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllimilllllllllllllllllllllllMllllllllllr 
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Write  for  Our  In  Stock  Price  List 


The  Walker,  Parker  Co. 


Toronto,  Ontario 


Limited 


Progressive  High-Grade  Shoemakers  for  Women 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 


20 


- 


' 


In  Stock  Shoes  For 


5317 


7361 ' Women’s  Fine  Kid  yA  Polish,  8’,  in.,  Sport  Heel,  G.W.  Plain  Toe 
1000  Women’s  Fine  Kid  Polish,  8 in.,  Cushion  Sole,  G.W.  Kid 
Toe  Cap 

5317  Women’s  Fine  Kid  Foxed  Polish,  8'T  in.,  Slip  Sole,  Sport  Heel, 
M.S.  Kid  Toe  Cap  - 

6638  Women’s  Fine  Kid  Cross  Strap  Shoe,  lm.  Turn  Sole,  yi  Louis  Heel 
7613  Women’s  Fine  Kid  Lace  Oxford,  Cuban  Heel,  G.W.  Kid  Toe  Cap 
7625  Women’s  Dark  Brown  Calf  Lace  Oxford,  Scotch  Brogue,  G.W. 
Wing  Toe  Cap 

7608  Women’s  Fine  Kid  Lace  Oxford,  Sport  Heel,  G.W.  Plain  Toe 
800  Women’s  Kid  Lace  Oxford,  Slip  Sole,  Sport  Heel,  M.S 
Kid  Top  Cap 


Width 

c 


- D 


D 

C 


C 

C 


- D 


The  W alker, 


Toronto,* 


Progressive  High-Grade 


THE  SHOE  AX D LEATHER  IOURXAL 
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Immediate  Shipment 


TREADEASY 


775 


702. 


Sample  No. 


Width 

C 


7487  Women’s  Fine  Kid  54  Polish,  8n  in. » Cuban  Heel,  G.W.  Kid 
Toe  Cap  - - 

775  Women’s  Fine  Kid  Blucher  Polish,  Cushion  Sole,  G.W.  Patent 

Toe  Cap  - • - - - - -E 

702  Women’s  FineKid  Foxed  Polish, 8 in., Cuban  Heel,  M.S. Plain  Toe  D 

5593  Women’s  Fine  Kid  2-Eyelet  Southern  Tie,  Sport  Heel,  Im.  Turn 

Sole,  Plain  Toe  - - ~ - - C 

5555  Women’s  Fine  Kid  Lace  Oxford,  Slip  Sole,  Sport  Heel,  M.S.  Kid 

Toe  Cap  - - - - - - - -D 

5620  Women’s  Fine  Kid  2-Button  Strap  Shoe,  Im.  Turn,  '/,  Louis 

Heel,  Plain  Toe  - - - - - - C 

7622  Women’s  Dark  Brown  Calf  Lace  Oxford,  English  Last,  G.W. 

Wing  Toe  Cap  - - - - - - -C 

805  Women’s  Kid  Lace  Oxford,  Sport  Heel,  Ini.  Turn  Sole, 

Plain  Toe  - - - - - - - - D 


Parker  Co. 


Ontario 


Limited 


7487 


Shoemakers  for  Women 


5593 


5555 


5620 


7622 


Mention  ''Shoe  and  Leather  Journal”  when'  writing  an  advertiser 
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In  Stock  for  Immediate  Shipment 


Sample  No. 

801  Women’s  Kid  Lace  Oxford,  Slip 
Sole,  School  Girls’  Shoe,  M.S. 
Kid  Toe  Cap,  - 

749  Women’s  Kid  Foxed  Polish,  7'i 
in.,  Cushion  Sole,  Rubber  Heel, 
M.S.  Kid  Toe  Cap, 

745  Women’s  Kid  Foxed  Polish,  7 
in.,  Slip  Sole,  Sport  Heel,  M.S. 
Kid  Toe  Cap,  - 

732  Women’s  Kid  Polish,  7 in.,  Slip 
Sole,  School  Girls’  Shoe,  M.S. 
Kid  Toe  Cap,  - 

701  Women’s  Kid  Foxed  Polish,  Old 
Ladies’  Wide  Full  Fitting,  M.S. 
Kid  Toe  Cap,  - 

739  Women’s  Kid  Foxed  Polish,  8 
in.,  Sport  Heel,  M.S.  Kid  Toe 
Cap, 

709  Women’s  Kid  Foxed  Polish,  7 
in.,  Slip  Sole,  M.S.  Medium 
Narrow  Plain  Toe, 


The  Walker, 

Parker  Co. 

Limited 

Toronto,  Ontario 

WRITE  FOR  PRICES 


Mention  ‘'Shoe  and  Leather  Journal"  when  writing  an  advertise 
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Fall  Values  Are  Good 

THAT  is  what  you  will  say  when  you  see 
the  new  samples  that  our  travellers  will 
show  you  shortly. 

Not  only  are  we  offering  you  new  patterns, 
but  we  are  placing  before  you  a line  of  shoes 
that  is  unapproached  by  any  organization 
carrying  stock  for  your  convenience. 

Remember  that  the  A.  H.  M.  System  offers 
you  all  the  advantages  of  dealing  direct  with 
the  manufacturer,  plus  those  special  features 
applying  to  the  jobber. 

Thirteen  branches  are  at  your  service. 


Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 


i 
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FIFTY  YEARS  PRODUCING  HONEST  LEATHERS 


/ffERlMNING  (XX 

MANUFACTURERS  OF 

(MMPANO  SIDES 

BOAMDEBAND  SMOOTH 
BLACKS  AND  COLORS 
CAMP  LININGS 
ELK  SIBES-OTITS 
BAG  LEATHER. 


SHEEP  SKINS  CHROME  SOLE  COTTON  FINDINGS 


12  9 SOUTH  STREET,  BOSTON.MASS. 


Mention  “Shoe  and  Leather  Journal’’  when  zvriting  an  advertiser 
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ROBERT  H.  FOERDERER 


PENN.,  U.S.A 


INCORPORATED 


PHILADELPHIA 
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T^ALACO,  METROPOLITAN  and  PATRICIA 
Brands  show  several  of  the  newer  styles  for  Summer 
and  Early  Fall  Delivery. 

Each  of  these  lines  represent  a genuine  economy  to  the 
merchant — prices  are  and  have  always  been  in  your  favor. 

You  will  appreciate  the  values  we  show. 

Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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These 

Staples  Lead 
All  Over 
Canada 


li&m&skev 

Staples 

Value ! 


They  are  considered  to  be  the  strongest  line 
and  the  most  complete  line  manufactured  in 
Canada. 

Salesmen  are  now  on  the  road  with  a very 
strong  line  for  Fall. 


1 1 iTmoiT'iiurn-^^ 
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L&Comp&gnie  JAaM  Cote 

ST.  HYACINTHE , QUE. 
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SPEED  KING  OUTING  SHOES 


PLAYMATE 


Popular 

Summer 

Sellers 


GEM 


Fair  Weather  Days  are  here — the  season  that  brings  its 
opportunities  to  every  shoeman  to  multiply  his  sales  by 
featuring  Speed  King  Shoes.  For  street,  dress,  sport 
or  work,  Speed  Kings  are  the  ideal  footwear  for 
Summer  wear— light,  strong,  stylish,  cool  and  comfort- 
able— A model  for  every  purpose  for  old  and  young. 

Keep  up  your  stock  of  Speed  Kings.  Your  sales  will  be 
governed  by  your  ability  to  meet  the  demand  and  stimulate 
it.  Our  wholesalers  are  ready  to  co-operate  with  you  with 
a quick  supply  service. 


ALWEAR 


VACATION 


ATHLETE 


INDEPENDENT 

Amherst  Boot  & Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  8s  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  ...  Toronto,  Ont. 


WHOLESALERS 


C.  Weaver  ------  Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  - - London,  Ont 

T.  Long  8s  Brother,  Limited  - Collingwood,  Ont, 
Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask. 
Dowers  Limited  -----  Edmonton,  Alta, 

The  J.  Leckie  Co.,  Limited  - - - Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 

Merritton  - - Ontario 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Clerk  D is  making  change  from  his  cash  drawer.  The  amount  of  the  sale  is 
shown  at  the  top  of  the  register.  The  other  clerk  is  handing  change  and  parcel 
to  the  customer.  He  made  change  from  his  own  cash  drawer. 


A separate  cash  drawer  for  each  clerk 

This  makes  clerks  more  efficient  because:  • 

1.  Each  clerk  is  responsible  for  the  business  he  handles. 

2.  In  case  of  error  it  shows  who  made  the  mistake. 

3.  It  gives  each  clerk  credit  for  the  work  he  does. 

An  up-to-date  National  Cash  Register  with  separate  cash 
drawers  measures  the  ability  of  each  clerk. 

Up-to-date  National  Cash  Registers  are  made  with  any 
number  of  cash  drawers,  from  one  to  nine 

We  make  cash  re^istefrs  for  every  line  of  business 

NATI ONAL 

CASH  REGISTER  CO. 

OF  CANADA  LIMITED 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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OEMEMBER  that  this  Summer  and  early  Fall  you  must  be 
able  to  offer  shoes  at  a price  that  are  well  made  on  the  latest 
patterns. 

You  can  find  this  plus  good  shoe-making  in  the  Canadian  Foot- 
wear line  in  plenty,  and  it  is  interesting  to  learn  that  those  in 
receipt  of  shipments  of  our  new  ideas  for  summer  are  giving  them 
high  praise. 

If  your  jobber  does  not  handle  this  popular  priced  line,  we  will  be 
glad  to  put  you  in  touch  with  one  who  does. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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H.  O.  McDowell 


FACTORY  AND  BRANCH 
37  FOUNDRY  ST.  S. 
KITCHENER.  ONT. 


QUAC  MACHINERY  FINDINGS 
OflUL  and  factory  supplies 


h n.  Lincoln 


BRANCH 

S«6  ST.  VAL1ER 
QUEBEC 


REPRESENTING 

American  Lacing  Hook  Co.. 

Waltham.  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works 
Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston.  Mass. 
Inks.  Stains.  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co. 

Boston.  Mass. 
Ceroxylon.  the  Perfect 
Liquid  Wax 

Dean.  Chase  Co.. 

Boston.  Mass. 

Shoe  Goods. 

Cotton  Threads 

The  Louis  G.  Freeman  Co.. 

Cincinnati.  Ohio. 
Shoe  Machinery 

Hazen.  Brown  Co., 

Brockton.  Mass. 
Waterproof  Pox  Toe  Gum 
Rubber  Cement 


THE  LARGEST  SHOE  FACTORY  SUPPLY  HOUSE  IN  CANADA 
MAIN  OFFICE 

154  NOTRE  DAME  ST.,  WEST 

MONTREAL 

In  addition  to  the  lines  shown  in  the  list 
of  Houses  we  represent  and  for  which 
we  are  Exclusive  Agents,  we  carry  large 
stocks  of  Specialties. 

We  are  ready  to  Serve  You  Right  on  any 
of  the  following  lines.  Ask  for  Samples 
and  Prices  or  send  us  a trial  order. 


Lynn  Wood  Heel  Co. 

Keene.  N.H. 
Wood  Heels  and  Die  Blocks 

Markem  Machine  Co.. 

Boston.  Mass. 
Marking  and  Embossing 
Machines.  Compounds. 
Inks.  etc. 

M.  H.  Merriam  & Co.. 

Boston.  Mass. 
Binding.  Staying,  etc. 

Puritan  Mfg.  Co.. 

Boston.  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Goodyear 
I nsoles 

The  S.  M.  Supplies  Co.. 
Factory  Supplies, 

Needles,  etc. 

H.  S.  & M.  W.  Snyder.  Inc. 

Boston,  Mass. 
Kids.  Cabrettas  and  Horse 

J Spaulding  & Sons  Co.. 

N.  Rochester.  N.H. 
Guaranteed  Fibre  Counters 
Fibre  Innersoling 

Textile  Manufacturing  Co.. 

Toronto.  Ont. 

Shoe  Laces 


Belting 

Oak  Tanned  - Tannate 

Belt  Hooks  and  Pliers 

Bows  - all  sizes 

Breasting  Knives 

Crayons  - Marking  for 
Leather  and  Rubber 

Cheese  Cloth 

Cover  for  Linings 

Covering  Paper 


Dry  Paste  Stickfast 
Kegs  and  Bbls. 
Silkolene  Silk  Wipers 
Sponges 

Dressing,  Gumming 

Tag  Holders 

Tarred  Felt 

Thread  Cotton 
for  Puritans 

Tubes  for 

all  Perforators 


United  Stay  Co.. 

Cambridge.  Mass. 
Leather  and  Imit.  Leather 
Pacing.  Welting,  etc. 

Safety  Utility  Economy  Co. 

Boston.  Mass . 

Electric  Heating  Equipment 


SOLE  CANADIAN  AGENTS 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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1 Fair  Warning 

| If  You  Want  Good  Merchandise  in 

1 Time  for  the  Seasons,  Order  Early 

1 For  the  past  month  factories  have  been  cluttered 

1 up  with  orders  that  it  has  not  been  possible  to 

1 ship  on  time 

1 The  dose  will  be  repeated  next  Fall  if  Jobber  and 

| Merchant  place  late. 

| Many  of  our  new  lines  make  it  possible  for  a 

| part  of  your  business  to  be  placed  now. 

| Dufresne  & Locke,  Limited 

| Montreal,  P.Q. 

1 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 


H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 
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THE  Monaco  Last — a creation  that  will  do  much  to 
brighten  the  Men’s  Shoe  Trade  for  Fall. 

The  Heavy  Harness  Stitchings  shown  here  are  at  present 
very  popular  and  will  be  prominently  shown  for  Fall. 

We  make  this  line  in  all  leathers  and  also  with  heavy 
Perforations  in  place  of  the  Harness  Stitchings. 

This  shoe  is  but  another  concrete  reason  for  the  wide  sale  • 
of  Tetrault  Welts; 

SOLD  EVERYWHERE  BY  GOOD  JOBBERS 


Tetrault  Shoe  Manufacturing  Co.,  Ltd. 

Montreal,  Quebec 
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Exceptional  Stitchdowns 


The  Stitchdown  business  has  developed 
along  the  logical  lines.  To-day  they  are 
made  particularly  for  Boys,  Misses,  Chil- 
dren and  Infants,  with  several  good  Outing 
Shoes  for  grown-ups.  These  shoes  are 
brought  close  to  perfection  in  this  plant 
of  ours— at  extremely  moderate  prices. 

Samples  and  prices  on  request  by  mail  or  wi.e 


I 


i 


CANADIAN  STITCHDOWN  COMPANY 

THIRD  AVENUE  AND  ERNEST  AVENUE 
MONTREAL 


CORRUGATED  (Q.  FIBRE 
SHIPPING  CONTAINERS 

Offer  the  BEST  Method  of  Packing  and  Shipping 
Footwear  because  of  their 


ECONOMY  and  SAFETY 


They  save  storage  space. 

They  cut  packing  ex- 
penses in  half. 

They  reduce  shipping 
charges. 


No  risk  of  damage  to 
goods. 

No  pilfering  losses. 

No  shipping 
delays. 


LET  US  SEND  YOU  SAMPLES  AND  PRICES 


CORRUGATED  PAPER  BOX  CO. 


Toronto,  Canada  Limited 


An  all  Canadian  Company  Financed  by  Canadian  Capital 
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Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 
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Sturdiness  and  style  that  appeals|to  and  satisfies  Canadian  Youth  are  outstanding 
features  of  Williams  Young  Canadian  Shoe.  Like  all  Williams  Shoes,  they  are 
the  BIG  VALUE  in  Staple  Footwear.  They  win  the  confidence  of  every 
merchant  who  handles  them  because  continuous  repeat  sales  naturally  follow 
as  a result  of  their  absolute  dependability. 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 
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Style  Changes 

mark 

mL  b 9 * \MJ£m  “A 

r- pi 

While  shoe  styles  have  been  a Kaleidoscopic 
succession  of  new  ideas,  a gradual  but  steady 
change  has  taken  place.  To-day  by  far  the 
majority  of  shoes  are  made  with  Fibre 
Counters,  agratifying  share  being  “Bennetts.” 

BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 

Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 

s 
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Vol.  XXXIV.  No.  9 


Toronto,  May  1,  1921 


Shoe  and  Leather  Journal 

Published.  Twice,  cl  Month, 


A GAME  OF  BRAINS 

A LARGE  shoe  buyer  stated  the  other  day  that  sales  were  only  limited  by  the  ability  to  get 
shoes  to  sell.  This  statement  is  a tacit  admission  that  he,  in  common  with  many  other  shoe 
. men,  did  not  think  fast  enough.  Of  bourse  three  months  ago  it  was  difficult  to  predict  the 
run  that  has  since  taken  place  on  straps  and  other  low  cut  shoes.  The  Shoe  and  Leather  Jour- 
nal said  in  its  January  1st  editorial:  “A  great  many  are  inclined  to  rush  to  the  opposite  extreme 
and  are  letting  their  stocks  run  down  to  a point  where  they  are  going  to  lose  good  business.  It  is 
as  great  a mistake  to  have  too  little  stock  as  too  much.  People  are  going  to  get  over  their  present 
attitude  of  watchful  waiting  and  will  strike  a steady  buying  gait  as  soon  as  the  way  seems  safe. 
There  are  better  times  ahead  and  not  very  far  along  the  road  either.” 

In  spite  of  warnings  of  this  kind  and  more  specific  intimations  that  those  who  delayed  placing 
orders  for  their  spring  requirements  in  women’s  shoes  would  find  it  difficult  if  not  impossible,  to 
get  what  they  wanted  in  time,  the  majority  of  buyers  held  off,  with  the  result  that  makers  of  this 
class  of  goods  are  filled  up  for  the  next  two  months,  and  have  had  to  turn  down  thousands  of 
dollars  of  business  that  they  could  have  handled  if  given  any  kind  of  a chance. 

The  style  game  has  become  one  of  such  a difficult  and  intricate  nature  that  it  calls  for 
unusual  foresight  and  courage.  A retailer  these  days  has  to  think  at  least  three  months  ahead 
and  in  doing  so  has  of  course  to  take  a certain  amount  of  risk.  Too  many  men  are  depending 
upon  manufacturers,  travellers  and  their  own  impulses,  with  the  inevitable  result  that  their  sales 
volume  is  suffering. 

A retail  shoe  mail  who  hopes  to  make  a success  of  his  business  must  study  style  trend  very 
closely.  It  is  absolutely  his  duty  to  carefully  follow  information  afforded  by  reports  available 
from  various  sources  and  consider  how  far  these  ideas  are  adaptable  to  his  particular  trade.  What 
is  popular  in  New  York  or  even  in  Montreal  may  not  be  a safe  lead  in  trade  in  Hamilton  or  Brandon. 

There  is  no  excuse  for  any  retailer  of  any  pretensions  to  modern  methods  working  in  the 
dark.  All  he  needs  is  to  keep  his  eyes  and  ears  open  and  study  the  peculiar  conditions  of  his 
immediate  sphere.  Added  to  his  general  knowledge  of  style  trend  should  be  common  sense  and 
faith  in  his  ability  to  meet  the  situation  in  his  own  particular  town  or  location. 

There  are  men  who  have  been  caught  napping  this  season,  who  are  making  no  special  pre- 
paration to  avoid  a similar  misfortune  three  months  from  now.  No  man  on  earth  can  tell  what  is 
going  to  sell  next  September  and  October  in  either  men’s  or  women’s  footwear,  bat  there  are  shoe 
men  who  are  going  to  make  a “ stab  ” at  it,  and  they  will  be  the  ones  who  will  be  selli  ng  shoes  when 
the  dog  days  are  over  while  their  neighbors  look  on  and  twiddle  their  thumbs. 

The  race  these  days  is  not  to  the  swift  or  strong,  but  to  the  man  whojputs  brains  into  the 
buying  problem  of  the  next  month  or  so.  Business  has  become  as  much  a game  of  skill  as  chess 
or  bridge  and  there  is  as  much  fun  in  it  for  the  real  merchant. 


I 

TO  ADVERTISERS 

{ The  paid  circulation  of  the  SHOE  AND  LEATHER 

| JOURNAL  is  more  than  double  that  of  any  other 
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circulating  in  this  country. 
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In  the 
Market  Place 

Business  Conditions  as  Noted  in  Manufac- 
turing, Wholesale  and  Retail  Fields 

WHILE  it  may  be  said  that  general  conditions  of 
business  are  about  stationary,  there  is  some  meas- 
ure of  encouragment  in  the  fact  that  what  change 
is  perceptible  is  in  the  forward  direction.  It  may  be  noted 
that  those  industries  which  were  hit  first  by  the  depression 
and  which  have  absorbed  losses  to  an  extent  that  brings  them 
in  line  with  present  prices,  are  now  showing  stability  and  a 
certain  measure  of  progress  towards  normal.  In  this  class 
the  shoe  and  leather  industries  may  be  included.  Undoubt- 
edly prices  of  agricultural  and  animal  products  have  gone 
extremely  low.  But  in  many  lines  parallel  recessions  cannot 
be  noted.  Strongly  organized  industries,  such  as  steel, 
have  shown  reluctance  to  meet  market  conditions  and  to 
stimulate  trade  by  marked  reductions.  Similarly  wage 
reductions  are  uneven,  and  where  strong  labor  organizations 
have  existed  attempts  to  reduce  wages  have  been  resisted. 
We  heard  a great  deal  of  the  “ever-ascending  circle”  or 
“spiral”  during  the  past  few  years,  and  its  vicious  effect  on 
living  conditions.  But  the  same  factors  entering  the  ascend- 
ing spiral  are  refusing  to  function  as  it  comes,  or  should 
come,  down.  Before  we  can  see  anything  in  the  way  of  a 
normal  situation  farmer,  manufacturer,  wholesaler  retailer, 
banker  and  laborer  must  all  have  taken  their  respective 
shares  in  the  losses,  as  they  did  in  the  profits.  Otherwise, 
the  present  state  of  unrest  cannot  help  but  be  maintained. 
It  is  rather  discouraging  to  note  that  at  a time  when  we 
were  beginning  to  feel  the  ground  under  our  feet  more  labor 
trouble  is  in  evidence  than  for  some  months. 

Retail  Trade. 

The  strap  pump  still  continues  to  be  the  mainstay  of 
the  shoe  business,  and  retailers  as  a whole  are  not  com- 
plaining of  lack  of  volume.  With  any  'kind  of  seasonable 
weather  more  pairs  should  continue  to  be  sold.  The  trade 
along  these  lines  is  moving  from  the  so-called  novelty  class 
to  a more  or  less  staple  field,  and  an  unusual  quality  of 
shoes  can  now  be  retailed  at  a moderate  price.  There  are, 
of  course,  some  sections  of  the  country  unusually  hard  hit 
by  business  and  economic  depression,  and  in  those  districts 
no  improvement  has  been  noted  yet.  Strap  shoes  sold  are 
fairly  well  divided  between  one,  two  and  three-strap  effects. 
For  street  wear  the  Cuban  or  military  heel  predominates, 
but  many  of  the  fancier  shoes  with  Louis  or  half-Louis  heels 
are  used  for  ordinary  wear.  Many  women  still  cling  to  the 
conservative  oxford,  while  brogue  effects  with  or  without 
straps  are  also  seen.  For  the  fancier  shoes  suede  is  still 
strong  and  a scarcity  of  gray  suede  shoes  is  found.  Calf 
is  popular  in  brown,  and  kid  in  black  or  brown.  The  ten- 
dency may  be  towards  lighter  shades,  but  as  yet  these  have 
not  displaced  the  darker  colors.  Men’s  shoes  are  still  slow 
but  this  trade  should  pick  up  with  definitely  warmer 
weather,  while  the  improvements  in  style  and  finish  are 
bound  to  have  an  effect  on  the  buying  inclination  of  the  men. 
The  thoughtful  retailer  is  not  only  living  in  the  present,  but 
is  looking  two  or  three  months  ahead  at  least.  With  summer 
coming  on  plans  must  be  laid  for  fall  business.  Uncertainty 
as  to  styles  and  conditions  quite  properly  has  a tendency  to 
cause  the  retailer  to  hold  back  his  purchases.  But  the  dealer 
who  visualizes  his  requirements  and  covers  them  to  some 
extent  at  least,  is  the  one  who  will  still  be  in  business  when 
the  fall  gives  way  to  winter. 

Wholesale  and  Manufacturing  Trade 

That  business  is  not  confined  io  novelty  stores  is 
evidenced  by  the  healthy  tone  in  the  wholesale  trade.  The 


large  number  of  retailers  who  depend  on  the  jobber  to  take 
care  of  their  requirements  handle  the  shoes  that  go  to  the 
people  who  are  the  foundation  on  which  the  shoe  business 
rests.  And  those  people  are  wearing  shoes,  and  buying 
them.  As  a result,  wholesalers  find  business,  which  had 
almost  vanished,  has  come  back  not  to  a 1920  basis,  but  to 
something  like  the  business  done  in  the  spring  of  1919. 
The  strap  shoe  has  for  the  moment  become  a staple,  to  the 
extent  that  jobbers  are  selling  straps  suitable  for  spring  or 
summer  wear,  of  excellent  quality,  as  to  leather,  shoe- 
making, and  style,  and  at  prices  that  should  attract  business 
for  their  customers.  Rubber  footwear  is  still  moving  slowly, 
with  the  result  that  the  business  of  manufacturing  and 
distributing  will  likely  be  compressed  into  a space  of  time 
too  short  for  the  comfort  of  those  most  concerned. 

Manufacturers  of  women’s  shoes  are  still  hard-pressed 
to  fill  orders  on  straps.  How  long  this  flow  of  business  will 
last  is  an  undetermined  factor.  Practically  all  orders  on 
hand  are  for  immediate  delivery,  and  very  little  fall  placing 
has  been  done  as  yet.  As  a result  manufacturers  cannot 
cover  themselves  properly  for  requirements  of  leather,  and 
if,  as  is  prophesied,  advances  come,  shoe  prices  cannot  help 
but  move  in  a similar  direction.  Seldom  have  so  many 
variations  of  style  and  finish  been  shown.  The  wide  variety 
includes  one,  two  and  three-strap  effects  with  Louis,  Cuban 
and  military  heels,  with  buttons,  buckles,  and  fasteners,  in 
varied  shades  of  suede,  glazed  kid,  calf,  buck  and  fabric. 
Supplementing  this,  business  is  being  done  in  ball  straps, 
saddle  straps  and  brogue  effects  in  black,  tan,  white  and 
fancy  combinations  made  in  welts,  good  McKays,  and 
even  cheap  McKays.  Men’s  ball  strap  patterns  have 
stirred  up  a little  business,  but  this  is  developing  slowly. 
Prices  rema  n fairly  stable,  and  it  is  felt  that  the  downward 
movement  has  been  checked  for  some  time  at  least.  Sales- 
men will  be  out  during  May,  and  it  is  hoped  that  more  fall 
placing  may  result.  On  novelty  lines  fall  styles  will  not  be 
established  till  June  or  July,  but  manufacturers  of  this 
type  of  shoe  are  booked  until  the  end  of  June  and  are  urging 
dealers  to  work  about  three  months  ahead.  If  production 
of  pleasing  styles,  of  high  quality,  and  at  reasonable  prices 
will  rehabilitate  the  shoe  business,  Canadian  manufacturers 
feel  that  they  are  contributing  their  share  towards  that  end. 

Leather  Markets 

A steady  improvement  is  noted  in  sole  leather  demand. 
Business  for  April  was  well  in  advance  of  March,  and  in 
about  the  same  proportion  March  was  an  improvement 
on  February.  Manufacturing  requirements  are  making 
themselves  more  evident,  and  impart  a sounder  tone  to  the 
market.  Prices  remain  firm  with  hide  conditions  pointing 
if  anything  in  an  upward  direction.  Upper  leathers  are  also 
in  more  demand.  Calfskin  in  the  desirable  quality  and 
shades  is  active,  and  prices  have  been  advanced.  This  is 
in  part  due  to  inability  to  meet  demand,  but  largely  to 
unexpected  advances  in  the  raw  skins  in  all  markets.  At  a 
time  of  maximum  production  of  skins  prices  are  as  a rule 
held  low,  but  the  abnormal  shortage  of  skins  has  resulted  in 
pronounced  advances  in  price.  As  to  colors,  the  predomin- 
ance still  rests  with  the  darker  shades,  mahogany,  dark 
brown,  while  black  is  gradually  growing  in  favor.  The 
expected  call  for  tans  has  not  yet  materialized  on  any  large 
scale.  Improving  demand  for  side  leather  is  also  noted. 
The  sustained  market  for  glazed  kid  has  resulted  in  the 
re-opening  of  several  tanneries,  to  specialize  on  browns. 
At  present  Canadian  tanners  cannot  meet  the  demand  for 
top  selections.  They  feel  there  is  a growing  demand  for 
browns  in  all  grades,  and  are  expecting  to  move  these  colors 
at  better  prices  than  black.  Stocks  have  been  greatly 
reduced  and  goods  are  moving  with  greater  freedom.  Prices 
on  top  grades  remain  firm  and  on  lower  grades  are  fairly 
well  established.  More  demand  is  being  shown  for  patent 
leather,  which  should  bfe  widely  used  for  the  fall. 
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Stray  Shots 
From  Solomon 

Wisdom  Crieth  Without; 

She  Uttereth  Her  Voice  in  the  Street 

If  you  listen  to  some  of  those  friends  of  yours 
you  will  never  be  any  better  than  they  are  and  the 
chances  are  you  will  be  a great 
FOOLS  AND  deal  worse.  No  man  can  climb 
FLATTERY.  any  higher  than  his  associations. 

If  you  want  to  get  on,  hook  up 
with  some  fellow  who  knows  a little  more  than 
you  do  or  has  a little  more  steam  than  you  can 
generate.  If  you  stay  with  the  happy-go-lucky 
mates  who  slap  you  on  the  back  and  tell  you  you 
are  “all  right”  you  will  end  up  somewhere  near 
the  scrap  pile.  You  will  be  in  plenty  of  company, 
but  it  will  not  be  the  best.  “It  is  better  to  hear 
the  rebuke  of  the  wise  than  for  a man  to  hear  the 
song  of  fools.”  The  best  friends  are  those  who  are 
not  afraid  to  tell  us  the  truth  about  ourselves. 
The  worst  foes  are  those  who  tell  us  we  are  wonder- 
ful fellows  and  that  wisdom  will  die  with  us.  There 
are  more  young  men  killed  with  swelled  head  than 
with  big  ideas.  There  is  plenty  of  room  at  the  top 
but  don’t  believe  you  have  got  there  because  some 
fool  says  you  have. 

o o o 

The  world  and  especially  public  meetings  are 
full  of  blatherskites.  Go  to  any  kind  of  a gathering, 
whether  of  a social,  business  or 
MOUTH  religious  nature,  and  you  will 

ARTISTS.  be  bored  to  death  by  the  sound- 

ing brass  and  tinkling  cymbals 
of  feather-head  and  loud-mouthed  spellbinders  that 
take  up  three-fourths  of  the  time.  Men  who  are 
fairly  successful  in  their  calling  through  “saying 
nothing  but  sawing  wood”  will  get  up  in  a meeting 
and  let  loose  an  avalanche  of  senseless  verbiage 
upon  a wearied  audience.  “A  fool’s  voice  is  known 
by  multitude  of  words.”  If  you  want  to  make  a 
reputation  for  brains  keep  your  mouth  shut.  At 
all  events  never  talk  for  the  sake  of  hearing  your 
own  voice.  When  you  have  anything  to  say,  say 
it  and  quit.  When  you  don’t  “know”  give  your  ears 
a chance.  “Fools  rush  in  where  angels  fear  to 
tread.”  The  first  time  you  go  to  a meeting  where 
a general  discussion  takes  place  just  see  how  true 
these  words  of  the  dramatist  are  to  the  occasion. 
The  more  a man  thinks  the  less  he  has  to  say.  The 
less  his  brain  works  the  more,  as  a rule,  his  tongue 
will  wag. 

o o o 

Solomon  says,  “The  wise  man’s  eyes  are  in 
his  head  but  the  fool  walketh  in  darkness.”  The 
Greater  than  Solomon  said  a 
EYES  thousand  years  later,  “ If  thine 

FRONT.  eye  be  single  thy  whole  body 

will  be  full  of  light,  but  if  thine 
eye  be  evil  thy  whole  body  will  be  full  of  darkness.” 
Upon  .what  you  see  depends  what  you  are.  There 
.are  some  men  who  see  red  and  there  lives  are  a 


continuous  brawl.  There  are  some  who  see  green 
and  they  think  everybody  is  after  them  w th  a stick 
or  a knife.  There  are  others  whose  vision  is  tinged 
with  yellow  and  they  spend  their  time  sneering  or 
scowling  at  those  who  are  more  successful  or  for- 
tunate than  themselves.  Then  there  are  those 
who  have  their  eyes  in  their  stomach  and  whose 
constant  cry  is  “what  shall  we  eat  or  what  shall 
we  drink.”  Others  have  their  eyes  in  their  hands 
and  reach  out  for  everything  that  is  not  nailed 
down,  while  others  still  have  eyes  only  for  the 
gratification  of  desire  or  passion.  But  the  wise 
man,  the  strong  man  is  he  whose  brain  is  back  of 
his  eyes.  “The  fool  walketh  in  darkness”  and  how 
great  that  darkness  can  be  is  only  known  by  some 
of  the  men  who  read  this  and  who  know  into  what 
mazes  the  evil  eye  has  led  them. 

o o o 

There  was  an  old  fellow  taken  from  a wretched 
hovel  a week  or  two  ago  to  the  hospital  to  die. 

Before  they  handed  over  his 
HERE  LIETH  body  to  the  School  of  Anatomy 

A MAN.  they  searched  the  dilapidated 

clothes  and  found  a bank  book 
which  disclosed  the  fact  that  he  had  over  a hun- 
dred thousand  dollars  on  deposit.  He  had  well-to- 
do  friends  back  in  the  country  who  had  not  heard  of 
him  for  years.  There  are  plenty  of  paupers  who 
are  not  buried  in  the  “Potters  Field.”  There  are 
men  who  are  successful  in  business,  raise  large 
families,  move  in  decent  society  and  are  even  on 
the  church  roll  on  whose  grave  nobody  will  ever 
drop  a flower  or  shed  a tear.  “If  a man  beget  an 
hundred  children  and  live  many  years  so  that  the 
days  of  his  years  be  many  and  his  soul  be  not  filled 
with  good  things,  and  also  that  he  have  no  burial, 
I say  that  an  untimely  birth  is  better  than  he.” 
If  you  have  lived  so  that  people  will  only  miss  you 
for  what  they  have  made  out  of  you,  you  might 
better  spend  your  last  days  in  the  poorhouse. 
That  man  is  rich  indeed,  no  matter  what  his  worldly 
estate,  over  whose  resting  place  the  simple  words 
may  be  written,  “Here  lieth  a man.” 

o o o 

There  are  some  people  who  are  mischievous 
by  nature,  there  are  some  that  do  wrong  through 
temptation,  and  there  are  others 
ONLY  that  stumble  into  a life  of  evil 

FOOLING.  because  they  don’t  seem  to 

know  enough  to  keep  out  of  it. 
They  are  in  the  same  class  as  those  who  periodically 
kill  people  with  guns  they  did  not  know  were  loaded 
or  the  fools  who  rock  the  boat  “for  fun.”  There 
are  people  who  have  no  more  sense  than  to  say 
after  they  have  caused  a tragedy  or  destroyed  a 
reputation,  “I  was  only  fooling.”  “As  a man  who 
casteth  fire-brands,  arrows  and  death  so  is  the  man 
that  deceiveth  his  neighbor  and  saith,  Am.  I not 
in  sport?”  If  you  are  one  of  those  fools  who 
trifle  with  serious  things,  or  if  you , have  a friend 
whose  practical  jokes  are  always  creating  painful 
situations,  go  to  the  magistrate  and  ask  him  to 
give  you  or  him  six  months  in  the  asylum  for 
insane.  It  may  save  you  from  getting  a dose  of 
buckshot  some  day. 


i 
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Selling  Ideas 

Suggestions  for  Moving  Spring  Stocks — 
Hints  for  Window  and  Store  Displays — 
Talk  up  Outing  Shoes  for  Victoria  Day 

THE  next  two  months,  particularly  this,  should  wit- 
ness the  greatest  retail  movement  in  shoes  for  the 
year.  Business  got  off  to  a fair  start  in  April  and  the 
dealer  who  had  the  goods  or  who  could  get  them,  saw  his 
sales  mount  up  in  a way  that  must  have  been  gratifying 
considering  February  and  March  delinquencies. 

It  is  said  that  everything  comes  to  the  man  who  waits, 
but  this  aphorism  cannot  be  applied  to  the  shoe  business 
at  the  present  time.  It  comes  to  the  man  who  gets  up 
and  hustles  for  it.  The  live  shoe  merchant  will  make  a 
careful  survey  of  his  lines  on  May  1st  and  make  up  his  mind 
to  get  well  cleaned  up  on  staples  and  well  rid  of  slow  movers 
before  June  1st,  so  that  he  may  not  only  leave  himself  free 
to  push  summer  goods  to  the  limit  but  be  able  to  get  his 
plans  well  made  for  fall  business. 

Get  Rid  of  Themj 

If  you  have  any  doubt  about  any  of  your  lines  selling 
later  or  being  well  adapted  for  Fall  trade,  now  is  the  time  to 


Hockey  Boot,  with  strap  lacing 
device,  by  J.  Tanguay.  Quebec. 


get  them  off  the  shelves.  A month  or  six  weeks  from  now 
you  will  not  be  able  to  get  the  eye  or  ear  of  purchasers;  the 
weather  and  everything  else  will  be  against  you.  Use  your 
best  endeavor  to  keep  your  irons  hot  or  seasonable  stuff, 
see  that  you  do  not  run  out  of  straps,  oxfords  and  lines  that 
are  in  immediate  demand,  but  avoid  the  danger  of  for- 
getting that  you  have  in  your  store  goods  that  are  not  only 
consuming  “overhead”  but  are  not  growing  more  sale- 
' able  as  the  days  go  by.  Give  a liberal  amount  of  attention 
to  goods  of  this  class  while  hammering  away  at  new  lines 
in  your  windows  as  well  as  in  your  advertising.  Special 
sales  just  now  are  not  perhaps  quite  n order,  but  special 
drives  may  be  announced  and  the  bargain  counter  can  be 
worked  effectively. 

Outing  Trade  Begins 

Of  course  it  will  be  another  month  or  so  before  real 
summer  trade  begins,  and  when  constant  and  special  atten- 
tion may  be  given  to  sport  shoes.  Nevertheless  there  are 
always  those  who  are  ahead  of  the  game,  and  the  beginning 


of  the  picnic  season  is  always  a signal  for  the  outing  shoe  to 
start,  especially  the  rubber  shoe  varieties.  It  is  never  too 
early  while  it  is  more  frequently  too  late  to  begin  a cam- 
paign on  outing  shoes.  With  children  the  tendency  is  to 
don  rubber  shoe  as  soon  as  there  is  any  excuse  for  getting 
out  into  the  fields  or  inaugurating  the  sports  season.  This 
tendency  should  be  used  to  advantage  early  this  month, 
and  every  effort  made  to  convince  customers  that  you  have 
the  goods  needed  in  this  particular  department. 

Some  Publicity  Suggestions 

As  has  already  been  hinted,  May  sees  the  beginning  of 
the  picnic  and  outdoor  season.  Victoria  Day  (May  24th) 
comes  on  the  fourth  Tuesday  of  the  month,  and  if  the 
weather  be  fine  everybody  will  be  “hiking”  for  the  country 
or  to  the  pleasure  resorts.  Get  away  from  the  time-honored 
idea  of  a window  background  of  “Queen  Victoria”  and 
Union  Jacks.  Prepare  a window  suggesting  a boating  or 
picnic  scene.  A good  picture  of  a young  man  and  his 
sweetheart  in  a canoe  can  be  worked  in  handily,  although  a 
real  camping  or  picnic  scene  could  easily  be  developed  by 
the  use  of  large  figures  of  either  sex  or  a boy  for  that  matter. 
If  it  be  desired  to  interest  the  more  mature  pleasure  seeker 
a fishing  scene  could  be  arranged  with  grandpa  waiting 
patiently  for  a bite.  In  any  of  these  ways  the  popular  spirit 
at  this  particular  time  of  the  year  may  be  exemplified  and 
made  pull  trade  in  outing  shoes  or  even  sport  goods.  Wild 
flowers  are  a good  decoration  material  just  now. 

A part  of  the  equipment  of  every  Victoria  Day  picnic 
is  undoubtedly  balls  and  bat.  Anticipate  this  nped  by  some 
plan  to  give  away  soft  balls  and  bats  to  girls,  o*  the  regular 
kind  for  boys  in  connection  with  purchases  some  days  before 
the  holiday  arrives.  The  idea  may  be  worked  out  in  almost 
any  way.  If  there  be  any  public  picnic  in  the  neighborhood 
on  the  holiday,  some  stunt  could  be  developed  in  connection 
with  it,  such  as  tickets  to  every  purchaser  of  a given  amount, 
or  a pair  of  shoes  to  every  seventh  customer  and  so  forth. 
Any  scheme  that  is  not  hackneyed  or  that  will  create  talk 
and  make  sales  will  do.  Each  merchant  will  be  best  able 
to  work  it  out  for  himself.  Get  up  something  new  and  put 
all  the  snap  you  can  into  it. 

Watch  the  Novelty  Business 

A retailer  who  has  made  a success  of  the  novelty  shoe 
business  says  it  is  a hot  game  and  the  pawns  should  be 
kept  moving.  If  the  goods  do  not  move  as  fast  as  they 
should  mark  them  down  until  they  do.  Get  them  out  and 
new  sellers  in  their  place.  That  is  the  game.  He  says 
that  every  shoe  merchant  should  get  clear  of  every  ques- 
tionable line  of  light  or  sport  wear  before  the  middle  of  the 
summer,  and  do  some  hard  thinking  about  fall  business 
before  that  time.  He  thinks  straps  will  continue  well  into 
the  fall,  perhaps  up  to  November,  but  there  is  no  use  taking 
heavy  risks.  He  claims  that  in  women’s  wear  low  cuts  and 
spats  will  rule  again  this  fall  and  winter,  although  no  doubt 
quite  a few  boots  will  be  shown. 

Order  Early 

A great  many  dealers  have  had  another  taste  of  the  folly 
of  putting  off  buying  until  the  last  moment.  One  prominent 
dealer  was  in  town  last  week  to  see  what  he  could  do  to  get 
through  an  order  for  specialties  in  time  for  his  trade  next 
month.  He  wanted  some  special  leaders  in  straps,  and  had 
to  be  content  with  a limited  number  of  the  one  and  two  strap 
varieties.  One  manufacturer  asked  him  what  he  had  done 
about  his  fall  supply  and  he  said  he  was  going  to  leave  the 
matter  until  August.  He  was  told  he  would  likely  find  him- 
self in  the  same  fix  as  at  present  when  September  came  around 
and  he  wanted  salable  lines  for  that  month.  He  finished  up 
by  placing  a fair  order  for  straps  and  left  to  add  oxfords  to 
the  list  with  another  concern. 
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Shoe  Conditions  in 
the  United  States 

(Special  Boston  Correspondence) 

THE  demand  for  novelty  footwear  for  women  continues 
unabated  in  the  United  States.  Little  attention  has 
been  paid  to  Fall  production  in  the  factories,  and 
retailers  have  placed  a very  limited  business  for  delivery 
after  July  1st.  Although  manufacturers  are  conducting 
a vigorous  campaign  in  an  effort  to  convince  retailers  that 
now  is  the  time  for  placing  orders  for  Fall  staples  at  least 
the  response  has  been  slow. 

Late  buying  of  Easter  goods  last  January,  about  ninety 
per  cent,  of  the  business  being  placed  that  month  at  the 
Milwaukee  convention  of  the  National  Shoe  Retailers’ 
Association,  resulted  in  the  failure  of  a large  volume  of 
Easter  merchandise  to  arrive  in  time  for  Easter.  While 
some  cancellations  have  resulted,  this  evil  has  not  reached 
dangerous  proportions. 

Retail  stocks  in  the  United  States  are  generally  low, 
especially  on  seasonable  numbers.  Retail  liquidation  in 
the  States  has  been  slow,  but  it  has  at  last  been  accom- 


“The Druid”  black  patent  vamp,  with  black 
satin  quarter.  Chas.  Stevens,  Chicago 


plished  in  the  retail  shoe  business  Wholesale  prices  are 
more  stable,  although  frequent  price  revisions  downward 
are  noted.  A recent  drop  in  prices  was  announced  by.  St. 
Louis.  In  the  large  New  England  producing  centres, 
Brockton,  Lynn  and  Haverhill,  labor  has  not  been  liquidated 
and  has  resulted  in  relatively  higher  shoe  costs  which  prompts 
the  buyers  to  move  cautiously,  they  feeling  that  this  war- 
time labor  cost  will  have  to  come  out  of  shoe  prices  some 
time  within  the  year. 

The  retail  trade  is  and  has  been  buying  close  to  require- 
ments. Only  during  the  last  two  weeks  has  this  condition 
changed  and  then  only  slightly  when  there  was  some  future 
buying,  but  in  spots  only.  Women’s  shoe  manufacturers 
have  been  busy  since  Easter  filling  immediate  delivery 
orders.  The  expected  lull  after  Easter  has  not  materialized 
to  any  great  extent.  Manufacturers  find  this  hand-to- 
mouth  buying  tends  toward  spasmodic  production,  and  in 
the  stitching  rooms  of  women’s  shoe  factories  there  is  great 
congestion.  The  novelty  styles,  including  straps,  ball 
straps,  heavy  perforations  and  many  rows  of  fancy  stitching, 
often  colored,  taxing  these  departments  heavily. 

A strong  indication  that  retail  stocks  are  low  is  reflected 
in  the  trade  with  the  wholesalers  in  all  the  shoe  distributing 
points.  Wholesalers  have  been  calling  for  shipments, 


often  shipping  the  shoes  out  to  their  customers  the  day 
they  arrive  'rom  the  shops.  Wholesalers  have  been  doing 
a steady  and  good  business  on  novelty  shoes. 

The  style  situation  is  constantly  shifting.  Daily  new 
patterns,  some  of  them  rather  startling,  are  appearing. 
Some  take  and  others  do  not.  This  has  resulted  in  a delay 
in  a definite  style  program  for  Fall  and  the  production  of 


Fall  samples,  many  factories  now  putting  these  through  the 
works.  It  is  generally  conceded,  however,  that  straps  will 
hold  through  the  Fall. 

The  gray  suede  wave  has  receded,  wholesalers  and  retail- 
ers alike  having  been  successful  in  cleaning  out  these  stocks. 
Grays  are  very  numerous  on  the  streets  in  the  large  cities, 
but  the  shade  and  leather  is  done  in  the  stores.  Many 
manufacturers  predict  a return  of  brown  and  black  suede 
this  Fall,  and  there  is  a general  opinion  in  the  shoe  trade 
that  states  that  black  leathers  will  be  more  popular  this  Fall 
in  kid  and  patent.  Russia  calf  in  walking  oxford  with  the 
Cuban  heel  are  leaders,  especially  east  of  the  Mississippi. 
The  Cuban  heel  is  gaining  rapidly. 

In  men’s  Fall  shoes  boarded  leathers  are  the  most  in 
favor.  In  some  of  the  best  grades  black  calf  is  gaining. 
In  general  lines,  however,  boarded  leathers  with  wing  tips, 
saddle  straps,  extended  edges,  fancy  edge  stitching,  “double 
deckers,”  upper  and  heavy  perforations  are  noted.  A 
return  to  visible  eyelets,  some  of  them  heavy  brass,  is  also 
a feature  of  some  men’s  samples  for  Fall.  The  English 
last,  which  has  held  firmly  in  the  States,  shows  indications 
of  passing  in  favor  of  the  longer  and  square  “Frenchy” 
toe.  There  is  decidedly  more  pep  in  men’s  shoes  for  Fall. 

Women’s  shoe  product  on  for  Fall  will  run  as  high  as 
eighty  per  cent,  oxfords  in  some  centres,  a large  part  of  this 


American  Oxford  showing  combination  of 
brown  calf  and  brown  Cheshire  boarded  caif 


volume  being  on  strap  effects.  A heavy  low  shoe  produc- 
tion is  also  assured  in  the  women’s  end  of  the  industry. 
While  skirts  will  be  lower,  they  will  remain  high — too  high 
to  warrant  the  return  of  certain  types  of  boots. 

A heavy  white  and  sport  shoe  season  is  at  hand  in  the 
States.  Sport  models  are  decidedly  flashy,  while  buck, 
calf  and  kid  with  colored  kid  and  patent  trimmings. 
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Making  a Success  in  a 
Small  Community 

How  a Prince  Edward  Island  Store  Makes 
the  Most  of  Its  Opportunities 

THE  firm  of  R.  T.  Holman,  Limited,  Summerside, 
Prince  Edward  Island,  has  been  called  “the  largest 
business  of  its  kind  in  the  world  in  proportion  to  local 
population”  from  the  fact  that  its  annual  turnover  of 
approximately  $2,000,000.00  is  secured  in  a town  of  slightly 
over  3,000  population  and  in  a province  of  only  80,000 
population.  With  this  fact  as  a basis  it  is  nevertheless 
surprising  that  the  boot  and  shoe  department  of  this  store 
turns  in  the  largest  amount  of  sales  in  proportion  to  display 
space  in  any  part  of  the  big  concern.  For  the  year  just 
ended  the  sale  of  rubber  footwear  alone  amounted  to  about 
two  carloads,  or  a cash  value  of  more  than  $35,000.00. 
This  is  a particularly  strong  branch  of  the  Holman  shoe 
business,  but  the  other  lines  are  similarly  well  patronized,  and 
this  is  proved  by  the  fact  that  the  daily  sales  run  around 
between  $600.00  and  $700.00,  with  one  expert  salesman 
in  charge  of  the  department.  The  principal  sales  methods 
employed  are  newspaper  advertisements,  hand  bills  for  local 
distribution  and  circular  letters.  In  addition  to  this  the 
firm  issues  a large  general  mail  order  catalogue,  which  is 
thoroughly  distributed  through  eastern  Canada,  and  also 
do  a large  jobbing  business. 

Some  of  the  sales  plans  which  have  been  effective  in 
creating  exceptionally  large  sales  were  the  offers  to  refund 
to  out-of-town  customers  their  railway  fares  when  their 
purchases  at  the  store  amounted  to  $20.00  or  more.  This 
proved  particularly  popular- with  Island  customers  as  rail- 
way fares  were  high  and  the  only  city  in  the  province  was 
48  miles  distant  from  Summerside. 

This  transportation  plan  was  further  developed  when 
the  firm  hired  an  entire  train  of  eight  cars  from  the  Cana- 
dian Government  and  brought  customers  free  of  charge 
from  all  points  of  the  province  within  a 48-mile  radius  of 
Summerside. 

Another  plan  that  proved  very  popular  and  which 
( Continued  on  page  57) 


— Buy  Your  Rubbers 

NO\A/.*.WHIl-E  THESE  LOW 
IivW"**prices  LAST 


These  prices  on  Rubbers  and  Rubber  Boots  are  the 
lowest  you  have  been  offered  tor  a long  time,  in  tact 
we  consider  them  the  greatest  offer  since  the  war 
began.  There  are  styles  here  for  everyone,  and  a full 
range  ot  sizes  in  every  style.  These  are  typical 
values  from  Holman's  Spring  and  Summer  Catalog, 
a buying  guide  to  the  lowest  priced  merchan- 
dise In  Canada 


k95  for  those 
'Thigh  Length  Boots 


P BZ86 — A thoroughly  sati  "factory  line  of 
Men's  Gum  Bobber  Thigh  Length  Btorra 
King  Boots,  as  not,  made  with  red  soles, 
friction  lined,  corrugated  tread,  very  soug 


K286-  Men's  Storm  Kiog  Thigh  Length 
Boots,  as  above;  color  grey,  sites  6 to  10. 
Psr  pair  $7-50 


75 


High  Grade  $ f 
Knee  Boots 

RB1B— High  Quality  Gum  Rabbor  Knee 
Length  Boots,  mads  with  red  rubber  sole 
andneel  friction  lined  It  Is  medo  for  os 
bp  one  of  1 he  most  reliable  manufacturers 
la  Canada,  and  It  e quality  that  we  can 
highly  recommend,  sites  0 to  II.  Prioe  per 
pair  $4.75 


• City  Boou.  made  of 


comfortable  and  shapely 
R361BA—  Women'*  sires  J to  8.  per 
pair  $2.M 

R3618B—  Misses'  shoe  11  to  2,  per 

pair  $2.60 

3010 — Child  rent  sizes  0 to  10.  per 
pair  $2.20 


$0  95  for  these 
Men'S  KNEE 


Boots 


value  in  good  qua 
lity  Gum  Rubber 
K nee  Boots  for 
black  rubber 
sole  end  heel,  thick 
corrugated  tread, 
sites  0 to  II.  Price 
per  pair  . DJI 


RB6 — As  above  for  Boys,  with  red 


WOMEN'S 

MICH  HEEL 
RUBBER9 


HBg— High  Quality  Rubbers 
for  Women,  rrcede  toe,  bigb 
ruben  or  Louis  beel,  tire*  24  to 
7.  Per  pair  99C 

RB9 -Women's  Brown  Rub- 
bers, recede  toe  last,  high  Cuban 
or  I»ul s heel,  sizes  2^  to  7.  Per 
pair $1.25 


MEDIUM  HEEL— RECEDE 
TOE  RUBBERS  FOR 
WOMEN 

R8B— Women  ■ Fine  Rubbers, 
with  roc-ede  toe.  medium  heel, 
neat,  shapely  last,  drossy  finish, 
corrugated  tread,  sizes  2}  to  7 
Per  pair  &8C 


Holman’s  Spring 
prices  are  the 
lowest 


Canada— in  some  case 
because  of  early  buying 
they  are  below  present 


VERY 

STRONG 


WOMEN’S  RUBBERS 

R38I  — A vnrv  1 o w price  on 
Women's  Rubbers,  net  lining, 
ibapely  style,  made  on  good  fall 
last,  medium  toea  and  heels,  re- 
forced construction,  corruga- 
ted tread,  sites  24  to  7.  Price 
per  pair  ...  98C 


Men's  Dress  $140 
Rubbprs  • 

KM— Mens  Finn  Rubbers  with 
full  self  acting  heel,  low  recede 

$1-40 


nparison  of 


Holman's 

Quality 
is  Higher 

Prices  are  the  lowest' 
and  Holman's  s«rvice 
is  speedy 


$1  40 


Rfl2— Men's  Strap  Sandal 
Hubbeis,  as  cute-stylish  heels 
and  toes,  well  made  and  finish 
ed,  close  fitting  rubber  tnat  is 
tight,  and  offers  good  protec 
tion,  sizes  6 to  10,  including  half 
sizes,  per  pair  $1  -40 


oqe  with  pointed  receding  to*, 
the  other  with  medium  high 
toe.  has  closed  sides,  self  acting 
oeel.  thick  soles,  corrugated 
tread,  sire*  0 to  11.  inclodiog 
bait  si  zee  Per  pair  $1 44 


80c 


Holmans  Guarantee  of  Satisfaction  applies  to  every 
purchase.  AU  mail  order*  from  Ibis  advertisement  will 
be  delivered  prepaid  to  any  Station  in  Princa  Edward 
Island. 


Girls'  Rubbers 

RJ8b -Girls  Rubbers,  classic 
lost,  broad  toe.  mediom  low 
beel—  a snug  fitting  and  dreaey 
etyla,  corrugated  Lead  Price 
per  pair  80C 

R484 — Child's  sites,  as  above. 


R.  T.  Holman  Ltd. 

Summarslde 


MEN’S  MEDIUM  STYLE 

H4ti  — Men  « Rubber,  on  stylrib 
lost,  medium  high  heel,  high  hr 
medium  toe,  sizes  • to  II,  ioclud 
ing  ball  sixes,  per  pair  $1 .25 
R85— Boys  size  as  above  I to  l 

Per  Pair  $1.66 

H86—  Toutb's  sizes,  as  above, 
made  , on  broad  last.  II  to  I J. 
Psr  pair  MC 


Typical  newspaper  advertisement 


Holman's  Store  in  Summerside.  P.E.I. 
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Selling  Stunts 

A Few  New  Plans,  Briefly  Described, 
that  Have  Proven  Business  Builders 

THE  proprietor  of  a sitccessful  store  in  a small  com- 
munity has  obtained  excellent  results  with  postal 
advertising,  adopting  this  medium  of  publicity  because 
there  is  no  newspaper  published  in  his  town.  His  mailing 
list  comprises  about  2,000  names  of  farmers  within  a radius 
of  several  miles.  He  has  equipped  his  office  with  a multi- 
graph and  each  week  he  sends  this  entire  list  a postal  card 
setting  forth  a few  ‘‘specials”  that  are  to  be  offered  the 
coming  Saturday.  The  plan  produces  better  results  than 
most  merchants  would  obtain  by  investing  two  or  three 
times  as  much  money  in  newspaper  advertising.  It  can  be 
successfully  employed  by  any  line  of  business  in  any  town, 
large  or  small. 

Window  Shopping  Nights 

Just  before  the  opening  of  each  of  the  four  seasons  of 
the  year — spring,  summer,  fall  and  winter — the  retail  mer- 
chants’ association  in  a large  Southern  city  holds  what  is 
termed  a “ Window  Shopping  Night.”  Every  store  co-oper- 
ates in  the  event,  arranging  unusual  and  attractive  window 
displays  which  are  mostly  of  a seasonable  nature.  Special 
lighting  effects  are  also  arranged  and  for  several  days  before 
the  event  is  scheduled  to  take  place  it  is  advertised  in  the 
local  newspapers  by  the  Association.  At  the  same  time 
the  editorial  departments  of  the  papers  give  the  matter 
considerable  amount  of  publicity.  On  “ Window  Shopping 
Night  hundreds  of  the  people  of  that  city  go  down  town 
just  to  view  these  special  window  displays.  The  idea  has 
proven  a genuine  winner. 

A New  Premium 

In  this  day  and  age  the  matter  of  price  has  become  an 
important  consideration  with  the  masses.  People  will 
generally  buy  either  where  they  feel  they  can  save  money  or 
where  the  best  inducements  are  offered  them  to  win  their 
patronage.  One  store  is  obtaining  excellent  results  by  giving 
its  customers  street  car  tickets  in  preference  to  trading  stamps 
or  other  similar  inducements.  In  this  particular  case  three 
tickets  are  given  when  the  accumulative  purchases  amount 
to  $5.00,  and  this  represents  about  four  per  cent.  In  all  of 
its  advertising  the  store  prints  two  or  three  lines  relative  to 
this  plan.  In  adopting  this  idea,  of  course,  the  merchant 
will  have  to  decide  for  himself  what  percentage  of  the  sales 
amount  he  can  afford  to  give  back  to  the  customer  in  the 
form  of  street  car  tickets. 

Cashing  Cheques 

A merchant  in  a medium  sized  city  has  attached  half  a 
dozen  worthless  cheques  cashed  by  him  within  the  past  year 
to  a sheet  of  cardboard,  and  above  each  cheque  is  written 
the  reason  why  it  was  refused  by  the  bank.  Four  were 
returned  because  of  insufficient  funds,  one  because  the  signer 
had  no  account  whatever  in  that  bank  and  the  sixth  turned 
out  to  be  a forgery.  At  the  top  of  the  cardboard  is  printed 
the  following:  “ Here  are  Six  Good  Reasons  Why  We  Cannot 
Cash  Cheques  for  People  We  do  not  Know.”  The  sheet  of 
cardboard  is  fastened  on  the  outside  of  the  cashier’s  cage 
where  it  can  be  easily  seen  by  any  person  who  may  wish 
to  have  a cheque  cashed.  It  has  served  to  eliminate  almost 
entirely  requests  of  that  nature  from  customers  whom  the 
merchant  does  not  know  personally. 

A department  store  in  Los  Angeles  attracts  the  atten- 
tion of  young  men  and  women  of  a high  school  age  by  devot- 
ing a part  of  its  advertising  space  in  the  newspapers  to  the 
publication  of  high  school  news.  This  plan  is  followed 
once  or  twice  each  week,  the  items  being  secured  from 


various  sources,  and  the  advertisements  are  widely  read  by 
the  high  school  students  of  the  city  because  they  are  inter- 
ested in  this  special  department.  The  plan  not  only  is  creat- 
ing good  will  among  the  students,  but  it  is  producing  direct 
results  for  the  store  in  the  sale  of  various  lines  of  merchan- 
dise of  interest  to  this  class  of  trade. 

An  Anniversary  Sale  that  Proved  a Winner 

There  is,  of  course,  nothing  at  all  new  about  the  anni- 
versary sale  idea,  but  a merchant  in  Pennsylvania  recently 
conducted  such  a sale  in  a manner  that  was  decidedly  unusual 
and  unique. 

In  the  first  place  he  had  two  large  cakes  baked  in  a local 
shop,  each  cake  weighing  more  than  one  hundred  pounds 
when  finished.  A number  of  $2.50  gold  pieces  were  mixed 
in  with  the  batter  and  baked  into  one  of  the  cakes.  In  the 
other,  instead  of  gold  pieces,  several  metal  disks  were  used. 
It  was  the  store’s  third  anniversary  and  there  were  three 
candles  on  each  cake  in  commemoration  of  the  event. 

For  two  days  prior  to  the  sale  the  cakes  were  on  dis- 
play in  the  windows  of  the  store  and  it  was  also  extensively 
advertised. 

On  the  day  of  the  sale  the  cake  containing  the  gold 
pieces  was  the  first  to  be  cut  up  and  a piece  was  given  to 
each  customer  making  a purchase  just  as  long  as  the  cake 
lasted.  It  was  so  large  that  several  hundred  pieces  were 
obtained  and,  therefore,  very  few  people  were  disappointed. 


Woman's  Ball  Strap  Oxford,  offered  by  Nathan  Cummings,  Montreal 


Naturally  many  of  the  customers  found  $2.50  gold  pieces 
in  their  cake.  When  this  cake  was  exhausted  the  other 
one  was  cut  up  and  distributed  in  the  same  manner.  People 
securing  a piece  containing  one  of  the  metal  disks  were 
given  one  dollar’s  worth  of  merchandise  free  in  exchange  for 
the  disk, 

This  plan  was  so  unusual  and  the  idea  so  very  novel  that 
hundreds  of  people  visited  the  store  and  most  of  them  took 
advantage  of  the  anniversary  sales  prices  while  they  were 
there.  In  point  of  time,  effort  and  money  involved  the 
store  made  several  hundred  per  cent,  on  its  investment. 

U.S.  SHOE  RETAILERS  MEETS  AT  CHICAGO 

In  spite  of  the  fact  that  . New  York  was  selected  as  the 
meeting  place  for  the  National  Shoe  Retailers’  Association 
of  the  United  States  next  January  the  executive,  which 
met  at  the  Congress  Hotel,  Chicago,  on  April  18th  last, 
decided  that  the  convention  should  be  held  at  Chicago. 

The  committee  found  that  they  could  not  get  assur- 
ances at  New  York  for  either  hotel  or  display  accommoda- 
tion and  this  fact  being  made  known  deputations  were  on 
hand  to  u-ge  the  claims  of  Kansas  City  and  Atlantic  City. 
Tentative  arrangements  have  been  made  to  hold  the  big 
event  in  the  Coliseum  and  plans  have  been  inaugurated  to 
make  the.  event  one  o f the  biggest  in  the  history  of  the 
trade.  Chicago  is  central,  has  abundant  hotel  facilities 
and  is  abundantly  able  to  take  care  of  the  big  crowd. 
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Canadian  Shoe 
Manufacture 

Shoe  Prices  are  Low — Retailers  have 
Taken  Losses  Manufacturing  Difficulties 
of  Today — Shoe  Profits  Extremely  Small 

IN  a recent  address  before  the  Rotary  Club  in  Toronto, 
l Mr.  G.  A.  Blachford,  of  the  Blachford  Shoe  Mfg.  Co., 
I Limited,  said  that  the  shoe  retailers  throughout  Can- 
ada had  liquidated  large  stocks  at  great  loss,  and  in  most 


MR.  G.  A.  BLACHFORD 


cases  at  prices  below  replacement  values.  “If  you  will 
notice  the  shoe  windows  and  the  prices  of  new  merchandise 
to-day,”  he  added,  “you  will  realize  that  these  prices  are 
higher  than  quotations  during  the  past  months,  when 
strenuous  efforts  at  liquidation  were  in  process.”  Mr. 
Blachford  remarked  that  present  prices  represented  sub- 
stantial reductions,  and  that  such  reductions  have  been 
possible  only  because  of  the  lowering  of  the  cost  of  raw 
materials.  In  general,  the  cost  of  manufacturing,  other 
than  that  of  raw  materials,  had  not  been  greatly  reduced. 

Mr.  Blachford  expressed  doubt  whether  any  other 
Canadian  industry  during  the  past  fifty  years  had  had  as 
many  casualties  as  the  shoe  manufacturing  business.  This 
was  due  to  the  keen  competition  among  Canadian  com- 
panies and  also  to  competition  from  abroad,  principally 
the  United  States,  where  the  modern  shoe  industry  had  its 
birth,  and  where,  owing  to  its  large  market,  the  industry 
has  been  developed  along  lines  of  mass  production  to  an 
extent  impossible  in  this  country  with  our  limited  population. 
Prejudice  had  been  one  of  the  greatest  obstacles  to  the 
success  of  the  Canadian  shoe  manufacturing  industry, 
particularly  in  the  finer  women’s  lines.  Prices  of  Canadian 
footwear  had  always  been  at  a rock  bottom  basis  relative 
to  cost.  That  the  industry  as  a whole  had  not  been  even 
moderately  profitable  was  indicated  by  the  fact  that  there 
was  not  a single  United  States  shoe  manufacturing  com- 
pany in  Canada  at  the  present  time.  There  had  been  two 
branches  of  American  companies,  but  during  the  past 
year  both  had  withdrawn  and  disposed  of  their  holdings  to 
Canadian  interests. 

During  the  war  the  Canadian  boot  and  shoe  factories 


sold  to  the  Canadian  Government  for  army  purposes  some 
three  million  pairs  of  shoes  at  a profit  which  did  not  average 
more  than  eight  cents  per  pair.  The  Government  pur- 
chased footwear  at  prices  which  were  closer  to  actual  cost 
figures  than  was  the  case  with  any  other  supplies.  Despite 
severe  difficulties  the  industry  had  made  progress,  particularly 
during  the  last  ten  years,  and  its  product  to-day,  compared 
grade  by  grade,  was  not  surpassed  by  the  output  of  any  other 
country  in  the  world. 

Continuing,  Mr.  Blachford  pointed  out  that  the  mak- 
ing of  footwear  involved  a series  of  orderly  and  intricate 
processes.  He  said: — 

“Take  a plant  similar  to  our  own,  of,  say,  500  pairs  a 
day  output,  and  let  us  start  in  the  cutting  room.  The 
cutting  of  the  uppers  alone  represents  in  a day’s  work  about 
10,000  separate  pieces  of  material,  practically  all  of  which 
are  cut  singly  by  hand.  One  set  of  patterns  covering  all 
widths  and  sizes  in  a single  style  represents  several  hundred 
individual  pieces  each,  and  we  must  have  in  constant  use 
upwards  of  fifty  different  complete  styles.  To  keep  these 
patterns  straight  is  some  job.  Our  great  problem  in  the 
cutting  room  is  to  have  grain  surface  and  weight  in  each 
shoe  match  up  with  its  mate,  and  in  colored  work  the  match- 
ing of  shades  must  be  exact.  It  is  also  necessary  that  the 
different  parts  of  the  shoe  be  cut  so  that  the  stretch  of  the 
leather  runs  properly,  and  what  is  also  important,  these 
results  must  be  obtained  within  a certain  cost  feetage. 

“The  next  department  is  probably  the  hardest  of  all 
— the  fitting  room,  where  all  the  different  pieces  gradually 
get  assembled  together,  and  the  uppers  are  made  ready  for 
lasting.  We  have  to  allow  five  days  for  this  department 
to  handle  its  work,  which  means  that  a great  many  thou- 
sand of  small  pieces  of  material  have  to  be  kept  constantly 
in  order.  While  the  uppers  are  being  fitted,  the  bottom- 
ing material,  such  as  soles,  insoles,  counters,  heels,  etc., 
are  being  prepared,  and  put  in  proper  shape.  Then  follow 
the  lasting,  making,  finishing  and  packing  departments,  all 
requiring  skilled  help. 

“Altogether,  we  have  in  use  about  one  hundred  and 
fifty  different  types  of  machines , and  a shoe  goes  through 
some  two  hundred  distinct  operations  in  its  making.  Well 
over  fifty  of  these  are  major  operations,  which,  if  not  done 
with  great  care  and  exactness,  could  easily  result  in  the 
shoes  not  giving  satisf acton.  The  supervision  necessary 


A popular  seller  made  by  Perth  Shoe  Co.  Ltd. 


to  produce  women’s  fine  footwear  would  be  a surprise  to 
most  persons,  even  to  those  who  are  acquainted  with  other 
manufacturing  trades.” 

TRY  THESE  ON  YOUR  PIANO 

Advertising  in  the  Shoe  and  Leather  Journal  resem- 
bles a short-armed  fellow  courting  a stout  girl — there’s 
practically  no  “waist  circulation.” 

Two-thirds  of  “promotion”  is  made  up  of  “motion.” 
A man’s  income  is  often  determined  by  his  output. 
Many  a man  likes  to  rest  on  his  laurels— but  we’re 
sorry  for  the  chap  who  tries  to  sit  on  his  spurs. 

Some  men  want  social  reform — others  need  chloroform. 
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Simplifying 
Business  Taxation 

Present  Methods  Costly,  Cumbersome  and 
Inefficient — Taxation  at  Source  only 
Remedy — Adequate  and  Easily  Applied 

NO  Canadian  objects  to  taxation  necessary  to  meet 
the  tremendous  costs  of  the  war,  but  widespread 
unrest  has  been  occasioned  by  the  methods  adopted, 
by  the  government  in  the  effort  to  secure  income  adequate 
to  meet  war  obligations.  , The  Excess  Profits  Tax  has  been 
a source  of  constant  criticism  and  objection  since  it  was 
instituted,  as  being  not  only  unfair  in  its  application  but 
in  the  last  analysis  disastrous  to  the  business  interests  of 
the  country.  There  is  not  the  slightest  doubt  that  the  tax 
has  been  evaded  in  many  ways  and  has  also  induced  reck- 
lessness of  expenditure  from  the  desire  to  escape  the  full 
results  of  its  provisions.  But  its  most  deleterious  effect 
has  been  to  cripple  enterprise  through  demands  on  capital 
which  have  impaired  the  effectiveness  of  many  of  our  smaller 
industrial  concerns. 

The  income  tax  has  been  a source  of  trouble  and  worry 
throughout  and  some  of  its  provisions  have  been  regarded 
as  unjust,  particularly  those  dealing  with  incomes  from 
stocks.  But  the  principal  grievance  has  been  with  the 
turnover  tax,  especially  in  its  application  to  the  retail 
trade.  The  furor  created  by  the  luxury  tax  shows  how 
difficult, it  is  to  collect  any  direct  tax  of  this  kind  from  the 
consumer,  and  experience  has  proven  that  the  easiest,  most 
effective,  and  therefore,  the  most  productive  method  is  to 
be  found  in  the  application  of  a sales  tax  on  all  manufactured 
or  imported  goods  levied  upon  the  manufacturer  or  whole- 
saler, or  at  the  source. 

It  can  be  shown  that  considerably  more  revenue  may 
be  collected  in  this  way  than  in  any  other,  while  it  involves 
the  practical  elimination  of  cumbersome  and  vexatious 
bookkeeping  on  the  part  of  thousands  of  those  who  are  not 
perhaps  in  a position  to  carefully  follow  its  workings.  It 
will  satisfy  manufacturer,  wholesaler  and  retailer  and  the 
only  objection  that  can  be  urged,  namely,  pyramiding  of 
costs,  is  so  trifling  as  hardly  to  be  worth  consideration. 
The  importer  always  enters  the  cost  of  duty  and  carriage 
to  his  goods  and  these  are  “pyramided”  in  the  same  way 
with  much  more  tangible  effect  than  would  the  application 
of  a one  or  two  per  cent,  sales  tax. 

What  a Prominent  Manufacturer  Says 

In  discussing  this  important  question  Mr.  S.  R.  Par- 
sons, ex-president  of  the  Canadian  Manufacturers’  Associa- 
tion, said  recently: 

The  question  is:  What  now  in  our  after-the-war  period 
should  take  the  place  of  the  Bu  iness  Profits  Tax  and  other 
forms  of  taxation  equally  unjust,  such  as  the  Corporation 
Income  War  Tax?  We  believe  this  is  to  be  found  in  a 
general  turnover  or  amended  sales  tax,  say  of  one  per  cent. 
If  it  be  true  that  the  ultimate  consumer  must  in  any  case 
eventually  pay  the  tax,  then  the  question  is,  What  is  the 
fairest,  simplest,  and  most  complete  form  of  taxation  to 
be  used?  Let  us  note  some  strong  points  wh:ch  appear  to 
characterize  the  turnover  or  sales  tax. 

1.  Under  the  turnover  or  sales  tax  the  revenue  for 
Government  purposes  is  based  upon  something  real  and 
tangible.  As  the  expenditures  of  the  people  do  not  vary 
excessively  in  good  and  bad  times,  they  afford  a much  more 
stable  basis  for  taxation  than  profits  or  income. 

2.  It  will  encourage  capital  to  flow  towards  enterprises 
that  will  promote  national  development  and  will  allow 
firms  in  business  to  accumulate  reserves  out  of  which  expan- 


sions can  be  provided  for.  It  is  the  death-knell  to  take 
away  such  reserves,  aiming  a fell  blow  at  the  business  itself, 
as  well  as  against  labor,  capital,  and  national  prosperity. 

3.  It  will  encourage  thrift  and  economy  in  place  of 
the  easy-going  methods  which  largely  prevail  at  present. 

4.  Under  its  operation  the  one  who  consumes  the 
most  and  spends  the  most  pays  the  most  in  taxes,  although 
it  would  not  be  a burden  to  anyone. 

5.  It  would  cheapen  the  cost  of  commodities  to  the 
consumer  very  materially,  as  the  passing  on  of  the  tax 
through  the  various  channels  from  producer  to  ultimate 
consumer,  bearing  in  mind  the  lower  initial  cost,  should 
not  mean  more  than  a total  of  two  per  cent,  to  three  and  a 
quarter  per  cent,  on  the  consumer’s  price  as  compared  with 
much  more  under  the  Business  Profits  Tax,  the  latter  often 
amounting,  it  is  said,  to  from  twenty  per  cent,  to  thirty 
per  cent. 

Should  be  Absorbed  in  Price 

Speaking  for  myself  only,  and  recognizing  that  there 
may  be  much  difference  of  opinion  in  regard  to  the  applica- 
tion and  collection  of  the  tax,  I believe  that  the  turnover 
or  amended  sales  tax  should  be  added  to  the  cost  of  the 
goods  as  at  present,  where  already  applied,  until  the  final 
seller  is  reached,  when  it  should  be  absorbed  in  the  price 
charged  by  him  to  consumer  rather  than  added  separately. 
Thus,  in  addition  to  the  sales  taxes  paid  by  producer,  manu- 
facturer, and  jobber,  the  retailer  that  did  a business,  of  say 
$10,000  per  year,  would  pay  $100  of  a sales  tax  to  the  Govern- 
ment, which  he  would  have  already  collected  from  his 
customers  in  an  average  addition  to  one  per  cent,  to  the 
price  received  for  his  goods.  The  proposal  that  has  been 
made  in  some  quarters  advocating  a larger  sales  tax  of 
say  five  per  cent,  or  more  at  the  source,  instead  of  one  per, 
cent,  throughout,  would  mean,  if  passed  on  in  the  usual 
manner,  a total  addition  to  the  consumer’s  price  of  from  ten 
per  cent,  to  fifteen  per  cent.  If  not  passed  on  in  this  man- 
ner the  so-called  “source,”  about  whom  there  might  be 
much  misunderstanding,  would  have  to  make  a demand  in 
cases  where  liberal  credit  is  given,  upon  his  immediate  cus- 
tomer for  a five  per  cent,  or  more  spot  cash  payment  with 
every  sale, -regardless  of  terms  of  credit  on  the  goods.  There 
could  be  no  risk  taken  by  the  “source”  in  the  collection  of 
this  item.  Even  then  pyramiding  of  the  tax  would  not 
be  prevented. 

Minor  objections  have  been  urged  against  the  turnover 
or  sales  tax,  but  these  could,  no  doubt,  be  remedied  or 
adjusted  satisfactorily.  The  objection  that  it  would  be 
extremely  difficult  to  apply  and  collect  was  also  said  of  the 
income  tax,  but  in  towns  and  cities  especially  little  protest 
concerning  the  latter  is  heard  on  this  ground.  It  has  been 
well  said  that  the  turnover  tax  is  “surer  in  its  incidence, 
simpler  in  its  application,  more  productive  in  results,  more 
economical  in  its  collection,  and  less  of  a burden  upon 
everybody  than  any  other  known  form  of  taxation.” 

What  Retail  Merchants  Think 

The  Retail  Merchants’  Association  of  Canada  in  dealing 
with  the  matter  has  endorsed  the  general  sales  turnover 
tax  to  be  collected  at  its  source,  says: 

The  argument  used  by  some  that  as  a tax  is -passed  on 
from  the  manufacturer  to  the  wholesaler,  to  the  retailer, 
and  to  the  consumer,  it  will  be  pyramided,  has  no  value 
whatever  when  we  consider  that  the  proposed  tax  is  a very 
small  matter  in  comparison  with  the  rate  of  duty  and  Revenue 
Tax  that  is  collected  on  some  manufactured  and  imported 
articles  at  the  present  time,  and  no  one  would  ask  the 
importer  or  manufacturer  to  refrain  from  placing  his  profit 
on  the  duty  he  paid.  Duty  is  part  of  the  cost,  and  a sales 
tax  should  also  be  part  of  the  cost;  the  only  difference  we 
see  is  that  customs  officials  who  collect  duty  at  the  port  of 
( Continued  on  page  57) 
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Toronto— The 
Convention  City 

Interesting  Spots  in  and  About  Toronto 
Attractive  Parks  and  Drives — Celebrated 
Resorts  Within  Easy  Reach  by  Rail  and 
Boat 

TORONTO  is  said  to  be  derived  from  an  old  Indian 
word  meaning  a “meeting  place,”  and  it  indicates  its 
name  as  a place  of  gathering  of  all  kinds — social, 
business,  religious  and  scientific.  In  spite  of  the  “dryness” 
of  the  climate  it  is  unapproachable  in  its  advantages  as  a 


Allan  Gardens  • 


convention  city  as  well  as  a rendezvous  for  short  or  long 
visits  to  interesting  points  within  a radius  of  a hundred 
miles  or  so. 

Situated  at  the  north-west  corner  of  Lake  Ontario 
with  an  adjacent  island  and  land-locked  harbor  that,  when 
completed,  will  be  one  of  the  first  on  the  continent,  it  is 
in  contact  by  rail  and  boat  with  all  the  business  centres  of 
Ontario  and  wdthin  two  or  three  hours’  boat  ride  of  such 


Sunny  side  Beach 


places  as  Niagara  Falls,  Rochester,  Hamilton  and  the 
Niagara  fruit  belt. 

Toronto  itself  is  now  a city  of  some  six  hundred  thou- 
sand inhabitants  with  facilities  within  itself  for  making  one 
of  the  pleasantest  and  most  profitable  of  sojourns.  Thor- 
oughly equipped  with  street  cars,  radials,  ferries  and  steam 
boat  connections  there  are  a dozen  ways  of  spending  an 


enjoyable  day  either  in  the  numerous  parks,  at  the  island 
or  at  any  of  the  country  clubs. 

With  a frontage  on  the  lake  and' bay  of  over  twelve 
miles,  Toronto  rises  gradually  from  the  waters  edge  for  about 
four  miles  north,  the  developments  within  this  area  being 
most  intersting  both  with  regard  to  the  city’s  progress  in 
manufactures,  art,  as  well  as  its  many  other  features. 

Those  who  visit  Toronto  inevitably  return  and  it  is 
now  the  headquarters  for  a great  many  tourist  parties  both 
from  the  United  States  and  elsewhere,  who  find  its  central 
location,  as  well  as  its  many  attractions  of  climate  and 
surroundings,  most  alluring. 

Toronto  is  the  seat  of  the  Legislature  for  the  Province 
of  Ontario  as  well  as  the  headquarters  of  education.  Its 
universities,  law  courts,  museums,  public  libraries,  and  art 
galleries  are  a source  of  unusual  interest  to  visitors  and  are 
well  worth  the  time  given  to  their  thoughtful  consideration. 

It  has  been  called  the  city  of  churches,  and  contains 
very  many  handsome  religious  edifices  as  well  as  meeting 
places  for  almost  every  sect  or  cult  known.  It  is  also  the 
head  of  the  excellent  educational  system  of  the  province, 
which  is  regarded  as  one  of  the  finest  in  the  world. 

Beautiful  Parks 

Amongst  the  various  parks  and  outdoor  resorts  are 
High  Park,  Queen’s  Park,  Allen  Gardens,  Island  Park, 
Hanlan’s,  Exhibition  Park  and  Riverdale  Park,  in  the  latter 
of  which  is  located  the  “Zoo.”  In  addition  to  these  are  half 
a dozen  country  and  golf  clubs  with  a number  of  attractive 


City  Hall 


resorts  on  the  outskirts.  From  Toronto  the  following  points 
may  be  reached  daily  by  boat— Niagara  Falls.  St.  Catharines, 
Rochester,  Hamilton,  Kingston,  Montreal,  Grimsby  Beach 
and  Island  Park.  The  passenger  boat  service  is  excellent 
and  the  fares  are  exceedingly  reasonable. 

| The  Toronto  Island  alone  affords  opportunity  for  thou- 
sands of  Torontonians  as  well  as  outside  visitors  to  enjoy  the 
cool  breezes  of  Lake  Ontario,  while  indulging  their  love  of 
baseball,  tennis,  bowling,  boating  or  fishing.  A twenty- 
minute  boat  service  to  all  parts  of  the  island  affords  accommo- 
dation for  the  thousands  who  daily  make  it  the  mecca  of 
their  summer  vacation. 

All  the  principal  shoe  centres  of  Ontario  are  within 
easy  reach  of  Toronto,  a mere  matter  of  from  one  to  three 
hours’  ride  in  the  train,  so  that  for  business  as  well  as  pleasure 
a visit  to  Toronto  in  July  affords  attractions  that  will  no 
doubt  appeal  to  every  shoeman  who  is  desirous  of  feeling 
out  the  pulse  of  trade  in  advance. 
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A Business 
Convention 

Annual  Convention  of  N.S  R.A. — Wide- 
awake Dealers  Cannot  Afford  to  Miss  It 
this  Year 

IN  our  last  issue  we  published  the  programme  as  outlined 
by  the  committee  in  charge  of  the  arrangements.  Since 
that  time  they  have  been  going  ahead  with  their  plans, 
which  are  daily  assuming  more  definite  form.  The  ideals 
the  committee  have  before  them  embody  the  following: 

(1)  To  gather  together  as  many  retailers,  travellers, 
wholesalers  and  manufacturers  as  possible; 

(2)  To  make  every  visitor  feel  that  he  has  a definite 
part  in  the  gathering,  and  that  he  is  as  welcome  as  in  his  own 
home; 

(3)  To  render  maximum  service  to  the  shoe  trade  of 
Canada  by  discussion  of  questions  of  vital  interest  to  the 
trade. 

(4)  To  impress  every  one  who  comes  to  the  Convention 
that  his  time  and  money  could  not  have  been  spent  to 
better  advantage. 

Every  retailer  in  Canada,  and  every  traveller,  should 
make  it  his  fixed  determination  to  comedo  the  convention. 
The  reasons  are  many  and  obvious.  We  are  passing  through 
a period  of  transition.  Ideas  as  to  styles  and  policies  are  in 
the  formative  stage  only,  and  the  stability  and  prosperity 
of  the  Canadian  shoe  and  leather  trades  depend  on  the 
measures  adopted  over  the  next  year.  The  opportunity  to 
meet  other  retailers,  salesmen,  and  manufacturers,  to  get 
first-hand  information  is  one  that  should  not  be  passed  up, 
in  this,  of  all  years.  The  inspiration  received  from  a gather- 
ing of  this  nature  should  send  visitors  home  filled  with  the 
realization  of  the  size  and  scope  of  the  industry  with  which 
they  are  identified.  One  or  two  alone  of  the  ideas  obtained 
at  the  meetings,  or  in  conversation,  will  more  than  repay 
all  the  expenses  of  the  trip. 

A glance  down  the  programme  gives  an  idea  of  some  of 
the  subjects  to  be  discussed.  Authorities  on  merchandising, 
leather,  selling,  financial  questions,  etc.,  will  cover  various 
phases  of  the  shoe  business.  Discussions,  public  and 
private,  on  style,  policies  for  fall  and  winter,  how  various 
problems  have  been  handled,  offer  a wide  opportunity  for 
the  retailer  to  pick  up  ideas  invaluable  to  the  conduct  of  his 
business. 

The  question  of  hospitality  is,  of  course,  held  in  the 
background.  But  do  not  forget  that  between  and  during 
these  business  meetings,  there  is  a live  bunch  of  retailers 
and  travellers  who  are  going  to  see  to  it  that  every  person 
at  the  Convention  is  taken  care  of — well,  satisfactorily  to 
say  the  least. 

MR.  WM.  J.  PIDGEON,  JR. 

In  our  last  issue  we  introduced  our  readers  to  Mr.  C.  K. 
Chisholm,  of  Cleveland,  who  is  to  address  the  Convention. 
We  now  have  the  pleasure  of  presenting  Mr.  Wm.  Pidgeon, 
Jr.,  of  Rochester.  It  is  now  possible  to  announce  that  Mr. 
Pidgeon  has  definitely  promised  to  address  the  Convention 
on  “The  Science  of  Salesmanship.”  Mr.  Pidgeon  is  Presi- 
dent of  the  New  York  State  Association  of  Shoe  Retailers, 
and  is  regarded  as  one  of  the  leading  thinkers  in  the  shoe 
trade  of  the  United  States.  A Canadian  shoeman  who 
heard  him  speak  recently  said  he  was  one  of  the  best  and 
most  forceful  speakers  he  had  ever  heard.  He  has  been 
called  the  “Silver  tongued  orator  of  the  retail  shoe  trade.” 
As  one  man  puts  it:  “It’s  this  way  with  Pidgeon.  He 
doesn’t  believe  selling  shoes  is  just  an  occupation.  He 


looks  upon  the  shoe  game  as  a way  of  serving  the  people 
and  he  puts  his  heart  and  soul  into  the  thing.  When  a fel- 
low feels  like  that  and  when  he  is  also  gifted  with  the  power 
of  self-expression,  as  Pidgeon  is,  he’s  pretty  sure  to  be  the 
man  that  everybody  wants  to  hear.” 

It  may  therefore  be  regarded  as  a particular  mark  of 
distinction  that  Mr.  Pidgeon  has  promised  to  come  over 
in  July  to  address  the  Canadian  shoe  men.  It  is  difficult  to 
speak  too  highly  of  this  man  as  a shoe  merchant  and  as  one 
who  has  consistently  worked  for  the  shoe  trade  as  a whole. 
He  exemplifies  in  his  business/and  in  his  attitude  toward 
his  competitors,  that  twentieth  century  ideals  of  trade 
ethics  which  has  done  away  with  petty  jealousies  and  sub- 
stituted the  Golden  Rule.  He  is  a national  figure  in  asso- 
ciation work  and  his  interest  in  the  cause  of  promoting  a 


WM.  PIDGEON.  JR. 

better  understanding  among  shoe  merchants  generally  and 
placing  the  retail  shoe  business  on  a more  profitable  basis 
have  made  him  a leader  among  shoe  merchants. 


SERVICE  IS  WHAT  COUNTS 

A western  Ontario  retail  merchant,  in  writing  us  recently, 
gave  us  some  thoughts  we  consider  worth  while  passing  on: 

I feel  that  the  day  has  gone  by  when  a shoe  man  unlocks 
his  door  in  the  morning,  goes  to  the  back  of  a store,  lights 
the  fire  and  sits  and  smokes  his  pipe,  calling  his  customers 
by  their  first  name,  and  supplying  them  with  their  shoe 
wants  when  their  old  shoes  have  got  so  bad  that  they  can- 
not wear  them  any  longer.  The  successful  merchant  to-day 
in  any  line  is  the  one  who  is  continually  trying  to  please  by 
taking  advantage  of  the  element  in  every  person  that  requires 
something  new  and  the  desire  in  every  one’s  heart  to  own 
that  something,  which  he  has  never  had  before.  I cannot 
leave  this  subject  without  mentioning  a concern  to  whom  a 
great  deal  of  credit  is  due,  and  that  is  the  Scholl  Manufactur- 
ing Company,  of  Toronto,  selling  Scholl’s  Foot  Easers  and 
Appliances  for  correction  of  foot  ailments.  These  people 
have  sent  their  educationalists  and  demonstrators  into 
almost  every  part  of  Canada,  and  have  spent  tremendous 
amounts  of  money  in  advertising  their  wares  showing  how 
all  foot  ailments  can  be  corrected,  with  proper  foot  appli- 
ances. Again  I say  that  to  these  people  should  be  given  a 
great  deal  of  credit.  True,  it  has  undoubtedly  been  profit- 
able to  them,  but  they  have  been  willing  to  spend  their 
money  and  time  towards  this  progress  when  too  many  are 
prone  to  follow  the  line  of  least'resistance,  not  caring  whither 
it  trends. 
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Boston 
Style  Show 

Preparations  Nearly  Completed — To  be 
Best  and  Finest  Ever  Staged — A Critical 
Year 

EVERY  race  must  have  a point  where  the  tape  comes 
within  the  runner’s  sight.  It  is  the  hope  of  those  who 
are  managing  this  year’s  National  Shoe  and  Leather 
Exposition  and  Style  Show  in  the  Mechanics’  Building, 
Boston,  on  July  11,  12,  13  and  14,  that  the  show  will  be 
the  turning  point  of  a long,  plugging  contest  against  falling 
prices  and  adverse  trade  conditions. 

Those  who  are  in  a position  to  know  are  emphatic  in 
their  assertion  that  the  July  Exposition  and  Style  Show 
ought  to  be  one  hundred  per  cent,  better  than  last  year’s 
show.  This  casts  no  unfavorable  criticism  on  the  1920 
affair  in  Boston,  because  it  was  generally  and  generously 
conceded  last  July  that  the  show  was  a complete  success 
from  every  angle.  But  it  was  also  a fact  that  the  committees 


Hockey  Boot,  made  by  J.  E.  Samson,  Enr.,  Quebec 


in  charge  of  that  show  had  precious  little  time  to  get  it 
ready,  owing  to  an  unavoidably  late  start,  and  visitors  to 
the  exposition,  who  were  aware  that  it  had  really  all  been 
arranged  inside  of  two  months,  were  loud  in  their  praise  of 
what  had  been  accomplished. 

This  year,  things  are  different.  The  associated  manufac- 
turers and  retailers  behind  the  show  have  had  a full  year 
to  study  other  expositions  and  to  work  out  plans  making 
for  definite  improvements  and  innovations  in  the  not-easy 
technique  of  exhibiting  leather,  shoes  and  all  the  many 
things  entering  into  their  manufacture.  During  the  past 
year  the  officers  and  directors  have  had  their  ears  to  the 
ground  for  any  hint  of  style  improvement. 

The  result  in  July  will  be  an  exhibition  which  will  bring 
great  credit  and  thousands  of  visitors  to  the  old  Bay  State 
and  will  provide  a trade  inspiration  and  stimulus  which 
will  react  for  the  betterment  of  the  entire  industry  all  over 
the  United  States  and  Canada  and  extepd  to  our  friends  in 
the  markets  across  the  sea. 

The  good  fortunes  of  the  Boston  Exposition  and  Style 
Show  are  horoscoped  in  a splendid  list  of  officers,  directors, 
working  committees,  and  a professional  exposition  manager 
whose  reputation  is  national  as  a man  who  paints  “success” 
across  every  show  he  handles — Chester  I.  Campbell.  Every 
one  of  the  directors  and  committee  men  are  known  as 
executives  of  more  than  ordinary  ability  and  were  selected  for 
their  reputation  of  “putting  across”  whatever  they  attempt. 


From  Albert  N.  Blake,  of  the  Watson  Shoe  Company.  Lunn, 
President  of  the  National  Shoe  and  Leather  Exposition  and 
Style  Show,  Inc.,  down  through  the  list  of  those  actively 
responsible  for  its  success,  every  member  represents  a definite 
success  in  his  own  field  and  firm. 

And  not  only  is  the  individual  quality  of  the  Show’s 
directorate  of  the  highest,  but  the  all-important  spirit  of 
co-operation  is  also  in  evidence.  Everybody  has  been 
working  harmoniously  for  many  weeks  on  the  groundwork 
of  the  show’s  plans,  each  officer  and  committee  trying  to 
make  the  work  dovetail  to  best  advantage. 

Perhaps  the  ideal  of  the  Executive  Committee  was 
stated  in  a remark  made  by  Thomas  F.  Anderson.  Secretary 
of  the  Exposition’s  management.  The  name  of  the  Expo- 
sition is  “National”  because  we,  an  officially  recognized 
association  of  manufacturers  and  retailers,  have  already 
demonstrated  that  an  exposition  representing  the  national 
industry  can  be  held  here  in  Boston.  As  a matter  of  fact, 
it  will  not  be  long  before  we  could  change  the  name  to 
“International,”  if  we  wished,  for  I have  had  many  letters 
from  abroad  which  show  a lively  interest  in  this  movement 
and  what  we  are  striving  to  do  for  the  industry.  Give  us 
better  trade  conditions  next  year  and  we  will  put  on  a 
show  which  will  have  world-wide  significance  and  influence. 

As  to  the  details  of  the  Exposition  and  Style  Show. 
Major  Charles  T.  Cahill,  chairman  of  the  Exhibits  Com- 
mittee and  James  A.  Monroe,  Chairman  of  the  Style  Show 
Committee,  both  feel  it  is  a bit  early  to  make  any  extended 
announcement.  Their  many  plans  will  not  crystallize  for 
several  weeks. 

In  a general  way,  the  Exposition  will  be  along  the  same 
lines  as  last  year’s,  the  two  large  halls  and  basement' of 
the  Mechanics’  Building  being  utilized  as  before.  While 
both  are  being  sold  for  exposition  purposes,  the  Style  Show 
will  be  held  in  Mechanics’  Hall. 

One  of  the  brightest  features  of  the  Exposition  will  be 
its  close.  The  official  dates  are  from  July  11th  to  14th 
inclusive.  But  Friday,  July  15th,  might  also  be  included, 
for  on  that  day  it  is  planned  to  have  one  of  the  finest  street 
parades  Boston  ever  witnessed — the  day  being  dedicated 
by  the  New  England  manufacturers  to  the  Show,  and 
allowing  the  employees  of  the  industry  to  fall  into  line  for 
a big  celebration.  Speakers  of  national  -prominence  will 
be  secured  for  that  day. 

There  will  be  some  readical  changes  in  the  arrangement 
of  the  Style  Show,  under  the  personal  direction  of  G.  R. 
Walmsley.  It  is  said  over  one  hundred  models  will  be 
used.  There  will  be  an  intensive  lighting  system  on  the 
runways  such  as  has  never  before  been  used  at  a shoe  style 
show  and  an  entirely  new  method  of  presenting  the  models 
to  the  audience.  The  entire  effort  of  the  Style  Show  Com- 
mittee will  be  centred  in  making  the  shoe  and  its  manufac- 
turer’s name  plainly  visible  to  every  one  in  the  audience. 
Those  who  know  the  plans  of  the  Style  Show  Committee 
say  this  will  be  the  most  gorgeous  show  ever  held  in  America 
in  the  matter  of  decorations,  lighting  and  models. 

Hospitality,  including  the  welcoming  and  care  for  the 
show’s  visitors,  has  been  placed  in  the  safe  hands  of  Thomas 
A.  Delaney,  his  fellow  committee  men  and  the  Shoe  Trav- 
elers’ Association.  This  bunch  of  good  fellows  will  not  only 
hitch  an  extra  length  to  the  latch-string,  but  will  also  put  a 
rock  against  the  door  so  it  cannot  possibly  shut  during  the 
five  days  of  the  show.  Their  plans  will  also  be  announced 
at  a later  date. 

It  is  realized  that  publicity  should  play  an  important 
part  in  as  important  an  exposition  as  this  and  the  Publicity 
Committee,  of  which  H.  W.  Fleming,  of  Churchill  & Alden 
Company,  Brockton,  is  chairman,  is  busy  on  an  advertising 
campaign.  This  will  include  newspaper,  business  paper  and 
direct  mail  copy  with  handsome  posters  and  other  adver- 
tising angles.  The  campaign  will  be  launched  the  first  of 
May. 
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With  the  Shoe 
Manufacturers 

Activities  of  the  Association — Co-oper- 
ation with  the  Retailer — Costs  and  Prices 

THE  Shoe  Manufacturers’  Association  of  Canada,  fol- 
lowing out  its  policy  of  endeavoring  to  bring  about 
a better  understanding  between  all  branches  of  the 
footwear  industry — manufacturers,  wholesalers  and  retail- 
ers— is  hoping  to  establish  a regular  service  to  the  retail 
trade,  keeping  them  informed  of  developments  in  the  indus- 
try and  supplying  information  which  may  be  of  value  in 
dealing  with  their  customers.  Mr.  S.  Roy  Weaver,  manager 
of  the  Association,  stated  that  there  would  be  some  unavoid- 
able delay  in  commencing  such  service  but  that  in  the 
meantime  he  should  welcome  communictions  from  retailers 
or  jobbers  and  should  be  glad  to  supply  them  with  any  infor- 
mation which  he  had  or  could  obtain. 

“Unquestionably  there  has  been  a great  deal  of  misun- 
derstanding on  the  part  of  the  retail  trade  with  regard  to 
the  cost  of  manufacturing  of  shoes,  profits  in  the  industry, 
prices,  etc.,”  he  said.  “On  many  occasions  there  has  been 
cricitism  of  the  industry  on  the  part  of  purchasers  of  foot- 
wear which  the  retailers  have  not  been  in  a position  to 
answer  when  complaints  were  made  to  them  about  prices 
or  profits.  We  should  be  glad  to  have  retailers  submit 
questions  to  us  or  advise  us  of  any  difficulties  which  they 
may  have  in  dealing  with  their  customers  or  in  criticism  of 
Canadian  made  footwear.  We  will  do  our  utmost  to  supply 
the  information  required  or  to  investigate  criticism. 
Although  the  head  office  of  the  Shoe  Manufacturers’  Asso- 
ciation of  Canada  is  in  Montreal,  the  work  of  the  Associa- 
tion is  being  handled  temporarily  from  Toronto  and  com- 
munications should  be  addressed  to  us  at  6 Jordan  street, 
Toronto.” 

‘‘Made  in  Canada.” 

The  number  of  Canadian  shoe  manufacturing  com- 
panies which  are  now  using  a brand  or  label  on  their  shoes 
which  definitely  identifies  them  as  of  Canadian  manufacture 
is  rapidly  growing.  This  applies  both  to  companies  which 
are  selling  directly  to  retailers  and  those  which  are  selling 
through  wholesale  dealers.  Some  of  the  companies  adopted 
the  policy  of  so  marking  their  goods  with  some  misgivings, 
because  of  the  prejudice  which  existed  formerly  in  favor 
of  shoes  from  the  United  States.  There  have  been  few 
objections,  however,  to  the  use  of  such  marks  and  some 
retailers  and  jobbers  are  now  asking  for  the  Made-in-Canada 
marking.  The  time  is  past  when,  to  any  large  extent, 
Canadian  shoes  are  sold  as  products  of  United  States  manu- 
facture. The  Canadian  shoe  making  companies  have 
demonstrated  that  they  can  produce  shoes  which,  grade 
for  grade,  are  equal  to  the  best  made  anywhere  in  the  world. 
Retailers  and  jobbers  for  the  most  part  are  co-operating 
with  the  manufacturers  in  giving  credit  to  Canada  and  to 
the  Canadian  boot  manufacturing  industry  for  the  products 
of  such  industry.  Retailers  who  are  buying  shoes  in  Canada 
which  do  not  bear  a mark  of  Canadian  origin  can  assist 
in  the  Made-in-Canada  movement  by  writing  to  the  Shoe 
Manufacturers’  Association  of  Canada,  advising  of  their 
willingness  to  have  shoes  so  marked  or  by  notifying  the 
manufacturer  or  jobber  from  whom  the  boots  are  bought. 

Costs  and  Prices 

Most  of  the  criticism  of  the  Canadian  shoe  manufactur- 
ing^industry  in  the  past  has  been  based  on  misunderstand- 
ing and  lack  of  information.  Some  people  appear  to  expect 
that  a reduction  should  be  made  in  the  prices  of  boots  and 


shoes  which  would  be  commensurate  with  the  decline  in 
the  price  of  hides.  There  is  no  early  possibility  of  such 
reduction  occurring.  While  raw  materials  represent  a c-on- 
-siderable  item  in  the  cost  of  shoes,  it  must  be  remembered 
that  they  are  by  no  means  the  only  item.  Machinery  cost, 
wages  cost,  factory  overhead,  cost  of  distribution  and 
marketing,  and  general  office  expense  represent  thirty  per 
cent,  or  more  of  the  wholesale  selling  price  and  these  items 
have  not  been  reduced  to  any  material  extent.  Nor  have 
the  prices  of  all  materials  used  in  the  boot  and  shoe  manu- 
facturing industry  declined  in  proportion  to  the  drop  in 
the  price  of  raw  hides.  With  some  materials  there  has 
been  no  drop  whatever,  or  only  a very  moderate  reduction. 
Then,  too,  it  should  be  understood  that  the  shoe  manufac- 
turers cannot  use  raw  hides  and  that  the  price  of  leather  to 
them  has  not  declined  in  proportion  to  the  drop  in  hide 
quotations.  The  cost  of  leather  represents  not  only  hide 
cost  but  wages  cost  and  overhead  and  selling  expense  of  the 
tanning  industry.  Whatever  reduction  in  cost  of  producing 
boots  and  shoes  has  been  effected  by  reduced  prices  of  raw 
materials,  or  other  factors  in  production  cost,  has  been 
passed  on  to  the  trade  and  through  the  trade  to  the  pur- 
chaser of  footwear.  Moreover,  the  manufacturing  com- 
panies have  readjusted  their  inventories  and  their  selling 
prices  on  the  basis  of  replacement  values  and  even  shoes 
made  from  materials  purchased  at  higher  prices  have  been 
reduced  in  price  to  replacement  cost  of  leather.  The  retail 
boot  and  shoe  dealers  also  have  liquidated  their  stocks, 
to  a very,  large  extent,  by  reducing  prices,  in  some  cases  at 

heavy  losses  to  themselves. 

/ 

Manufacturers  have  Taken  Losses 

The  losses  to  the/ manufacturers  involved  in  reduction 
of  inventories  and  by  business  conditions  during  the  past 
year  have  been  extremely  heavy.  The  annual  report  of 
one  company  was  published  recently  and  showed  that  a 
surplus  of  nearly  a million  dollars  at  the  end  of  1919  was 
changed  into  a deficit  of  nearly  half  a million  dollars  as  a 
result  of  a single  year’s  operation,  although  the  company  in 
question  paid  not  a cent  on  its  outstanding  common  stock 
and  only  five  and  a quarter  per  cent,  on  its  preferred  stock, 
or  less  than  a similar  investment  in  Victory  Bonds  would 
have  yielded.  It  is  true  of  many  of  the  boot  and  shoe  com- 
panies that  the  very  moderate  profits  which  were  made 
during  the  war  have  been  wiped  out  entirely  by  changed 
business  conditions,  and  many  of  the  companies  have  incurred 
heavy  losses  and  would  have  been  better  off  without  the 
supposedly  prosperous  years  when  they  were  so  bitterly 
attacked  for  supposed  profiteering. 

The  Shoe  Manufacturers’  Association  has  a list  of  some 
twenty  companies  which  have  either  gone  into  liquidation, 
have  discontinued  business,  or  have  been  reorganized  and 
taken  over  by  other  interests  since  the  war.  This  list  in 
itself  is  striking  evidence  that  the  boot  and  shoe  manufactur- 
ing industry  has  not  been  abnormally  profitable.  The 
Canadian  public  is  coming  to  appreciate  the  truth  of  the 
fact  that  there  is  not  and  has  not  been  any  profiteering  on 
the  part  of  the  shoe  manufacturers,  and  that  the  higher  prices 
during  the  war  were  due  to  actual  increases  in  the  cost  of 
production.  Most,  and  probably  all,  of  the  shoe  manufac- 
turing companies  are  basing  their  prices  this  year  on  exceed- 
ingly narrow  margins  in  advance  of  cost.  At  least  one  of 
the  companies  is  fixing  its  prices  on  an  estimated  margin  of 
only  four  per  cent,  over  actual  cost  and  some  of  the  con- 
cerns this  year  will  realize  even  less. 

Mr.  Weaver  and  Mr.  Theoret,  manager  and  secretary, 
respectively,  of  the  Shoe  Manufacturers’  Association,  held 
successful  meetings  in  Montreal  and  Quebec  City  during 
the  month  of  April.  As  a result  of  their  visits  a number  of 
manufacturing  companies  have  become  members  of  the 
Association  for  the  first  time.  The  Association  now  num- 
( Continued  on  page  57) 
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Cattle  Embargo 

A Discussion  of  the  Effects  of  Its  Removal 
on  Canada  and  on  the  Shoe  and  Leather 
Trade 

THE  connection  between  an  embargo  on  Canadian 
cattle  entering  England,  and  the  retail  or  wholesale  shoe 
business  does  not,  at  first  glance,  seem  very  close.  But 
a consideration  of  the  question  throws  considerable  light 
on  the  direct  effect  on  embargo,  or  the  suggested  removal 
of  the  embargo,  might  have  on  the  leather  industry,  and 
consequently  on  the  shoe  business. 

For  that  reason  the  following  article  by  Mr.  S.  Roy 
Weaver,  manager  of  the  Shoe  Manufacturers’  Association 
of  Canada,  should  be  closely  read  by  every  live  shoe  dealer, 
manufacturer,  or  tanner  in  the  Dominion. 

A Doubtful  Advantage 

In  view  of  recent  attempts  in  Canada  to  induce  the 
British  Government  to  remove  the  embargo  on  Canadian 
stocker  cattle,  it  seems  worth  while  to  point  out  that  the 
effect  of  such  removal,  so  far  as  Canadian  interests  are  con- 
cerned, would  not  be  an  unmixed  advantage.  In  the  ten 
months  ended  January,  1921,  Canada  imported  hides  and 
skins  to  the  value  of  $10,162,076,  of  which  the  larger  part 
consisted  of  cattle  skins.  Although  Canada  has  a consider- 
able export  trade  in  hides,  there  is,  nevertheless,  an  actual 
shortage  in  the  Dominion  of  the  finest  quality  of  cattle 
hides  and  the  latter  have  to  be  imported  in  large  quantities. 
If  the  British  embargo  on  Canadian  live  cattle  be  removed, 
it  will  mean  that  the  choice  Canadian  animals  will  be  exported 
for  slaughter  in  the  United  Kingdom,  and  that  the  hides 
will  be  available  to  the  British  tanners  for  use  in  British 
leather-working  industries.  Similarly,  the  offals  for  use  as 
fertilizer  will  be  available  to  the  British  agriculturists  instead 
of  going  back  to  the  Canadian  farms.  Besides,  the  other 
by-products  will  be  first  offered  in  the  United  Kingdom 
instead  of  being  retained  in  Canada.  The  result  of  the 
shipment  of  cattle  for  slaughter  abroad,  instead  of  having 
them  slaughtered  in  this  country,  will  be  that  Canadian 


farmers  will  have  to  pay  more  for  fertilizer,  that  the  hides 
will  cost  more  to  the  Canadian  tanners,  and  the  tendency 
will  be  to  advance  the  costs  of  all  leather  products,  including 
boots  and  shoes,  harness,  etc. 

Keep  Your  Thoughts  on  This  Country 

If  those  Canadians  who  are  interfering  in  what  is  purely 
a question  of  domestic  policy  for  the  United  Kingdom,  would 
devote  their  efforts  rather  to  encouraging  the  development 
on  this  side  of  the  Atlantic  of  cold  storage  shipping  facilities, 
it  seems  probable  that  the  interests  of  Canada  would  be 
better  served  than  by  agitating  for  removal  of  the  British 
embargo.  With  adequate  facilities  on  this  continent 
Canadian  cattle  could  be  slaughtered  at  the  seaboard  and 
Canadian  beef  delivered  in  England  in  the  best  possible  con- 
dition. Not  only  would  the  hides,  offals,  and  other  by-pro- 
ducts be  retained  in  Canada,  encouraging  the  development 
of  Canadian  agriculture  and  other  industries,  but  there 
would  also  be  a decided  saving  in  ocean  freig  ts.  Dressed 
beef  can  be  shipped  more  economically  than  live  cattle, 
requiring  less  space  and  no  more  attention  and  involving 
little  shrinkage,  while  there  is  always  heavy  wastage  and 
frequently  losses  in  transporting  live  cattle  across  the  ocean. 
Those  who  are  loudest  in  their  demands  that  the  British 
embargo  be  withdrawn  are  those  who  have  been  agitating 
that  Canadian  industries  should  be  built  around  Canadian 
agriculture  and  other  natural  resources.  Why  not  adopt 
this  policy  in  regard  to  cattle  and  have  the  final  processes 
of  manufacture  conducted  in  Canada?  It  seems  certain 
that  the  Canadian  farmer  himself  would  gain  decidedly 
by  a constructive  policy  in  this  connection.  Retention  in 
Canada  of  fertilizer  by-products  from  the  slaughter  of  Cana- 
dian animals  is  a factor  of  very  considerable  importance. 
The  saving  in  freights  is  also  an  item  to  be  considered.  It  is 
interesting  to  note  in  this  connection  that  the  Dominion 
Government  is  expending  a large  sum  in  development  of 
cold  storage  facilities  at  Montreal.  This  move  is  in  the 
right  direction.  With  proper  facilities  at  the  seaboard 
there  is  no  sound  reason  why  Canadian  cattle  should  not 
be  slaughtered  on  this  side  of  the  Atlantic  and  the  beef 
delivered  in  Europe  in  prime  condition. 

There  is  reason  to  believe  that  with  a proper  develop- 
ment of  such  business  the  Canadian  farmer  would  profit 
even  more  than  by  a removal  of  the  British  embargo  and 
the  Dominion  would  derive  other  important  advantages. 


Easter  Display,  Regal  Boot  Shop,  Montreal,  owned  and  operated  by  Mr.  A.  E.  Jones 
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How  to  Advertise  a 
Retail  Shoe  Store 

Methods  and  Policies  of  an  Ontario  Dealer 
Newspaper  or  Circular  Advertising 

MR.  G.  H.  Wilkinson,  of  Wilkinson’s  Boot  Shop,  Wind- 
sor, Ont.,  has  some  very  interesting  experiences  and 
ideas  on  advertising  methods  which  we  take  this 
opportunity  of  passing  on.  He  says: 

As  to  the  relative  value  of  circular  and  newspaper 
advertising,  the  writer  can  only  say  that  this  is  a question 
that  cannot  be  answered  in  a general  way.  That  is  to  say 
that  what  in  some  respects  might  apply  to  a large  city, 
does  not  apply  to  a small  city,  nor  would  it  be  at  all  applicable 
to  a village  or  town.  Then  again,  it  will  depend  a great  deal 
on  the  kind  of  trade  and  clientele.  Therefore,  I can  only 
give  you  my  own  experience  and  trust  this  may  be  of  some 
use  to  your  readers. 

We  use  newspapers  in  normal  times,  that  is  when  we 
are  not  having  sales,  and  not  offering  special,  about  three 
times  a week.  We  have  only  one  daily  newspaper  here, 
which  covers  almost  every  house  in  the  border  cities,  and  it 
makes  it  very  favorable  to  advertise  in  this  way.  I might 
mention  that  newspaper  advertising  here  costs  us  seventy 
cents  an  inch  in  contracts  of  5,000  inches.  This,  we  con- 
sider, rather  a high  price. 

Reaching  the  Foreign  Trade 

We  find,  however,  that  there  is  a certain  trade  which 
does  not  respond  to  newspaper  advertising.  That  is,  the 
foreign  element  in  and  about  the  manufacturing  district. 
These  people  we  deal  with  especially.  They  don’t  have  any 
newspaper  of  their  own,  printed  in  Polish,  Russian  or  Italian, 
and  we  find  it  pays  us  to  reach  them  by  means  of  a circular 
distributed  from  door  to  door,  printed  in  their  own  lan- 
guage or  in  English.  This  applies  particularly  to  our  trade, 
because  most  of  these  people  live  in  their  own  particular 
sections  of  the  city  and  can  be  reached  easily  this  way. 
Then,  we  supplement  this  advertising  with  what  we  think 
a good  class  of  circular,  gotten  out  in  the  spring  and  fall  of 
the  year.  We  make  these  particularly  attractive  for  these 
particular  events.  We  illustrate  the  articles  we  describe, 
making  the  description  full  and  price  them,  mailing  them 
to  our  customers  direct  from  the  publishing  house.  Our 
mailing  list  has  been  compiled  from  the  observation  and 
use  of  the  sales  clerks’  information  and  the  City  directory. 
This,  we  find,  has  been  a splendid  means  o bringing  the 
character  of  our  store  up  to  a higher  standard.  Our  cir- 
culars have  high-class  printing,  that  is  as  good  as  can  be 
done  by  the  local  printers,  though  not  as  good  as  we  would 
like  to  get  out.  May  I here  mention  that  in  the  fall  and 
spring  of  the  year  these  circulars  take  the  form  of  a small 
catalogue. 

Relative  Values  of  Mediums 

Now  as  to  their  relative  values,  it  is  a very  difficult 
thing  to  say.  We  have  keyed  our  advertising  frequently 
and  our  experience  has  been,  without  a question,  that  news- 
paper advertising  pays.  That  is  to  say,  that  when  we  have 
had  anything  special  to  offer,  we  have  always  illustrated  the 
articje,  described  it  fully,  priced  it  and  have  had  no  difficulty 
whatever  in  getting  rid  of  quantities.  I believe  on  the 
other  hand  that  this  kind  of  advertising  has  to  be  built  up 
on  repeated  efforts,  that  is,  that  the  first  advertisement 
inserted  would  not  likely  give  the  desired  results,  but  the 
public  in  this  community  have  got  to  look  forward  to  our 
ads  with  confidence,  knowing  that  the  articles  advertised 
are  just  as  advertised,  and  exactly  as  priced  and  described, 


and  that  they  are  special  bargains,  or  we  would  not  have 
stated  so.  This  confidence  can  only  be  built  up,  as  I have 
said  before,  by  repeated  efforts  and  cannot  be  secured  easily. 

Then  again,  I believe  that  newspaper  advertising 
should  carry  prices  and  descriptions  with  every  line  described 
or  the  advertisement  is  no  better  than  a window  having  a 
mass  of  shoes  without  any  prices  on  them.  I think  that 
all  shoe  men  will  agree  with  this  to-day,  that  it  is  absolutely 
useless  to  put  shoes  in  a window  or  in  a newspaper  without 
pricing  and  describing  them. 

Now  I am  sure,  you  will  see  from  the  above  that  our 
opinion  would  be  that  this  advertising  would  depend  entire- 
ly upon  the  community.  If  one  were  in  a small  village  or 
town  where  there  was  but  a weekly  paper,  advertising  could 
not  be  used  in  this  way.  On  the  other  hand,  if  one  were  in 
a large  city,  such  as  Toronto  or  Montreal,  the  smaller  con- 
cerns would  find  it  very  expensive  to  reach  their  customers 
through  the  medium  of  the  local  paper.  However,  I believe 
that  the  two  should  be  used  as  much  as  possible  together  in 
the  communities,  spending  the  larger  amount  of  money  on 
whichever  is  most  fruitful.  I also  think  that  a great  deal 
can  be  accomplished  by  any  merchant  advertising  certain 
lines  at  special  prices  for  certain  times.  He  would  then  in 
a very  short  time  secure  information  along  these  lines,  which 
would  be  most  valuable  to  him. 


WHAT  OF  THE  FALL? 

In  normal  years  we  would  all  have  a pretty  fair  idea, 
by  this  time,  as  to  what  we  were  going  to  sell  in  the  fall. 
But  the  abnormal  conditions  of  the  past  winter  and  spring 
have  not  only  delayed  production  of  spring  and  summer 
goods,  but  have  created  unsettled  feelings  with  regard  to 
fall.  Many  ideas  are  advanced  for  fall;  some  dealers  and 
manufacturers  look  for  good  business  in  kid  or  calf  boots, 
the  latter  with  wing-tips,  ball  straps,  etc.,  some  favor  oxfords, 
while  others  look  for  a development  from  the  strap  pump. 
From  another  authority  comes  the  prediction  of  colonial 
pumps  with  large  fancy  tongues,  while  still  another  looks 
for  a widening  of  straps  with  the  addition  of  ornaments. 
Many  retailers  are  not  looking  for  volume  in  spats,  but  see 
a continuation  of  low  shoes  and  heather  stockings. 

All  of  this  feeling  of  uncertainty  has  a direct  effect  on 
manufacturing  activities.  And  this  will  reflect  itself  later 
in  costs  and  deliveries.  A congestion  of  buying  and  of 
manufacturing  passes  itself  back  to  the  tanner  in  one  direc- 
tion, and  to  the  retailer  in  the  other.  Manufacturers  have 
been  unable  to  cover  their  requirements  by  purchases  of 
leather.  The  slight  activity  of  the  past  few  weeks  has 
already  resulted  in  firmer  leather  markets,  and  a heavier 
demand  would  have  an  immediate  and  more  pronounced 
effect.  There  is  therefore  a two-fold  danger,  to  the  retailer 
that  prices  may  be  higher,  or  that  he  may  not  be  able  to  get 
deliveries  on  time;  and  to  the  manufacturer  that  he  may 
not  only  miss  sales  but  that  he  may  not  be  able  to  get  leather 
at  prices  on  which  he  has  based  his  cost  and  selling  price. 
In  order  to  avert  losses  and  possible  disaster  it  is  necessary 
that  the  retailer  should  purchase  at  least  such  quantities 
and  lines  as  he  can  undoubtedly  move,  and  that  the  manu- 
facturer not  only  protect  the  retailer,  and  co-operate  with 
him,  but  also  protect  his  own  requirements  of  raw  materials. 

v— * ‘f 

A NOTE  OF  APPRECIATION 

The  National  Shoe  Retailers’  Association  of  Canada  j 
j wish  to  express  their  appreciation  of  the  kindness  of  j 
I Canadian  manufacturers  and  wholesalers  who  are  so 
generously  devoting  part  of  their  advertising  space 
to  mention  of  the  July  Convention. 
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Tire  Basis 
of  Better  Times 

Addressing  the  National  Association  of  Cotton  Manu- 
facturers at  Boston,  Mr.  J.  S.  Alexander,  president  of  the 
National  Bank  of  Commerce,  New  York,  said: 

“Never  before  in  the  history  of  the  world  has  there 
bfeen  such  a universal  and  profound  change  in  human  con- 
duct as  we  have  seen  in  the  period  since  the  World  War 
began.  Never  before  has  human  conduct  produced  such 
variations  in  business  away  from  what  we  are  accustomed 
to  consider  a normal  course. 

“ It  is  a question  of  the  personal  attitude  of  man  toward 
his  job.  Looking  at  this  in  a large  way  we  see  nations  still 
struggling  and  fighting  one  with  another.  Within  nations 
we  see  labor  still  creating  turmoil,  while  the  attitude  of 
employers  is  not  always  what  it  should  be.  Business 
stability  and  a new  normal  for  the  conduct  of  the  world’s 
economic  life  cannot  be  found  while  these  conditions  persist. 

“Too  many  people  to-day  hope  and  expect  something 
will  be  done  for  them  although  their  interests  would  best 


Hunting  Boot  made  by  La  Cie.  J.  A-  & M.  Cote. 


be  served  by  their  doing  a full  day’s  work  for  their  pay. 
There  s an  effort  on  the  part  of  workers  to  reta  n the  advan- 
tages won  during  the  abnormal  war  period’of  shorter  hours, 
higher  pay  and  easy  work,  regardless  of  the  present  lack  of 
an  economic  basis  for  the  continuance  of  such  conditions. 
The  fundamental  principle  of  enlightened  labor  leadership 
to-day  should  be  to  inculcate  a return  to  the  doctrine  of  an 
honest  day’s  work  for  an  honest  day’s  pay.  Inflated  wages 
apd  the  non-competitive  conditions  of  the  war  and  the 
later  boom  period  produced  inefficiency  and  irresponsibility. 

“It  is  essential  to  the  welfare  of  labor  itself  to  banish 
this  attitude,  not  because  individual  efficiency  and  a full 
return  of  value  received  in  the  pay  envelope  mean  bigger 
profits  for  the  employer,  but  because  they  mean  better 
times  for  the  workers  themselves.  Workers  cannot,  in 
the  Tong  run,  consume  more  than  they  produce.  If  wages 
are  too  high  in  relation  to  the  exchange  value  of  the  pro- 
duct, wages  must  come  down,  for  no  wage  can  be  per- 


manently maintained  at  a point  above  what  it  is  worth 
measured  in  terms  of  other  products. 

“Further,  employers  must  not  seek  to  drive  wages 
below  their  true  value  thus  measured.  There  is  this  recip- 
rocal personal  responsibility  involved  in  the  relation  of 
workers  and  employers,— on  the  one  hand  to  render  effi- 
cient service  for  every  dollar  demanded,  on  the  other  to 
render  over  to  labor  every  dollar  earned. 

“There  are  elements  of  personal  responsibility  in 
banking  relat'ons  also  that  must  be  maintained  on  high 
standards.  It  is  not  sufficient  for  a banker  in  loaning 
money  merely  to  consider  whether  it  is  going  to  be  safe  and 
profitable  for  his  own  bank.  Neither  is  it  sufficient  to  add 
to  this  the  consideration  as  to  whether  it  is  going  to  help 
his  customer  make  a profit.  He  must  consider  these  things. 
But,  he  must  also  consider  whether,  from  the  point  of  view 
of  public  interest,  it  is  a good  and  constructive  thing  to  do. 
He  must  consider  whether  society  needs  that  activity  or 
whether  the  general  situation  will  be  better  off  without  it. 
The  times  are  still  too  serious  for  wasted  effort,  for  unpro- 
ductive enterprise  or  for  irresponsible  ventures. 

“ Never  has  the  moral  responsibility  of  governments 
been  greater.  Any  government  that  countenances  privileges 
to  any  class  as  against  another  class  on  the  ground  of  social 
justice  undermines  the  stability  of  society. 

“A  return  of  social  stability  rests  upon  recognition  by 
both  nations  and  individuals  that  reconstruction  can  come 
only  by  hard  work,  that  business  can  endure  only  on  the 
basis  of  a sincere  discharge  of  obligations,  whether  they  be 
in  the  form  of  executive  duties  or  in  the  form  of  day’s  labor, 
and  that  a high  sense  of  personal  responsibility  must  prevail 
in  all  the  re  ations  of  life. 

“The  most  frequently  asked  question  of  the  day  is 
when  we  may  expect  a return  of  normal  business.  Fore- 
casts based  only  on  technical  business  considerations  are 
worth  little.  The  re-birth  of  normal  business  awaits  a new 
attitude  of  man  toward  his  job.” 

BETTER  CLASSES  TAKE  UP  SHOEMAKING 

The  effect  of  the  war  in  Europe  is  not  realized  here  in 
Canada.  Many  people  of  wealth  have  been  reduced  to 
poverty  and  are  learning  to  make  themselves  useful. 

In  Vienna  many  courses  of  instruction  are  held,  which 
teach  the  making  of  useful  articles.  The  father  of  the 
family  learns  to  make  shoes,  or  the  work  of  a locksmith,  or 
carpenter;  the  mother  to  sew  clothes,  bind  books,  make 
toys,  etc.  As  boots  are  urgently  wanted,  and  cannot  be 
afforded  by  many  households,  that  course  has  the  largest 
attendance.  There  are  head  teachers  and  government 
clerks  working  together  with  servants  and  factory  hands. 
In  a special  workshop  former  military  officials  of  high  rank, 
captains  and  staff  officers,  are  taught  the  art  of  the  perfect 
shoemaker. 

A special  law  has  licensed  the  training  of  elderly  men 
belonging  to  any  intellectual  profession  for  artisanship 
within  a year.  Among  their  number  is  a staff  officer  of 
sixty-eight,  who  hopes  to  make  a living  by  the  production 
of  boots.  There  are  several  cases  of  ex-officers  having 
become  street  railway  guards. 


CONVENTION  OF  PURCHASING  AGENTS 

The  second  annual  convention  of  the  Purchasing 
Agents’  Associat  on  of  Canada,  will  be  held  in  Toronto  on 
May  14th,  at  the  King  Edward  Hotel.  Every  purchasing 
agent,  whether  a member  or  not  of  any  of  the  associations 
now  formed,  is  cordially  invited  to  attend.  Matters  vital 
to  every  industrial  company  and  purchasing  agent  will 
be  discussed.  This  Associat  on  is  doing  a splendid  work 
in  assisting  Canadian  industry  by  fostering  Canadian 
buying  and  boosting  the  “ Made-in-Canada”  campaign. 
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Shoes  for  Women 


Brogue  Oxford 

Made  in  All  White  Buck,  White  Ivory  Sole  and  Heel 
Deliveries  Six  to  Eight  Weeks 
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King  Edward  Hotel — Come 
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MAKING  A SUCCESS  IN  A SMALL  COMMUNITY 

(■ Continued  from  page  44) 

was  used  on  frequent  occasions  was  a bean  guessing  com- 
petition. Several  of  the  large  local  stores  co-operating  in 
creating  a prize  list  valued  at  $550.00  for  those  who  guessed 
most  correctly  the  bean  contents  of  a large  glass  jar.  Every 
person  making  a purchase  amounting  to  $1.00  was  qualified 
to  make  one  guess;  the  sales  during  these  days  were  reported 
by  the  different  department  heads  to  be  phenomenal. 

Recently  the  firm  conducted  a school  boy  popularity 
contest,  with  every  dollar’s  purchase  amounting  as  100 
votes  for  some  boy  attending  public  school  in  the  town. 
More  than  100  boys  were  entered  in  the  contest,  weekly 
meetings  at  which  the  boys  selected  their  own  chairman, 
secretary  from  week  to  week,  were  held  by  them  in  the  store 
each  week  to  discuss  methods  of  canvassing  other  subjects 
and  at  the  close  of  the  contest  a banquet  and  theatrical 
entertainment  was  tendered  all  who  polled  a high  vote. 

A most  efficient  and  effective  stock  record  system  is 
maintained  by  the  head  of  this  department  so  that  maxi- 
mum results  are  secured  with  a minimum  number  of  sales- 
men. Every  style  in  every  line  of  boots  and  shoes  is  dis- 
played and  instantly  available  in  its  own  carton,  and  as  the 
reserve  stocks  are  arranged  in  similar  method  there  is  never 
any  delay  in  securing  any  style  or  grade  of  boot  desired. 

Buying  trips  are  frequently  made  to  Montreal,  Toronto 
and  the  other  principal  supply  centres,  and  every  discount 
for  cash  or  quantity  orders  is  always  accepted.  These 
trips  are  taken  usually  in  the  spring  and  fall  and  the  orders 
placed  are  for  large  quantities. 

There  is  no  manufacture  of  footwear  on  Prince  Edward 
Island,  the  nearest  producer  being  a small  town  in  Nova 
Scotia.  However,  there  are  many  retailers  in  the  garden 
province,  and  with  wage  low,  tax  rate  moderate  and  living 
expenses  lower  than  many  manufacturing  centres  the 
western  capital  of  the  province  offers  exceptional  induce- 
ments to  an  enterprising  boot  or  shoe  manufacturer. 


SIMPLIFYING  BUSINESS  TAXATION 

(■ Continued  from  page  47) 

entry  and  through  the  Revenue  Department  are  paid  for 
their  services,  but  those  who  are  asked  to  collect  a Sales 
tax  at  the  source  of  supply  and  who  pass  it  on  to  the  retail 
merchant,  who  in  turn  passes  it  on  to  the  consumer,  receive 
no  remuneration  for  their  services . 

In  accordance  with  the  above  the  following  resolution 
was  unanimously  adopted : 

Whereas,  if  it  be  the  intention  of  the  Dominion  Gov- 
ernment to  continue  the  sales  tax  and  extent  its  application 
to  those  engaged  in  the  retail  trade:  We  recommend  that 
such  tax  be  collected  at  the  source  of  supply,  namely,  from 
the  manufacturer  and  the  importer,  and  carried  as  the  pres- 
ent sales  tax  is  carried,  thus  achieving  the  desired  end, 
and  more  economically  collected,  and  in  this  way  the  tax 
would  be  absorbed  in  the  same  manner  as  all  systems  of 
taxation  are  absorbed,  and  that  the  words,  “manufacturer” 
and  “importer”  be  properly  defined,  in  the  Act  so  as  not  to 
include  retail  merchants. 


WITH  THE  SHOE  MANUFACTURERS 

• ( Continued  from  page  51) 

bers  among  its  members  a very  large  proportion  of  the 
leather  and  felt  shoe  and  slipper  manufacturing  companies 
in  Canada  and  most  of  the  shoe  pack  manufactories  as  well. 
The  Association  does  not  deal  in  any  way  with  matters  of 
prices,  etc.,  but  is  essentially  a service  bureau  working  for 
the  best  interests  of  the  industry. 

A meeting  of  boot  and  shoe  manufacturers  was  held  in 
Kitchener  on  Tuesday,  May  3rd,  and  was  attended  by 
representatives  of  the  companies  not  only  in  Kitchener,  but 
in  the  territory  within  easy  reach  of  the  Hydro  City. 


The  Association  is  from  time  to  time  in  receipt  of  letters 
from  manufacturers  who  wish  to  get  in  touch  with  business 
men  going  abroad  who  would  be  willing  to  handle  certain 
business  matters  for  them.  The  manager  would  be  glad 
to  hear  from  business  men  familiar  with  the  boot  and  shoe 
industry  who  are  going  abroad,  and  who  would  be  willing 
to  represent  such  companies  temporarily  or  permanently. 

At  the  instance  of  the  Shoe  Manufacturers’  Association, 
the  Dominion  Government  Commercial  Intelligence  ser- 
vice is  calling  for  a report  from  its  Commission  Agents  and 
Commercial  Agents  abroad  relative  to  export  opportunities 
for  Canadian  footwear. 


DEATH  OF  MR.  WILL  A.  WALKER 

There  are  some  men  who  make  their  way  ^through 
life  in  a quiet,  unostentatious  manner,  yet  fill  a niche  in 
which  it  is  hard  to  replace  them.  Making  friends  as  they 
go  along,  and  friends  who  rely  on  their  judgment  and  who 


THE  LATE  WILL  A.  WALKER 


look  to  them  for  assistance  and  guidance  in  business  and 
other  matters.  Of  this  rare  type  was  Mr.  Will  A.  Walker, 
brother  of  Mr.  J.  A.  Walker,  of  Walker,  Parker  & Co., 
Limited,  who  was  representing  that  firm  in  Western  Ontario. 

Mr.  Will  Walker’s  death,  coming  unexpectedly  after  a 
relatively  brief  illness,  was  a blow  to  his  relatives,  friends 
and  business  associates.  Cut  off  as  he  was  in  his  forty- 
seventh  year,  in  the  prime  of  a useful  career,  his  many  friends 
in  the  trade  will  join  with  the  Shoe  and  Leather  Journal 
in  extending  their  sympathy  to  his  family. 

Mr.  Walker  entered  the  shoe  business  in  the  retail 
field  at  an  early  age  in  Owen  Sound.  From  Owen  Sound  he 
came  to  Toronto,  and  later  was  in  charge  of  the  shoe  depart- 
ment of  G.  B.  Ryan  & Co.,  of  Guelph.  Subsequently  he 
joined  the  staff  of  the  J.  D.  King  Co.,  and  for  some  three 
represented  that  firm  in  Manitoba  and  was  in  charge  of 
their  Winnipeg  branch.  About  -eighteen  years  ago  he 
joined  his  brother  in  Walker,  Parker  & Co.,  Limited,  and  had 
represented  them  in  the  Western  Ontario  field.  In  that  ter- 
ritory he  made  an  enviable  record,  not  only  as  a salesman, 
but  as  a friend  and  adviser,  and  many  of  his  customers 
placed  the  bulk  of  their  business  only  after  consulting  his 
judgment  as  to  the  policy  to  pursue. 

The  number  of  salesmen  of  the  type'  represented  by 
Mr.  Will  Walker  is  only  too  small,  and  his  passing  leaves  a 
vacancy  that  will  be  hard  to  fill. 
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Canadian  Consolidated 
Rubber  Co.  Limited 

The  annual  general  and  the  special  meeting  of  the 
Canadian  Consolidated  Rubber  Co.,  Limited,  was  held  in 
Montreal  on  April  26th. 

At  the  special  meeting  approval  was  given  to  increase 
the  number  of  directors  from  fifteen  to  sixteen,  and  changes 
were  made  in  the  board’s  personnel. 

R.  E.  Jamieson  retired  from  the  board  at  his  own 
request  and  was  succeeded  by  J.  A.  Connor,  presently  of 
Toronto.  Mr.  Connor  will  assume  the  position  of  director 
in  charge  of  sales,  previously  filled  by  Mr.  Jamieson.  The 
latter  will  still  be  connected  with  the  company.  The  addi- 
tional place  on  the  board  was  filled  by  the  election  of  George 
W.  Charles.  Mr.  Charles  will  be  director  in  charge  of  manu- 


MR.  J.  A.  CONNOR 


facturing.  Both  of  the  new  directors  have  been  connected 
with  the  Rubber  Company  for  some  years. 

The  board  is  now  made  up  as  follows:  Chas.  B.  Seger, 
president;  W.  A.  Eden,  vice-president;  Sir  Mortimer  B. 
Davis,  Sir  Charles  Gordon,  Lieut. -Col.  Herbert  Molson, 
E.  W.  Nesbitt,  M.P.,  J.  B.  Waddell,  Walter  Binmore,  George 
W.  Charles,  J.  A.  Connor,  Victor  E.  Mitchell,  K.C.,  A.  D. 
Thornton,  Samuel  P.  Colt,  J.  Newton  Gunn,  Ernest  Hopkin- 
son,  Homer  B.  Sawyer. 

Annual  Statement 

At  the  annual  meeting  the  financial  statement  for  1920 
was  presented  and  approved.  The  statement  is  an  extremely 
good  one,  covering  as  it  does  a year  in  which  business 
depression  has  been  prominent.  Net  sales  during  the 
year  amounted  to  $26,675,513,  a large  increase,  and  com- 
paring with  $22,162,978  in  1919  and  $18,785,640  in  1918. 
After  deducting  all  expenses,  including  cost  of  goods,  selling 
and  general  depreciation,  interest  and  provision  for  debts, 
etc.,  operating  income  amounted  to  $1,287,167,  as  com- 
pared with  last  year’s  $1,751,507  and  $1,604,851  in  1918. 
Taking  off  preferred  dividends,  surplus  remained  at  $1,077,- 
167  against  $1,541,512  in  1919  and  $1,394,862  in  1918,  and 
with  addition  of  previous  balance  at  this  account  profit  and 
loss  carry-forward  totalled  $8,319,475,  against  $7,242,308  in 
1919  and  $5,700,796  in  1918. 


In  this  connection  the  president  in  his  report  states 
that  net  sales  were  twenty  per  cent,  above  a year  ago  and 
higher  than  any  previous  year.  Inventories  of  manufactured 
goods  and  materials  have  been  taken  at  cost  where  cost 
was  below  the  market  and  at  market  where  market  was 
below  cost.  Expenditures  on  plant  practically  complete 
the  new  construction  which  was  laid  out  in  1920,  and  it  is 
felt  there  will  be  no  necessity  for  additional  expansion  of 
fixed  properties  for  some  time  to  come. 

Consolidated  Felt  Co. 

On  the  same  day  the  annual  meeting  of  the  Canadian 
Consolidated  Felt  Company  was  held  at  which  the  1920 
annual  financial  statement  was  also  presented  and  approved. 
The  showing  for  the  year  was  fairly  good.  Net  sales 
increased  to  $1,749,584  from  $1,234,030  in  1919.  Expenses 
were  higher,  however,  reducing  operating  income  to  $89,178, 
as  compared  with  $136,410  in  1919.  After  deducting  interest 
the  surplus  was  $20,721,  against  $71,877,  while  with  previous 
carry  forward  added  in  profit  and  loss  the  balance  was 
“’342,637,  against  $321,916  carried  into  1920. 

Mr.  J.  A.  Connor 

Mr.  Connor  is  recognized  as  one  of  the  ablest  and  most 
progressive  shoe  men  in  the  Canadian  trade  to-day.  He 
had  the  complete  and  varied  experience  afforded  by  retailing, 
selling  on  the  road,  and  latterly  managing  one  of  the  largest 
and  most  important  branches  of  the  Consolidated — the 
Toronto  agency.  He  is  what  is  commonly  described  as  a 
live  wire  and  will,  no  doubt,  bring  to  bear  upon  his  new 
position  the  ability,  energy  and  good  practical  common 
sense  for  which  he  has  made  a reputation  in  his  native 
province. 

DO  YOU  RECOGNIZE  THEM 

Mr.  Wm.  Pidgeon,  Jr.,  of  Rochester,  has  set  out  his 
ideas  as  to  classification  of  customers  met  by  shoe  dealers, 
in  an  interesting  article  written  for  the  house  organ  of  the 
Armstrong  Cork  Co.  He  divides  them  as  follows: 

I.  The  “Know  It  All,”  Talkative,  Loud  Noisy  Cus- 
tomer. 

2.  The  Fussy,  Complaining,  Cranky  Customer. 

3.  The  Undecided  and  “Don’t  Know”  Customer. 

4.  The  Bargain-Hunting  Customer. 

5.  The  “Mum”  or  Non-talkative  Customer. 

6.  The  Unreasonable,  Abusive  and  Insulting  Cus- 
tomer. 

7.  The  Pleasant,  Courteous  and  Good  Natured  Cus- 
tomer. 

8.  The,  Ignorant,  the  Unfortunate  and  Poor  Customer. 

9.  The  Positive  and  Strong-minded  Customer. 

10.  The  Young  and  the  Old  Customer. 

II.  The  Customer  with  the  Advising  Friend. 

Mr.  Pidgeon  lays  out  the  instincts  which  cause  buying: 

“The  instinct  of  comfort,  which  demands  shoes  for 
ease  and  to  avoid  pain. 

“The  instinct  of  beauty,  which  demands  shoes  for 
style,  to  satisfy  the  artistic. 

“The  instinct  of  pleasure,  which  demands  shoes  for 
play  or  recreation. 

“The  instinct  of  fear,  which  demands  shoes  to  prevent 
or  correct  foot  defects. 

“The  instinct  of  saving  or  economy,  which  demands 
shoes  that  wear  long. 

“The  instinct  of  imitation,  which  demands  shoes 
that  you  admire  on  some  other  person. 

“The  instinct  of  self  protection,  which  demands  shoes 
that  keep  your  feet  from  the  elements,  such  as  snow,  water 
and  heat.” 

In  future  articles  he  intends  to  take  up  the  methods  of 
handling  the  above  types  of  customers. 
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Among  the  many  conditions  arising 
out  of  the  reconstruction  period  one 
of  the  most  important  to  trade  is  the 
decided  public  demand  for  certainty 
of  value. 

The  wisdom  and  economy  of  buying 
shoes  of  the  best  grade  is  being  realized 
by  more  people  continually.  They  are 
willing  to  pay  more  for  shoes  when 
they  are  sure  of  what  they  are  buying. 

For  14  years  the  Monarch  and  Bran- 
don marks  have  meant  certainty  of 


This  Ball  Strap  Oxford,  at  the  peak  of  popularity,  is  but  one  of 
the  new  styles  added  to  our  line.  Every  dealer  should  see  them  all. 


The  Brandon  Shoe  Co.,  Limited 

BRANTFORD,  ONTARIO 


value — the  signs  of  the  most  nearly 
perfect  shoe  craftsmanship  possible. 
It  is  a fact  that  there  has  never  before 
been  a period  when  Monarch  and 
Brandon  shoes  and  service  were  more 
logically  dovetailed  into  the  mer- 
chandising needs  of  the  trade  and  the 
times. 

This  season  Monarch  and  Brandon 
Lines  have  been  made  more  attractive 
and  more  worthy  than  ever.  You 
can  stir  up  More  trade  in  Better 
shoes  by  featuring  them. 


Mention  “ Shoe  and  Leather  Journal”  zvlicn  writing  an  advertiser 
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Mr.  W.  J.  Casement,  shoe  dealer,  has  been  registered 
in  Montreal. 

Notice  is  given  of  the  registration  of  the  Lilian  Shoe 
Co.  of  Montreal. 

There  will  be  a change  in  the  shoe  business  of  Couture 
& Co.,  Hull,  Que. 

A change  is  announced  in  the  shoe  business  of  Connolly 
& Co.,  Halifax,  N.S. 

Mr.  McHale,  of  Scott-Chamberlain,  Limited,  London, 
was  in  Toronto  recently. 

Mr.  MacFarlane,  of  Breithaupt  Leather  Co.,  Kitchener, 
was  in  Toronto  last  week. 

The  registration  is  announced  of  Theo.  Mayer  Shoe 
Co.,  Limited,  of  Montreal. 

A change  is  announced  in  connection  with  the  McCall 
Shoe  Co.,  Limited,  of  Toronto. 

Mr.  J.  Leekie,  of  J.  Leckie  & Co.,  Vancouver,  B.C., 
was  a Toronto  visitor  recently. 

Mr.  Peter  Doig,  of  Tetrault  Shoe  Mfg.  Co.,  Montreal, 
was  visiting  Toronto  last  week. 

Mr.  B.  W.  Caldwell,  shoe  retailer,  of  Brandon,  Man., 
made  a trip  to  Winnipeg  last  week. 

There  is  a change  reported  in  the  shoe  business  of 
Mrs.  N.  D.  Carter,  Deseronto,  Ont. 

There  is  a change  announced  in  the  shoe  business  of 
Mr.  Frank  Smith,  Port  Dover,  Ont. 

G.  W.  Robinson,  Co.,  Limited,  of  Hamilton,  Ont., 
have  discontinued  their  shoe  department. 

Mr.  J.  A.  Arnott,  shoe  retailer  of  Orangeville,  Ont., 
was  on  a buying  trip  to  Toronto  last  week. 

Mr.  E.  E.  Scarrow,  shoe  retailer,  of  Owen  Sound,  Ont., 
was  in  Toronto  last  week  doing  some  buying. 

Mr.  Branscombe,  of  the  Branscombe  Glove  Co.,  Pic- 
ton,  Ont.,  was  in  Toronto  last  week  on  business. 

The  shoe  and  dry  goods  business  of  Mr.  G.  R.  Brien, 
Ridgetown,  Ont.,  has  been  taken  over  by  Mr.  W.  J.  Phenix. 

Mr.  A.  Bonisteel,  of  the  Collis  Leather  Co.,  of  Aurora, 
Ont.,  has  been  spending  a few  days  visiting  the  American 
centres. 

Mr.  C.  S.  Sutherland,  of  the  Amherst  Boot  & Shoe  Co., 
has  been  spending  some  time  in  Ontario  on  rubber  and  shoe 
business. 

The  Schure  Shoe  House  of  Hamilton  have  moved  from 
93  Queen  street  north  and  are  now  located  at  1020  Barton 
street  east. 

Mr.  D.  A.  Gibson,  Portage  la  Prairie,  Man.,  shoe  retailer, 
has  been  running  a sale  during  the  last  month  and  reports 
that  he  has  done  well. 

Mr.  and  Mrs.  Parker,  of  the  Solid  Leather  Shoe  Co., 
Preston,  were  visiting  Toronto  last  week-end.  They  were 
registered  at  the  Queen’s. 

Mr.  B.  F.  Ackerman,  of  B.  F.  Ackerman,  Son  & Co.. 
Peterboro,  Ont.,  is  on  a trip  to  western  points  which  will 
include  their  branch  in  Regina,  Sask. 

Oster’s  Department  Store  is  the  name  of  a new  store 
which  was  opened  on  Hamilton  street,  Regina,  Sask.,  on 
April  19th.  They  are  carrying  a shoe  department. 

Mr.  Mike  Stiles,  of  the  John  R.  Evans  Co.,  of  Montreal, 
visited  the  Ontario  trade  during  the  past  week.  Mike  was 
in  a hurry  to  get  back  to  Montreal  as  his  family  was  increased 
a few  weeks  ago  to  the  extent  of  33  1/3  per  cent.  nett. 


Another  boy.  If  we  were  facetiously  inclined  we  might 
remark  that  Mike  is  very  strong  for  the  kid  produced  by 
his  house. 

The  Walk-Over  Shoe  Store,  Yonge  street,  Toronto, 
sustained  a loss  by  fire  recently  to  the  extent  of  $2,000  to 
the  building  and  $3,000  to  the  contents.  The  origin  of  the 
fire  is  unknown. 

Mr.  T.  R.  Henry,  of  Saskatoon,  Sask.,  has  bought  the 
business  of  the  United  Shoe  Dealers  of  Yorkton,  Sask. 
Previously,  Mr.  Henry  was  manager  of  the  Saskatoon  retail 
store  of  the  United  Shoe  Dealers. 

Mr.  Sutherland,  of  Amherst  Boot  & Shoe  Co.,  Amherst, 
N.S.;  Mr.  Robinson,  of  James  Robinson  Co.,  Montreal, 
and  Mr.  Foote  and  Mr.  Hunter,  of  Independent  Rubber  Co., 
Merritton,  were  business  visitors  to  Toronto  last  week. 

Port  Hastings,  C.B.,  lost  one  of  its  best  known  men 
through  death  recently  in  the  person  of  Mr.  Henry  A.  Archi- 
bald. Deceased  was  in  his  seventy-sixth  year,  and  for  a 
number  of  years  was  engaged  in  the  tanning  industry. 

Mr.  E.  J.  Davis,  Jr.,  is  one  of  the  recent  recruits  to  the 
ranks  of  the  benedicts.  He  and  his  bride,  who  were  mar- 
ried in  California,  are  now  on  their  wedding  trip  and  will 
return  by  way  of  the  Rocky  Mountains  and  Canadian  west. 

Mr.  W.  J.  Ashplant,  of  H.  Ashplant  & Sons,  London, 
Ont.,  has  recently  spent  some  time  in  the  hospital.  His 
friends  in  the  trade  will  be  very  glad  to  learn  that  he  is  com- 
ing around  satisfactorily,  and  will  soon  be  entirely  recovered. 

Mr.  R.  J.  Johnston,  leading  boot  and  shoe  dealer  of 
Ingersoll,  Ont.,  has  been  forced  to  retire  from  business, 
owing  to  ill-health.  By  vigorous  advertising  and  a certain 
amount  of  price  sacrifice  his  entire  stock  was  sold  in  exactly 
two  weeks. 

Graban  & Ridler,  shoe  retailers,  of  Portage  La  Prairie, 
report  business  very  good.  They  have  made  several  changes 
in  their  shoe  store  in  the  last  two  years.  They  carry  a very 
large  stock  and  have  one  of  the  finest  stores  on  the  prairie 
for  a small  town. 

Mr.  Brandon,  of  the  Brandon  Shoe  Co.,  Brantford, 
reports  good  business  on  imitation  wing  tips  and  saddle 
strap  oxfords  He  also  informs  us  that  placing  business 
for  fall  is  exceptionally  good  and  that  sales  will  be  near  what 
they  were  two  years  ago. 

Mr.  S.  M.  Harding  severed  his  connection  with  Gale 
Shoe  Store  of  Regina,  Sask.,  about  three  months  ago,  and  is 
now  with  the  Regina  Trading  Company  in  the  capacity  of 
manager  of  the  men’s  shoe  department.  Mr.  Harding  had 
been  with  the  Yale  Shoe  Store  for  a number  of  years. 

Hon.  E.  J.  Davis,  president  of  Davis  Leather  Co. 
Limited,  Newmarket,  who  has  been  wintering  in  California, 
is  expected  home  on  May  8th.  The  past  few  months  have 
been  an  excellent  period  to  put  in  away  from  home,  but  we 
understand  he  is  coming  back  full  of  vigor  and  enthusiasm, 
and  with  the  intention  of  demonstrating  the  latent  pos- 
sibilities of  the  calfskin  market. 

The  Purdie  & Ferguson  Shoe  Co.,  Limited,  of  Char- 
lottetown, P.E.I.,  have  taken  over  the  retail  shoe  business 
formerly  conducted  by  D.  Gordon  & Co.  Mr.  Purdie 
previously  was  with  D.  Gordon  & Co.  for  a period  of 
eight  years.  Mr.  Ferguson  formerly  was  one  of  the  directors 
of  Golf  Bros.,  Charlottetown,  and  was  also  connected  with 
the  firm  of  Morris  & Smith,  Charlottetown,  P.E.I. 
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AS  TO  GAITERS 


A few  days  ago  the  Hartt  Boot  & Shoe  Co., 
Ltd.,  confirmed  their  order  to  us  for  gaiters; 
so  also  did  the  John  Murphy  Co.,  Ltd.,  the 
Walk-Over  Shoe  Store,  Waterbury  & Rising, 
Ltd.,  and  many  other  houses  of  like  impor- 
tance: in  fact  most  of  the  leading  shoe  retailers 
in  Canada  have  endorsed  the  quality  of  our 
spats  and  overgaiters  by  placing  their  orders 
with  us. 

We  intend  to  continue  the  production 
of  high-grade  spats  and  overgaiters 
at  fair  prices. 

We  intend  to  merit  the  continued  confidence 
of  such  firms  whose  own  reputation  stands 
so  high,  and  the  purpose  of  this  announce- 
ment is  to  establish  in  your  mind  the  faith 
in  our  merchandise  and  this  house  so  firmly 
that,  if  you  have  not  already  placed  your 
order  with  us,  you  will  now  give  us  the  op- 
portunity to  discuss  the  matter  with  you. 

Eleven  of  our  representatives  are  in  the  field. 
Which  one  shall  call  on  you?  Just  write 
giving  us  your  location. 


HALL  and  HODGES 

LIMITED 

16  ST.  SACRAMENT  STREET 
MONTREAL  CANADA 


Mention  “Shoe  and  Leather  Journal”  when  ivriting  an  advertiser 
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AT  THE  FRONT 

Emno  Glared  Kid 


YV7  H E RE  VE  R good  shoes  are 
W known  and  genuinely  Stylish 
leathers  appreciated,  there  you  find 
FAMO  KID  at  the  front. 

COREMOST  in  cutting  econ- 
*■  omies,  in  Style  effect,  and  in 
durability,  it  Stands  pre-eminent  as  the 
all-round  practical  leather  to  bring 
credit  to  your  product. 


HENWOOD  & NOWAK,  INC. 

Tannery  at  Wilmington,  Del. 

General  Offices:  95  South  St.,  Boston 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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YOUR  MONEY’S  WORTH 


The  bigger  your  purchase  of  cut  soles  the  more  important  it  is  to  get  your  money’s 
worth.  Yet  the  smallest  purchase  should  also  get  you  100%  satisfaction.  Therefore 
we  take  extreme  care  that  every  shipment  of 

H.  & ;W.  CUT  SOLES 

comes  up  to  your  strictest  requirements.  Only  the  finest  packer  hides  of  Oak  and 
Union  tannage  are  used  by  us.  The  best  of  workmanship  is  required  in  our  factory. 

That  is  why  manufacturers  are  turning  to  us  more  and  more  for  their  cut  soles. 

Prices  and  Samples  sent  on  request. 

SOLE  LEATHER 

We  also  furnish  Backs,  Bends  and  Shoulders 

HILLIARD  (Q.  MERRILL 

INCORPORATED 

Main  Office:  130  Eastern  Avenue,  Lynn,  Mass.,  U.S.A. 
BROCKTON  WELTING  CO.,  Inc.,  Dept,  of  HILLIARD  & MERRILL,  Inc. 

69  Crescent  Street,  Brockton,  Mass. 

SALES  OFFICES:  BOSTON.  185  Essex  St.;  PHILADELPHIA.  S W.  Cor.  5th  and  Arch  Sts.;  CINCINNATI.  410  East  8th  St 

MILWAUKEE.  258-260  Fourth  Street;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND,  Messrs.  Pearson  Robinson  & Arterton,  4 Albion  St..  Leicester 

FRANCE  : Louis  Dubois;  47  Rue  des  Petites  Ecuries,  Paris. 


iiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiii  


FAIRE  BR0S  & CO.,  LIMITED 

RUTLAND  STREET,  LEICESTER,  ENGLAND 


Manufacturers  of  ST1FFF^1\F^I^S 


TO  BOOT  MANUFACTURERS 


Our  well-equipped  modem  factories  are  adapted 
to  meet  all  your  requirements  in  high  grade 

SOLID  GRAIN  STIFFENERS  SOLID  SPLIT  STIFFENERS  THREE  PIECE  SPLIT  STIFFENERS 

GRAIN  BACKED  STIFFENERS  TWO  PIECE  SPLIT  STIFFENERS  LEATHER  LAYER  STIFFENERS 

. In  all  sizes.  Men’s,  Army,  Women’s,  Children’s  and  Golosh  Shapes. 


BE  SURE  AND  SEE  OUR  SAMPLES  BEFORE  RE-ORDERING.  IT  WILL  PAY  YOU  TO  DO  SO 

FAIRE  BRO*.  & CO.,  LIMITED,  Manufacturers  of  Shoe  Mercery,  LEICESTER 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Making  the  Dollar  Work 

'T'HE  game  these  days  is  not  only 
A to  make  the  dollar  travel  farther 
but  much  faster  than  ever  before. 
Turnover  has  to  make  up  for  closer 
margins,  and  the  retailer  who  can 
turn  his  stock  four  or  five  times  a 
year  will  naturally  put  it  all  over 
his  slower  competitor. 

“Make  the  wholesaler  carry  the 
stock”  is  good  merchandising  policy, 
especially  in  view  of  the  increased 
variety  of  shoes  in  demand.  The 
wholesaler  is  living  up  to  this 
modern  business  requirement,  and 
is  not  only  carrying  larger  and  more 
varied  stocks,  but  is  handling  better 
and  more  up-to-date  lines.  The 
jobber  is  not  only  here  to  stay  but 
to  grow  in  efficiency  and  service. 
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Iii  Stock — At  Your  Service 


Women’s 


s 


Men’s 


s 


Specials 


Many  of  the  season’s  novelties  in 
straps,  and  we  would  particularly  em- 
phasize a wonderful  line  of  Oxfords 
and  Pumps  in  Black  and  Colors.  New- 
est lasts  and  patterns. 

Oxfords  in  Semi-Recede  and  English 
Straight  Lasts  in  Calf  and  Kid.  Black 
and  Colors  at  special  prices  for  May. 
Write  or  wire  for  samples  and  prices. 

Check  over  your  Canvas  lines  for 
both  Men  and  Women.  This  will  be 
a big  season  and  we  offer  some  worth 
while  values. 


A 


The  Miner  Shoe  Company 

LIMITED 

Montreal  Ottawa  Quebec  Toronto 

Agents  for  the  Celebrated  Miner  Rubbers 

SPECIAL  ATTENTION  TO  “RUSH”  ORDERS 


Mention  “ Shoe  and  Leather  Journal’'  when  writing  an  advertiser 
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SHOE  WHOLESALERS  OF  CANADA 
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Adanac  Footwear,  Co.,  Toronto,  < )m  ..... 

Agnew,  John,  Limited,  Brantford,  Ont. 

Amherst  Boot  & Shoe,  Amherst,  N.S 

Amherst  Central  Shoe  Co.,  Limited,  Regina,  Sask  . 

Ault,  A.  W.  & Co.,  Ottawa,  Ont. 


Beaubien,  Louis,  Quebec,  P.Q 

Begin,  J.  1 L,  Reg.,  Quebec,  P.Q 

Belleville  Shoe  Company,  Belleville,  Ont 

Bignell  & Knoz,  Montreal,  P.Q 

B.  C.  Leather  & Findings  Co.,  Vancouver,  B.C 

Brown,  Roehette,  Limited,  Quebec,  P.Q ... 

Buckler  & Son,  Limited,  Winnipeg,  Man  

Canada  Shoe  Co.,  Montreal,  P.Q ... 

Canadian  Shoe  Co.,  Montreal,  P.Q 

Chouinard,  J.  I.,  Montreal,  P.Q 

Coates,  Burns,  & Wanlass,  London,  Ontario.  .. ... 

Collins,  N.  J.,  Toronto,  Ont . ... . 

Congdon  Marsh  Co.,  Limited,  Winnipeg,  Man  . 

Cook,  Wm.,  Shoe  Co.,  Truro,  N.S 

Cronk,  S.  C.,  & Co.,  Toronto.,  Ont 

Cummings,  Nathan,  Montreal,  P.Q .... 


Dagg,  E.  A.,  & Co.,  Calgary,  Alta .... 

Darner  Lumsden  Co.,  Vancouver,  B.C.  

Dayfoot,  C.  B.,  & Co.,  Georgetown,  Ont 

Davies  Footwear  Co.,  Limited,  Toronto,  Ont. 

De  Villers,  H.  J.,  Sales  Co.,  Montreal,  P.Q 

Dowers,  Limited,  Edmonton,  Alta 

Dowling  Shoe  Co.,  Brandon,  Man 

Duchaine  Shoe,  Quebec,  P.Q  

Dumont,  T.,  Regd.,  Montreal,  P.Q 

Dupont,  Nap.,  Regd.,  Montreal,  P.Q.  . 


Empire  Shoe  Co.,  Montreal,  P.Q.. 


Farrah,  A.  D.,  & Co.,  Newcastle,  N.B 

Finch  Mathewson,  Limited,  Winnipeg,  Man 

Fleetwood  Footwear,  Limited,  St.  John,  N.B  . 
Fraserville  Shoe  Co.,  Limited,  Fraserville,  P.Q 

Gagnon,  O.,  Montreal,  P.Q 

Gardner,  N.,  & Co.,  Winnipeg,  Man  

Gendron  & Fitzpatrick,  Midland,  Ont.  .. 

Great  West  Rubber  & Footwear  Co.,  Lethbridge,  Alta.. 

Griffith,  R.  B.,  & Co.,  Hamilton,  Ont 


Hamilton,  W.  B.,  Shoe  Co.,  Limited,  Toronto,  Ont. 

Hawthorne,  D.  D.,  Co.,  Toronto,  Ont 

Henderson,  F.  & F.,  Vancouver,  B.C  . — — 

Henry,  Harley,  Limited,  Saskatoon,  Sask 

Higgins,  L.,  & Co.,  Moncton,  N.B  

Home  Shoe  Co.,  Limited,  Montreal,  P.Q .... 

Hub  Shoe  Co.,  Montreal,  P.Q - 

Humphrey,  J.  M.,  & Co.,  St.  John,  N.B  . 


Jacobi,  Philip,  Toronto,  Ont 

Johnson,  A.  L.,  & Co.,  Limited,  Montreal  P.Q 

Johnson,  J.  A.,  Co.,  The,  Brockville,  Ont. 


Karn  Shoe  Co.,  London,  Ont  

Kennedy  Brothers,  Limited,  Moose  Jaw,  Sask . 
Kilgour-Rimer  Co.,  Limited,  Winnipeg,  Man  . 
Korker  Shoe  Co.,  Winnipeg,  Man 
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WHITE 

SHOE  COMPANXLimited 

TOBOfST®, 


Those  Spring  and  Summer  Lines 
You  are  Short  of. 


Men’s  Mahogany  Bals.,  Ball  Strap,  Goodyear  Welt. 
$5.00,  $5.45 

Won-en’s  Mahogany  Oxf.,  Ball  Strap,  M.S. 

$3.45,  $3.95 

Up-to-the-Minute  Styles  and  Big 
Values. 

such  as  we  are  offer 'ng  will  put  a keen  selling  edge 
on  your  stock.  See  what  we  have  to  show  you  in  the 
popular  strap  effects  in  OXFORDS  and  PUMPS. 


Speed  King  Outing  Shoes 


WHITE  SHOE  CO.,  LIMITED 

9 Wellington  St.  West  Toronto 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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SHOE  WHOLESALERS  OF  CANADA— (Continued) 
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Label  ie,  |.  R..  Montreal,  P.Q . 

X 

X 

Lambert,  Alfred,  Inc.,  Montreal,  P.Q 

LaMaison  Girouard,  Limited,  St.  Hyacinthe,  P.Q 

X 

X 

X 

Larochelle,  J.  H.,  & Fils,  Ouebec,  P.Q  ... 

La  Victorie  Shoe  Co.,  St.  Hyacinthe,  P.0  

Leckie,  f.,  & Co.,  Limited,  Vancouver,  B.C  . .... 

X 

Lefebvre,  J.  B.,  Montreal,  P.Q  .. 

X 

LePage  Brady  Co.,  Limited,  Charlottetown,  P.E.I 

X 

Lennox,  Geo.  G.,  Limited,  Winnipeg,  Man . 

X 

X 

Lennox,  John,  & Co.,  Limited,  Hamilton,  Ont 

Lion  Brand  Shoe,  Reg.,  Montreal,  P.Q  . . . .. 

X 

X 

Locke  Footwear  Co.,  Limited,  Montreal,  P.Q 

London  Shoe  Co.,  Limited,  London,  Ont.. 

X 

X 

Long,  T.,  & Bros.,  Collingwood,  Ont 

Lord,  Omer,  Montreal,  P.Q... 

McFarland  Shoe  Co.,  Edmonton,  Alta 

X 

X 

McKeen,  C.  E.,  Shoe  Co.,  Limited,  Montreal,  P Q 

X 

McKillop,  A.,  Co.,  Limited,  Calgary,  Alta.... 

X 

McLaren,  J.  A.,  Co.,  Limited,  Toronto,  Ont 

X 

McNulty,  Louis,  Regd.,  St.  John’s,  P.Q 

X 

X 

X 

Magnan,  P.  A.,  Ouebec,  P.Q . 

Marks  Bros.,  Montreal,  P.0  

Maybee’s,  Limited,  Moose  Jaw,  Sask 

X 

Metropolitan  Shoe  Co.,  Montreal,  P.0 

X 

Middleton,  H.  G.,  Co.,  Limited,  Winnipeg,  Man 

X 

Midland  Shoe  Company,  Kingston,  Ont. ..  .. 

X 

Miner  Shoe  Co.,  Limited,  Montreal,  P.Q. 

X 

Morin,  J.A.,  Ouebec,  P.Q  ... 

X 

Morris  & Smith,  Charlottetown,  P.E.I.. 

National  Boot  & Shoe  Jobbers,  Montreal,  P.Q 

X 

X 

X 

Packard,  L.  H.,  & Co.,  Limited,  Montreal,  P.0 

Paquet  Co.,  Limited,  Quebec,  P.Q 

X 

Pelletier,  J.A.,  Montreal,  P.Q 

X 

X 

Phaneuf,  Philip,  Montreal,  P.Q 

Poaos,  J.  V.,  & Co.,  Ottawa,  Ont 

X 

Poliquin  & Darveau,  Ouebec,  P.O. 

X 

Pom  er,  Winberg  & Co.,  Toronto,  Ont  ..  ..  ..  . 

X 

Realfit  Footwear,  Montreal,  P.Q 

X 

X 

X 

Ritz  Shoe  Co.,  Montreal,  P.Q 

Robinson,  James,  Co.,  Limited,  Montreal,  P.Q. 

Ryan,  Thos.,  & Co.,  Winnipeg,  Man... 

X 

X 

Saba,  C.  N.,  & Co.,  Toronto,  Ont..  . 

Scheuer,  Normandin  & Co.,  Montreal,  P.O 

X 

X 

Singers  Fit-Rite  Shoe  Co.,  Limited,  Montreal,  P.Q 

Smith,  F.  E.,  Guelph,  Ont  . .. 

X 

Stag  Shoe  Co.,  Montreal,  P.Q  ... 

X 

X 

Steine,  M.B.,  Montreal,  P.Q 

Stephens,  C.,  Co.,  Limited,  Collingwood,  Ont 

X 

X 

Sterling,  Brothers,  Limited,  London,  Ont 

Stevenson  & Hoyland,  Vancouver,  B.C  . 

X 

Sun  Shoe  Co.,  Montreal,  P.Q 

X 

Tanner,  W.  T.,  Pictou,  N.S 

X 

X 

Taylor,  Robt.,  Limited,  Halifax,  N.S 

Tilley,  Chas.,  & Son,  Toronto,  Ont. 

X 

Townsend,  J.  S.,  Hamilton,  Ont  

X 

Turner  & Co.,  Charlottetown,  P.E.I 

X 

Weaver,  C ... 

X 

Weston,  F.  J.,  & Sons....  

X 

X 

X 

White  Shoe  Co.,  Limited 

Will  insky,  M.L 

' 
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Serving  You  In  Summertime 

1 

n 

All  of  the  many  lines  that  the  Shoe  Dealer  needs  for  Summer  selling 

n 

= 

are  ready  waiting  for  you  at  MeLarens.  The  new  season  is  brighten- 

M 

n 

ing  up  trade  and  the  merchant  who  looks  sharp  and  has  the  wanted 

EE 

i 

lines  will  see  his  trade  expand  into  a bigger  turnover  and  greater  profits. 

1 

g 

Newest  Lines  for  Men  and  Women 

i 

w 

Our  up-to  date  lines  include  all  the  highly  popular  models  in  strap 

1 

H 

effects — the  shoes  that  are  awakening  the  dormant  buying  power  of 

= 

w. 

the  public. 

1 

v 

Barefoot  Sandals 

7 

= 

We  are  showing  a fine  line  of  this  popular  Juvenile  Footwear  that  is 

I 

= 

such  a strong  seller  in  summertime.  Featuring  this  line  will  vield 

EE 

- 

you  a really  worth  while  trade. 

1 

E77 

“Speed  King”  Outing  Shoes 

| 

EE 

None  of  the  seasonable  lines  are  more  important  than  “Speed  King” 

] 

= 

Outing  and  Tennis  Shoes.  Be  readv  to  serve  your  customers,  both 

E 

1 

old  and  young,  with  this  popular  reliable  line. 

§ 

E 

Saleable  good^  at  sound  values,  shipped  at  a moment’s  notice — these 

i 

1 

are  features  of  our  service  that  straighten  out  the  kinks  in  your 

i 

1 

ordering  and  selling. 

i 

1 

j.  a.  McLaren  go.,  limited 

| 

| 

30  FRONT  STREET  WEST  - - TORONTO 

| 

sfill 
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Mention  “Shoe  and  Leather  Journal'’  zvhen  writing  an  advertiser 
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Manufacturer 
Boosts  the  Jobber 

Says  Remedy  for  Small  Profits  on  Quick 
Turnover  Advocates  Making  Jobber 
Carry  the  Stock  - Takes  Space  in  Business 
Papers  to  Back  His  Arguments 

THESE  days  when  there  has  been  so  much  talk  about 
the  middleman  being  relegated  to  the  discard  it  is 
refreshing  to  find  a manufacturer  backing  up  the 
functions  of  the  wholesaler  by  spending  money  arguing  the 
latter’s  usefulness  in  the  trade  papers. 

A large  American  concern  doing  business  in  lace  goods 
has  been  running  recently  a series  of  ads  along  this  line.  In 
one  of  these  business  talks  it  says: 

When  the  jobber  quotes  you  the  same  price  as  the 
manufacturer  he  quotes  you  prices  ten  to  thirty  per  cent, 
lower! 

Figure  it  for  yourself. 

To  begin  with,  the  jobber  eliminates  your  stockroom. 
He  enables  you  to  buy  only  the  merchandise  needed  for 
your  display  counters,  only  active  merchandise  to  make  sales. 

That  saves  space,  which  means  lower  rent  cost,  nc 
money  spent  for  unproductive  reserve-stock  space. 

Moreover  it  saves  interest  on  capital  which,  in  “direct” 
buying,  must  be  tied  up  in  reserve  stock  -and  capital  is 
worth  six  per  cent,  per  annum  any  day,  and  more  just  at 
present. 

Finally,  buying  through  the  jobber  saves  insurances 
on  dead  stock  -you  know  what  insurance  costs;  so  figure  it 
for  yourself. 

Then  when  you  have  figured  these. “price  reductions” 
offered  by  the  jobber,  turn  to  your  “mark  downs”  book. 

That’s  the  place  to  learn  the  extravagance  of  “direct” 
buying. 

That  tells  the  story  of  the  “disappearing  profits” 
which  looked  so  good  when  you  “marked  up”  goods  at  the 
beginning  of  the  season  and  showed  so  poor  when  you  “closed 
your  books.” 

Don’t  forget  that  every  mark  down  to  clean  up  reserve 
stock  is  merely  an  increased  cost  on  the  goods,  a definite 
part  of  the  price  you  pay  for  the  goods. 

Don’t  ever  lost  sight  of  that  fact. 

One  thing  more. 

The  jobber  sells  you  the  best  goods  on  the  market. 

In  discussing  this  same  question  the  Remington  Arms 
Co.  says  in  outlining  its  merchandising  plan: 

“The  first  point  to  be  considered  is  economy.  In  the 
jobbing  business  many  lines  of  goods  are  sold.  The  cost 
of  selling  to  the  retailer  is  therefore  distributed  over  a great 
many  products.  The  manufacturer  in  most  lines  could  not 
enjoy  the  low  cost  of  distribution  that  can  be  obtained 
under  the  jobbing  system.  If  the  manufacturer  were  to 
employ  sufficient  salesmen  to  cover  the  whole  United  States 
merely  for  his  one  product  or  family  of  products,  his  cost  of 
distribution  would  rise,  thus  increasing  the  cost  of  the  goods 
to  the  ultimate  consumer.  Under  the  jobbing  system  the 
retail  dealer  and  the  consumer  pay  a lower  price,  notwith- 
standing the  jobber’s  profit,  than  if  the  goods  were  sold 
direct  to  the  retailer.  There  may  be  exceptions  to  this  rule. 

“As  to  the  question  of  price,  the  jobber  obtains  a lower 
price  from  the  manufacturer  than  the  retail  dealer  could 
obtain  because  the  jobber  buys  in  wholesale  quantities, 
and  what  is  fully  as  important  the  jobber  can  obtain  carload 
lot  transportation  rates  on  goods  shipped  from  the  manu- 
facturer which,  as  you  know,  are  lower  than  and  less  than 
carload  lot  rates. 

“With  reference  to  credits  and  collections,  that  is,  the 


ability  of  the  retailer  to  pay  his  bills  and  to  pay  them 
promptly  and  take  advantage  of  his  discounts,  the  jobber, 
whose  influence  is  necessarily  sectional,  is  in  much  better 
position  to  know  the  financial  condition  of  the  retailer  in  his 
territory  than  the  manufacturer  selling  direct  to  the  trade  all 
over  the  country.  Many  things  determine  'credit  rating. 
There  is  not  only  the  retailer  dealer’s  merchandising  ability, 
honesty  and  general  position  in  the  community,  but 
conditions  having  to  do  with  agriculture,  manufacturing 
and  other  factors,  affect  the  ability  of  a man  to  pay  his  bills. 
For  instance,  a crop  failure,  a strike  involving  a number  of 
factories  in  a section  or  some  local  condition  not  so  appreci- 
able to  the  man  who  judges  from  a long  distance,  may  bring 
about  a lack  of  confidence  or  purchasing  power  which 
might  have  a marked  effect  upon  credits. 

“The  jobber  should  also  be  considered  with  reference 
to  the  convenience  of  the  public  in  obtaining  goods  that 
are  immediately  wanted.  The  retail  dealer  lacks  storage 
facilities  and  is  compelled  to  carry  limited  stocks.  By 
buying  through  his  nearby  jobber  instead  of  direct  from  the 
manufacturer  the  dealer  obtains  small  shipments  without 
delay,  and  is  therefore  enabled  to  quickly  fill  the  orders  of 
his  consumer  customers.  Moreover,  the  dealer  is  not 
compelled  to  maintain  such  heavy  stocks  as  if  he  bought  in 
large  quantities  from  the  manufacturer.  His  investment  is 
smaller,  therefore,  and  less  of  his  money  is  tied  up  in  stocks 
on  his  shelves.  Buying  in  small  quantities  enables  the 
dealer  to  ‘turn’  his  stocks  more  rapidly  on  minimum 
capital.” 

DEATH  OF  MR.  ARCHIE  McKILLOP 

The  shoe  trade  lost  one  of  its  most  widely  known 
western  wholesalers  in  the  death  of  Mr.  Archie  McKillop, 
of  Calgary.  He  was  widely  popular,  and  was  held  as  one 


THE  LATE  ARCHIE  McKILLOP 

of  Calgary’s  leading  citizens.  Lifetime  friends,  business 
associates,  and  friends  in  fraternal  and  sporting  circles 
all  paid  their  tribute  to  the  late  Mr.  McKillop,  while 
crowds  of  spectators  and  mourners  lined  the  route  along 
which  the  funeral  cortege  passed.  A private  service  was  held 
at  the  family  residence,  after  which  the  body  was  laid  in 
state  in  the  church;  while  a special  service  was  also  held  in 
the  Masonic  Temple. 

Mr.  McKillop,  who  was  fifty-two  years  of  age,  died  in 
Chicago,  on  April  25th. 
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Map  of  Canada 

Showing  Jobbing 
Centres 
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Lennox,  John  & Co. 

La  Maison  Girouard,  Ltd. 
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R.  B.  GRIFFITH  & CO. 

THE  WHITE  SHOE  HOUSE 

For  immediate  shipment 

No.  1400  Women’s  White  Polar  Kloth  Oxford, 
Turned,  Leather  lined,  Full  Louis  Heel  C width  $4.75 


1 


No.  1404  Women’s  Ditto 
Chim  Pump  A B C I) 
width  - - - $4.60 


No.  1407  Women’s  Ditto 
Colonial  A B C I)  width 

$4.50 


No  1400 


Patent  and  Kid  Beaded  Straps 

Plain 

White  Eve  Cloth  “ 


$1.00  per  pair 

.25  “ “ 

.25 


4 4 4 4 


R.  B.  GRIFFITH  & CO. 

HAMILTON,  ONT. 

Remember  the  Convention  of  the  National  Shoe 
Retailers’  Assoeiation,  Toronto,  July  13th  and  14th 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Some  Advice  for 
the  Jobber 

Here  is  what  a thoughtful  retailer  has  to  say  about  the 
jobber: 

There  is  no  question  in  my  mind  but  that  the  jobber 
is  what  one  might  term  “a  necessary  evil.”  I believe  that 
in  no  country  with  as  sparce  a population  as  our  country, 
and  distributed  over  such  a large  area,  cotdd  the  trade  be 
oetter  handled  than  by  jobbers.  First,  because  they  are 
in  the  best  position  to  give  the  merchant  service.  Knowing 
his  local  conditions,  personnel,  character,  etc.,  and  calling 
on  him  frequently,  they  are  in  a position  to  tell  him  just 
what  he  wants  to  know  very  much  better  than  the  manu- 
facturer, who  could  not  afford  to  call  on  him  more  than 
twice  a year  and  perhaps  not  at  all.  In  this  way  I am  sure 
the  retailer  secured  information  and  information,  even 
about  goods  he  does  not  buy  and  secures  goods  in  smaller 
quantities,  which  he  would  not  be  able  to  get  in  any  other 
way.  One  of  the  things,  which  I think  has  been  our  trouble 
in  the  last  two  years  and  particularly  during  the  last  year, 
is  the  difficulty  of  getting  jobbers  to  appreciate  their  position 
and  that  they  should  be  jobbers  and  not  manufacturers’ 
agents  We  find  that  this  is  a position  jobbers  are  very 
prone  to  get  into.  They  like,  to  take  orders  at  the  same 
time  the  manufacturer  does,  getting  their  business  in  such 
shape  as  to  get  the  goods  shipped  direct  from  the  manufac- 
turer. Now  this  position  is  not  very  satisfactory.  Why 
any  manufacturer  should  permit  himself  to  be  used  in  this 
way  I cannot  understand.  Because,  if  he  is  going  to  ship  his 
goods  direct  to  the  retailer,  and  ship  them  in  such  quantities 
and  this  is  profitable,  then  surely  why  should  the  retailer 
not  be  entitled  to  buy  the  goods  direct  from  tne  manu- 
facturer himself?  He  is  carrying  the  stock,  taking  from 
the  manufacturer  who  can  ship  them,  paying  the  insurance 
and  as  matter  of  fact  paying  the  whole  expenses,  while  the 
manufacturer  pays  the  jobber  for  the  privilege  of  financing 
his  business  with  him.  In  other  words,  why  should  the 
public  pay  for  this  roundabout  method  of  distribution  when 
the  direct  one  has  been  used? 

In  conversation  recently  with  one  of  the  largest  manu- 
facturers in  the  United  States  I asked  him  the  question, 
“ you  sell  your  goods  through  jobbers?  ” and  he  answered, 
“Certainly.”  “Why  then,”  I asked,  “do  you  go  direct  to 
the  Trade?”  He  answered:  “When  a jobber  comes  to  us 
and  tells  us  that  he  cannot  do  much  business,  we  offer  him 
other  lines,  tell  him  we  will  give  him  these  goods  to  sell, 
prove  that  he  can  sell  them,  and  by  going  out  in  competition 
with  our  own  men.  A fair  margin  of  profit  has  been  added 
to  our  prices.  We  say  now  “go  to  it.” 

This,  I think,  is  the  proper  method  of  handling  the 
jobber  situation.  I believe  that  he  has  not  been,  in  the  true 
sense  of  the  word,  acting  as  a jobber,  but  more  as  a manufac- 
turers’ agent,  getting  the  profit  of  a jobber  and  not  doing  his 
work.  How  frequently,  when  placing  orders  with  jobbers, 
we  find  that  the  jobber  says  he  does  not  carry  them  but  will 
have  them  shipped  direct  from  the  factory.  In  fact,  I heard 
it  stated  by  one  of  Toronto’s  most  prominent  shoe  men  a 
short  time  ago  that  his  firm’s  unfilled  orders,  because  of 
not  having  the  goods  all  shipped,  was  fifty  per  cent,  of  the 
total  amount  of  business  they  did.  This  seems  a very 
large  proportion,  but  I can  easily  understand  this,  if  the 
general  experience  has  been  anything  like  mine. 


A SIMPLE  SYSTEM 

A representative  of  the  Shoe  and  Leather  Journal 
was  talking  to  an  Ontario  retailer  recently  about  stock  keep- 
ing systems. 

“I  believe  in  cutting  out  che  red  tape  as  far  as  pos- 


sible,” said  the  dealer.  “Each  day  my  cash  register  total 
shows  me  my  sales,  less  refunds.  At  the  end  of  every  week 
of  normal  business,  I can  figure  my  gross  profit,  as  it  aver- 
AfA  iiP^r  cent,  on  my  total  sales.  From  this  figure -I 
•'  dedfiArii-iy;  wages,  rent,  light,  depreciation,  and  other  items 
paid  for,  and  have  a fairly  good  idea  as  to  my  net  profit.” 

“That  might  work  from  week  to  week,”  said  the  Jour- 
nal representative,  “but  the  error  would  mount  up  over  a 
longer  period.  How  do  those  figures  check  with  your 
actual  annual  figures?” 

“Well,  last  year  I came  by  this  method  within  $400.00 
of  my  actual  profit  as  shown  by  the  books;- whi’d-i Aattfbad 
for  a year  like  1920.”  •:  (?-•••--■:  i 

“How  do  you  keep  your  stocks?”  he  was’  asked. 

“Well,  my  business  is  of  such  a nature  that  I am  on 
the  job  every  day  myself.  I have  my  stock  on  one  floor, 
divided  into  sections  and  keep  a close  eye  on  it  from  day 
to  day.  It  is  up  to  me  to  watch  it,  to  see  that  I am  not 
short  of  certain  lines,  and  that  no  dead  stock  accumulates. 
I can  give  enough  of  my  time  to  this  to  make  it  worth  while, 
and  by  the  elimination  of  a complicated  system  I figure  I 
save  $1,000.00  a year.” 

A system  such  as  this  depends  entirely  on  the  man. 
Where  one  dealer  follows  it  successfully,  another  might  get 
his  attention  diverted  to  other  activities  to  such  an  extent 
that  his  stocks  got  out  of  hand.  As  a general  rule,  a stock 
keeping  system  of  a more  definite  nature  is  essential,  and 
one  which  would  operate  almost  automatically. 


A STORY  WITH  A MORAL 

We  credit  the  following  to  the  English  “Shoe  and 
Leather  News,”  and  disclaim  all  responsibility. 

The  amateur  inspector  was  visiting  a school  in  a poor 
neighborhood-  -by  the  sound  of  the  story  I should  say  the 
neighborhood  was  not  many  miles  from  Bermondsey.  He 
had  exhausted  his  questions  and  endeavored  to  get  the  class 
to  exhibit  some  intelligence  on  its  own  account.  . “I  want 
any  boy  that  likes,  to  ask  me  a question,”  he  said,  “any 
boy.”  But- the  boys  didn’t  bite.  “Come  now,”  said  he, 
in  orner  to  stimulate  ideas,  “any  boy  that  can  ask  me  a 
question  I can’t  answer  shall  have  sixpence.”  There  war  a 
flutter  at  this,  though  I think  it  must  have  been  in  ihe  pre- 
war days  to  account  for  so  much  excitement  over  sixpence. 
“Sir — sir,”  said  a boy  at  the  back,  “why  am  I like  a dead 
cowls  skin?”  This  was  certainly  a question — and  it  was 
more  certainly  a question  the  A. I.  could  not  answer,  as  be 
had  frankly  to  confess,  feeling  in  his  pocket  meanwhile  for 
the  nimble  sixpence.  “I’m  afraid  I don’t  know,  my'  boy,” 
he  said,  “why  are  you  like  a dead  cow’s  skin?”  “ Becos 
we’re  both  waitin’  for  the  tanner!”  grinned  the  urchin,  as 
he  stretched  out  a grimy  paw.  The  moral,  or  the  present 
application  of  the  tale,  is  this.  I am  afraid  there  are  to-day 
a great  number  of  cows’  skins  and  other  skins  in  a similar 
position 

PRESENTATION  TO  R.  L.  BREWER 

Ray  Brewer,  who  has  been  in  Waterbury  & Rising’s 
employ  for  several  years,  leaving  to  go  with  the  original 
26th,  returned  to  his  position  again  on  his  return,  now  leaves 
to  go  to  St.  Stephen  to  enter  the  candy  business.  He  was 
made  the  recipient  of  a handsome  case  of  pipes  by  fellow 
employees  and  the  ladies,  who  are  sorry  to  have  him  make 
this  change.  Ray  had  become  a popular  shoe  salesman  in 
St.  John  and  will  be  missed  by  his  many  friends. 

Members  of  the  light  fingered  fraternity  entered  the 
shoe  store  of  Wilson  Bros.,  Bleury  street,  Montreal,  and 
stole  goods  to  the  value  of  $500. 
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Sort  JCarly  ami  ©lien 


If  you  use  the  services  of  a wholesale  house,  you 
will  find  it  wise  to  size  up  early  this  Summer. 

All  indications  are  for  a brisk  season  and  we 
suggest  that  merchants  get  in  touch  with  us 
early,  as  our 

Stock  is  Always  Complete 


lames  itaftmson  Company 

MONTREAL 


Limited 

184  McOICC  STREET 


rA 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  jOURNAL 


// 


Everything  is  in  ta  y 

Q hi  r 


of  iyn'lv  ! 


There  are  very  definite  signs  by  which  every 
shoe  merchant  should  be  guided. 

Business  is  better  than  usual,  particularly  on 
the  newer  styles.  Because  the  men  and  women 
are  short  of  the  shoes  they  will  want  for  Fall, 
the  demand  will  accelerate  in  September  and 
October. 

All  the  shoes  needed  cannot  be  made  on  short 
notice— that  was  proven  this  spring. 

Our  advice  is  to  order  in  moderation  from  a 
sound  organization  that  will  carry  the  stock 
for  you. 

Of  course  order  fairly  strongly  of  the  newer 
ideas  and  remember  that 


Our  New  Lines  are  Correct 


Jamies  Robinson  Company 

Limits 


MoGEA  STREET 


MONTREAL 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TheJ. A.Johnston  Co 


BROCKVILLE  ONTARIO 


Mention  “Shoe  and  Leather  Journal'’  when  writing  cm  advertiser 
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We  carry  a full  line  of  staples  at 
lowest  prices. 

A complete  range  of  white  canvas 
footwear  now  ready  for  immediate 
shipment,  including  newest  lines, 
straps  and  ties. 


JOHN  LENNOX  & COMPANY 

Hamilton,  Ontario 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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Great  Summer  Sellers 

NO-RIP  SANDALS 


In  Stock 
Ready 
to  Ship 


Infants’  Brown  3 

7A 

$1.00 

Child’s  8 IOU2 

1.15 

Misses’  11  2 

1.30 

Women’s  1A-  7 

1.70 

Men’s  5 1 1 

1.80 

Infants’  Patent  3 

-7 A - 

1.30 

Child’s  “ 8 

-10A 

1.50 

2%  30  Days 

The  demand  for  Sandals  has  started. 
Anticipate  your  requirements  by  ordering 
NOW  while  our  stocks  are  complete. 


PHILIP  JACOBI 

5 WELLINGTON  STREET  EAST  TORONTO,  ONTARIO 

Remember  the  Convention  of  the  National  Shoe  Retailers’  Association, 

Toronto,  July  13th  and  14th. 


Mention  “Shoe  and  Leather  Journal”  udien  writing  an  advertiser 
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At  the  service  of  the  industry 

We  have  been  glad  to  serve 
those  manufacturers  working 
on  their  new  lines  for 
Summer  and  Fall  and  assure 
them  that  we  are  at  their 
command  as  aids  in  the 
economical  production  of 
better  shoes. 

A staff  of  experts  is  always 
at  your  call  make  use  of 
them. 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch:  28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto : 90  Adelaide  St.  West 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertise ; 


Shoe  and  Leather  Journal 

Published  Twice  a Month 


THOSE  experts  whose  earned  reputation  justifies  respect  for  their  opinions  are  telling 
us  that  in  the  regular  circle  a definite  revival  of  business  is  on  the  way.  They  can 
demonstrate  by  charts  based  upon  experience  of  generations  and  supplemented  by 
careful  investigation  into  world- wide  present  conditions,  that  the  advance  guard  of  better 
business  is  in  sight. 

Had  they  conducted  a particular  investigation  into  the  affairs  of  the  Shoe  and  Leather 
trade  of  Canada,  they  would  be  possibly  even  more  optimistic.  For  on  every  hand  we 
see  a marked  change  in  spirit  in  the  trade,  justified  by  the  business  being  done  to-day  and 
looked  for  to-morrow. 

While  collections  from  the  retail  trade  may  have  been  very  poor  during  the  winter 
months,  there  is  a marked  improvement  in  this  respect.  While  the  merchants  ordered 
practically  nothing  during  the  latter  part  of  1920,  they  have  been  buying  quite  freely  for 
the  past  four  months  on  new  styles  offered.  An  investigation  has  shown  that  with  the 
possible  exception  of  heavy  goods  such  as  felts,  etc.,  the  merchant’s  stock  is  still  within 
bounds.  In  some  cases  stocks  are  below  normal.  Everything,  then,  is  pointing  to  a better 
buying  movement  and  the  majority  of  manufacturers  have  gone  a long  way  in  adopting 
new  patterns  and  new  lasts  to  make  it  possible  for  the  merchant  to  offer  the  newer 
merchandise  demanded  by  his  patrons. 

It  is  quite  apparent  that  only  a conservative  business  will  be  done  in  staple  lines  and 
that  those  manufacturers  eager  for  a fair  share  of  the  Fall  business  will  only  be  able  tc 
secure  it  in  direct  proportion  to  the  manner  in  which  they  meet  the  style  tendency  of  the 
day. 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  MORE  THAN  DOUBLE  that  of  any 
other  shoe  publication  in  Canada,  and  exceeds  the 
combined  paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 


t— — f 

= $1.50  a Year  Single  Copies  15c.  Outside  Canada,  $2.00 

1 Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

I Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 

i Montreal  Office:  Boston  Office: 

I 510  Coristine  Building  161  Summer  Street 
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\X  TE  are  offering  a fine  assortment  of  new  models  and 
* * new  patterns  as  an  addition  to  our  line  of  welts  and 
McKays  for  Men  and  Women. 

These  new  lines  represent  probably  the  closest  values  that 
will  be  offered  to  the  Jobbers  and  Large  Buyers  this 
season. 


DUCHAINE  & PERKINS,  LIMITED 

Quebec,  P.Q. 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Copyright,  Canada,  1920,  by  the  Acton  Publishing  Co  , Limited,  Toronto 


British  Copyright  secured 
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TV /T ANY  additions  have  been  recently  added  to 
our  line — both  in  Men’s  and  in  Women’s 
shoes. 

These  changes  have  been  made  to  meet  the  existing 
conditions  of  trade,  it  being  admitted  that  the  public 
will  buy  most  freely  of  the  newer  creations. 

The  Jobbers  will  find  many  interesting  numbers 
in  these  new  samples. 

Deliveries  in  a reasonable  time. 

LAGACE  & LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres^,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATPIER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lupien,  491  St,  Valier. 

Clement,  ;Oscar,  234  St.  Helene. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  lTncarnation. 
Clement,  Oscar,  224  St.  Helene, 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  Sit.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  lTncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 
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| “CENTAUR” 

I SURFACE  KID  POSITIVELY 

| WILL  NOT  “SCUFF” 

1 It  is  unusual  to  find  a leather  with  the  soft 

I texture  of  kid  that  takes  a brilliant  velvet 

finish  and  shows  a wonderfully  fine  grain 
1 that  will  not  “scuff.” 

In  Centaur  Surface  Kid  you  have  just  such  a leather  plus  the  fact  that 
I it  will  outwear  kid  and  hold  its  genuine  black  to  the  end. 

1 SAMPLES  SENT  IF  YOU  ARE  INTERESTED 

| Lucien  Borne 

1 491  ST.  VALIER  ST.  - - QUEBEC,  P.Q. 

I 
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EVIDENCE 


The  many 
superl  ati  ve 
features  of 
this  Football 
Boot  are  just 
additional 
evidence  of 
the  special 
attention  we 
give  to  all  of 
the  newer  de- 
velopments in 
Sporting, 
Hockey  and 
Staple  vShoes. 
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McKAYS 


for  Men,  Boys,  Y ouths, 
Women,  Misses  and 
Children 

of  our  quality  at  our  price 
sell  regardless  of  conditions. 


Also  Making  Standard  Screw  for  Men, 
Boys,  Youths,  Women,  Misses  and 
Children;  Welts  for  Men  and  Boys  and 
Mock  Welts  for  Women. 

Pegged  Shoes  for  Men  and  Women. 
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NEW  SAMPLES  READY 
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M ONESIME  GOULET 

0 575  St.  Valier  St.  - Quebec 


0 
0 
0 
0 
0 

0 0 
0 0 
000000000000000000000 


Making  Welts  for  Men,  Boys, 
Youths,  Women  and  Misses; 
McKays  for  Men,  Boys,  Youths, 
Women  and  Misses;  Standard 
Screw  for  Men  and  Boys. 


Close  personal  supervision  has  resulted 
in  an  even  grading  of  quality  that  is 
exceptional. 

LUDGER  DUCHAINE 
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HOW  TO  FIND  NEW  IDEAS 

One  of  the  best  ways  to  increase  sales  and  speed  up 
your  turnovers  is  to  make  use  of  every  new  idea  or  plan 
you  can  obtain  that  good  judgment  tells  you  is  worth  the 
time,  effort  or  money  involved.  It  is  no  difficult  matter  to 
secure  these  new  ideas  if  you  make  it  a point  to  be  on  the 
lookout  for  them.  Sometimes  it  is  the  most  simple  and  least 
costly  of  plans  that  produces  the  best  results. 

One  merchant  some  months  ago  organized  in  his  store 
what  he  terms  an  Idea  Club.  This  plan  is  conducted  in  the 
nature  of  a monthly  contest  and  every  employee  of  the  store, 
from  the  lowliest  clerk  to  the  department  managers,  takes 
some  part  in  the  activities  of  the  club.  Each  employee  is 
expected  to  submit  as  many  ideas  as  possible  every  month. 
These  are  to  be  written  out  in  as  detailed  a manner  as 
necessary  and  then  turned  over  to  the  head  of  the  firm. 
Out  of  the  ideas  submit  ed  the  merchant  selects  those  that 
are  the  best  and  most  practical.  These  are  then  mimeo- 
graphed and  submitted  to  all  the  employees  of  the  store, 
who  ac"  as  the  final  judges  in  the  contest  each  month. 
Each  plan  is  briefly  titled  and  the  employee  is  expected  to 
select  the  five  which  he  or  she,  as  the  case  may  be,  considers 
the  best.  In  this  way  the  winners  of  the  contest  are  decided, 
and  the  five  prizes  are  then  distributed. 

In  addition  to  using  the  five  prize  winning  ideas  in 
one  way  or  another,  the  merchant  also  uses  any  of  the 
others  which  he  may  deem  worthy  and  their  authors  are 
paid  for  them  according  to  their  value. 

This  plan  not  only  provides  this  merchant  with  many 
new  ideas  and  suggestions  of  real  value  in  the  conduct  of 
his  business,  but  it  has  created  a genuine  interest  among 
the  employees  who  are  always  on  the  lookout  for  new 
ideas  which  they  can  submit  in  the  monthly  contests.  A 
spirit  of  friendly  rivalry  exists  among  them  and  those  who 
submit  the  best  ideas  each  month  are  finding  the  extra 
effort  involved  well  worth  their  while. 

The  ideas  entered  in  the  contest  cover  virtually  every 
phase  of  retail  merchandising  and  advertising.  They 
concern  selling  plans  of  many  kinds,  window  display  ideas, 
special  sales,  record  keeping,  stock  taking,  newspaper  and 
other  forms  of  advertising,  bonus  systems,  ideas  for  creat- 
ing greater  efficiency  among  the  sales  clerks,  etc. , etc.  Many 
of  course,  are  not  really  practical  and  some,  it  has  been 
learned,  are  as  old  as  the  proverbial  hills,  but  nevertheless 
enough  good  ideas  are  secured  every  month  to  make  the 
plan  well  worth  while. 

During  a single  month  38  ideas  were  submitted.  Of 
this  number  18  were  good  enough  that  they  were  mimeo- 
graphed and  submitted  to  the  employees  for  judging.  The 
five  prize  winning  ideas  were  used  in  one  way  or  another, 
while  four  of  those  which  did  not  win  prizes  were  available 
for  use  and  were  accepted.  Some  were  filed  away  for  future 
reference  and  the  others  were  put  to  work:  immediately. 

Results  have  proven  this  plan  well  worthy  of  your 
consideration  if  you  are  on  the  lookout  for  new  ideas  that 
you  can  use  to  advantage  in  the  conduct  of  your  business. 
You  can  either  adopt  the  plan  as  it  stands,  or  re-arrange  it 
to  suit  your  own  convenience. 

TEACHING  THE  LESSON  OF  THRIFT 

A store  in  the  South,  in  co-operation  with  one  of  its 
local  banks,  recently  inaugurated  a Christmas  savings  plan 
that  has  proven  to  be  a winner.  The  Christmas  saving 
plan,  of  course,  is  by  no  means  a new  idea,  but  the  manner 
in  which  the  plan  was  inaugurated  by  this  store  is  unusual 
and  the  idea  can  doubtless  be  adopted  by  any  other  mer- 
chant with  very  excellent  results. 

The  plan  is  worked  in  co-operation  with  the  principals 
of  the  various  schools  in  this  particular  city.  The  store 
provides  each  pupil  with  a small  savings  bank  in  which 
they  are  supposed  to  deposit  the  money  they  wish  to  save. 


Once  each  month  a cashier  or  teller  at  the  bank  visits  the 
various  schools,  and  on  that  particular  day  the  children 
bring  their  savings  banks  to  school  with  them.  If  they 
have  a dollar  or  more  the  account  is  opened  right  there-, 
or  if  they  already  have  the  account  then  their  savings  for 
that  month  are  added  to  the  amount  already  on  deposit. 
The  department  store  adds  $1.00  to  each  account  just  as 
soon  as  it  reaches  a $5.00  total.  The  first  five  accounts  to 
reach  $50.00  receive  a prize  of  $5.00  from  the  store,  and  the 
first  five  to  reach  $75.00  receive  a $10.00  prize. 

When  the  plan  was  first  inaugurated  seventy-three  new 
accounts  were  opened  by  the  pupils  of  one  school  the  very 
first  month,  and  since  it  has  been  in  operation  hundreds  of 
new  accounts  have  been  started  by  the  school  children  in 
the  Christmas  Savings  Club. 

To  keep  the  interVst  of  the  pupils  from  lagging  during 
the  summer  months  special  prizes  are  to  be  offered  as  an 
incentive  that  the  children  may  continue  their  practice  of 
thrift. 

The  results  derived  from  this  plan  are  really  four-fold. 

First,  the  plan  creates  a great  deal  of  good  will  for  the 
store  among  the  parents  of  the  children  and  it  is  only  natural 
to  presume  that  they  will  give  that  store  a good  share  of 
their  patronage. 

Second,  a great  deal  of  the  money  nvested  in  the  Christ- 
mas Savings  Club  by  these  children  will  be  withdrawn 
from  the  bank  during  the  holidays  and  much  of  it  will  be 
spent  in  this  department  store.  In  fact,  it  is  reasonable  to 
suppose  that  enough  of  this  money  will  be  spent  in  the  store 
to  return  the  full  investment  involved  during  the  year  in 
operating  the  plan.  And  this  will  be  extra  business  that 
would  probably  not  otherwise  have  been  secured. 

Third,  the  Christmas  savings  plan  has  been  given 
columns  and  columns  of  publicity  in  the  various  newspapers 
of  the  city,  and  every  bit  of  this  has  been  good  advertising 
for  the  store. 

Fourth,  it  has  created  an  interest  among  the  children 
of  the  city  in  that  the  plan  is  teaching  them  the  lesson  of 
thrift,  and  in  later  years  they  are  not  likely  to  forget  that 
it  was  this  store  which  taught  them  a lesson  that  will  prove 
of  the  greatest  value  to  them  as  they  grow  older  and  take 
their  places  in  the  world. 

There  is  a bit  of  time  and  effort  involved  in  the  oper- 
ation of  a plan  like  this,  or  any  plan  of  a similar  nature 
which  the  merchant  might  work  out  to  suit  his  convenience, 
but  there  is  no  question  o doubt  that  the  time  and  effort 
and  money  involved  will,  in  the  course  of  a year,  return 
hundreds  of  per  cent,  on  the  investment. 


A NATIONAL  FALL  OPENING 

A prominent  member  of  the  trade  makes  the  following 
suggestion  to  be  passed  on  to  the  programme  committee  of 
the  National  Shoe  Retailers’  Association,  as  a subject  worthy 
of  thoughtful  consideration  at  the  approaching  convention. 
He  says: 

“It  has  occurred  to  me  that  it  might  be  a good  idea  to 
have  on  the  Convention  programme  a subject  such  as  ‘The 
National  Fall  Opening.’  Fall  business  will  need  a stimu- 
lant. There  is  no  such  set  date  as  Easter  to  start  retail 
buying  and  Labor  Day  is  a little  early  to  fulfill  the  purpose. 
If  the  Association  could  settle  upon  a day  or  week  towards 
the  middle  of  September  for  a National  Fall  Style  Shoe 
Opening,  the  whole  country  might  be  stirred  up  through 
simultaneous  displays  and  advertising  to  take  an  interest 
in  new  shoes  as  they  do  in  new  millinery.  It  might  be 
thought  advisable  to  have  the  displays  at  the  same  time 
as  the  millinery  openings  but  for  the  fact  that  these  come 
too  early  in  the  month.  At  all  events  the  subject  is  well 
worth  the  consideration  of  retailers  throughout  the  country 
who  would  welcome  some  well  developed  scheme  for  a 
Shoe  Week.” 
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It  is  unusual  to  find  a 
McKay  and  Standard  Screw 
line  for  Men  and  Boys  that 
has  such  an  attractive 
appearance. 

The  New  Fall  Samples 
are  well  worth  your 
while.  See  the  whole  line. 

LUC  ROUTIER 

56  Colom  b,  QUEBEC 
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TWO  PLAINTS 


With  a daily  capacity  of  over  40,000  pairs  of 
heels  enable  us  to  serve  you  in  an  exception- 
ally efficient  manner  with 

LOUIS  HEELS  BLOCK  HEELS 
or  MILITARY  HEELS 

ANY  SHAPE  AND  ANY  HEIGHT 


fjuebec  Heel  Co.,  Limited 

QUEBEC  QUE. 
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Medium  McKays 
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For  Women,  Misses  and  Children 
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To-day,  with  its  demands  for  a 
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lower  price  shoe,  you  will  see 

T 

T 

many  items  in  our  samples  which 

. - 

will  interest  you. 
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We  believe  we  are  safe  in  saying 

M 

n 

that  we  have  a line  which  you  can 

i 
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use  as  a leader  in  this  class  of  shoe. 

• 
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CHILDREN'S  SHOE  M’FG  CO. 

1 

= 

LIMITED 

= 

1 

11  Belleau  St.,  Quebec 
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TANGUAY 

McKAYS 

Are  sold  freely  in  towns  where 

M 

they  appreciate  rock  bottom 

prices  for  Staple  Shoes. 

= 

WORK  SHOES 

1 

Genuine  Solid  Standard  Screw 

AT 

Shoes  that  wear  like  a pig’s  nose. 

V 

Hockey  and  Hunting  Boots 

With  a Patent  Leather  Strap 

Lacing,  appreciated  wherever 

they  are  sold. 

| 

JOS.  TANGUAY  | 

122  St.  Dominique  Street 

1 

QUEBEC 
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Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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NEW  LINE  BY  CANADIAN  FOOTWEAR  CO.,  LIMITED 

Mr.  H.  Frechette,  salesmanager  of  Canadian  Footwear 
Co.,  Limited,  has  just  been  showing  his  new  samples  to 
the  Ontario  trade.  The  comments  on  them  from  retailers 
and  wholesalers  have  been  uniformly  of  a highly  gratifying 
nature  to  Mr.  Frechette,  and  are  a tribute  to  the  progres- 
sive ideas  of  this  organization.  Extending  their  operations 
which  were  previously  confined  largely  to  women’s  McKay 
sewn  shoes,  they  have  entered  the  field  of  welts  and  turns. 
Mr.  Nolan,  who  was  with  the  Smardon  Shoe  Co.  for  nine 
years,  is  now  superintendent  of  the  Canadian  Footwear  Co.’s 
factory,  which  in  itself  says  volumes  for  the  quality  and 
finish  of  the  shoes  turned  out.  The  samples  shown  covered 
a full  range  for  summer  and  fall.  In  the  welts  oxfords  with 
brogue  effect  or  the  new  saddle-straps  in  mahogany  or  tan 
calf  were  to  be  seen.  Made  from  Davis  calf,  Mr.  Frechette 
assures  his  customers  of  a uniformly  high  quality  of  shoes, 
which  will  be  quite  up  to  sample.  Eight  inch  boots  in 
black  and  tan  calf  are  also  offered,  in  the  same  effects  as 
the  oxfords  mentioned  above.  The  turn  shoes  covered 
patent,  combinations  of  patent  and  suede  (black  and  gray) 
and  kid  in  black  or  brown,  and  included  one  and  two  strap, 
and  “three-strap  effect”  shoes  with  buttons  and  carrying 
Louis  or  half-Louis  heels.  A wide  range  of  McKay  shoes 
and  boots  in  calf  and  side  leather  is  also  offered,  and  some 
canvas  shoes  with  or  without  straps.  The  line,  intended 
as  it  is  to  retail  at  modest  prices,  is  of  a very  high  order  of 
workmanship,  leather,  and  finish,  and  is  highly  creditable 
to  the  shoemaking  industry  of  Canada. 

The  Ontario  trade  will  be  handled  by  Mr.  Fred.  E. 
Jenner,  with  headquarters  at  Toronto. 


TANNERS’  COUNCIL  TRADE  CODE  CABLE  BOOK 

A great  service  has  been  performed  on  behalf  of  the 
leather  trade,  by  the  Tanners’  Council  by  the  compiling  and 
publication  of  a complete,  practical  cable  code  book,  par- 
ticularly adapted  to  that  trade.  Many  codes  of  an  excel- 
lent nature  are  in  existence  and  use,  but  as  they  are  for 
general  application  difficulty  is  found  in  condensing  messages 
to  the  desired  extent.  By  examples  of  actual  cables,  it 
can  be  shown  that  the  Universal  Trade  code  shows  a saving 
of  approximately  fifty  per  cent,  over  any  other  code  extant. 

The  code  was  based  on  consultation  with,  and  examin- 
ation of  records  and  experiences  of  several  hundred  firms. 
The  book,  which  is  handsomely  bound  in  cloth,  comprises 
over  six  hundred  pages  of  code  words  covering  general 
terms  of  trading,  and  a special  section  of  over  two  hundred 
pages  of  code  words  dealing  exclusively  with  terms  and 
phrases  characteristic  of  trading  in  hides,  skins,  leather 
and  shoes. 

The  wide  distribution  of  this  code  in  this  and  other 
continents  means  an  easy  and  cheap  method  of  communi- 
cation for  all  those  engaged  in  international  trading  in 
hides,  leather,  etc.  It  should  only  be  a short  time  when 
intercourse  in  these  trades  will  be  largely  confined  to  the 
use  of  this  official  code  of  the  Tanners’  Council. 


NEW  FACTORY  IN  VANCOUVER 

The  new  industry  known  as  the  Vancouver  Trunk  & 
Bag,  Limited,  commenced  manufacturing  a few  weeks  ago 
at  1424  Charles  street.  Mr.  J.  Storey,  of  the  firm  of  Storey 
& Campbell,  is  the  moving  spirit.  It  is  the  intention  of  the 
company  to  produce  all  grades  of  trunks  and  bags  suitable 
for  the  home  trade,  as  well  as  for  Australia,  New  Zealand 
and  China. 

The  factory  is  of  two  storeys  with  over  7,000  feet  floor 
space,  and  equipped  with  all  the  latest  machinery.  Seven- 
teen hands  are  employed  at  the  present  which  are  all  experts 
from  the  East,  and  local  help  will  be  engaged  and  taught 


as  trade  progresses.  Greater  part  of  the  raw  material  is 
to  be  had  in  the  province. 


LASTS  AND  HEELS 

Very  few  changes  are  promised  in  lasts  and  heels  for 
the  coming  season.  The  coin  toes  seem  to  be  growing  in 
popularity,  and  the  14-8  heel  seems  to  be  the  greatest  height 
in  Louis  heels.  It  is  figured  that  about  sixty  per  cent,  of 
the  heels  will  be  military,  twenty-five  per  cent,  baby  Louis, 
fifteen  per  cent.  Louis.  Cuban  heels  will  be  popular  for 
welt  shoes,  making,  it  is  claimed,  about  ninety  per  cent., 
the  balance  being  flat  heels.  On  turns  and  McKays  the 
popular  heel  will  be  the  Louis. 

|Fa  novel  selling  stunt 

A new  method  of  using  the  hosiery  department  to 
increase  shoe  sales  was  adopted  when  the  Brownell  Shoe 
Company  of  Cumberland,  Md.,  opened  its  place  of  business 
March  2nd  inaugurating,  at  a scheduled  hour,  a reduction 
sale  of  footwear.  A pair  of  women’s  silk  hose  for  one  cent 
was  the  great  attraction  to  the  first  fifty  adults  entering  the 
Brownell  store.  The  men  were  permitted  to  purchase  six 
pairs  of  the  best  lisle  hose  at  fifteen  cents  per  pair — only 
six  pairs  to  each  customer,  however. 


VANCOUVER  NOTES 

Mr.  A.  Campbell  and  his  brother,  who  were  lately  with 
The  Dominion  Rubber  and  Messrs.  Darner  Lumsden,  have 
opened  offices  in  the  city  and  are  local  representatives  for 
the  Davies  Footwear  Co.  of  Toronto. 

Messrs.  G.  H.  Anderson  & Co.,  wholesale  shoe  factors, 
have  opened  offices  in  the  city. 


PRACTICAL  LEATHER  CHEMISTRY 

Messrs.  Crosby,  Lockwood  & Son,  of  London,  England, 
have  recently  published  a handbook  for  leather  chemists, 
entitled  “Practical  Leather  Chemistry,”  by  Arthur  Hawey. 
The  volume  includes  laboratory  notes  and  methods  for  the 
use  of  students  and  works  chemists.  Methods  of  analysis 
as  used  in  the  leather  trades  are  being  revised  and  improved 
every  day,  and  the  results  are  only  to  be  obtained  by  a 
review  of  the  literature.  It  was  with  a view  to  combining 
the  latest  methods  in  one  volume  that  the  book  was  pub- 
lished. 

The  subjects  covered  include  analysis  of  water,  lime, 
sodium  and  arsenic  sulphides,  lime  liquors,  limed  pelts, 
deliming  agents,  tan  liquors,  tannin,  oils,  leather,  and 
finishing  materials.  Handy  tables  of  specific  gravities  of 
various  solutions  are  appended  to  the  volume. 


GOODYEAR  WELTS 

A.  E.  MAROIS,  LIMITED 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN  MISSES  CHILDREN 

To  Jobbers  Only 

Capacity  5000  pairs  a day,  enabling  uy  to 
make  10  Days  Delivery  on  Rush  Order* 

McKAYS  Standard  Screw 
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“SERIOUSNESS  OF  THE  HOUSING  PROBLEM” 

The  high  cost  of  building  material,  the  rapidly  increas- 
ing population,  and  the  enormous  annual  destruction  of 
dwelling  houses,  in  which  there  were  5,664  fires  last  year  in 
Ontario,  have  combined  to  make  the  housing  problem  one 
of  most  serious  and  acute  proportions. 

Ontario  is  noted  for  its  extravagance  through  unneces- 
sary fire  waste,  which  is  nothing  short  of  an  economic  crime, 
caused  chiefly  through  our  careless  habits  and  indifference. 

Statistics  show  that  64  per  cent.,  or  practically  two  out 
of  every  three  fires  which  occur,  are  in  our  homes;  eighty  per 
cent,  of  which  are  preventable. 

The  Ontario  Fire  Prevention  League,  in  affiliation  with 
the  Fire  Marshal  Department,  has  inaugurated  a Province- 
wide publicity  campaign  for  the  purpose  of  conserving  our 
homes  as  well  as  our  lives  from  destruction  by  fire.  The 
boys  and  girls  of  the  Province  will  be  called  upon  to  assist 
in  this  most  desirable  and  patriotic  movement.  Through 
the  principals  and  teachers  of  our  schools,  the  League  will 
distribute  250,000  copies  of  a “Home  Inspection  Blank,” 
so  that  the  pupils,  with  the  help  of  their  parents,  may  answer 
the  questions.  The  primary  object  is  to  clean  up  attics, 
cellars,  back  yards  and  remove  hazardous  conditions.  The 
underlying  thought  being  to  prevent  fires  by  removing  the 
cause  and  thus  save  our  homes. 

POPULAR  TRAVELLER  MARRIED 

Mr.  T.  E.  Bennett,  of  the  Blachford  Shoe  Mfg.  Co., 
Limited,  joined  the  ranks  of  the  Benedicts  last  month. 
On  April  5th  he  was  married  to  Miss  Mary  Quinn,  of  Ottawa, 


T.  E.  BENNETT 

in  St.  Patrick’s  Church  in  that  city.  The  ceremony  was 
performed  by  Rev.  Father  Whalen.  The  bride  was  given 
away  by  her  brother  on  account  of  the  illness  of  her  father. 

The  happy  couple  left  on  an  extended  wedding  trip 
through  the  west,  in  which  Mr.  Bennett  will  combine  busi- 
ness with  pleasure.  After  visiting  the  coast  cities  they 
will  touch  Chicago,  St.  Louis  and  other  American  centres 
on  the  return  journey. 


MR.  F.  W.  FIELD  RETURNS  FROM  ENGLAND 

Mr.  F.  W.  Field,  the  British  Trade  Commissioner  for 
Ontario,  has  returned  from  the  United  Kingdom.  Mr. 
Field  left  Toronto  in  October  last  year,  and  during  his 
stay  in  the  United  Kingdom  he  has  interviewed  over  540 
British  manufacturers  interested  in  trade  with  Canada. 
He  has  addressed  numerous  Chambers  of  Commerce,  Rot- 


AN OLD  FRIEND 

In  the  Shoe  and  Leather  Journal  of  April, 
1888  (thirty-three  years  ago),  the  following  little 
poem  appeared  under  the  title  “Man  and  His 
Shoes.”  In  the  Boot  and  Shoe  Recorder  of  Boston, 
under  date  March  26iu,  1921,  it  appears  with  the 
following  comment:  “This  old-time  bit  of  verse 
has  kicked  around  the  world  quite  a bit  since  it 
first  appeared  in  the  “Recorder”  in  1891.” 

LIKE  OLD  SHOES 

How  much  a man  is  like  old  shoes; 

For  instance,  both  a sole  may  lose. 

Both  have  been  tanned,  both  are  made  tight 
By  cobblers;  both  get  left  and  right. 

Both  need  a mate  to  be  complete, 

And  both  are  made  to  go  with  feet. 

With  shoes  the  last  is  first.  With  man, 

The  first  shall  be  last.  And  when 
The  shoes  wear  out  they're  mended  new; 

When  men  wear  out  they’re  men-dead  too. 

They  both  need  heeling — oft  are  sold; 

And  both  in  time  turn  all  to  mold. 

They  both  are  trod  upon,  and  both 
Will  tread  on  others,  nothing  loath. 

Both  have  their  ties,  and  both  incline, 

When  polished,  in  the  world  to  shine. 

They  both  peg  out.  Now  would  you  choose 
To  be  a man  or  be  his  shoes? 

The  “Recorder”  picked  the  little  poem  up 
after  it  had  already  done  three  years’  travelling. 
The  Shoe  and  Leather  Journal  then  and  since 
has  always  been  first  on  the  spot. 


ary  Clubs,  etc.,  and  visited  over  forty  factories  and  plants. 
The  principal  commercial  and  industrial  centres  in  Eng- 
land, Scotland  and  Wales  were  visited,  and  Mr.  Field  found 
a widespread  interest  existing  amongst  British  manufactur- 
ers regarding  trade  conditions,  and  prospects  of  doing  busi- 
ness in  the  Dominion. 

During  the  period  of  the  British  Industries  Fair,  Mr. 
Field  was  in  attendance  at  the  White  City,  and  met  many 
buyers  from  Canada.  The  attendance  at  the  fair  was  highly 
satisfactory,  nearly  65,000  visited  the  White  City.  Over- 
seas buyers  came  from  fifty  different  countries,  from  Chile 
and  China,  from  Sweden  and  Singapore.  While  the  bulk 
of  the  foreign  buyers  came  from  Europe,  Holland,  Switzer- 
land, Belgium  and  Scandinavia  being  specially  well  rep- 
resented, the  attendance  from  the  Dominions  was  also 
considerable  and  many  American  visitors  were  seen. 

Considering  the  severe  and  universal  nature  of  the 
present  trade  depression,  the  bookings  in  most  sections  of 
the  Fair  were  considered  satisfactory.  Many  firms  did 
exceptionally  heavy  business,  but  throughout  the  fair  as  a 
whole,  business  was  considerably  below  that  of  last  year. 
When,  however,  the  widely  different  conditions  of  trade 
are  considered,  this  fall  in  orders  booked  does  not  mean 
so  great  a drop  in  the  actual  business  transacted,  since 
last  year  the  buyer  was  giving  orders  much  in  excess  of  his 
requirements,  in  the  hope  of  securing  these  requirements 
from  a short  stocked  supply,  whereas  this  year  any  orders 
booked  are  definite  and  final  contracts. 

In  pursuance  of  the  policy  of  keeping  H.M.  Trade  Com- 
missioners in  personal  touch  with  conditions  in  the  old 
country,  the  Imperial  Department  of  Overseas  Trade  has 
invited  Mr.  L.  B.  Beale,  H.M.  Trade  Commissioner  for  the 
Prairie  Province  and  British  Columbia,  to  return  to  Eng- 
land, and  he  left  Winnipeg  at  the  end  of  March  for  a three 
months’  visit. 
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The  Shoe  Repair  Man 

k : * 


Shoe  Repairing 
Costs  and  Prices 


Conditions  Unsettled  Slashing  of  Prices 
Not  Necessary  -Know  Your  Costs 

IN  times  of  declining  values  those  who  are  delayed  in 
bringing  down  prices  in  any  field  whatever  are  broadly 
characterized  as  “profiteers.”  This  term  has  even  been 
applied  to  the  shoe  repair  man  in  some  sections.  As  a result 
of  this,  and  as  a result  of  general  business  depression,  we 
see  a widespread  tendency  towards  price-cutting.  Now, 
the  Shoe  and  Leather  Journal  has  been  a 'consistent 
advocate  of  fair  prices.  And  by  fair  prices,  we  mean  prices 
that  are  fair  not  only  to  customers,  but  sellers  of  shoes,  ser- 
vice or  repairs.  Consequently,  the  question  of  repair 
prices  will  bear  an  impartial  scrutiny,  with  a view  to  deter- 
mining the  right  course  for  the  average  repair  man  to 
follow.  High  prices  are  to  be  deplored,  but  even  so  are 
ridiculously  low  prices.  For  there  is  a point  below  which 
further  reduction  of  prices  does  not  result  in  stimulation  of 
business,  but  only  takes  money  from  the  pocket  of  the 
seller. 

In  some  quarters  a reckless  tendency  towards  lowered 
prices  is  noted.  But  as  yet  there  is  no  basis,  for  this  to 
become  widespread.  Prices  of  some  materials  have  fallen, 
and  to  that  extent  repair  men  are  justified  in  cutting  their 
prices.  There  is  also  justification  for  the  suggestion  that 
merchants  and  manufacturers  should  assist  in  a return  to 
normal  by  a slight  anticipation  of  reductions.  In  this  way 
some  loss  may  be  taken  but  at  the  same  time  a healthy  tone 
is  given  business  by  indication  on  the  part  of  merchants 
that  they  are  willing  to  help  in  reconstruction. 

Standard  price  lists  have  been  worked  out  by  the 
various  Associations.  We  reproduce  the  latest  revision  of 
the  Vancouver  price  list  and  also  the  Toronto  price  list. 

Vancouver  Toronto 

Men’s  Full  Soles  and  Heels,  Leather $3.50  $3.25 


Men’s  Full  Soles  and  Heels,  Neolin 2.75  3.00 

Men’s  Half  Soles  and  Heels,  Sewn, 

Leather...... ...... 2.25  2.50 

Men’s  Half  Soles  and  Heels,  Nailed 

Leather.... 2.25  2.25 

Men’s  Portland  or  Neolin  Half  Soles 

and  Heels.. 2.25 

Men’s  Half  Soles  Only,  Sewn  (Hand 

Sewn  35  cents  extra).. 1.85  1.90 

Men’s  Half  Soles  Only,  Nailed 1.75  1.65 

Men’s  Heels,  Leather .65  .60 

Men’s  Heels,  Rubber . 60  .60 

Men’s  Heels  and  Steel  Plates 80 

Men’s  Hob  or  Hungarian  Nails.... .50  up  .50 

Men’s  Toe  Caps... LOO  .75 

Men’s  Heel  Linings .50  up  .75  up 

Men’s  Toe  Pieces.... .40  up  .60 

Men’s  New  Heels.: 1.25  1.00  up 

Men’s  Rubber  Heels. 75  .75 

Women’s  Soles  and  Heels,  Neolin 2.50  3.25 

Women’s  Soles  and  Heels,  Sewn 1.85 


Vancouver  Toronto 


Women’s  Soles  and  Rubber  Heels 

Sewn 1.85 

Women’s  Soles  and  Heels,  Nailed 1.75 

Women’s  Soles  Only,  Sewn  (Hand 

Sewn  25  cents  extra) 1.45 

Women’s  Soles  Only,  Nailed 1.35 

Women’s  Turned  Soles  and  Heels,  from  2.25  up 

Women’s  Turned  Soles  Only from  2.00  up 

Women’s  Heels,  Leather .40  .40 

Women’s  French  Heels .50 

Women’s  Heels,  Leather,  Enamelled.  ..  .50 

Women’s  Heels,  Rubber,  Black .50 

Women’s  Heels,  Rubber,  Tan .60 

Women’s  New  Heels,  Cuban.... 1.25  1.25  up 

Women’s  New  Heels,  French 1.50  1.25  up 

Women’s  Toe  Pieces from  .30  .40 

Women’s  Toe  Caps 65  .75 

Boys’  Soles  and  Heels,  Sewn,  3 to  5 2.00 

Boys’  Soles  and  Heels,  Nailed,  3 to  5..  1.85 

Boys’  Soles  Only,  Sewn,  3 to  5 ....  1.60 

Boy’s  Soles  Only,  Nailed,  3 to  5 1.35 

Boy’s  Heels,  3 to  5. .50 

Youth’s  Soles  and  Heels,  Sewn,  11  to 

13#,  $1.35,  13#  to  2 1.60 

Yotith’s  Soles  and  Heels,  Nailed,  11  to 

13#,  $1.40,  13#  to  2 1.45 

Youth’s  Soles  Only,  Sewn,  11  to  13#, 

$1.10;  13#  to  2 1.25 

Youth’s  Soles  Only,  Nailed,  1 1 to  13#, 

$1.10;  13#  to  2.. 1.10 

Youth’s  Heels,  11  to  2 50  .50 

Youth’s  Toe  Caps .65  up  .75 

Children’s  Soles  and  Heels,  6 to  10 1.15 

Children’s  Soles  and  Heels,  Nailed, 

6 to  10. 1.00 

Children’s  Toe  Caps,  6 to  10 .50  up 

Children’s  Heels,  6 to  10—. .35  .40 

Children’s  Toe  Caps. .50  up 

Red  Rubber  Heels. .65 

White  Rubber  Heels 1.65 

Elastic  Sides per  set  1.15  up 

Patches,  Sewn .25  up  .25 

Cement  Patches.. .50  “ .50 

Rips..... 15  “ 

Buttons  on  Boots... .25  “ .25  up 

Buttons  on  Oxfords .15  “ 

Men’s  New  Tongues 50  “ 

Ladies’  New  Tongues .50  “ 

Dyeing  Shoes .50  “ .50 

Box  Toes ; 1.25“ 

Heel  Counters 1.25  “ 1.50 

Calks.... each  .01# 

White  Leather Extra 


In  the  establishment  of  these  lists  many  weeks  were 
taken  up,  and  much  discussion  on  the  question  of  costs. 
The  basis  of  any  selling  price  should  be  cost,  plus  a reason- 
able profit.  And  cost  may  be  divided  into  material,  labor, 
and  overhead,  the  latter  covering  such  items  as  rent,  taxes, 
light,  heat,  power,  advertising,  etc.  Consequently  any 
repairman  can  check  his  figures,  however  roughly,  against 
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standard  selling  prices,  and  see  whether  he  is  getting  a fair 
return  on  his  labor  and  energy. 

Considerable  variation  will  be  noted  in  different  parts 
of  the  country  for  different  classes  of  work,  but  it  is  remark- 
able how  close  two  repair  men  who  know  their  costs  will 
come  to  each  other  in  figuring  the  proper  charges  for  the 
same  job.  In  the  above  list  we  have  inserted  only  a few 
of  the  Toronto  figures  for  two  reasons:  first,  because  in  the 
two  localities  many  differences  are  noted  in  the  description 
of  the  work  or  assembling  of  charges,  and  secondly,  because 
the  Toronto  list  has  not  been  officially  revised  for  a year, 
and  many  of  the  members  have  diverged  from  the  charges 
then  established,  to  a greater  or  less  extent.  In  a later 
issue  we  will  give  greater  details  as  to  methods  and  figures 
in  Toronto  and  neighborhood. 

Prices  Not  Rigid 

As  a matter  of  fact,  the  prices  established  in  any  locality 
are  not  rigid.  An  arbitrary  basis  is  fixed,  usually  as  a 
minimum,  and  it  must  legally  be  left  to  the  discretion  of 
individuals  as  to  how  far  they  will  follow  any  association 
list.  A repair  man  who  takes  pride  in  turning  out  high-class 
work  is  not  ashamed  to  ask  a proper  price  for  it.  And  the 
customer  is  always  willing  to  pay  for  the  class  of  work  and 
material  that,  while  not  low  in  price,  is  really  economical 
in  the  long  run.  One  repair  man  remarked  that  he  had  seen 
work  turned  out  as  finished  that  he  would  not  have  allowed 
to  leave  his  shop.  There  is  no  question  but  that  the  question 
of  prices  and  quality  go  hand  in  hand.  And  the  repair  man 
who  sends  out  a pair  of  shoes  of  which  he  is  not  proud  not 
only  has  no  right  to  charge  high  prices,  or  even  average 
prices,  but  is  a detriment  to  the  trade  as  a whole. 

Price-cutting 

Price-cutting  as  a means  of  increasing  business  is  sound, 
up  to  a certain  point.  But  the  possibility  of  stampeding 
the  whole  trade  is  fraught  with  so  many  perils  that  it  might 
easily  be  disastrous.  Quality  of  material  and  workmanship 
must  be  maintained,  or  the  whole  fabric  of  the  shoe  repair 
business  falls  to  pieces.  The  basis  of  the  repair  trade,  as 
every  other  trade,  is  first  class  work,  and  fair  profits.  The 
shoe  repair  man  who  knows  his  business,  and  consequently 
his  costs,  sees  a competitor  advertising  “slaughter  prices.” 
It  is  a sign  to  him  that  business  with  the  other  fellow  is 
poor.  And  the  reason  for  that  has  lain,  not  with  prices, 
but  with  the  other  fellow. 

Time  to  Think 

Reduction  in  prices  of  new  shoes,  however,  provides 
the  shoe  repair  man  with  material  to  think  about.  There 
is  no  doubt  that  a certain  margin  must  be  maintained 
between  new  shoes  and  repaired,  or  rebuilt  shoes.  Just 
what  that  margin  should  be  will  be  settled  by  time,  and  by 
the  type  of  service  rendered  by  the  repair  man.  The  repair 
business  in  Canada  is  rapidly  assuming  the  proportions  of 
an  industry.  As  such,  it  must  stand  on  a firm  foundation, 
so  that  the  questions  of  costs,  prices,  and  profits  are  vital. 
We  propose  to  go  into  some  more  details  in  subsequent 
issues  dealing  with  some  of  these  phases. 


A SUCCESSFUL  REPAIRING  BUSINESS 

An  interesting  address  on  this  question  was  given 
recently  by  Mr.  H.  J.  Stone,  to  one  of  the  English  Repair 
Associations. 

“The  first  thing  a shoe  repairer  must  study  is  the  class 
of  trade  he  intends  to  cater  for.  The  best  and  most  profit- 
able is  the  light  or  medium  class  trade.  This  class  of  trade 
prefers  a nice  clean  shop,  where  work  is  finished  on  the  date 
promised,  where  repairs  are  finished  neatly  and  cleanly,  and 
where  fair  prices  are  charged.” 

He  went  on  to  explain  his  system  of  working.  He 


did  not  wish  to  interfere  with  the  man  who  was  satisfied 
with  his  present  position  in  the  least,  but  to  the  man  who 
wished  to  make  progress  in  his  business,  he  earnestly  advised 
him  to  take  full  advantage  of  the  modern  methods  which  had 
been  introduced  into  the  trade.  Whenever  a man  found  it 
possible  to  introduce  labor  saving  materials  and  machinery 
he  should  do  so  without  hesitation.  By  this  he  did  not 
wish  to  convey  the  impression  that  the  machines  would 
do  the  work  better  than  it  could  be  done  by  hand,  but  they 
most  certainly  would,  with  proper  usage,  do  repairs  both 
satisfactory  to  the  repairer  and  customers  in  a quarter  of 
the  time. 

He  always  made  it  a practice  to  bench  a certain  amount 
of  work  by  dinner  time,  and  this  rule  had  become  almost 
a foreman  to  him.  If  he  stopped  talking  to  a customer,  it 
seemed  to  tap  at  his  back  and  say,  “Come  on,  buck  up, 
your  work  is  falling  behind.”  Thus,  without  appearing  to 
be  in  a hurry,  it  was  surprising  to  see  the  amount  of  work 
which  could  be  turned  out.  The  whole  secret  of  the  thing 
was  system.  Each  tool  should  have  a separate  place  on  the 
bench,  and  be  kept  there  when  not  in  use.  Levelling  should 
be  kept  in  a small  scrap  box,  and  not  amongst  the  tools. 

“Commence  your  finishing,”  he  said,  “at  the  same 
time  each  day.”  Personally  he  always  commenced  at  two 
p.m.  After  tea  he  would  commence  a little  sewn  work, 
taking  things  more  easily. 

Then  as  to  window  dressing.  The  thing  to  catch  the 
public’s  eye  was  a good  show  of  work  and  goods,  and  this 
they  must  have.  A smart  and  well  finished  show  of  stock 
repairs  must  be  on  view. 

“When  doing  show  repairs  for  the  window,  start  with 
two  or  three  pairs,  and  pay  the  greatest  attention  to  details. 
Have  them  fitted  on  boot  stands,  showing  the  bottoms,  and 
their  smart  appearance  will  surprise  you.  They  can  be 
brightened  up  at  each  periodical  window  dressing  with  a 
little  boot  polish,  and  their  smartness  will  be  retained. 

“Now,  gentlemen,”  said  Mr.  Stone,  “we  come  to  the 
parting  of  the  ways,  as  it  were.  If  a man  works  in  a factory 
and  he  does  not  keep  up  -to  date  with  his  work,  he  gets  the 
sack.  It  is  the  same  with  the  out-of-date  repairer,  who 
cannot  understand  why  the  only  people  who  come  in  his 
shop  are  the  folk  with  toecaps,  and  other  rough  jobs,  who 
forget  him  when  they  want  a decent  straightforward  repair 
executed.  Remember,  there  is  good  work  in  every  district, 
and  if  you  are  not  getting  your  fair  share  it  is  time  you 
altered  your  ways.  I feel  confident  that  any  man  who  will 
seriously  consider  and  practice  the  methods  I have  endeav- 
ored to  explain  to  you  this  evening,  will  be  surprised  and 
delighted  with  the  results  which  will  be  obtained.” 


ORTHOPEDIC  BOOTMAKING 

S.  Friedman,  who  conducts  a large  boot  and  shoe 
repairing  shop  in  Vancouver,  states  that  as  rents  and  wages 
are  still  high,  and  the  former  still  advancing,  and  the  latter 
not  dropping,  and  as  the  price  of  the  better  grades  of  leather 
does  not  come  down,  shoe  repairers  are  unable  to  reduce 
prices  to  the  public.  Three  years  ago  his  rent  was  $50,00, 
and  it  has  since  been  periodically  raised  first  to  $75.00, 
then  to  $90.00,  and  recently  he  was  compelled  to  take  a 
lease  for  $150,  and  his  shop  is  no  exception  to  the  rules  as 
far  as  rents  are  concerned. 

Mr.  Friedman’s  specialty  is  making  boots  for  crippled 
feet,  “Orthopedic  Bootmaking.”  He  comes  from  Russia, 
and  has  been  engaged  in  this  special  line  for  over  forty 
years.  It  is  interesting  to  note  that  he  is  consulted  by 
doctors,  who,  in  some  cases,  at  his  advice  have  abandoned 
the  steel  brace  for  weak  ankles  and  muscles  to  be  replaced 
by  shoes  specially  manufactured  by  Friedman,  entirely  out 
of  leather,  and  to  the  great  relief  of  the  patient. 

To  such  an  extent  has  this  science  been  advanced  that 
orders  have  been  sent  from  as  far  away  as  London,  England, 
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accompanied  by  accurate  measurements  and  careful  draw- 
ings by  architects  of  the  crippled  feet,  which  are  to  be  shod 
by  the  Vancouver  shoemaker.  ' 

The  original  model  is  made  of  soft  cedar  patched  with 
soft  leather,  the  final  model  or  last  being  made  of  harder 
wood,  usually  maple.  Mr.  Friedman,  during  reconstruc- 
tion days,  was  a constant  visitor  at  the  military  hospitals, 
and  while  plying  his  trade  has  brought  relief  and  consolation 
to  many  a war-scarred  veteran  whose  feet  had  been  twisted 
or  partly  destroyed  during  the  recent  conflict.  In  most  of 
the  cases  he  not  only  made  these  boots  for  the  hospital 
inmates  with  the  consent  of  the  nurses  and  doctors,  but  as 
a result  of  consulation  with  them. 


TORONTO  REPAIR  ASSOCIATION 

The  regular  meeting  of  the  Toronto  Shoe  Repair  Asso- 
ciation was  held  on  Thursday  evening,  April  28th,  with  the 
president,  Mr.  S.  Burnett,  in  the  chair.  The  attendance 
was  not  as  large  as  usual,  partly  on  account  of  the  bad 
weather.  The  meeting  was  not  of  a strictly  business  nature, 
so  the  discussion  ranged  far  and  wide.  One  is  impressed 
by  the  versatility  of  the  members  of  the  shoe  repair  trade. 
Discussions  took  place  covering  Income  Tax,  prices,  bureau 
of  statistics,  prohibition,  bootlegging,  grafting  and  bolshev- 
ism. The  only  thing  that  prevented  a definite  settlement 
of  all  the  above  questions  was  the  absence  of  the  proper 
officials  to  take  heed  of  the  advice  given.  A good  time 
was  had  by  all,  however,  and  after  a decision  to  appoint 
an  organizer  to  round  up  new  members  and  delinquents, 
the  meeting  adjourned  about  eleven  o’clock. 

JOBBERS  HONOR  VETERAN  REPAIR  MAN 

One  of  the  nicest  features  of  the  recent  dance  given 
to  the  Toronto  Shoe  Repair  Association  by  the  jobbers  was 
the  announcement  of  Mr.  Wm.  Beal  that  a special  presen- 
tation was  being  made  to  Mr.  and  Mrs.  Wm.  Irving,  of 
Shanly  street,  Toronto.  Mr.  Irving  and  his  wife,  who  are 
both  seventy-seven  years  of  age,  have  been  identified  with 
the  shoe  retail  and  repair  trade  in  Toronto  for  a matter  of 
over  sixty  years.  They  came  to  Toronto  over  forty  years 
ago,  and  have  been  well  known  figures  in  the  trade  ever 
since.  The  presentation  which  was  announced  has  now 
been  made,  and  took  the  form  of  a cut  glass  vase  on  a silver 
base.  The  Shoe  and  Leather  Journal  joins  with  their 
other  friends  in  wishing  the  recipients  many  more  years 
of  happiness  and  prosperity. 

SHOE  PRICES  AS  LOW  NOW  AS  MANUFACTURERS 

CAN  MAKE  THEM,  SAYS  JOHN  D.  PALMER 

While  materials,  particularly  leathers  of  nearly  all  kinds, 
had  been  greatly  reduced  in  price  during  the  past  year,  the 
selling  price  of  the  finished  shoe  in  Canada  cannot  be  reduced 
to  the  same  extent,  owing  to  the  fact  that  labor  is  still  cost- 
ing one  hundred  per  cent,  more  than  in  pre-war  days  and 
overhead  is  also  very  largely  increased. 

Based  upon  these  facts,  John  D.  Palmer,  president  of 
the  Hartt  Boot  & Shoe  Co.,  Limited,  and  vice-president 
of  the  Canadian  Shoe  Manufacturers’  Association,  made 
some  important  predictions  as  to  the  outlook  in  the  Cana- 
dian shoe  industry,  and  as  to  prices,  at  the  annual  dinner  of 
the  travelling  salesmen  and  execut  ve  heads  of  the  Hartt 
Company. 

Labor  and  overhead  costs,  he  said,  had  not  yet  begun 
to  decline  to  any  noticeable  extent,  and  when  a decline  came 
it  would  naturally  be  spread  over  a long  period  of  time  and 
would  come  about  through  a very  gradual  process.  iHe 
therefore  declared  himself  as  confident  that  there  could  be 
no  further  substantial  reduction  in  shoe  prices  to  the  con- 
sumer for  some  time.  Peak  prices  had  already  been  reduced 


by  the  manufacturers  about  one-third,  he  ’said,  and  they 
had  been  compelled’  to  [absorb  great  losses  in  the  readjust- 
ment of  values. 

When  touching  upon  the  losses  the  shoe  industry  had 
sustained  during  the  past  year  or  two,  he  incidentally  men- 
tioned that  he  believed  the  imposition  of  the  luxury  tax  had 
been  responsible  for  a very  large  proportion  of  the  losses 
and  cited  that  as  an  illustration  of  how  Government  inter- 
ference of  any  kind  with  a well  developed  and  highly  com- 
petitive industry  in  a country  always  causes  disaster.  He 
expressed  the  hope,  however,  that  all  of  these  conditions 
were  a matter  of  history  and  that  they  would  not  be  repeated 
during  the  life  of  the  present  generation.  But  he  pointed  out 
that  it  would  take  the  shoe  manufacturing  industry  quite  a 
long  time  to  come  back  to  its  former  position  or  to  a profit- 
able basis. 


VANCOUVER  REPAIR  NOTES 

Mr.  McLaren  has  opened  a new  stand  on  Georgia  and 
Clark  drive. 

Mr.  Yenson  has  opened  a repair  stand  on  the  New 
Westminster  road. 

An  attempt  of  burglary  was  made  on  the  store  of  J.  H. 
Jeffries,  957  Granville  street. 

S.  Maruki  has  taken  over  the  stand  of  H.  Stebbing, 
and  has  installed  a power  finisher. 

Mr. , Clark  has  taken  over  the  Standard  Repairing 
Store,  at  Robson  and  Granville  streets. 

The  home  of  H.  Stebbing  has  been  presented  during  the 
week  by  Dr.  Stork  with  a fine  bouncing  son  and  heir. 

Mr.  Fowler’s  store,  on  Pender  street,  was  again  entered 
. on  Sunday.  This  makes  the  third  Sunday  in  succession. 

B.  Hirato’s  store  on  Powell  street  was  entered  and 
about  fortv  dollars’  worth  of  leather  and  goods  were  taken. 

Mr.  J.  Beaton,  who  last  fall  sold  out  his  stand  on 
Smyth  street,  has  purchased  the  stand  of  Mr.  Jeates,  at 
1880  Powell  street. 

Mr.  J.  Moorey,  of  Fourth  avenue  west,  has  installed 
one  of  the  latest  models  of  Landis  stitchers.  Mr.  Moorey 
now  has  two  stitchers  of  this  kind  in  operation. 

Mr.  D.  Murray,  of  Robson  street,  has  moved  into  his 
new  store,  two  doors  west  of  his  old  stand.  The  store  is 
a great  improvement,  being  much  more  convenient. 

The  cry  for  heavy  bends  is  still  as  great  as  ever.  The 
scarcity  is  very  acute  in  places,  the  lack  of  good  heavy 
leather  curtailing  the  output  of  several  small  makers. 

Another  epidemic  of  burglaries  has  broken  out.  The 
store  of  Campbell  Bros,  was  broken  into  during  the  night 
and  several  pairs  of  new  boots  and  a quantity  of  laces  were 
stolen. 

Death  has  claimed  one  of  the  old  timers  in  the  trade 
in  this  city,  Frank  Taylor  having  being  found  dead  in  his 
room.  Deceased  came  west  from  Toronto  about  fifteen 
years  ago. 

A new  price  list  of  repairing  has  been  issued  by  the 
Vancouver  Repairing  Association,  showing  a slight  reduction, 
principally  in  soling  and  heeling.  Nearly  all  other  work 
is  left  at  the  old  standard  price. 

Mr.  H.  J.  Wood,  who  has  been  with  the  20th  Century 
Repair  Shop,  on  Hastings  street,  for  the  last  two  years,  has 
taken  over  the  stand  of  Mr.  Fowler  on  Pender  street.  Mr. 
Woods  came  from  Nanaimo  to  Vancouver. 

Trade  amongst  the  shoe  repairers  has  shown  a decided 
improvement  during  the  last  two  weeks.  The  weather 
has  been  bright  and  warm,  which  has  had  an  appreciable 
effect  upon  the  number  of  people  seen  on  the  streets  in 
smart  spring  attire. 

We  regret  to  report  the  sad  and  sudden  death  of  Mr. 
W.  Bowden,  of  Sapperton,  New  Westminster,  which  occurred 
at  his  home  during  the  night  of  April  12th.  Mr.  Bowden, 
who  has  always  appeared  to  be  in  good  health,  was  working 
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at  the  bench  up  tp  nine  o’clock  on  the  same  evening  and  he 
retired  an  hour  or  so  later.  During  tlic  night  he  was  awak- 
ened by  a fit  of  coughing,  and  before  medical  aid  could  be 
summoned  he  had  passed  away  from  heart  failure.  The 
deceased  was  a native  of  Dundee,  Scotland,  leaving  that 
town  and  arriving  at  Halifax  fifteen  years  previously  to  the 
day  of  his  death. 


REPAIR  NOTES 

The  shoe  repair  business  may  be  proud  of  the  enter- 
taining talent  found  in  the  trade  and  its  allied  interests. 
For  instance,  at  the  recent  Hamilton  banquet  the  music 
was  provided  by  McWilliams’  Orchestra.  Mr.  McWilliams 
is  a member  of  the  Hamilton  Association,  and  the  orchestra 
is  one  of  his  hobbies.  During  the  evening  musical  selections 
were  given  by  Mr.  Ingram,  of  Adams  Bros.,  Toronto,  and 
by  Mr.  Smallman,  of  Toronto.  The  previous  week  one  of 
the  features  of  the  Toronto  Association’s  dance  was  pro- 
vided by  Mr.  Arthur  Jeeves,  son  of  one  of  the  Toronto- repair 
men.  Doubtless  there  is  a lot  more  talent  in  the  trade,  and 
if  it  were  all  collected  a program  of  a high  calibre  could  be 
put  on. 

Speaking  at  the  Hamilton  banquet,  a wholesaler  said 
that  in  five  years  he  had  not  made  one  bad  debt  from  an 
Association  member. 

The  general  feeling  exists  among  repair  men  and  their 
friends  in  the  trade  that  for  the  present  prices  should  not 
be  lowered.  It  is  only  in  recent  years  that  prices  have 
been  put  up  to  the  point  wrhere  they  are  on  a sound  basis, 
and  a material  decrease  could  only  be  done  by  producing 
inferior  work. 

In  the  course  of  his  remarks  at  Hamilton,  Mr.  Burnett, 
president  of  the  Toronto  Association,  said  that  the  Hamilton 
Association  evidently  knew  a good  thing  when  they  saw  it; 
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for,  though  they  elected  a new  president  each  year,  they 
had  always  kept  Mr.  Wilton  as  secretary-treasurer. 

Mr.  Legg,  of  the  St.  Catharines  Association,  claims  an 
enviable  record  for  that  Association,  as  every  member  is 
paid  up  for  the  year. 

Mr.  Pettit,  of  the  Brantford  Association,  advises  repair 
men  to  work  closely  with  their  wholesalers.  Wholesalers 
do  not  want  goods  returned,  any  more  than  a good  repair- 
man wants  to  get  material  of  the  type  he  is  obliged  to  return. 

H.  C.  Clendenning,  when  covering  the  Maritime  Prov- 
inces for  the  Universal  Shoe  Machinery,  has  reported  a fine 
lot  of  business  developing  in  his  territory.  Mr.  Clendenning, 
while  new  to  the  trade  personally,  is  fully  experienced  in 
the  shoe  repair  machinery  business,  and  is  particularly 
conversant  with  the  Universal  line. 

Jas.  Clayton,  of  193  St.  Joseph  boulevard,  Lachine, 
Que.,  is  installing  a new  universal  model  F.K.  finisher  with 
motor. 

The  East  End  Shoe  Repair  Store,  662  King  street  east, 
Hamilton,  sustained  a loss  by  fire  recently.  Using  gasoline 
to  clean  some  machinery  was  the  cause.  The  damage  was 
estimated  at  $500. 

Eaton’s  Bootery,  of  St.  John,  N.B.,  have  a very  up-to- 
date  shoe  repair  department  which  is  in  charge  of  Mr. 
Morris  Kominsky.  One  of  the  attractions  is  the  manner 
in  which  they  have  their  Goodyear  stitching  machine  dis- 
played in  their  front  window  of  the  repair  store. 

A shoe  repair  store  has  recently  been  opened  at  Nara- 
mota,  B.C.,  under  the  proprietorship  of  Mr.  Hanck. 

A HINT  FROM  LETHBRIDGE 

Gentlemen, — I have  a hint  for  shoe  repairers.  To  make 
a shoe  look  good  and  last  longer  after  repairing — as  you 
finish  your  shoes  on  the  buffing  wheel  use  Castile  soap 
together  with  wax.  This  will  not  spoil  the  shine  and  will 
keep  water  out  longer. 

S.  Rasmussen, 

O.  K.  Repair  Shop. 

A GOOD  SIGN 

“Stop  that  Hole  and  Avoid  a Cold,”  is  the  startling 
sign  that  occupies  a prominent  position  in  the  show  window 
of  John  F.  Artiger,  one  of  the  leading  shoe  repairmen  of 
the  Steel  City.  It  is  an  invitation  for  the  public  to  step  in 
and  get  their  shoes  repaired.  The  card  goes  on  to  enumer- 
ate the  penalties  that  follow  when  health  is  endangered  by 
one’s  feet  getting  wet,  etc.  Mr.  Artiger  stated  that  the 
sign  was  a good  “business  getter.” 

Say  precisely  what  you  mean  to  do,  and  Do  exactly 
what  you  say. 


If  you  are  one  of  the  very 
few  houses  in  the  indus- 
try not  handling  the 


“NATIONAL”  SHOE  PLATE 


We  would  like  to  send  you  samples 
and  quote  you  prices. 


MADE  IN  THREE  SIZES— FROM  DRAWN  STEEL 


National  Shoe  Plate  Mfg.  Co. 

160  N.  Wells  St. 

Chicago,  Illinois,  U.S.A. 
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DEATH  OF  JOHN  R.  WALKER 

John  R.  Walker,  sales  manager  of  the  John  Palmer 
Co.,  Limited,  of  Fredericton,  N.B.,  passed  away  at  Victoria 
Hospital  on  April  7th,  following  an  illness  of  pneumonia. 

Mr.  Walker  and  his  wife  were  taken  ill  about  two  weeks 
previously  with  pneumonia,  and  for  some  days  it  was  feared 
they  would  both  succumb,  but  on  Monday  Mrs.  Walker 
came  safely  through  the  crisis  and  Mr.  Walker  seemed  to 
rally  for  a day,  but  on  Wednesday,  April  7th,  his  condition 
again  became  critical  and  he  was  taken  to  Victoria  Hospital 
and  operated  upon.  He  did  not  rally  and  he  gradually 
sank  until  he  passed  away. 

For  over  six  years  hejwas  associated  with  Hiram  Lodge, 
No.  6,  A.F.  and  A.M.,  and  was  Worshipful  Master  at  the 
time  of  his  death.  He  was  also  one  of  the  Fredericton  Curl- 
ing Club’s  most  popular  members  and  was  also  one  of  the 
directors  of  the  local  Y.M.C.A.,  and  it  was  largely  through 


United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 

Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager  G.  W.  Hanlon,  Asst.  Mgr. 


his  efforts  that  the  Y.M.C.A.  proved  successful  since  its 
reorganization  last  year.  He  was  also  prominent  in  other 
branches  of  athletics. 

He  was  41  years  of  age  and  is  survived  by  his  widow, 
three  children,  Robert,  John  and  Betty,  his  father,  of  Bos- 
ton, now  in  this  city,  one  brother  in  the  western  States  and 
one  sister  in  Boston.' 

Mr.  Walker  was  well  liked  amongst  the  trade  at  large, 
and  was  as  popular  outside  Fredericton  as  in  it  on  account 
of  his  frankness,  integrity  and  business  courtesy. 


The  Cut  Rate  Shoe  Store,  105  Simpson  street,  Fort 
William,  Ont.,  opened  for  business  in  November.  This 
location  was  formerly  occupied  by  F.  R.  Gooin.  The 
business  is  owned  by  Buckler  & Son,  and  Mr.  Buckler, 
junior,  is  in  active  charge.  They  also  have  a store  in  Win- 
nipeg. They  tell  us  they  find  business  very  good. 


INFOOT  BRAND 
BRITISH  - MADE 


l 

*- 


SOFT-SOLE  SHOES 

in  Kid,  Silk,  Poplin,  Wool,  etc. 

HARD-SOLE  SHOES 

Sizes  1-6,  Black  and  Tan  Leathers 

INFANTS*  FOOTWEAR  LTD. 

London,  England 
GREENE-SWIFT  BUILDING 
LONDON  - CANADA 


I Infants’  Footwear  i 


Landis  Outfits  are  Money  Makers 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.  No  Royalty 


Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 


Landis  Machine  Co.  lows25uhssa 
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* Your  store  is  judged  by  the  appearance 
of  your  windows. 

Window  displays  made  with  our  fixtures 
create  favorable  impressions  on  the  public 
and  increase  your  sales.  Our  fixtures  are 
well  constructed  and  made  of  selected  wood. 
SEND  FOR  OUR  FREE  CATALOG 

ArtisticljWood  Turning  Works 

Formerly  Polay  Fixture  Service 

521  N.  Halsted  St.,  Chicago,  111. 


Cabinette 

Wooden  Heels 

fo  r 

Ladies’  Shoes 

+ + + 

Manufactured  by 

CANADA  CABINETTE  HEELS 

Limited 

2732-2736  St.  Hubert  St..  Montreal.  Canada 
Calumet  1959 


CLARKE  & CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


Beal’s 

Shoepacks 

for 

Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 

The  R.  M.  Beal  Leather  Co. 

...  ^ , Limited 

Lindsay,  Ont. 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


99 


COLLECTION  OF  SHOES  PRESENTED  TO  ROYAL 
ONTARIO  MUSEUM 

Shoes  that  once  encased  the  little  feet  of  Mary,  Queen 
of  Scots,  shoes  that  belonged  to  her  mother,  Mary  of  Guise, 
dainty  shoes  of  gorgeous  silk  and  satin,  of  red  morocco  and 
black  morocco,  of  blue  and  white  kid,  shoes  with  high  heels 
and  low  heels  and  no  heels  at  all,  shoes  with  square,  pointed 
and  duckbill  toes,  they  are  all  among  the  seventy  pairs  of 
the  historic  collection  of  women’s  shoes  just  arrived  at  the 
Royal  Ontario  Museum  of  Archeology  on  Bloor  street. 
They  are  representative  of  all  the  years  between  Queen 
Elizabeth’s  and  our  time. 

‘ ‘ Let  firm,  well-hammered  soles  protect  the  feet 
Through  freezing  snow,  and  rain,  and  sleet,”  admonishes  the 
rhymster;  but  all  of  these  once  graced  the  ball  room  or  were 
worn  on  danseuses’  magic  feet.  Pale  pink  silk  slippers 
worn  by  Nellie  Torri,  premier  mime  of  grand  opera  once 
upon  a time  in  Paris,  recall  the  days  when  she  danced  her 
way  into  the  Parisians’  susceptible  hearts.  Another  pair 
of  very  small  pink  satin  ballet  slippers  are  autographed  on 
the  inner  sole  by  Emma  Palladino,  1895. 

All  of  these  beautiful  shoes  were  gathered  together  by 
a Scotch  collector,  the  late  T.  Watson  Greig,  of  Glencarse, 
a distinguished  antiquarian  and  the  vice-president  of  the 
Literary  and  Antiquarian  Society  of  Perthshire. 

The  pair  of  black  satin  shoes  that  belonged  to  Mary 
Qqeen  of  Scots  are  remarkable  for  their  smallness  and  their 
simplicity,  which  would,  in  all  probability,  be  relieved  by  a 
diamond  buckle  to  fasten  the  overlapping  straps.  Other- 
wise, there  is  not  much  difference  between  their  shape  and 
those  worn  in  the  ball  room  to-day. 

Most  noticeable  and  strange  to  us  nowadays  is  the  pair 
of  her  mother,  Mary  of  Guise,  or  Mary  of  Lorraine,  (1515-60). 
They  are  of  brown  leather,  with  strange  duckbill  toes.  A 
pair  of  the  time  of  Queen  Elizabeth,  made  of  brocaded 
cloth  of  silver,  is  very  similar  to  the  later  ones  of  Queen 
Anne’s  time.  They  are  of  handsome  brocades,  with  wide 
vamps,  and  a shapely  pointed  toe  and  very  broad  heels. 

One  early  eighteenth  century  brocade  shoe  especially 
stands  out,  on  account  of  being  fitted  with  a patten,  which 
the  ladies  in  Cranford  used  to  have.  In  appearance,  it 
resembles  a flat  sandal,  which  could  be  tied  on  over  the 
instep  to  prevent  the  high  heel  catching  in  the  rough  cobble 
stones  or  to  protect  the  shoe  from  the  damp  or  dirty  pave- 
ments. 

Several  pairs  of  delicately  colored  silk  boots,  which 
lace  up  the  sides  with  silken  cords,  some  of  them  from  the 
trousseau  of  the  Duchess  of  Edinburgh,  are  noticeable 
in  the  collection.  With  them  are  several  pairs  of  slippers 
of  a later  period,  such  as  were  worn  by  the  ladies, of  Hogarth’s 
time,  made  of  satin  or  silk,  with  a high  French  heel,  very 
wide  at  the  bottom  of  the  heel,  set  in  very  far  from  the  back 
of  the  slipper. 

A pair  of  pumps,  of  white  silk,  slashed  on  the  vamp  with 
blue  satin  inserts  and  small  silk  buttons,  that  were  worn 
by  Queen  Alexandra,  goes  to  show  that  there  has  been  very 
little  change  in  woman’s  shoes  during  the  last  few  hundred 
years. 

It  is  through  the  generosity  of  H.  and  C.  Blachford, 
shoe  merchants  of  Toronto,  that  this  splendid,  educative 
collection  has  been  presented  to  the  museum,  It  will  not 
be  on  exhibition,  however,  for  two  or  three  weeks. 


A NEW  WHOLESALE  HOUSE 

The  Ontario  wholesale  shoe  trade  was  recently  increased 
by  the  formation  of  the  York  Shoe  Co.,  which  is  now  doing 
business  at  110  Wellington  street  west,  Toronto.  This 
company  was  formed  with  the  idea  that  there  was  a field 
for  a jobber  who  catered  particularly  to  the  trade  handling 
higher  classes  of  staples  and  also  novelties.  They  are 
handling  a full  line  of  men’s,  women’s  and  children’s  shoes 


made  by  leading  manufacturers  covering  McKays,  welts 
and  turns.  Their  salesmen  are  already  on  the  road  in 
Ontario,  while  their  line  is  being  handled  for  Quebec  by 
Harry  E.  Thompson,  of  Montreal. 

The  brand  names  which  they  have  selected  are  particu- 
larly attractive,  being  “Claridge,  ” “Evelyn”  and  “Mas- 
cot” for  men,  women  and  children  respectively,  and  their 
label  on  the  cartons  is  so  rich  and  attractive  looking  that 
dealers  will  be  glad  to  see  it  on  their  shelves. 

Mr.  A.  J.  Schlueter,  who  is  actively  in  charge  of  the 
York  Shoe  Co.’s  organization,  is  a young  man  of  engaging 
personality  and  endowed  with  plenty  of  courage  and  enthu- 
siasm. He  has  been  in  the  shoe  business  since  1904,  when  he 
joined  the  staff  of  Friedman-Shelby  Shoe  Co.  of  St.  Louis. 
For  the  past  eight  years  he  has  been' with  the  Crown  Shoe 
Co.  of  St.  Louis,  and  his  experience  along  manufacturing 
and  executive  lines  has  been  thorough  and  comprehensive. 
They  are  stocking  an  unusually  classy  line  of  footwear  and 
are  already  pressed  to  take  care  of  their  orders. 

BUDREOS  NEW  DISPLAY  WINDOWS 

Mr.  J.  C.  Budreo,  the  popular  Parkdale  shoe  dealer, 
has  just  completed  improvements  that  give  him  display 
windows  equal  to  the  best.  The  background  is  of  wood 
in  a dainty  gray  color  with  scroll  work  and  carvings  in  relief 
painted  white.  The  floor  is  of  specially  selected  oak  in 
light  natural  finish,  which,  together  with  the  gray  back- 
ground, makes  the  display  of  shoes  stand  out  in  a particu- 
larly striking  manner.  Overhead  concealed  lights  with 
special  reflectors  throw  a daylight  illumination  that  disting- 
uishes the  display  from  its  neighbors  at  night.  Mr.  Budreo 
has  every  right  to  be  proud  of  the  general  appearance  of  his 
store  inside  and  outside. 

BLACHFORD’S  SPORT  SAMPLES  _ _ 

Among  the  most  popular  lines  being  shown  at  the 
present  time  is  a new  range  of  sport  samples  turned  out  by 
the  Blachford  Shoe  Mfg.  Co.,  of  Toronto.  They  include 
the  popular  two-strap  pumps  in  both  Cuban  and  sport  heel 
lasts;  they  include  all  white  buck,  two-strap  effects,  with 
the  imitation  wing  tip,  also  white  buck  two-strap  pumps, 
with  brown  trimming,  and  white  buck  with  gun  metal  trim- 
ming; buff  buck  with  brown  trimming,  gray  buck  with 
patent  trimming,  etc.  Mr.  Chas.  A.  Blachford  reports  that 
the  two-tones  in  wing  tips  and  circular  foxings,  also  ball 
straps  and  circular  foxings,  are  very  popular  selling  lines  at 
the  present  time. 


SHOE  REPAIR  NOTES 

The  registration  is  announced  of  J.  P.  Fazio,  shoe- 
maker, Montreal. 

Under  the  name  of  Canadian  Shoe  Repairing  a business 
has  recently  been  registered  in  Toronto.  It  is  located  at 
325  Yonge  street  and  is  owned  and  operated  by  Mr.  Frank 
Flongo,  who  has  been  in  the  repair  business  for  some  time. 
He  formerly  owned  the  Regent  Shoe  Repair  at  129p2  Church 
street. 

Mr.  S.  A.  Robinson,  Moosomin,  Sask.,  sold  out  his 
business  last  week  and  is  moving  to  Vancouver,  B.C.  He  is 
a shoe  repairer. 

Mr.  J.  A.  Simpson,  shoe  repairer,  of  Oak  Lake,  Man., 
recently  went  into  business  and  is  doing  very  well.  Mr. 
Simpson  was  with  I.  Squires,  shoe  repairer  of  Virden,  Man., 
previously. 

Mr.  J.  D.  Woods,  proprietor  of  the  Veteran  Shoe  Repair 
System,  191 2-1 2th  avenue,  Regina,  Sask.,  which  he  opened 
about  six  months  ago,  reports  that  he  is  doing  well.  He 
formerly  was  with  Geo.  A.  Slaney,  Regina  Shoe  Repair 
System.  Mr.  Woods,  also,  does  orthopedic  work. 
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Tanners’  Oils  & Greases 

% 

Sulphonated  Cod  Oils 
Sulphonated  Neatsfoot  Oils 
Sulphonated  Castor  Oils 
Acid  Fat  Liquors 
Moellon  Degras 

n 

MADE  FROM  CANADIAN  PRODUCTS  AND 
MANUFACTURED  AT  FARNHAM,  QUEBEC. 

n 

Salem  Oil  & Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 


H.HANDELAN  &/TAFF 
°/  ARTI/T/ 

/HOE  ILLU/TRATOR/ 

<jO-^6  W.  RANDOLPH  /'T. 


DISTINCT- 
IVE SHOE 
ADVERTISE- 
MENTS OE 
REAL  SELL- 
ING VALUE 


GOOD  PATTERN  DESIGNING 

IS  AK  ACQUIRED  ART 

‘fitting  the  lines  of  a last  is  not 
a Mechanical  Operation  but  a 
Matter  of  Skill-a  res  ult  of  years 
of  Study  and  Trainind  gs-o 

PATTERN  MAKING  demands  Rare 
Judgement  to  Qi vc  Style  and  Grace- 
full  Lines  and  assure  conformity 
to  the  Original  Last  Outline s 
FITTING  QUALITY  DEMANDS  ACCURACY 

"WHEELER  SOWINGS 

^Lincoln  St.  Boston  Mass  USA. 


COLONIAL  HIDE  COMPANY 

PACKER  and  COUNTRY  HIDES 

Switches  and  dewclaws  off,  fleshed  of 
excess  meat.  Thoroughly  cured  and 
out  of  our  first  salting. 

Well  banked,  shaken  of  salt,  suitable 
tare,  giving  an  excellent  delivery. 


Hgj 


Hide  and  Calfskin  Cellar.  MONTREAL 


OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  Street,  Montreal,  P.Q. 

Quebec,  P.Q.  St.  John,  N.B.  Three  Rivers,  P.Q. 

Ottawa.  Ont.  Windsor,  N.S.  Peterboro,  Ont. 
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SHOE  Tl’F’G  C°  HPARY 


This  is  a representative  shoe  taken  from  a 
sample  of  Misses’,  Children’s  and  Infants’ 
McKays  which  we  make  for  the  trade  for  Fall. 

Jobbers  and  large  buyers  will  find  our  prices 
and  our  merchandise  very  interesting  at  this 
time. 


EASTERN  SHOE  MFG.  CO 

152  Frontenac  Street 
MONTREAL 


NEW  AGENCY  FOR  AMES-HQLDEN-McCREADY 

Mr.  W.  S.  Gordon,  late  of  the  shoe  firm  of  D.  Gordon 
& Co.,  Charlottetown,  has  been  appointed  distributor  for 
the  province  of  Prince  Edward  Island  for  the  Ames-Holden- 
McCready  line  of  rubber  footwear,  tires  and  tubes.  A 
stock  sufficient  for  the  trade  will  be  carried. 

Mr.  Gordon'  expects  to  be  ready  for  business  about  the 
first  of  September,  in  his  own  building,  under  the  firm  name 
of  Gordon  & Company,  where  the  offices,  sample  room  and 
warehouse  of  A.H.M.  Limited,  will  also  be  situated.  Mr. 
F.  S.  Steen  will  continue  to.  represent  Ames-Holden-Mc- 
Cready,  Limited,  on  the  Island. 

THE  V-TOE  EVIL 

Everett  Dunbar,  the  footologist  of  Lynn,  declares  that 
the  V-shape  toe  on  shoes  is  a greater  evil  than  high  heels. 
V-toes  are  on  shoes  for  men,  women  and  children,  while  high 
heels  are  only  on  stylish  shoes  for  women.  To  grasp  the 
fingers  tightly  and  try  to  flex  the  hand  or  the  wrist  is  difficult. 
“Likewise,”  says  the  footologist,  “does  the  V-shape  shoe 
grasp  the  toe  and  hold  the  entire  foot  in  a vice,  preventing 
the  free  and  the  natural  flexing  of  both  the  instep  and  the 
ankle  arches.” 

Mr.  Dunbar  recommends  shoes  made  over  lasts  with  a 
straight  inside  edge,  plenty  of  ball  room,  and  a toe  round 
and  graceful,  similar  to  that  made  by  custom  shoemakers. — 
Hide  and  Leather. 

Central  Leather  Co.,  Limited,  is  the  name  of  a firm 
which  has  been  registered  at  Montreal,  Que. 

Mr.  Will  Batstone,  shoe  man  of  Me  Nab  street  north, 
Hamilton,  has  opened  a branch  store  at  148  Locke  street 
south. 


Edwards  S Edwards  Limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 
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Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 

The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 


Increased  Profits  and 
constant  Repeat  Orders 
from  Satisfied  Customers 
is  the  Result  of  Handling 

OUr  “SILVERITE”  Lamb’s  Wool  Soles 

“SHOE  FINDINGS  THAT  SELL” 


“SELWEL”  Cemented  Heel  Lining 
Repairer 


‘WARMTREAD”  Cushion  Insoles  made  of 
“Korxole”  and  White  Cushion  Felt 


THE  SILVERITE  CO. 

Formerly  L.  G.  & S.  S.  COMPANY 
81  High  Street  Boston,  Mass.,  U.S.A. 


“SELWEL”  Stitched  Heel  Lining  Re- 
pairer Stitched  with  a smooth  zig-zag 
stitch. 


NIGROSINE 


STANDARD 

Jet  and  Blue  Shades 


Our  manufacturing  facilities  enable  us  to  guarantee 
regular  and  prompt  deliveries  in  any  quantity. 


Dyestuffs,  Extracts, 
Chemicals  and 
Tanning  Materials 


D.  J.  LARKIN  CO. 

93-95  Broad  St.,  Boston,  Mass. 


These  cuts  illustrate  only  a few 
of  the  Findings  Specialties  we 
manufacture. 

Write  for  Catalog  and  Price  List 
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Bona-fide  advertisements  of  Situations  Wanted  or  Situations  Vacant  in  the  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit — one  inch. 


WANTED — Representative  'calling  on  repair  trade  in 
Quebec  and  Maritime  Provinces  to  introduce  the  most 
complete  line  of  rubber  heels,  soles  and  taps  ever 
shown  in  Canada.  Salesman  would  find  this  a very 
profitable  side-line  provided  he  does  not  handle  com- 
peting line.  For  further  information  write  to  Wids 
Company  of  Canada,  8 Lowther  Avenue,  Toronto. 

FOR  SALE — Shoe  Repair  Store,  established  1913,  18-foot- 
Goodyear  outfit,  electrically  heated,  a busy  business  for 


two  competent  men;  $2,000.00,  one-third  cash,  balance 
on  approved  notes.  Apply  Famous  Shoe  Repair,  2nd 
Avenue  South,  Saskatoon,  Sask. 

WANTED — From  manufacturers  only,  on  a commission 
basis  for  British  Columbia,  line  of  shoes,  felt  slippers, 
rubbers  or  similar  lines  to  go  with  shoes  for  the  whole- 
sale jobbing  trade  or  the  retail  merchants.  Best  of 
references.  Twenty  years  on  the  road.  Apply  Manu- 
facturers’ Agent,  1131  McKenzie  street,  Victoria,  B.C. 


J.  HARDY  SMITH  $ SONS  H,DE 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Belgrave  Gate,  Leicester,  Eng. 


KANGAROO 

R8CHIRD  YOUNG  00. 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

36  and  38  Sprite  Street  ■ NEW  YORK,  U.S.A. 

Sheepskins  Skivers  ‘-Ryco”  Matt  Kid 

Branch:  54  South  Street,  BOSTON,  MASS. 

ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


NEW  CASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White,  Black, 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf.  Splits. 
Indias.  Heavy  Leathers.  Skivers,  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 

NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W . Montreal 
Factory — Wilmington.  Del..  U S. A. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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ALL  ABOARD!”  Direct  through  Connections  from  “HOOF  TO  BE  A.MHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 

International  Hide  Merchants 


NEW  YORK  CHICAGO 


buy” 


PARIS  HAVANA 


BASLE 


bed 


“We  deliver  what  you 


INDEX  TO  ADVERTISERS 
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AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


The  prices  arc  absolutely  right,  but  even  ij  they 
were  higher,  the  quality  of  these  flexible  McKays 
would  be  remembered  long  after  the  price  was 
forgotten. 


INHERE  is  a very  definite 
place  in  every  merchant’s 
stock  for  these  flexible  sole 
McKays  made  to  retail  at  what 
are  known  as  popular  prices. 


With  many  of  the  trade  concen- 
trating on  higher  priced  shoes  in 
times  such  as  these,  it  should 
interest  the  keen  merchant  to 
know  that  he  can  get  in  touch 
with  a line  priced  in  his  interest. 


A fine  example  of  medium  priced  Flexible  Sole  McKays 
made  in  Black  and  Tan  carrying  the  popular  Ball  Strap. 
A Clark  Bros,  product  selling  to  the  leading  jobbers. 


The  merchant  will  be  interested 
to  learn,  also,  that  we  are  offering 
the  jobber  two  grades  in  these 
lines. 


Clark  Bros. 

LIMITED 

St.  Stephen  N.B. 


1 THE 

THIRTY-FOURTH  YEAR 


TORONTO, 

MAY  15,  1921 


‘ 1 ■ - v - ■ 
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To-day,  the  Last  is  first.  Many  new  ideas  are 
offered  by  progressive  manufacturers  who  use 
Bennett  Counters  because  they  preserve  the 
beauty  of  the  Last  and  give  lasting  satis 
faction  to  both  Merchant  and  Wearer. 


BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 


-A 


m 


o*> 


ACTON 

TORONTO 


PUBLISHING  CO.  LIMITED 

MONTREAL 
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^BJJRKS  FALLS" 

CANADA 


OAK 


Solid  Satisfaction 

comes  to  Shoe  Manufacturers  who  use 

Trent  Valley  or  Royal 

OAK 

SOLE  LEATHER 

The  Leather  that  invariably  gives 

Highest  Quality 
Greatest  Value 
Longest  Wear 

Two  Twin  Tannages  of  the  Six 
manufactured  by 

The  Breithaupt  Leather  Co.  Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 


ilWltlllMIlllllUlllltHIllllWmfHllllUllB 
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D & P Counters 

The  clean,  skived  edge  of  the 
“D  & P”  Counter  gives  all  the  soft- 
ness  possible  to  desire.  They  do 
not  cut  the  lining,  they  are  a 
pleasure  to  fit  in  the  store. 

The  manufacturers  are  interested, 
too,  as  are  the  merchants  in  the 
fact  that  they  are  positively  guar- 
anteed. 

DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES: 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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“Baby  Walk”  Shoes  use 
the  Pillow  Insole 


This  gives  an  extremely  flexible,  an  unusually  comfortable 
and  yet  an  exceptionally  stout  shoe. 

All  over  Canada,  “Globe  Pillow  Welts”  have  won  their  way 
into  the  hearts  of  parents  of  young  children. 

The  prices  are  right.  Samples  sent  on  request. 

Also  making  Welts  and  Turns  in  the  Newer  Patterns 
for  Women,  Misses  and  Children 

GLOBE  SHOE,  LIMITED 

TERREBONNE  - - QUE. 


Montreal  Office- — 11  St.  James  St.  Representative — J.  A.  BLUTEAU 
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There  is  no  leather  made  which  rivals  for  appearance, 
texture,  fitting  and  wearing  quality,  and  which  appeals 
so  universally  to  manufacturer,  dealer  and  consumer  as 


DAVIS  CALF 

Made  in  the  most  popular  shades  and  weights  for  both 
Men’s  and  Women’s  Fine  Shoes,  Davis  Varsity  Calf 
is  having  a great  run. 


DAVIS  VEALS 

For  Popular  Priced  Shoes,  with  all  the  prestige  of  finish 
and  sterling  quality  that  means  economy  both  to  manu- 
facturer and  dealer,  Davis  Black  Diamond  Veals 

are  unapproachable  for  Men’s  Welts.  For  dressy,  attrac- 
tive footwear,  within  the  reach  of  all  classes  of  trade, 
there  is  nothing  to  equal  Davis  Cordo  Willow 
Veals,  rich  in  shade  with  outstanding  calf  appearance. 


DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONTARIO 


Mention  “ Shoe  and  Leather  Journal”  when  zvriting  an  advertiser 
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GUARANTEED 


QUALITY 


THE  PANTHER  TRADE-MARK  on  a pair  of  soles  is  your  guarantee  for 
quality.  We  guarantee  this  sole  to  the  shoe  manufacturer,  who  in  turn 
guarantees  to  his  shoe  dealer  a guaranteed  sole. 

PANTHER  GUARANTEED  SOLES  are  not  an  experiment;  they  are  made 
in  Canada  and  have  been  used  with  success  by  the  leading  shoe  factories 
in  Canada  for  years. 

TO  MR.  SHOE  DEALER 

Shoes  with  PANTHER  GUARANTEED  SOLES  are  guaranteed  to  you  for 
perfect  satisfaction  to  your  customer. 


Ask  your  Manufacturer.  He  will  tell  you  about  the 
PANTHER  GUARANTEE 

PANTHER  SURE  STEP  RUBBER  HEELS  are  being  used  by  the  finest  shoe 
factories  in  Canada.  Why?  Because  of  the  quality  and  the  service  they 
render. 

PANTHER  goods  have  a guarantee  behind  them.  You  can  buy  PANTHER 
PRODUCTS  from  any  findings  jobber. 

TO  MR.  SHOE  MANUFACTURER 

You  want  PANTHER  GUARANTEED  SOLES  AND  HEELS.  Communicate 
with  the  factory  for  prices. 


Panther  Rubber  Company 

LIMITED 

Offices  and  Factory: 

Sherbrooke,  Quebec 
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Shoemakers  for  over  a Century  to  the  Particular  Men  and  Women  of  Canada 


'T'HE  “PILGRIM”  Last  gives  full  expression  to  the 
A latest  ideas  and,  when  carrying  the  Ball  Straps,  it 
results  in  a particularly  attractive  shoe  to  the  better 
dressed  man. 

Summer  delivery  of  a line  such  as  this  Russia  Calf  Shoe, 
to  retail  at  $10.00,  will  add  much  to  the  prestige  of 
vour  store. 


MONTREAL,  QUE. 

Toronto  Sample  Rooms:  Room  206  Stair  Bldg.,  No.  123  Bay  Street 
C.  E.  Fice,  Representative 


Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes, 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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Real  Service 


Lasts  and  Patterns 


'JpHIS  season,  speed,  accuracy  and  ideas  have 
counted  more  than  ever  before.  Yet  a high 
standard  of  quality  has  been  an  absolute 
necessity. 


This  has  applied  to  the  manufacture  of  Lasts  as 
much  as  to  the  production  of  shoes. 

Those  entrusting  either  Last  or  Pattern  produc- 
tion to  our  organization  will  find  us  in  a strong 
position  to  serve  them  well  for  Fall. 

Write  or  wire  if  you  want  to  talk  it  over  with 
one  of  our  representatives. 


THE  LARGEST  ORGANIZATION  OF  ITS  KIND 

IN  CANADA 


United  Last  Co.  Limited 

MONTREAL  - - - CANADA 


Mention  “Shoe  and  Leather  Journal”  zvhen  writing  an  advertiser 
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LITTLE  DARLING 
A bright  line  of  standard  and 
novel  shoes  for  the  little  folk. 
Sold  at  moderate  prices  by 
good  Jobbers.  A complete  lint . 


Specializing  on  “Little  Darling’ 
Shoes  for  Infants  and  Children 


Many  years  of  close  concentration  on  this  class  of  shoe  have 
produced  what  is  considered  to  be  a very  attractive  line. 

“Little  Darling”  Shoes  cover  the  entire  range  in  this 
class — Plain  and  Fancy  high  shoes  in  all  leathers  and 
combinations.  Many  new  ideas  in  Sandals.  In  fact 
there  is  nothing  missing  from  this  high-grade  line  sold 
at  very  moderate  prices. 

SOLD  THROUGHOUT  CANADA  BY  GOOD  ’JOBBERS 


LOUIS  GERMAINE 

251  Christoph  Colomb  Montreal 
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EUREKA 


No.  8339 — Royal  Purple  Boarded  Calf 
Brogue  Oxford.  Last  55.  11/8  Heel. 

A high  quality  McKay 


"^~EW  samples  for  Summer  and  Fall  are  just 
completed,  embracing  the  best  of  the  popular 
new  ideas  in  Straps,  Brogues,  Ball  and  Saddle 
Straps.  Shown  in  both  misses’  and  women’s  lines. 

We  can  state  broadlyjThat  these  new  Eurekas  are  in 
a class  by  themselves.  Certainly,  we  have  never 
offered  so  attractive  shoes  and  such  values. 

It  will  more  than  pay  you  to  see  these  samples 
and  if  you  drop  us  a line  when  coming  east,  we 
will  be  glad  to  meet  you  in  Montreal  at  any  time. 


Particular  Jobbers  Everywhere  Sell  Eurekas 
Women’s,  Misses’,  Girls’,  and  Growing  Girls’  McKays 

EUREKA  SHOE  CO.,  LIMITED 

THREE  RIVERS,  QUE. 


P 
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“MONACO’’  A New  One 

TX7E  are  anxious  to  emphasize  the  many  fine 
* * features  of  the  Monaco  Last  as  shown  here. 
In  this,  it  has  been  our  endeavour  to  produce  a last 
that  will  be  appreciated  as  something  fine,  and  we 
leave  it  to  the  good  judgment  of  the  trade. 

The  shoe  is  also  made  to  carry  the  heavy  perforations 
so  much  in  demand.  Made  in  black  and  colors  to 
retail  at  less  than  $10.00. 

SOLD  BY  LEADING  JOBBERS  EVERYWHERE 

Tetrault  Shoe  Manufacturing  Co.,  Ltd. 

Montreal,  Quebec 
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Smart  Styles  for  Summer  Days 


THE  merchant  who  is  able  to  display  footwear 
with  the  charming  daintiness  and  sterling  quality 
that  we  are  able  to  produce  has  a trade  attrac- 
tion that  will  make  this  Summer  season  a profitable 
one  for  him.  For  the  outdoor  social  affairs  of  lawn 
party,  boating  club,  etc..  Fashion  is  as  strict  in  her 
style  demands  as  for  the  functions  of  Winter,  and  it 
means  successful  business  for  you  to  meet  these 
demands.  Shoes  with  all  the  sought-for  snappiness 
and  distinctiveness  are  at  your  call  in  our  line. 

Have  you  ordered  your  lines  of  white  shoes?  Irre- 
sistible in  their  appeal  are  the  models  we  are  showing 
in  Kid,  Buck  and  White  Canvas  Shoes. 

OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 

Owens -Elmes 


Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns. 


Mention  “ Shoe  and  Leather  Journal”  when  -writing  an  advertiser 
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HTHE  G.  L.  & H.  Line  is  divided  into  two  highly 
specialized  groups — a fine  line  of  Women’s 
McKay  Leather  Shoes  and  a large  range  of  Canvas 
for  Women,  Misses  and  Children  that  is  unequalled 
anywhere. 

For  Summer  and  Fall  we  have  introduced  many 
novelties  in  keeping  with  the  fashion  of  the  day. 

SEE  THIS  FULL  LINE  AND  ITS  WONDERFUL  VALUES 


Gagnon,  Lachapelle  & Hebert 

55  KENT  STREET,  MONTREAL 
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As  an  array  of  strong  seasonable  sellers 
our  range  of  White  Canvas  Shoes  is  one 
that  offers  unusual  possibilities  for  every 
dealer. 

It  is  most  complete  in  all  the  favorite 
styles,  including  the  most  saleable  models 
in  Oxfords, — the  highly  popular  One 
Strap  and  Two  Straps  and  Ties. 

They  are  thoroughly  well  made  goods, 
offered  at  moderate  prices,  and  are 

Ready  For  Immediate  Shipment 


The  C.  E.  McKEEN  SHOE  CO. 

LIMITED 


MONTREAL 
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THE  SELLING  LINES 

More  fittingly  than  ever  that  name  applies  to  the  Dalaco, 
Metropolitan  and  Patricia  Brands  this  season.  As  usual 
there  is  no  doubt  about  the  popularity  of  their  styles  or 
the  reliability  of  the  shoemaking  and  they  are  proving  to 
all  who  see  them  that  there  is  no  improving  on  Daoust, 
Lalonde  Values. 

PROFIT  BY  SHOWING  THE  SELLING  LINES 

Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 
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GOOD  FOR  BUSINESS 

Shoes  with  the  good  material,  good  workmanship  and  good  style  of  Williams  Shoes  MUST  be 
GOOD  FOR  BUSINESS.  Shoes  that  give  such  value  in  long  and  satisfactory  service  must 
bring  profit  and  credit  to  the  hundreds  of  merchants  who  sell  them.  Let  the  shoes  prove 
it  to  YOU  in  your  daily  selling. 

WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 

Remember  these  dates,  July  13th  & 14th,  1921 — the  National  Shoe  Retailers’  Convention  at  Toronto. 


£miiiiiimiiiiiiiiiiiiiiiiiiiiiiiiimiiimiiiiiiiiliiiiiiiiiiiiiiiiiiiimiimiiiimiiiiiiii!iiiiimiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiimi! 


Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiimiiimiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiitimiiiifimimiiiiiiriiiiiiiiiiiiimiiiiiiiiiF 
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Bring  Your  Family! 


A Business  -\$lcation  in  the 
Ncttions  Plctyground-NewEftglcinci. 

JULY 

5UN  MON  TUE  WED  THU  FRl  SAT 
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National 3hoe  and  Leather' 
Exposition  and  Style  Show 

^ 1 BOSTON  ' 


For  the  good  of  your  business  you  are  planning  to  take  in  the 
Boston  Style  Show.  Of  course  you  are! 

Add  your  family’s  vacation  to  the  Show  in’one  delightful, 
money-saving  total. 

You  know  the  Exposition  is  the  National  industry’s  official 
O.K.  on  materials  and  finished  product.  The  Style  Show— 
the  official  O.K.  on  advanced  fashions. 

Boston — the  heart  of  the  nation’s  finest  vacation  country. 
July— the  ideal  vacation  month. 

Can  you  beat  that  combination? 

Come  to  historic  Boston’s  great  white  beaches,  windswept 
headlands,  the  green  countryside  stretching  from  her  very 
doors  and  leading  you  by  magnificent  auto  trails  or  railroads 
to  the  White  and  Berkshire  Mountains  or  the  wonderful 
summer  world  of  Maine  and  Cape  Cod. 

You  can  give  your  family  this  vacation  setting  while  you 
attend  the  big  Boston  Style  Show.  Think  it  over! 

Address  Chester  I.  Campbell,  General  Manager, 

5 Park  Square,  Boston,  for  all  information 
regarding  the  Show'  and  New  England 


NATIONAL  SHOE  and  LEATHER 
EXPOSITION  and  STYLE  SHOW 

Mechanics  Buildihg  BOSTON 
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Lawrence 

Leathers 

are 

Reliable 

Leathers 


We  are  specialists  in  the  tanning  of  calfskin  and  side  leather  upper  stock. 

The  size  of  our  tanneries — our  long  experience  and  vigorous  application  of  the 
newest  and  most  progressive  methods  of  tanning — our  facilities  of  every  kind  mak- 
ing toward  efficiency — and,  last  but  not  least,  our  determination  to  produce  only 
such  leather  as  shall  excel  in  every  point  of  value  and  quality  in  the  grade — all 
these  place  us  in  a position  to  assure  the  retailer  the  utmost  in  appearance  and 
wear  from  shoes  in  which  Lawrence  Leathers  have  been  used. 

We  invite  you  to  specify 

For  top  grade  shoes:  GUN  METAL  CALF. 

For  medium  grade:  GUN  METAL  SIDES. 

For  finest  quality  suede  footwear:  WEILDA. 

For  the  next  grade  of  suede:  NUBUCK. 

For  patents:  BLACK  DIAMOND. 


You  will  thus  insure  satisfaction  to  both  yourself  and  the  eventual  purchaser. 

A.  C.  Lawrence  Leather  Co. 

161  SOUTH  STREET,  BOSTON 

NEW  YORK  CHICAGO  ROCHESTER 

CINCINNATI  ST.  LOUIS  PHILADELPHIA 

limillllllllllllllllllllllllllllllllllllllEIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIIIIIlil 
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These 

Staples  Lead 
All  Over 
Canada 


The  “Yamaska”  StaplefLine  is  com- 
plete in  both  Men’s  and  Women’s. 
You  could  fill  every  staple  line'  from 
our  samples — and  have  the  merchan- 
dise you  want. 


As  they  are  sold  principally  to  the  retail 
merchant,  our  salesmen  cover  all  Jof 
Canada.  If  you  are  open  for  a better 
line  of  staples  drop  a line  to-day. 


L&Comp&gnie  JA&M  Cote 


ST.HYACINTHE,  QUE 


o vM//////////wm/sa 
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Remember  the  National  Shoe  Retailers’  Association  Convention,  Toronto,  July  13  and  14 


GOODYEAR  WELTING 

and  the 

“Buy  in  Canada”  Campaign 


We  have  all  proper  respect  and  sympathy  for  the  theory  that 
Canadian  Shoe  Manufacturers  should  “BUY  IN  CANADA” 
when  all  conditions  are  equal. 

We  do  the  same  ; we  buy  in  the  States  WHEN  ALL  THINGS 
ARE  EQUAL,  and  yet,  like  the  Canadian  Shoe  Manufacturers, 
our  business  is  organized  to  manufacture  and  sell  our  merchan- 
dise AT  A PROFIT,  and  when  we  can  BUY  TO  ADVANTAGE 
elsewhere  we  do  so,  and  it  frequently  happens  that  we  are  large 
buyers  of  Canadian  and  English  leather. 

i„  BARBOUR  GROOVED  ENDLESS  WELTING 

You  are  offered  the  opportunity  to  buy  better  Welting  for  less 
money.  The  adverse  exchange  charges  are  absorbed  by  our 
acceptance  of  Canadian  funds. 

AMERICA’S  FINEST  WELTING,  and  making  new  Canadian 
friends  daily. 

Barbour  Grooved  Endless  Welting 


Manufactured  by 


Brockton  Rand  Company 

Brockton,  Mass.,  I .S.A. 
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An  extremely  flexible 
McKay  duplicating  the 
close  trimmed  edge 
and  light  shank  of  the 
turn.  Made  in  fine 
black  Kid  to  sell  to 
better  trade  at  a mod- 


erate price. 


A T this  time  we  want  to  emphasize  particularly  the  fact 
^ ^ that  there  is  an  entirely  new  tone  to  the  “Canadian 
Footwear”  line. 

We  are  offering  shoes  that  will  pass  the  most  critical  as 
fine  merchandise.  The  lasts,  patterns  and  work  are  all  of 
a high  standard.  The  price  is  at  present  under  the  market. 
It  will  be  worth  while  to  see  the  line  for  Summer  and  Fall. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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No.  2181 , Diana  Turn 
in  black  Kid  on  a new 
turn  last.  3%"  vamp. 
Medium  fine  toe.  Good 
filter  across  the  ball.  ^ 


Two  new  lasts  just  added  give  exceptionally  good  fitting  qualities. 
They  carry  a vamp  a little  shorter  than  3jT//.  Heels  are  either 
12/8  or  17/8. 

New  patterns  continue  to  keep  both  Regina  and  Diana  Brands 
to  the  front  with  those  Jobbers  who  are  in  a position  to  fill  the 
demand  for  fashionable  shoes. 

The  Regina  Shoe  Co .,  Limited 

MONTREAL , QUE. 

Diana  Turns  and  Regina  McKays  Sold  by  Jobbers  All  Over  Canada 
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makers  of  Mens 


STYLE  AND  QUALITY  EMBODIED 


itSSMil  May  10,  1921. 


REFERRING  TO 


To  our  Retail  Merchant  Friends, 

Gentlemen : 

We  wish  to  urge  upon  our 

Merchant  friends  the  importance  of  attending  the 
National  Shoe  Retailers  Association  Convention 
to  be'  held  in  Toronto  J uTy’~T3TF~ariH'  llith . 

We  know  of  no  event  during 
the  coming  year  that  can  better  be  turned  into 
an  occasion  of  profit  by  the  Retailers  of  Canada, 
or  of  no  time  or  money  that  can  be  more  profit- 
ably spent  than  the  time  and  money  spent  in  att- 
ending this  "Get  Together"  Convention.  In  urging 
our  friends  to  attend  this  Convention,  we  have  no 
mercenary  motives,  as  the  \Tolume  of  business  now 
being  turned  in  by  our  representatives  in  the  field, 
we  are  pleased  to  state  will  compell  us  to  bring 
our  selling  season  to  a close  before  the  opening 
of  the  Convention,  so  that  w©  will  have  no  line  of 
Samples  on  display  at  Toronto  on  that  date. 

We  wish  to  take  this  oppor- 
tunity of  sincerely  thanking  our  customer  friends 
for  the  splendid  volume  of  business  given  us,  to 
assure  them  of  our  earnest  and  continued  efforts 
to  serve  them  to  their  entire  satisfaction,  and  to 
bespeak  for  the  N.S.R.A.  their  heartiest  support  to- 
wards making  the  coming  Convention  the  splendid 
success  it  deserves  to  be. 


JJMcH/MS 


Sincerely  yours, 

x/11 t^hamHb^lair  limited 

Superintendent 
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The  Independent  Rubber  Co.,  Limited 

Merritton  - - Ontario 


NOW  is  the  time  to  send  your  orders 
for  the  favorite  summer  footwear 

SPEED  KING 
OUTING  SHOES 


ATHLETE 


ALWEAR  PLAYMATE  VACATION 


INDEPENDENT 

Amherst  Boot  Si  Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  Si  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  MoLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co..  Limited  ...  Toronto,  Ont. 


WHOLESALERS 


C.  Weaver  ------  Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  - - London,  Ont. 

T.  Long  Si  Brother,  Limited  - Collingwood,  Ont, 
Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask. 
Dowers  Limited  -----  Edmonton,  Alta, 

The  J.  Leckie  Co..  Limited  - - - Vancouver,  B.C, 


Many  new  models  have  been  added  to 
our  extensive  range  which  are  sure  to 
receive  instant  favor  with  your  trade. 

You  may  be  sure  the  workmanship  and 
Quality  is  in  keeping  with  the  high  stand- 
ard of  Independent  Products  and  you 
can  sell  them  with  the  assurance  and 
confidence  which  GOOD  merchandise 
always  gives. 

Send  your  orders  to  any  of  our  whole- 
salers now.  The  styles,  sizes  and  range 
are  such  that  you  can  meet  any  demand 
in  this  popular  summer  footwear. 


GEM 
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TPHE  Ames  Holden  McCready  system 
of  distribution  represents  the  utmost 
in  service  to  the  Shoe  Merchant  in  Canada. 

Branches  placed  at  distributing  centres 
across  Canada  are  ready  to  serve  at 
your  call. 

The  completeness  of  our  stocks  permits 
sorting  at  all  times. 

Many  new  ideas  for  Summer  and  Fall 
will  be  an  added  feature  in  any  store. 
Reasonably  quick  delivery  on  “Rush” 
business. 

Address  your  nearest  branch. 

Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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LIQUID  QUEBRACHO  EXTRACT 

(Made  “direct  from  the  wood”) 

This  Extract  is  manufactured  from  Quebracho  logs  which  are  chipped 
to  sufficient  fineness  by  specially  made  machinery,  the  chips  then  leached 
in  digesters  and  the  resultant  liquor  concentrated  in  vacuum  pans  until 
it  approximates  a tanning  content  of  35%. 

The  well-known  S.M.  and  S.  M.S.  Brands  of  Liquid  Quebracho  Extract 
are  manufactured  in  this  manner  direct  from  the  Quebracho  logs  and 
contain  valuable  tanning  properties  not  obtainable  by  dissolving  and 
chemically  treating  Ordinary  Solid  Quebracho  Extract. 

Tanners  familiar  with  Liquid  Quebracho  Extract  manufactured  in  this 
manner  prefer  it  to  the  Liquid  obtained  by  dissolving  the  Ordinary  Solid. 

We  are  pleased  to  be  able  to  inform  the  trade  that  we  are  now  in  a 
position  to  offer  this  product  at  prices  that  compare  favorably  with  even 
the  low  price  at  which  Solid  Quebracho  Extract  is  being  offered. 

S.  M.  and  S.  M.  S.  Brands  Liquid  Quebracho  Extract 

made  “direct  from  the  wood,”  basis  35%  tanning, 
ex  dock  New  York. 

PRICE 

Tank  cars  3c.  per  lb. 

Barrels  in  carloads  3\c.  “ “ 

NEW  QUEBRACHO  EXTRACT  COMPANY 

(INCORPORATED) 

80  MAIDEN  LANE  NEW  YORK,  N.Y. 

Sole  manufacturers  and  distributors  on  the  continent  of  North  America  of 

Liquid  Quebracho  Extract  made  direct  from  the  imported  Quebracho  logs. 

Represented  in  Canada  by 

C.  E.  RUSHWORTH 

1005  Royal  Bank  Building,  Yonge  and  King  Streets 

Toronto,  Canada 
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For  Early  Delivery 

/^vRDERS  for  some  weeks  have  all  been  marked  “Rush.” 
^ Many  factories  that  are  not  fortunate  enough  to  have 
our  specialized  capacity  would  be  seriously  embarrassed. 

Those  who  delay  Fall  placing  much  longer  will  be  in  serious 
danger  of  receiving  late  shipment. 

We  make  a complete  line  of  Welts,  McKays,  Turns  and 
Stitchdowns  for  Men,  Boys,  etc.,  and  Women,  Misses,  etc. 

Dufresne  & Locke,  Limited 

Montreal,  P.Q. 

1 

Eli 
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The  end  of  May  the  merchants  will  do  well 
to  check  their  stock  over  most  carefully. 

Some  lines  may  well  be  cleaned  out  at  a 
sacrifice.  Others  should  be  filled  for  the  rush 
that  is  certain  to  come  with  the  Summer 
heat  of  June. 

It  is  at  this  time  that  you  can  best  use  the 
facilities  of  a Jobbing  House. 

It  is  at  this  time  that  we  are  most  anxious 
to  serve  you. 


Our  Canvas  Lines  are  Complete 


James  RoMnson  Comjiany 

Limited 


184  McGILL  STREET 


MONTREAL 
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Maltese  Cross  Rubbers 

Leaders  for  Over  a Quarter  of  a Century 


Consistent  high  quality  year  after  year  has  made  Maltese 
Cross  Rubbers  the  standard  line  of  discriminating  re- 
tailers throughout  the  entire  Dominion.  There  must  be 
a solid  foundation  to  this  dealer  popularity  which  has 
substantially  increased  each  year  during  the  last  quarter 

century. 

It  is  the  exceptionally  high  'class  material  and  skilled 
labor  used  in  fabricating  Maltese  Cross  Rubbers  that 
has  been  instrumental  in  building  this  inestimable 
loyalty.  If  you  are  vitally  interested  in  your  reputation 
— and  we  believe  you  are— you  will  safeguard  it  by 
selling  and  recommending  Maltese'  Cross  Rubbers  to 

your  customers. 


Gutta  Percha  & Rubber,  Limited 


Head  Offices  and  Factory  ::  Toronto 
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What  the  Jicincl  of  the  Printer 
[ffolcls  for  foil 


People  who  have  never  seen  yon  or  your  goods  are  made 
to  see  by  your  printing. 

Your  factory,  of  which  you  are  so  proud,  your  product, 
which  you  have  labored  to  perfect — these  things  are  your 
reason  for  living.  But  most  of  your  customers  and  pros- 
pects get  their  impression  of  you  and  your  work  from 
printed  pages. 


When  you  invite  people  to  send  for  your  printing,  you 
really  invite  them  to  send  for  the  photograph  of  your  life 
work.  The  hand  of  the  printer  moulds  the  public's 
opinion  of  you  and  your  product. 


The  Imprint  that 

Guarantees 

Quality 


We  would  suggest  that  an  Acton  man  demonstrate  to  you 
how  we  can  assist  your  efforts  in  making  your  Catalogue  or 
Booklet  truly  expressive  of  your  business. 


This  mark  is  our  guar- 
antee that  your  order 
will  be  filled  according  to 
specifications. 


ACTON  PUBLISHING  CO. /T«f 

PBHNTEICS  AND  D E S I Q N E ILS 

• • 

TORONTO  -TvlONTREAL 


It  is  like  the  artist's 
name  on  a picture , the 
author's  name  on  a book , 
the  hall-mark  on  a piece 
of  silver.  It  symbolizes 
the  work  of  a quality 
house — a house  that  is 
broud  to  "sign"  its 
finished  product. 

It  means  that  you  are 
getting  the  best  there  is 
in  printing  service  at  a 
price  that  is  justified  by 
the  character  of  the  work: 
printing  that  will  re- 
present your  house  to  its 
satisfaction  and  to  its 
credit  and  profit 
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OWING  to  the  great  demand  for 
a Turn  Shoe  of  INVICTUS 
quality  Geo.  A.  Slater  Limited 
have  decided  to  produce  a com- 
plete line  of  Turns.  Samples  will 
be  ready  for  inspection  on  or 
about  May  15th.  While  made  in 
a separate  factory  these  Turn 
Shoes,  obviously,  will  have  the 
benefit  of  the  firm’s  25  years’ 
experience  in  producing 

“The  Best  Good  Shoe.” 


* 


Mention  '‘Shoe  and  Leather  Journal  ' when  writing  an  advertiser 


Vol.  XXXIV.  No.  10 


Toronto,  May  15,  1921 


Shoe  and  Leather  Journal 

Published  Twice  cl  Mont  Tv 


$1.50  a Year 


Single  Copies  15c.  Outside  Canada.  $2.00 
Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

j Acton  Publishing  Company,  Limited  i 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 


I 

£- 


TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  more  than  double  that  of  any  other 
shoe  publication  in  Canada,  and  exceeds  the  com- 
bined paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 


FAITH,  HOPE  AND  COURAGE 

WE  have  discovered  in  the  last  few  months  that,  while  the  calliope  and  tom-tom  have  their 
place  in  such  enterprises  as  the  circus  and  street  corner  medicine  faker,  their  usefulness 
in  developing  confidence  between  buyer  and  seller  in  business  is  considerably  less  than  zero. 

The  flood  of  "optimism”  let  loose  upon  the  world  by  all  sorts  of  “bull”  artists  from  the  so- 
called  business  expert  to  the  editorial  philosopher  who,  in  the  seclusion  of  his  armchair  is  wiser 
than  seven  men  who  can  render  a reason,  has  about  abated  and  we  have  all  settled  down  to  the 
conviction  that  with  guessing  played  out,  the  situation  calls  for  quiet  hard  thinking  and  plain, 
honest  work. 

That  the  bottom  has  yet  been  reached  may  hardly  be  conceded,  but  it  is  safe  to  say  that  we 
have  so  nearly  touched  bed  rock  that  the  further  settling  of  the  business  edifice  may  be  safely 
calculated  and  the  superstructure  proceeded  with  without  a great  deal  of  risk  to  the  permanent 
success  of  the  building. 

At  all  events  there  is  every  occasion  for  "saving”  faith,  without  which  nothing  is  possible 
in  the  business  world  as  in  the  spiritual.  There  is  no  place  to-day  for  the  over-confidence  which 
breeds  speculation,  but  there  is  abundant  room  and  promise  for  that  faith  that  moves  mountains, 
subdues  kingdoms,  out  of  weakness  is  made  strong,  waxes  valiant  in  fight  and  puts  to  flight  the 
armies  of  the  aliens. 

Of  hope  there  is  also  every  warrant  for  increasing  exercise.  Stocks  have  been  gradually 
cleared  up  as  prices  have  come  down  and  the  general  attitude  of  the  buyer  is  far  from  the 
antagonism  that  characterized  it  three  or  four  months  ago.  There  seems  to  be  little  occasion  for 
uncertainty  as  to  the  approaching  season,  which  should  find  consumers’  needs  down  to  hard  pan 
whatever  the  purchasing  power  of  the  people  generally. 

It  is  time  above  everything  else  for  courage — -courage  of  the  right  kind.  The  man  who  has 
faith  in  the  future,  who  knows  his  business  and  his  constituency  and  is  not  afraid  to  act  upon 
his  convictions  is  going  to  "do  exploits”  this  year  and  next,  which  call  more  than  anything  else 
for  clear-headed,  fear-daunting  courage. 

And  now  abideth  Faith,  Hope,  Courage — these  three,  but  the  greatest  of  these  is  COURAGE. 
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In  the 

Market  Place 

Business  Conditions  as  Noted  in  Manu- 
facturing, Wholesale  and  Retail  Fields 

GENERAL  conditions  remain  fairly  quiet  and  steady. 
The  downward  trend  of  commodity  prices,  while 
slow,  has  not  ceased  entirely.  Labor  and  other 
adjustments  which  are  proceeding  in  all  parts  of  the  world 
are  bound  to  have  the  ultimate  effect  of  lowering  prices  on 
manufactured  articles.  In  some  cases  a tendency  has  been 
noted  to  stiffen  prices,  but  the  world  is  hardly  in  the  mood 
to  see  upward  revisions  at  this  time,  even  where  circum- 
stances might  seem  to  justify  such  an  effort.  May  has 
come  to  mean  the  time  for  labor  adjustments,  which  are 
largely  in  evidence  just  now.  Apparently  the  laboring  body 
are  realizing  that  with  dropping  costs  of  necessities  they  can 
accept  lower  wages  and  thus  make  their  contribution  towards 
a return  to  stable  conditions.  This  phase  of  reconstruction 
has  not  touched  the  shoe  industry  in  Canada  to  any  extent, 
but  it  is  only  a matter  of  time  till  it  must  do  so.  The  cumu- 
lative effect  of  lowered  labor  costs  from  hides  right  through 
to  the  shoe  as  handed  to  the  consumer,  while  not  sufficient 
to  bring  back  pre-war  prices,  or  meet  the  inordinate  demands 
of  the  consuming  public,  would  make  a material  difference 
in  prices. 

Retail  Trade 

Volume  of  sales  in  women’s  shoes  is  well  maintained, 
and  many  dealers  report  sales  far  in  advance  of  a year  ago, 
in  spite  of  the  lower  prices  prevalent.  Not  only  in  the 
larger  cities,  but  also  in  the  smaller  centres,  strap  shoes  are 
being  bought  and  worn  by  the  women.  Procurable  as  they 
now  are  at  a moderate  price,  and  still  in  good  quality,  they 
have  passed  out  of  the  strictly  novelty  class,  and  are  rapidly 
assuming  the  dimensions  of  a staple  line.  White  goods 
have  already  started  to  move,  and  enterprising  dealers  who 
have  featured  them  in  window  displays  have  been  obtaining 
good  results.  The  fancier  combinations  of  white  with  color 
are  not  being  worn  yet,  and  can  hardly  be  seen  till  warmer 
weather  and  the  vacation  season  are  with  us.  The  trade 
are  expecting  a good  sale  for  white  shoes,  as  the  varieties  in 
canvas,  buck,  or  combinations  cover  a wide  range  of  styles 
such  as  brogues,  straps,  and  plainer  types.  It  may  be 
recalled  that  just  about  a year  ago  the  luxury  tax  was  put 
on  shoes,  and  shortly  after  this  season  the  “buyers’  strike” 
started,  which  resulted  so  disastrously  to  the  shoe  as  well 
as  other  industries. 

Wholesale  and  Manufacturing  Trade 

Manufacturing  may  still  be  characterized  as  “spotty.” 
Nearly  all  orders  are  of  a “rush”  nature,  and  only  a start 
has  been  made  at  placing  for  fall.  Possibly  one-third  of 
the  factories  have  plenty  of  business,  some  are  booked  full, 
while  others  are  working  slowly,  and  a few  shut  down  entire- 
ly. Men’s  ball  strap  and  saddle  strap  oxfords  are  moving 
more  freely  for  quick  delivery,  in  black  and  dark  brown. 
In  the  women’s  lines,  whether  cheap,  medium  or  fine,  the 
demand  is  still  for  novelties.  The  ball  strap  in  the  strap 
oxford  is  becoming  popular,  in  brown  or  tan  calf,  while  suede 
or  buck  and  combinations  of  these  with  calf  or  kid  are  selling 
as  rapidly  as  they  can  be  produced.  A slackening  in  volume 
of  actual  orders  is  noted,  as  summer  goods  are  nearly  all 
booked,  while  fall  goods  are  just  about  to  start.  Fall  sam- 
ples of  fine  women’s  shoes  are  about  ready  to  make  their 
appearance.  It  is  expected  that  the  strap  as  adapted  to 


the  brogue  and  oxford  will  be  very  widely  sold  for  early  fall, 
for  use  with  heather  stockings.  Dark  brown  will  be  popular 
though  large  sales  are  expected  in  lighter  shades  of  brown, 
but  darker  than  tan.  Combinations  of  fawn  buck  with 
brown  or  tan  calf  should  also  run  through  early  fall,  in  dis- 
tinction to  combinations  with  white,  which  are  essentially 
summer  goods.  White  goods  have  sold  well,  and  the  diffi- 
culty has  been  in  filling  orders. 

Wholesalers  are  in  some  cases  working  nights  to  get 
out  rush  orders.  They  report  business  as  being  very  good, 
but  largely  confined  to  women’s  strap  shoes  and  oxfords. 

I he  staple  shoes,  and  work  shoes,  which  have  been  con- 
sidered “bread  and  butter”  business,  are  moving  very 
slowly.  A big  white  season  is  expected,  and  as  jobbers’ 
orders  were  placed  rather  late,  manufacturers  may  have 
such  difficulty  in  filling  orders  as  to  cause  a shortage  by 
August.  The  regular  rubber  placing  season  is  over,  and 
while  some  business  was  placed,  the  aggregate  has  been 
rather  disappointing  to  those  jobbers  and  manufacturers 
who  maintained  prices. 

Leather  Markets 

Sole  leather  remains  stationary  with  an  improving 
tone.  Manufacturing  demand  is  only  fair.  The  repair 
trade  continues  to  be  an  important  factor.  Tanners  are 
working  on  the  average  well  under  fifty  per  cent,  normal, 
with  an  odd  one  reported  busy.  Calf  shows  a firm  tendency 
in  conformity  with  raw  skins.  Glazed  kid  is  in  good  demand 
in  top  grades,  though  lower  grades  are  abundant.  Tanners 
report  a freer  movement  than  last  month,  with  considerable 
buying  on  the  part  of  manufacturers  of  lighter  shades  of 
brown.  Hides  have  shown  a firmer  tendency  during  the 
past  few  weeks.  Packers  are  well  cleaned  up.  With  the 
arrival  of  better  hides,  producers  look  for  higher  prices  for 
summer  and  fall,  as  they  believe  present  prices  are  not  in 
line  with  actual  values.  Calfskins  are  firmer  in  all  markets. 
The  Canadian  take-off  this  spring  was  only  about  half  of 
last  year,  so  no  further  recessions  are  expected. 

A Condition  of  Uncertainty 

It  is  quite  natural  that  after  the  events  of  the  last  year, 
and  the  rapid  style  changes  and  rush  of  business  this  spring, 
retail  shoe  dealers  should  be  hesitant  as  to  their  fall  buying. 
It  is  evident  that  common  sense  and  the  stability  of  the  shoe 
business  demands  that  the  dealer  look  ahead,  and  cover 
requirements  so  far  as  he  can  see  them.  If  he  is  going  to  be 
in  business  next  fall,  he  must  have  shoes  to  sell,  and  there- 
fore he  must  place  some  orders  in  advance.  While  the 
average  shoe  dealer  is  a good  citizen,  and  has  at  heart  the 
best  interests  of  the  trade,  he  is  naturally  most  concerned 
with  his  own  affairs.  There  is  also  no  doubt  of  his  willing- 
ness and  anxiety  to  buy,  but  he  is  not  going  to  buy  a lot  of 
shoes  which  by  some  freak  of  fashion  may  be  left  on  his 
hands  to  give  away.  That  is  the  problem  that  is  worrying 
him  now.  The  answer  is  obviously  stabilization  of  styles, 
at  least  to  such  an  extent  that  a dealer  can  lay  out  a mer- 
chandizing policy  with  a reasonable  assurance  of  being  able 
to  carry  it  through.  Manufacturers  in  the  United  States 
and  Canada  complain  that  the  dealer  is  living  from  hand 
to  mouth.  At  the  same  time  they  talk  of  frequent  style 
changes  to  stimulate  business.  Stable  business  and  kaleido- 
scopic changes  of  styles  do  not  go  hand  in  hand.  The 
average  dealer  will  have  courage  when  he  feels  firm  ground 
under  foot,  but  meanwhile  he  is  going  to  play  safe.  Unfor- 
tunately the  shoe  business  of  Canada  has  not  sufficient  “self- 
determination.”  We  must  to  a large  extent  follow  Ameri- 
can styles.  If  there  be  any  remedy  to  this  whole  situation 
it  lies  in  the  joint  action  of  retailers,  and  manufacturers, 
here  and  in  the  United  States. 
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The  Man  Who  Gets  Things  Done 


By  Dr.  Frank  Crane 


HE  Lord  certainly  shows  His  low  opinion  of  money  by  the  kind  of  folks  He  gives  it  to,” 
said  the  pale  young  man  at  the  banquet.  “Look  at  Hiram  Perkins  over  there-  ignorant, 
no  manners,  no  grammar,  no  anything  but  money.”  The  pale  young  man  was  a Harvard 
graduate,  and  inclined  to  Socialism  and  Poetry  and  The  Future. 

“Well,”  said  his  Uncle  Tom,  who  sat  next  to  him,  “I’m  not  so  sure  the  Lord  missed  it  on 
Perkins.  To  my  mind  he  comes  nearer  earning  his  millions  than  most  of  us.” 

“Why,  what  can  he  do?” 

“Nothing.  That’s  the  idea.  He  doesn’t  do.  He  gets  things  done.” 

“Humph!”  grunted  the  youth. 

“Yes,”  went  on  his  uncle,  “there’s  a small  but  lively  tribe  of  fellows  who  get  things  done.  They 
toil  not,  neither  do  they  spin.  They  couldn’t  qualify  for  a labor  union.  They  are  not  educated, 
not  many  of  ’em.  They  can’t  read  Greek  and  Latin  nor  do  stunts  in  Mathematics.  They  are  short 
on  Art  and  Literature.  They  are  not  Socialists.  They  are  not  Philosophers.  When  you  meet 
them  you  think  they  are  about  as  common  as  prunes. 

“And  yet  they  are  the  biggest  men  in  these  United  States.  Because  they  get  things  done.” 

“What  things?”  asked  the  young  man. 

“Oh,  any  old  thing  you  want,”  replied  his  uncle. 

“There’s  Hi  Perkins,  for  instance.  He  came  from  a little  town  out  in  Illinois.  He  was  a found- 
ling. A poor  grocer’s  wife  adopted  him.  He  worked  in  the  store.  By  the  time  he  was  seventeen 
he  had  changed  his  foster  father’s  store  from  a piddling  affair  to  the  biggest  mercantile  enterprise 
in  town.  When  he  was  twenty-one  he  had  a chain  of  stores  in  the  surrounding  towns.  At  thirty 
he  owned  the  street  railway  and  the  water-works  and  the  electric  plant.  At  thirty-eight  he  owned 
public  utilities  in  a dozen  towns.  And  it  wasn’t  graft,  nor  the  power  of  unlimited  capital,  nor  any- 
thing like  that.  It  was  because,  somehow,  he  got  things  done  when  everybody  else  failed. 

“There  are  plenty  of  people  that  can  do  things  if  you  tell  them  how.  Hi  Perkins  is  one  of  the 
kind  that  do  things  when  nobody  can  tell  them  how. 

“Loyalty,  honesty,  perseverance,  training,  education,  and  all  those  things  are  good.  But  there’s 
something  rarer,  something  that  the  Creator  gives  only  to  the  hundredth  man.  It  is  the  ability  to 
accomplish  the  impossible.  It  is  the  genius  for  finding  a way.  And  the  Lord  gave  that  to  Perkins. 

“All  you  need  to  tell  him  is  that  a certain  thing  ought  to  be  done.  He  goes  and  does  it.  It 
isn’t  mentality  nor  suavity  nor  talent.  I don’t  know  what  it  is.  He  doesn’t  know.  But  when 
he  puts  his  shoulder  to  a wheel  it  moves.  When  he  faces  obstacles  they  vanish.” 

“I  see,”  said  the  young  man,  “crude  but  efficient.” 

“Yep,”  replied  his  uncle.  “You’ve  said  it.  Still,  he  doesn’t  do  things,  you  know.  He  gets 
things  done.  There’s  a difference.” 


Copyright.  1921,  by  Dr.  Frank  Crane 
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Findings  as 
Profit  Makers 

Giving  Accessories  their  Place  in  the 
Store — Lukewarm  Attitude  and  Slipshod 
Methods  Responsible  for  Poor  Results — • 
Give  Them  a Chance 

TIME  was  when  shoe  stores  thought  their  duty  to 
customers  and  themselves  ended  with  keeping  a small 
supply  of  dressings,  laces,  and  shoe  horns  hidden  away 
at  the  back  of  the  premises  only  to  be  brought  forth  when 
someone  asked  for  them.  In  later  years  it  has  become  the 
custom  to  carry  more  liberal  stocks  of  these  lines  in  more 
convenient  places  and  to  the  list  have  been  added  a number 
of  additional  articles  of  necessity  to  those  who  buy  footwear. 

But  the  general  attitude  of  the  shoe  retailer  does  not 
seem  to  have  greatly  changed,  notwithstanding  the  fact 
that  occasionally  shoe  goods  are  used  to  decorate  the  win- 
dows and  shelves  and  that  frequently  a show  case  is  devoted 
to  a display  of  accessories  more  or  less  attractively  arranged. 
Eight  out  of  ten  dealers  will  tell  you  that  they  have  never 
made  shoe  findings  or  accessories  pay,  and  from  their  tone 
will  reveal  the  fact  that,  like  sending  home  goods  on  approval 
and  making  allowances  for  imperfect  goods,  they  are  a neces- 
sary evil  that  must  be  endured  because  it  cannot  be  cured. 

Nevertheless,  there  are  stores  that  make  a decided 
asset  out  of  the  findings  stock  in  more  ways  than  bringing  of 
comfortable  addition  to  the  year’s  earnings  and  even  some 
who  claim  that,  for  the  effort  bestowed  upon  it,  this  end  of 
the  business  is  the  pleasantest  as  well  as  most  profitable  on 
the  entire  establishment.  The  secret  is  not  difficult  to  dis- 
cover. It  is  simply  that  these  men  give  enough  attention 
to  the  department  to  give  it  a proper  chance. 

Pushing  the  Line 

Have  you  ever  figured  what  it  would  mean  in  a year’s 
business  if  you  or  your  salesman  tried  to  sell  every  customer 
who  came  in  for  a pair  of  shoes  one  or  other  of  the  many 
articles  he  or  she  requires  in  connection  with  the  care  of  their 
footwear?  It  need  not  take  the  form  of  nagging  or  persecut- 
ing but  could  be  put  in  a pleasant,  business-like  way  that 
anyone  will  appreciate  who  is  apt  to  forget  that  shoes  need 
polishing,  laces  wear  out,  or  oxfords  need  assistance  in  pulling 
on.  The  main  necessity  is  to  get  the  goods  before  the  people 
who  need  them,  whether  by  calling  attention  to  them  in  this 
way  or  through  a proper  display  in  the  store  or  window. 
The  policy  of  relegating  this  class  of  goods  to  the  back  of  the 
store  is  a fatal  one.  They  should  be  placed  where  they  will 
be  easily  seen  by  anyone  who  comes  into  the  place  and 
while  a show  case  may  be  all  right  in  its  way,  even  this 
method  of  displaying  accessories  is  a little  too  backward  for 
good  results. 

Make  Them  Accessible 

In  discussing  this  point  Mr.  R.  R.  Wilkinson,  a south- 
eastern shoe  retailer  who  has  made  a wonderful  success  of 
his  findings  department,  says: 

Have  you  ever  noticed  how  strong  the  temptation  is  to 
pick  up  or  handle  small  and  useful  articles?  A few  years 
ago  I happened  into  a hardware  store  and  saw  that  the 
dealer  displayed  on  top  of  his  front  show-case  numerous 
small  articles,  such  as  pocket-knives,  scissors  and  small 
hand  tools.  Perhaps  the  reason  I noticed  them  particularly 
was  because  a young  fellow  kept  picking  up  the  knives  and 
looking  at  each  one  of  them,  while  waiting  his  turn  to  be 
waited  on.  I watched  him  closely,  and  what  at  first  seemed 
only  idle  interest  evidently  turned  to  buying  interest,  for  he 


bought  a pocket-knife  in  addition  to  what  he  intended  to 
purchase. 

Creating  Human  Interest 

When  I remarked  about  this  to  the  dealer  he  said, 
“Yes,  there  is  something  in  the  psychology  of  small  and 
useful  things,  and  we  sure  sell  lots  more  since  Bill  began 
putting  them  out  that  way.  It  doesn’t  hurt  ’em  to  be 
handled,  for  a chamois  skin  or  a piece  of  cloth  will  clean 
them  in  a few  minutes.” 

That’s  the  trick  that  has  made  the  “5  and  10  Cent 
Stores”  famous.  I tell  it  to  bring  out  two  prime  factors  in 
the  sale  of  accessories:  First,  the  findings  department  should 
be  located  as  close  to  the  front  of  your  store,  or  as  near  to 
the  centre  of  activity,  as  possible.  The  second  point  is  to 
keep  your  findings  section  clean  and  attractive. 

Advertising  Findings 

Findings  need  to  be  advertised  and  nine  out  of  ten 
merchants  never  advertise  their  findings,  or  seldom  display 
them  in  their  shoe  windows.  There,  again,  is  a reason  why 
a “5  and  10  Cent  Store”  is  gradually  getting  all  the  small 
wares  business.  Next  to  proper  display  and  advertising, 
findings  need  salesmanship.  Put  a bright  girl  in  charge  of 
this  section,  or,  if  your  store  is  too  small  to  have  anyone 
for  findings  exclusively,  appoint  one  of  your  regular  sales 
force  to  look  after  the  department. 

Don’t  let  it  be  an  orphan,  as  it  is  in  so  many  stores,  but 
hold  some  one  person  accountable  for  the  department — its 
condition  and  appearance.  Insist  that  an  inventory  be 
taken  once  a month,  and  watch  the  slow-moving  items. 
Order  weekly  or  monthly  on  the  fast  sellers. 

Quick  Turnover 

Quick  turnover  is  the  real  secret  of  profits  in  a live 
findings  section,  and  under  proper  management  this  depart- 
ment should  turn  itself  once  each  month.  Have  a bargain 
table  for  slow-movers.  Any  item  that  reaches  the  second 
monthly  inventory  should  go  on  this  table  for  quick  rid- 
dance. I use  nineteen  cents  for  twenty-five  cent  articles, 
and  thirty-nine  cents  for  those  originally  priced  at  fifty 
cents.  Keep  this  table  especially  attractive,  and  placed  in 
a prominent  position. 

In  addition  to  salesmanship  you  need  judicious  buying 
to  secure  quick  turnovers. 

Picking  Your  Lines 

No  matter  how  appealing  some  new  appliance  may  be 
or  how  much  the  demonstration  of  some  new  polish  con- 
vinces you  of  its  merits,  buy  the  smallest  amount  possible 
and  See  how  it  strikes  your  trade. 

Don’t  let  the  extra  quantity  discount  deceive  you  until 
you  try  it  out  on  the  public.  You  can  always  get  more  if 
you  need  it,  and  it’s  better  to  have  only  one  dozen  than  a 
gross  reach  the  bargain  table. 

This  brings  to  mind  an  important  proposition  in  selling 
more  findings.  Concentrate  on  lines.  Use  a process  of 
elimination,  and  carry  as  few  kinds  of  preparations  as 
possible. 

The  slow-seljers  in  polishes,  laces  and  buckles  hurt  the 
general  turnover  as  badly  in  proportion  as  slow-selling  styles 
of  shoes. 

Find  the  best  polish  for  each  kind  of  material,  and 
feature  that. 

Get  the  best  and  stick  to  it.  It  takes  the  doubt  from 
the  customer’s  mind  as  to  “which  is  the  best.” 

How  to  Buy  Laces 

This  same  thing  applies  to  buckles,  bows,  appliances, 
and  shoe  laces.  Buy  a tipping  machine  and  only  certain 
lengths  of  laces,  making  one  gross  do  the  work  of  four. 

( Continued  on  page  71) 
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The  Blachford  Collection  at  the  Royal  Museum 


In  our  last  issue  we  gave  an  account  of  a collection  of 
fancy  and  plain  shoes  of  historic  interest  presented  to  the 
Royal  Museum,  Toronto,  by  H.  & C.  Blachford  of  that  city. 
We  give  above  photos  of  some  of  the  most  interesting  of  these 
ancient  shoes.  The  following  descriptions  are  a key  to  the 
plate:  — (1)  Silk  and  silver  brocaded  slipper  ornamented  with 
lace,  worn  by  Miss  Langley  of  Charles  II  time;  (2)  Yellow 
leather  slipper,  worn  by  Lady  Charlotte  Fletcher,  of  Saltounn, 
1820;  (3)  Velvet  slipper,  designed  for  Miss  Neilson  Rosalind; 
(4)  Duck-billed  slipper,  worn  by  Marie  of  Lorraine,  mother 
of  Mary  Queen  of  Scots;  (5)  Silk  shoe,  part  of  trousseau  of 
Duchess  of  Edinborough;  (6)  Satin  and  gold  braid  shoe  with 
tassels,  worn  by  Comptesse  de  Paris,  1886;  (7)  Satin  shoe  with 


corded  toe,  used  by  Emma  Palladine,  the  famous  dancer; 
(8)  Leather  walking  shoe,  time  Charles  I;  (9)  Leather  and 
braid  house  slipper,  worn  by  Mary  Queen  of  Scots;  (10)  Patten 
belonging  to  No.  11  for  muddy  weather;  (11)  Silk  brocaded 
shoe  of  eighteenth  century;  (12)  Wooden  patten;  (13)  Patten 
for  small  heel  slipper,  beginning  nineteenth  century;  (14) 
Velvet  bedroom  slipper  with  silver  Crest  of  Prince  of  Wales  and 
embroidered  royal  arms  in  gold  and  silk,  presented  to  Queen 
Alexandria  when  Princess  of  Wales;  (15)  Cloth  of  gold  shoe, 
time  of  Queen  Elizabeth;  (16)  High-heeled  slipper,  eighteenth 
century;  (17)  Black  satin  slipper,  worn  by  Mary  Queen  of 
Scots;  (18)  Satin  and  silver  cloth  slipper,  worn  by  Countess 
of  Portsmouth,  late  eighteenth  century. 


42 


THE  SHOE  AND  LEATHER  JOURNAL 


What  Kind  Does 
He  Want? 

The  Poor  Farmer  has  to  Kill  His  Cattle 
and  Sheep  to  Provide  Shoes  for  the  Family 

“A  western  farmer  sold  ten  sheep  skins,  two  calf- 
skins and  one  cowhide.  With  the  proceeds  he  was 
unable  to  buy  a pair  of  boots.  There  is  something 
rotten  somewhere.” 

IMAGINE  the  saddest  picture  you  looked  at!  Compare 
it  with  Hiram  Corntassel  on  the  old  Homstead.  He 
and  his  family  are  going  barefoot — the  boys  from  incli- 
nation, the  grown-ups  through  poverty.  He  sighs,  scratches 
his  head,  and  calls  in  the  hired  men.  Rounding  up  a half- 
dozen  sheep,  two  calves,  a cow,  and  the  family  bull,  he  and 
his  hirelings  slaughter  them.  At  this  juncture  the  meat 
disappears — we  don’t  know  whether  he  throws  it  away  or 
buries  it;  for  the  balance  of  the  story  deals  only  with  tfie 
hides,  for  which  he  has  slaughtered  his  stpck. 

Carefully  preserving  the  grub-holes  and  only  slashing 
the  skins  a dozen  times  or  so  as  he  removes  them— knives  do 
get  dull  and  the  grindstone  profiteers  have  refused  to  recog- 
nize that  the  war  is  over — he  sprinkles  them  with  salt,  and 
not  bothering  about  an  odd  bit  of  flesh,  dirt,  or  manure, 
lays  them  away  overnight — maybe  a little  longer — to  cure. 

Next  morning  he  drags  out  the  faithful  flivver,  loads  in 
the  hides,  Ma,  and  the  kids,  and  starts  off  to  town  to  outfit 
with  shoes.  For  the  skins  he  has  along  are  «just  the  right 
material  to  make  a dozen  or  more  pairs  of  nifty  strap 
slippers  for  Ma,  school  boots  for  the  boys,  and  nice  kid 
boots  for  himself  to  plough  in.  Or  perhaps  Ma  has  her 
mind  set  on  a nice  pair  of  kid  boots  with  high  heels,  to 
wear  while  milking,  while  Pa  will  content  himself  with  a 
snappy  pair  of  tan  calf  oxfords  with  ball  straps,  etc. 

But  when  they  get  to  town,  the  local  shoe  dealer,  who 
reads  the  newspapers  as  well  as  the  Shoe  and  Leather 
Journal,  looks  over  the  outfit,  and  refuses  to  trade  even 
one  pair  of  ten  dollar  shoes  for  the  whole  shebang — including 
the  flivver.  In  despair,  they  visit  the  flour  and  feed  man, 
who  also  deals  in  furs,  hides,  beans,  tallow,  etc.,  and  try 
to  make  a dicker  with  him.  Nothing  doing!  He  would 
take  the  sheepskins,  if  Pa  would  pay  him  fifty  cents  apiece 
to  boot.  As  for  the  calfskins,  they  might  be  worth  two  bits 
each.  The  cow  and  bull  hides,  he  explains,  are  no  longer 
useful,  as  the  tanners  no  longer  use  hides  to  make  leather, 
having  found  a superior  substitute. 

The  net  result  of  the  trip  is  that  Pa  gets  about  sixteen 
cents  in  stamps  to  compensate  him  for  his  time,  his  wife’s 
time,  all  the  money  she  spent  in  town,  ice  cream  for  the 
kids,  new  records  for  the  Victrola,  to  say  nothing  of  the  gas, 
and  the  wear  and  tear  on  the  flivver.  He  goes  home  cursing 
tanners,  shoe  manufacturers,  retailers,  capitalists  and  the 
Government,  and  writes  to  his  weekly  newspaper  about  it. 

The  above  is  the  story,  perhaps  a little  bit  elaborated, 
which  has  been  going  the  rounds  of  the  press  of  this  country 
for  some  time.  The  locality,  circumstances,  prices,  etc., 
may  be  altered,  but  the  moral  remains  the  same,  and  the 
similarity  presists  in  the  inclination  to  locate  the  nigger  in 
the  woodpile.  The  untangling  of  the  puzzle  involves  so 
many  factors  that  a satisfactory  explanation  is  difficult  to 
attain.  The  chain  of  circumstances  involves: 

The  Cattle, 

The  Farmer, 

The  Hide  Dealer, 

The  Tanner, 

The  Shoe  Manufacturer, 

The  Wholesaler, 

The  Retailer, 


and  a host  of  people  who  may  be  engaged  in  producing  tan- 
ning materials,  running  boats,  t'rains,  or  trucks,  or  engaged 
in  making  a living  inside  or  outside  the  establishment  of  one 
or  more  of  the  above. 

The  whole  disturbance  is  caused  by  the  fact  that  hide 
prices,  which  at  their  peak  went  slightly  above  the  pre-war 
point,  have  fallen  to  about  half  pre-war  prices;  without  a 
commensurate  drop  in  the  prices  of  leather  or  finished  shoes. 
We  allow  the  farmer  every  right  to  an  outcry,  as  practically 
all  products  of  the  field  and  animals  have  depreciated  out  of 
proportion  to  manufactured  articles.  But  let  us  stick  more 
closely  to  the  story.  Consider  the  characters  enumerated 
above. 

In  the  first  place,  innocently  enough  of  themselves,  the 
poor  animals,  cooped  up  in  stables  during  cold  weather, 
and  with  a heavier  coat  of  hair,  become  afflicted  with  para- 
sites, called  grubs,  which  result  in  holes  in  the  hide.  That  is 
characteristic  of  a majority  of  winter  hides.  Unfortunately, 
however,  those  same  holes  materially  lower  the  value  of 
the  hide  for  leather. 

The  farmer,  who  kills  a few  cattle  .only  during  the 
year,  is  not  naturally  an  expert  at  taking  off  the  hide.  The 
result  is  a series  of  knife-cuts  or  scores,  which  also  tend  to 
render  the  hide  of  less  value  to  the  tanner  or  manufacturer. 
His  trim  will  also  be  rough,  and  a ragged  hide  must  be  fur- 
ther trimmed  by  the  tanner,  with  consequent  loss  of  leather 
yield.  The  salting  or  curing  of  the  hide,  if  not  properly 
done,  opens  the  way  for  decomposition  of  the  hide  material 
itself,  or  lack  of  cleanliness  and  care  produces  dirty  and 
stained  hides  that  cause  trouble  and  loss  to  the  tanner. 

The  hide  dealer,  who  handles  country  hides,  is  hard 
put  to  it  to  get  rid  of  his  own  stock  of  skins,  and  quite  logic- 
ally says  that  he  will  not  handle  the  farmer’s  stock  except 
at  a price  such  that  he  is  reasonably  safe  in  taking  the  chance 
of  selling  it. 

Next  comes  the  tanner,  and  by  that,  just  whom  do 
we  mean?  The  sole  leather  man,  you  say.  Not  at  all,  for 
no  tanner  of  sole  leather  who  values  his  reputation,  or  wants 
any  business,  will  handle  country  hides.  He  is  forced  by 
the  shoe  manufacturers  and  other  buyers  of  sole  leather  to 
use  only  “packer  hides,”  that  is,  hides  taken  off  by  experi- 
enced men  in  abattoirs.  Very  well,  you  say,  let’s  sell  them 
to  a man  making  side  leather.  Normally  this  would  be 
possible.  But  just  now  those  same  tanners  are  trying  to 
find  a good  outlet  themselves.  And  with  nobody  busy  but 
those  manufacturers  who  are  making  fine  women’s  shoes, 
and  using  kid,  calf,  suede,  patent, anything  but  side  leather — 
his  market  is  hard  to  find. 

Right  here  it  might  be  pertinent  to  remark  that  the 
farmer  is  doing  his  share  to  keep  his  own  prices  down.  In 
all  these  stories  we  hear  of  the  farmer’s  complaint  about 
shoes  at  ten  or  twelve  dollars.  What  does  he  want  the  shoes 
for?  What  does  his  wife  want  them  for?  For  everyday 
use,  or  social  or  Sunday  wear?  Jobbers  report  that  in  the 
rural  districts  nothing  is  being  demanded  but  women’s  fine 
kid  boots  or  fancy  strap  slippers,  in  light  welts,  McKays,  or 
turns.  They  have  no  sale  for  a boot  formerly  sold  as  a 
“Milking  Boot.”  This  was  a strong,  serviceable,  pebble, 
grain,  or  buff  lace  boot  for  use  around  the  farm.  This  has 
apparently  given  way  to  the  kid  turn  shoe  with  high  heel. 

As  for  the  farmer,  we  hear  of  them  ploughing  in  kid 
boots  from  a matter  of  choice.  At  the  same  time  they  could 
buy  for  five  dollars  or  less  a solid  leather  standard  screw 
work  boot,  with  leather  insole,  counter  and  box  toe,  of  good 
quality  side  leather.  And,  if  the  sale  of  this  type  of  shoe 
drops  off,  the  demand  for  the  farmer’s  own  hides  also  falls 
and  with  it,  the  price. 

Aside  from  those  factors,  the  tanner,  who  has  taken 
heavy  losses  over  the  past  year,  is  bound  to  play  safe. 
Because  cattle  are  killed,  should  tanners  deliberately  take 
( Continued  on  page  52) 
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Shoe  Conditions  in 
the  United  States 

General  Improvement  in  Tone — Buying 
Still  for  Immediate  Delivery  but  Fall 
Business  Building  Up 

(Special  Boston  Correspondence.) 

A DECIDED  improvement  in  the  shoe  and  leather 
industry  by  more  active  and  stiffening  raw  material 
markets,  has  been  noted  in  the  United  States  during 
the  last  two  weeks.  Calfskins  and  calf  leather  have  regis- 
tered advances  of  two  and  three  cents  and  tanners  are 
much  firmer  in  their  talk. 

The  kid  market  has  also  developed  activity,  there 
being  a strong  demand  for  colored  kid.  While  the  large 
export  kid  trade  in  the  United  States  has  slumped  badly, 
Philadelphia  tanners  have  received  more  inquiries  from 
England  during  the  week.  There  is  a shortage  of  the  most 
desirable  selections  in  both  the  kid  and  calf  leather  mar- 
kets. 

The  retail  shoe  trade  continues  to  hold  up  well  in  the 
States,  although  -a  backward  and  rainy  Spring  has  slowed  up 
early  summer  business  in  some  sections.  The  white  season 


The  Latest  Idea,  a Combination  Tip  and  Ball  Strap  on 
a Tan  Russia  Calf  Tongue  Strap  Oxford.  Designed  by 
J.  J.  Albrecht  & Son,  Syracuse,  N Y. 


is  at  hand  and  retailers  are  prepared  for  a big  sport  season. 
The  weather  has,  however,  held  back  the  start  of  this  busi- 
ness in  the  retail  stores.  The  call  for  novelty  footwear  holds 
up  well.  Styles,  patterns  and  leathers  are  shifting  rapidly. 
Straps  in  black  and  brown  kid,  Russia  calf  and  boarded 
leathers  are  leaders  in  the  retail  stores. 

Prices  are  more  stable.  Liquidation,  which  has  been 
slow  to  materialize  in  the  retail  trade  in  the  States,  is  about 
completed.  Retail  stocks  on  seasonable  ntimbers  are  in 
good  shape.  While  buying  for  Fall  has  not  started  in 
volume,  salesmen  who  are  now  on  the  road  are  getting  more 
Fall  orders  daily,  enough  in  many  instances  to  warrant 
a new  production  run  for  eary  Fall  delivery.  The  fact 
remains,  however,  that  a comparatively  small  percentage 
of  normal  Fall  business  has  been  placed  at  the  factories. 
There  are  strong  indications  that  purchasing  for  Fall  will 
soon  develop  as  many  retailers  are  beginning  to  realize  the 
danger  of  late  delivery,  this  being  strongly  impressed  upon 
them  by  shoe  manufacturers  in  recent  campaigns.  Uncer- 
tainty as  to  Fall  styles  has  held  back  many  of  the  dealers, 
but  the  general  style  trend  for  Fall  is  now  fairly  well  estab- 
lished. The  ban  against  buying  in  force  at  many  of  the 
large  department  stores  for  several  months  is  being  removed 
and  big  buyers  are  in  the  markets  more. 

Trade  with  the  wholesalers  has  been  satisfactory  since 
Easter.  The  immediate  delivery  buying  policy  of  many 
merchants  resulted  in  their  depending  upon  the  jobbing 
trade.  Wholesalers  also  bought  close  to  delivery  and  many 


have  had  trouble  in  getting  merchandise  from  the  factory. 
Wholesale  stocks  have  been  moving  rapidly,  often  being 
shipped  the  same  day  merchandise  has  been  received.  Both 
wholesalers  and  dealers  have  been  successful  in  cleaning  out 
on  gray  suedes,  although  in  various  centres  there  is  still  a 
call  for  this  leather  on  the  part  of  the  consumer.  Many 
predict  a return  of  suede  leather  in  the  Fall. 

Production  in  the  shoe  factories  is  slowly  increasing, 
especially  at  St.  Louis,  where  the  recent  months  of  depression 
in  the  shoe  trade  has  been  less  pronounced.  One  large 
firm,  with  headquarters  at  St.  Louis  and  operating  a chain 
of  factories,  is  producing  70,000  pairs  daily.  While  a steady 
improvement  is  noted  in  the  men’s  end  of  the  industry,  the 
recovery  in  this  branch  of  production  has  been  slow.  It  is 
estimated  conservatively  that  at  least  seventy  per  cent,  of 
production  is  now  women’s  shoes.  An  interesting  develop- 
ment in  the  shoe  industry  of  the  United  States  has  been  the 
sudden  and  great  growth  of  the  women’s  shoe  industry  at 
Brockton  and  what  is  known  as  the  South  Shore  district 
about  that  city.  Five  years  ago  Brockton  made  men’s 
high  grade  shoes  exclusively.  No  footwear  for  women 
was  produced.  This  section  is  the  largest  shoe  producing 
centre  in  the  world.  To-day  only  five  of  the  large  and 
many  shoe  manufacturers  in  Brockton  and  the  district 
make  men’s  shoes  exclusively.  While  the  city  is  still  the 
largest  producer  of  men’s  shoes  in  the  world  when  operating 
at  capacity,  the  fact  remains  that  to-day  Brockton  is  making 
more  women’s  shoes  than  men’s. 

The  recent  convention  of  the  Tanners’  Council  of  the 
United  States  at  Atlantic  City,  N.J.,  was  marked  by  a new 
spirit  of  optimism  on  the  part  of  the  leather  producing 
trade.  Tanners  in  the  States  were  hard  hit  by  the  recent 
depression,  but  stood  up  under  a heavy  strain  remarkably 
well.  At  this  convention  it  was  the  unanimous  opinion 
that  the  road  to  business  recovery  has  been  reached  and 
that  a steady  return  to  pre-war  normal  was  under  way. 
Shoe  manufacturers,  speaking  at  the  convention,  corrobor- 
ated this  opinion  and  the  convention  was  the  most  enthu- 
siastic and  successful  trade  gathering  held  in  the  States  for 
a year. 


HIDE  AND  SHOE  CONDITIONS  25  YEARS  AGO 

“The  majority  of  the  boot  and  shoe  manufac- 
turers in  Montreal  and  in  Quebec  are  running  on 
three-quarter  time,  and  they  nearly  all  say  that 
orders  for  the  past  season  are  twenty-five  per  cent, 
less  than  this  season  last  year,  and  it  seems  that  if 
every  man  told  the  truth  they  would  say  the  same.” 

“ Business  is  exceedingly  dull,  and  the  leather 
men  are  complaining  of  the  quietness  of  trade,  and 
it  is  expected  to  continue  for  some  time,  at  least 
until  the  boot  and  shoe  men  start  in  to  cut  the  fall 
goods  which  will  not  be  for  three  or  four  weeks  yet. 
Prices  are  about  as  follows:  No.  2 Spanish,  18c; 

jobbers,  19c;  slaughter,  20  to  23c;  waxed  upper, 
25  to  28c;  grain  leather,  12  to  14c;  buff,  10  to  12c; 
splits  (Ontario),  20c;  Quebec  splits,  15  to  16c; 
pebble,  9 to  10c;  glove  grain,  9 to  10c.  Very  little 
has  been  doing  in  hides,  but  a great  many  have 
been  shipped  to  France  lately.  Mr.  Emile  Gali- 
bert,  of  the  Montreal  Syndicate,  is  at  present  in 
France  opening  up  still  more  of  this  business,  which 
was  started  lately,  and  which  has  proved  very 
profitable  to  those  concerned.  About  50,000  green 
calfskins  were  shipped  to  Europe  from  New  York 
lately.  A great  many  of  these  come  from  Canada, 
as  the  Americans  are  good  customers  of  ours.” 
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Stock  Keeping  and 
the  Shoe  Register 

Keeping  Track  of  Stock  and  at  Same 
Time  Following  up  Customers 

EVERY  shoe  dealer  has  certain  plans  he  wishes  to 
work  out  in  his  own  way,  and  which  will  provide  him 
with  the  type  of  information  and  assistance  he  wants. 
Darwin’s,  Limited,  of  Montreal  and  Ottawa,  have  a stock- 
keeping  system  in  their  Ottawa  store,  installed  by  Mr.  J. 
S.  Levine,  who  is  buyer  and  manager  of  their  shoe  depart- 
ment. By  their  method  they  link  up  sales  slip,  shoe  regis- 
ter, and  stock-books  in  a very  simple,  satisfacory  and  useful 
manner. 

Their  system  can  quite  easily  be  adapted  to  the  pur- 
poses of  any  shoe  dealer  who  will  go  to  a little  initial  trouble 
and  the  expense  of  stock  sheets  and  binders. 

They  use  ordering  sales  books  in  duplicate  form,  as 
shown.  The  top  receipt  is  given  to  the  customer,  and  the 
duplicate  is  kept  and  filed,  after  being  entered  in  stock  book. 

A Register  of  Shoes  and  Customers 

Aside  from  the  stock  keeping  system  these  slips  have 
a permanent  value.  They  have  the  name  and  address  of 
the  customer,  the  size,  stock  number,  clerk,  and  price  paid, 
and  are  kept  in  a filing  cabinet  for  one  year  or  longer.  If  a 
customer  phones,  or  writes,  it  is  a simple  matter  to  tell  her 
the  size  of  the  shoe  purchased. 

This  is  also  valuable  for  the  building  of  a mail  order 
business.  And  again,  in  the  case  where  a shoe  is  not  satis- 
factory, it  can  be  traced  first  through  the  shoe  register, 
then  to  the  sales  slip,  and  to  the  stock  sheet  for  the  name  of 
manufacturer,  and  date  of  purchase. 

The  stock  sheet  is  substantially  as  shown,  and  indicates 
sizes  and  widths  of  shoes  purchased,  description,  cost, 
selling  price,  date  of  purchase,  and  record  of  sales  from  this 
lot.  Series  numbers  are  used  for  each  factory,  as  women’s 
shoes  only  are  sold.  Boots  would  have  numbers  such  as 


DARWIN 

MONTREAL  OTTAWA 

46  Ma-y  4th- 

M Miss  R.  Jones 


Address  56  Elm  St  . 


Clerk  "I  Q 

No  13 

AMOUNT  RECEIVED 

$ 

20.00 

AMOUNT  OF  SALE 

$ 

11.00 

Send  to  Miss  R.  Jones 


Address  56  Elm  St. 


CHECK  NO  19  , DATE  May  4th> 


7004  5 \k 

11 

00 

46 

7000,  7004,  etc.,  low  shoes  would  be  07000,  etc.  All  shoes 
have  the  stock  number  in  them,  some  of  them  stamped  by 
the  factory,  others  by  the  store. 

With  a system  such  as  the  above,  a dealer  is  able  to 
keep  track  of  his  stock,  sales,  etc.,  and  is  also  able  to  use  the 
information  filed  away  as  an  extremely  valuable  aid  to  selling 
service  and  drawing  customers. 


Sizes  of  Pairs  Received 

1-2-3-4-5-6-7-8-9 
AA  112  2 11 

A 1122232211 

B 1112121111 

C 11223333221111 

D 
E 

Stock  No. 

7004 

Manufacturer’s  Name 

SMITH  SHOE  CO. 

Montreal 

Their  No. 

2327 

Pairs  Ordered 

63  Feb. 20th. 

Description  of  Goods 

Gun  Metal  calf 
bal . , mil . heel, 
imitation 
brogue 

Cost 

Sell 
11  . 

Date  of  Delivery 
8 prs.  Apr.  16 
38  " Apr.  19 

17  " Apr.  23 

Date  Slip 

May  4 46 

Clerk ; Size  Price 

19  : 5 lA  11 . 00 
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Holding  the 
Brakes  On 

The  Old  Story  Who  Hit  Billy  Paterson? 
— Mutual  Compliments  Still  Flying 

WHILE  business  has  been  much  better  for  the  past 
three  months,  it  has  not  gone  ahead  as  rapidly  as 
had  been  expected,  or  rather  hoped.  The  shoe 
and  leather  industries  on  this  continent  and  Europe  are 
thankful  for  the  revival  of  trade  in  women’s  shoes  that  has 
pulled  the  business  out  of  the  dumps,  and  held  its  head  above 
water.  But  whether  it  be  in  Canada,  United  States,  or 
Europe,  the  query  is  still  prevalent,  as  to  who  is  holding 
back  the  wheels  of  progress.  Apparently  the  buyers’  strike 
does  not  apply  to  goods  the  public  must  have  at  any  price 
or  to  goods  they  are  offered  at  what  are  really  low  prices — 
generally  below  cost.  But  the  minute  a stiffening  of  prices 
occurs,  business  slows  up. 

The  endeavor,  then,  is  to  get  back  to  a basis  of  stability 
and  to  impress  the  public  that  prices  represent  sound  values. 
Meanwhile,  the  shoe  trade  are  casting  around  for  a goat. 
The  manufacturer  has  a dark  suspicion  that  retailers  have 
not  taken  their  medicine,  while  at  the  same  time  he  impresses 
on  his  auditors  the  fact  that  his  prices  are  twenty-five  per 
cent,  or  more  lower  than  a year  ago.  The  retailer  denies 
the  allegation,  and  they  both  pass  the  buck  back  to  the 
tanner.  And  all  three  hand  a fair  share  of  blame  over  to 
labor. 

The  Retailer  s Story 

As  to  the  retailer,  with  some  possible  exceptions  they 
have  gone  the  limit.  That  is  to  say  that  old  stocks  were 
slaughtered  or  are  still  on  the  shelves  at  replacement  value. 
On  new  stock  they  figure,  quite  properly,  they  are  entitled 
to  their  regular  profit,  if  they  can  get  it.  And  they  con- 
tinually face  possible  mark-downs  on  old  stocks  or  out-of- 
date  styles,  for  which  they  have  to  make  allowance.  It 
was  the  very  exceptional  dealer,  who,  after  writing  his  inven- 
tory down  to  the  proper  level,  showed  a profit  at  the  end  of 
1920.  It  was  the  exceptional  man  who  broke  even.  And 
it  is  a safe  bet  that  the  average  retail  dealer  in  Canada  last 
year  took  a loss  on  his  year’s  business.  His  prices  now  must 
be  in  line  with  competition,  and  with  wholesale  prices. 
His  cost  of  doing  business  has  not  been  lowered.  Indeed 
smaller  volume  has  in  many  cases  increased  it.  And  after 
all,  retail  prices,  as  compared  with  a year  ago,  show  marked 
reductions,  whether  it  be  on  novelty  shoes  or  the  more 
staple  lines.  The  public  have  complained  of  high  prices  so 
continuously  that  they  are  now  convinced  that  $12.00  is  a 
high  price  where  $18.00  or  $20.00  was  not  exorbitant  a year 
ago. 

The  wholesaler’s  story  is  somewhat  similar.  Working 
under  difficulties,  catering  to  a different  type  of  trade,  his 
cost  to  sell  and  distribute  still  remains  high,  while  volume  is 
difficult  to  obtain. 

Manufacturers  have  lowered  prices  all  along  the  line, 
not  in  proportion  to  costs,  but  in  the  endeavor  to  stimulate 
trading.  Never  has  the  standard  of  their  product  been  so 
uniformly  high.  And  seldom  have  they  had  to  develop 
such  efficient  methods  in  manufacturing  and  selling.  If 
labor  costs  have  come  down,  it  is  through  greater  production 
per  man,  rather  than  through  lowered  wages.  Leather 
costs  have  dropped,  and  also  some  other  materials;  but  not 
in  the  proportion  for  which  they  had  hoped.  Further  small 
recessions  may  be  looked  for  in  the  price  of  shoes  this  year, 
but  unless  drastic  changes  in  costs  are  made,  these  will 
necessarily  be  small. 

The  tanner  has  been  given  his  share  of  the  recrimin- 


ations, and  naturally  resents  it.  Without  exception  they 
admit  heavy  losses  in  the  effort  to  get  their  stocks  down  to 
normal  and  start  the  wheels  turning.  The  shoe  manu- 
facturer demands  leather  of  a certain  color,  and  nothing 
but  top  grades,  whether  it  be  calf,  kid,  or  sole  leather.  As 
a result  lower  grades  can  hardly  be  given  away.  A sole 
leather  manufacturer  remarked  the  other  day: 

The  Tanner’s  Side  of  It 

“ Manufacturers  want  oak  leather  of  light  color,  fine 
texture,  and  free  from  grub  holes,  scores,  brands,  etc.  This 
is  the  most  difficult  leather  to  get  and  to  make,  and  No.  2 
and  No.  3 sole  leathers  are  piling  up.  And  even  if  we  wanted 
to  handle  country  hides,  our  customers  would  not  buy  any- 
thing but  the  best  selections  of  leather  from  packer  hides. 
If  we  bought  hides  at  today’s  prices,  and  sold  the  leather  at 
today’s  prices,  we  would  get  back  cost  of  hides,  cost  of  tan- 
nage, but  not  enough  in  addition  to  pay  interest  on  invest- 
ment, overhead,  and  selling  charges,  not  to  mention  a profit. 
To  show  that  prices  have  come  down  materially,  a year  ago 
we  were  selling  Packer  Oak  Bends  upwards  of  one  dollar 
per  pound.  That  same  leather  today  should  bring  about 
sixty-five  cents.  These,  of  course,  are  prices  to  wholesale 
trade  in  large  quantities.  It  costs  us  just  as  m'uch,  or  more, 
to  tan  the  skins,  and  more  than  twice  as  much  as  before  the 
war.  It  is  safe  to  say  that  no  sole  leather  manufacturer 
could  exist  if  he  faced  the  prospect  of  operating  indefinitely 
under  present  conditions.” 

The  problem  of  marketing  sole  leather  is  more  or  less 
complicated.  The  hide,  being  split  down  the  back,  is 
tanned  in  the  form  of  “sides.”  During  the  process,  these 
are  split  into  the  “belly”  and  “crop”  or  “back.”  The 
belly  is  of  inferior  quality,  thin,  soft,  and  coarse,  and  must 
be  sold  at  a low  figure,  ranging  around  fifteen  cents.  This 
means  a correspondingly  higher  price  for  the  back.  The 
hind  portion  of  the  back,  slightly  less  than  fifty  per  cent,  of 
the  side,  makes  the  highest  grade  of  leather,  and  is  called  the 
“bend.”  This,  therefore,  sells  at  a premium  in  order  to 
balance  the  lower  prices  of  the  other  parts  of  the  side. 

In  addition  to  that,  while  hides  can  be  sorted  to  a cer- 
tain extent  as  bought,  or  put  away,  the  final  selection  into  No. 
1,  No.  2 and  No.  3 leather  cannot  be  made  till  the  leather 
is  finished.  And  grub  holes,  cuts,  scores,  scratches,  poor 
grain,  stains  and  brands  all  work  to  reduce  the  proportion 
of  high-grade  and  saleable  leather  in  a lot.  It  can  be  seen, 
therefore  that  the  tanner’s  lot  is  no  easier  than  that  of  those 
allied  with  him  in  the  trade. 

Figure  It  Out 

Turning  to  mathematics  for  a moment,  one  can  check 
leather  costs  in  such  a manner  as  to  show  that  the  tanner 
is  not  such  a bad  fellow  after  all.  Suppose  we  take  packer 
hides  which  are  on  a twelve  cent  basis,  although  many  of 
the  hides  that  went  into  the  leather  now  on  the  market  cost 
from  thirty  to  upwards  of  forty  cents  per  pound.  After 
tanning  the  hide,  the  leather  obtained  represents  about 
seventy  per  cent,  of  the  weight  of  the  hide.  Hair,  which  is 
a by-product,  and  fleshings,  which  are  sold  as  glue  stock, 
hardly  pay  the  cost  of  loading  and  shipping,  bringing  from 
one  cent  to  two  cents  per  pound,  wit*h  claims  for  shrinkages 
and  loss  in  transit.  Leaving  them  aside,  the  hide  cost  of  the 
leather  produced  on  this  basis  would  be  around  seventeen 
cents  per  pound.  It  will  cost  nearly  twenty  cents  per  pound 
for  tannage,  including  labor,  tanning  materials,  power,  steam 
etc.,  bringing  the  cost  of  the  side  to  thirty-seven  cents. 
From  this  side,  about  twenty-five  per  cent,  (the  belly)  must 
be  sold  at  less  than  fifteen  cents  per  pound,  and  if  a bend  is 
required,  the  shoulder  is  cut  off,  another  twenty-five  per 
cent,  or  more  selling  at  under  thirty  cents.  From  these 
figures  a back  at  this  stage,  would  cost  about  forty-five  cents, 
( Continued  on  page  71) 
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More  About 
The  Convention 

Biggest  Opportunity  of  the  Year  for  the 
Retail  Dealer  to  Obtain  Information, 
Exchange  Ideas,  and  Enjoy  Himself 

THE  basis  of  this  year’s  convention  of  the  {N.S.R.A. 
is  sound,  and  should  ensure  an  unqualified  success 
from  every  point  of  view.  If  the  era  of  speculation 
and  extravagant  spending  has  passed  with  the  consumer, 


MR.  W.  J.  HEAVEN 


the  same  may  be  said  of  retail  and  wholesale  shoe  men,  as 
well  as  manufacturers  and  tanners.  It  is  on  this  foundation 
that  the  executive  are  building  their  convention  structure. 

Few  of  us  have  the  inclination  to  spend  money  on  a 
joy-ride,  or  a trip  to  an  exhibition  this  year.  Things  are 
moving  too  rapidly  and  conditions  changing  too  quickly  for 
a man  to  absent  himself  from  his  business  without  excellent 
reason.  At  the  same  time,  any  reasonable  expenditure  on 
the  part  of  retailers,  wholesalers,  and  manufacturers,  that 
will  tend  to  promote  business,  or  produce  more  complete 
co-operation  and  unity  of  purpose  in  the  trade,  is  quite 
warranted.  Manufacturers  feel  that  in  contributing  in  the 
shape  of  funds  or  support  they  are  making  an  actual  invest- 
ment this  year.  The  retailer  who  is  at  some  trouble  and 
expense  to  attend  may  well  have  the  same  feeling. 

Getting  Ideas  and  Doing  Business 

Conventions  are  frequently  regarded  as  vacations  or 
joy-rides.  But  many  of  those  characteristics  will  be  missing 
this  July.  While  elaborate  displays,  such  as  predominated 
last  year,  will  not  be  in  evidence,  manufacturers  will  have 
new  samples  and  ideas  to  offer,  and  the  prospect  is  for  con- 
siderable volume  of  business  at  that  time.  The  up-to-date 
dealer  can  no  longer  afford  to  wait  for  the  salesmen  entirely. 
He  goes  to  the  market  himself.  And  for  that  purpose  no 
better  opportunity  will  offer  itself  this  year. 

Entertainment 

Entertainment  features  have  not  been  left  out  entirely, 
as  might  be  inferred  from  the  above  layout.  Do  not  forget 
that  the  National  Shoe  and  Leather  Travellers’  Association 


are  putting  their  shoulder  to  the  wheel.  And  that  means 
that  they  will  be  on  the  job  in  force  to  help  to  see  that  their 
out-of-town  customers  see  everything  there  is  to  see,  and 
fill  every  minute  of  the  time  at  their  disposal.  They  are 
taking  hold  of  the  evening  of  the  first  day,  from  four  o’clock 
on.  An  opportunity  will  be  afforded  to  view  the  harbor 
developments  of  Toronto,  which  ranks  as  one  of  the  finest 
inland  harbors  in  the  world,  while  plans  for  the  evening  meal 
and  entertainment  are  being  formulated. 

It  is  proposed  to  keep  open  house  in  Toronto,  and  while 
the  whole  expenses  of  visitors  can  obviously  not  be  taken 
care  of,  it  is  hoped  that  the  visitors  will  be  able  to  keep  their 
hands  out  of  their  own  pockets  except  for  purposes  of  repose. 

Billeting  and  Sample  Room  Committees 

A billeting  committee  and  a sample  room  |committee 
have  been  appointed,  to  whom  manufacturers  and  pros- 
pective visiting  merchants  should  apply  for  rooms.  Better 
results  can  be  obtained  by  co-operation  with  these  com- 
mittees than  by  dealing  with  hotels  direct.  The  chairman 


MR.  C.  G.  MARLATT 


of  the  Billeting  Committee  is  Mr.  Wm.  Martin,  care  of  the 
Consolidated  Rubber  Co.,  Front  street,  Toronto,  while  the 
sample  room  committee  is  headed  by  Mr.  Jas.  Heffering, 
Lumsden  Building,  Toronto.  Merchants  and  manufac- 
turers proposing  to  attend  or  to  have  exhibits  should  there- 
fore make  application  to  the  above  gentlemen,  as  soon  as 
possible. 

Mr.  W.  J.  Heaven 

Among  the  prominent  speakers  at  the  Convention  will 
be  Mr.  W.  J.  Heaven,  of  the  Anglo-Canadian  Leather  Co., 
who  will  deal  with  the  present  condition  and  future  pros- 
pects of  the  sole  leather  market.  Mr.  Heaven  is  regarded 
as  one  of  the  most  thoughtful  men  in  the  sole  leather  business, 
and  his  consideration  of  this  question,  which  will  be  from 
several  angles, should  be  of  the  greatest  interest  and  value  to 
those  who  will  hear  him. 

Mr.  C.  G.  Marlatt 

The  upper  leather  situation  will  be  handled  by  Mr.  C. 
G Marlatt,  of  Marlatt  & Armstrong,  Oakville.  From 
a lifetime  in  the  leather  business,  Mr.  Marlatt  is  looked  to 
as  an  authority  on  all  its  phases.  At  a time  like  the  present 
the  value  of  a careful  consideration  and  survey  of  conditions 
in  upper  leathers  of  various  kinds  cannot  be  over-estimated. 
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Show  Cards 
for  June 

Have  the  Summer  Goods  Well  Displayed 
-Keep  the  New  Lines  to  the  Front-  Do 
Not  Forget  June  is  the  Month  of  Wed- 
dings 

THE  fact  that  June  is  with  us  is  a fitting  illustration 
of  how  fast  time  really  does  fly.  It  is  but  a few  short 
weeks,  seemingly,  that  we  were  worrying  about  getting 
rid  of  our  winter  lines  that  the  mild  weather  rather  helped 
to  keep  in  stock.  Now  the  warm  weather  is  here  when 
white  goods  are  in  demand.  The  summer  vacation  season 
is  near,  and  tennis  and  outing  shoes  will  be  needed. 

Shoe  retailers  every  season  realize  the  benefits  of  tak- 
ing advantage  of  seasons  and  circumstances  in  the  selling  of 
shoes.  The  old-time  shoe  dealer  did  not  recognize  these 


factors.  Nor  did  the  public.  But  the  latter  has  been 
educated  that,  in  the  wearing  of  shoes,  as  in  the  wearing 
of  other  attire,  styles  are  affected  by  seasons  and  events. 
Few  shoe  merchants,  twenty-five  years  ago,  thought  of 
advertising  wedding  shoes  and  wedding  footwear,  especially 
during  the  month  of  June.  How  different  to-day.  The 
up-to-date  shoe  stores  have  artistic  window  displays  in 
which  the  wedding  idea  is  the  dominating  feature.  There 
may  not  be  more  than  two  or  three  pairs  of  shoes  in  one 
large  window,  the  balance  of  the  space  having  been  given, 
perhaps,  to  the  figure  of  a bride  in  a delicate  wedding  gown, 
or  to  some  other  wedding  suggestion  that  would  take  con- 
siderable space  and  at  the  same  time  attract  considerable 
attention.  This  is  good  display  work.  But  not  all  stores 
have  windows  suitable  for  such  elaborate  displays.  In 
fact  only  the  very  large  stores  who  employ  regular  window 
dressers,  and  whose  business  will  afford  the  outlay,  can  do 
this.  Still,  every  store  can  make  some  display  of  wedding 
goods  and  should  do  so,  if  nothing  more  than  to  have  a card 
in  the  window  announcing  the  fact  that  footwear  for  the 
wedding  people,  whether  bride,  or  groom,  or  maids,  or  best 
men,  may  be  had  at  that  store. 


Such  a window  should  have  very  few  lines  on  display. 
A very  few  pairs  centred  in  the  display  with  some  pretty 
white  material,  roses  and  other  floral  decorations  supple- 
menting the  other  trimmings  will  make  the  most  effective 
and  attractive  window.  The  card  we  have  prepared  for 
this  window  is  one  made  on  very  simple  lines  but  quite 
attractive.  It  is  on  a half  sheet  size  of  white  material. 
The  circle  containing  the  word  “Bride”  and  the  other  orna- 
mentation are  in  grey,  but  can  be  in  some  brighter  color  if 
desired,  but  this  must  not  be  in  too  strong  contrast  to  the 
other  colors  used.  The  word  “Bride”  can  be  in  red  or 
purple,  either  of  which  will  look  well  and  show  strongly. 
The  other  letters  can  be  in  black.  The  wording  of  the  card 
may  be  changed  to  suit  your  needs,  but  this  wording  covers 
the  ground,  including  as  it  does  the  footwear  for  the  wedding 
ceremony  as  well  as  any  that  may  be  needed  for  the  wedding 
trip. 

Outing  shoes  and  tennis  shoes  will  be  in  demand  right 
away  and  displays  of  these  goods  will  attract  attention  and 
bring  sales,  so  that  a “White  Goods”  window  will  be  right 
in  line  for  the  present  time.  June  is  the  month  in  which 


people  begin  to  plan  for  their  summer  vacations,  and  these 
goods  have  now  become  a recognized  part  of  the  summer 
outing  outfits.  Moreover,  for  some  time  these  goods 
have  had  a tremendous  call  for  regular  wear,  which  fact 
should  not  be  overlooked.  That  local  athletic  clubs  use 
these  should  also  be  kept  in  mind.  So  there  is  plenty  of 
opportunity  for  a timely  window  display. 

The  card  we  have  designed  for  this  window  is  on  white 
stock.  A dark  card,  however,  could  be  used  and  if  the  let- 
tering were  then  done  in  white  it  would  be  very  strong. 
The  sample  card  is  done  with  the  large  letters  in  red  and 
shaded  in  light  blue.  The  small  lettering  is  in  black.  This 
is  not  a difficult  card  to  make,  for  the  letters  are  very  plain 
and  yet  atractive.  You  will  find  this  a very  strong  and 
effective  adjunct  to  your  display. 

The  Children’s  Summer  Footwear  card  is  a suggestion 
for  a display  for  the  little  people.  Children’s  trade  drbps 
off  a little  in  srfmmer  for  various  reasons,  but  there  are 
plenty  of  children’s  shoes  to  sell  in  the  summer  time.  And 
of  late  years  there  is  that  compromise  between  the  parent 
who  does  not  want  her  children  to  go  barefoot  and  the 
(Continued  on  page  52) 
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The  Budget  and  the 
Shoe  Industry 

Sales  Tax  Rates — Anti-Dumping  Law — 
Exchange  Difficulties  Protecting  Cana- 
dian Trade 

THE  budget  proposals  contain  a number  of  provisions 
of  definite  interest  to  the  industry.  The  sales  tax 
rates  on  sales  by  Canadian  manufacturers  and  whole- 
salers have  been  increased  by  fifty  per  cent,  and  although 
the  resolution  leaves  it  optional  to  the  manufacturer  or 
wholesaler  whether  the  sales  tax  shall  be  included  in  his 
selling  price  or  shown  as  a separate  item  on  the  invoice,  it  is 
believed  that  the  shoe  manufacturers  generally  will  continue 
to  show  the  tax  separately  on  the  invoice  as  heretofore. 
Indeed  there  is  some  reason  to  expect  that  the  Government 
will  amend  the  resolution  so  as  to  require  the  sales  tax  to 
be  shown  separately  on  all  invoices,  as  has  been  the  case 
since  the  tax  was  enacted  last  year. 

The  sales  tax  rates  on  imports  also  have  been  increased 
and  are  now  two  and  a half  per  cent,  on  the  duty  paid  value 
of  footwear  imported  by  wholesalers  or  jobbers  and  four 
per  cent,  on  the  duty  paid  value  of  footwear  imported  by 
retailers  or  consumers.  The  difference  between  the  rates 
on  domestic  goods  and  those  of  imports  is  intended  appar- 
ently to  cover  the  cumulative  effect  of  the  sales  tax  on 
materials,  machinery,  etc.,  used  by  the  Canadian  manu- 
facturers, whereas  no  similar  tax  is  in  force  in  the  principal 
countries  from  which  goods  are  imported  into  the  Dominion. 

Basis  of  Duty 

The  budget  proposals  relative  to  the  dumping  clause 
and  collection  of  duty  on  the  cost  price  in  the  United  States 
increased  by  the  exchange  premium  will  not  be  effective  until 
a bill  amending  the  Customs  Act  is  passed  by  Parliament. 
It  is  proposed  that  imports  from  the  United  States  shall  be 
valued  for  duty  purposes  at  the  fair  market  selling  price  in 
the  United  States,  increased  by  the  full  current  exchange 
premium  on  American  money.  In  all  probability  the  Gov- 
ernment will  announce  weekly  the  rate  of  exchange  which  is 
to  apply  for  customs  purposes  on  imports  from  the  United 
States,  in  the  same  way  that  it  now  announces  exchange 
values  of  the  currencies  of  overseas  countries. 

Mr.  S.  Roy  Weaver,  manager  of  the  Shoe  Manufac- 
turers’ Association  of  Canada,  in  discussing  the  budget  pro- 
posals with  The  Shoe  and  Leather  Journal  said:  “Next 
in  importance  to  the  increase  in  the  sales  tax  is  the  strength- 
ening of  the  anti-dumping  law,  and  in  this  connection  the 
Minister  of  Finance  is  to  be  commended  for  what  appears 
to  be  a sincere  and  promising  effort  to  deal  with  the  trouble- 
some problem  of  dumping.  The  problem  is  doubly  difficult 
in  the  case  of  Canada,  because  goods  may  be  imported  in 
bond  to  almost  any  point  in  the  Dominion,  instead  of  import 
points  being  limited  in  number  as  is  the  case  in  the  United 
States.  The  success  of  the  new  anti-dumping  provisions 
will  depend  largely  upon  the  supplementary  regulations 
which  will  have  to  be  issued  by  the  Minister  of  Customs. 

“ In  valuing  all  imports  for  customs  purposes  on  the 
basis  of  the  sales  price  in  the  country  of  origin,  converted 
into  Canadian  currency  at  current  exchange  quotations, 
Sir  Henry  Drayton  is  correcting  an  inconsistency  in  the 
regulations  issued  last  July.  Since  that  time,  overseas 
currencies  have  been  valued  at  current  exchange  rates  while 
United  States  currency  has  been  valued  at  par.  The  change 
now  proposed  will  be  an  additional  factor  helping  to  dis- 
courage unnecessary  importations  from  the  United  States. 


Exchange  Dumping 

“ In  adopting  arbitrarily  the  proportion  of  fifty  per  cent., 
below  which  depreciation  of  outside  currencies  will  not  be 
recognized  for  customs  purposes,  the  Minister  is  following 
the  proposed  legislation  in  the  United  States.  The  change 
should  provide  some  protection  against  so-called  ‘exchange 
dumping’  from  European  countries,  but  it  does  not  afford 
any  protection  against  exchange-aided  importations  from 
those  countries  on  which  exchange  with  Canada  is  not 
depreciated  by  more  than  fifty  per  cent.  In  this  connection 
probably  the  weakest  point  of  the  budget  is  the  failure  to 
deal  with  the  problem  of  the  startling  increase  in  impor- 
tations from  Great  Britain.  The  Minister  of  Finance  finds 
satisfaction  in  the  fact  that  imports  from  the  United  King- 
dom into  Canada  have  increased  by  sixty-nine  per  cent,  in 
the  past  year  and,  in  the  fiscal  year  1920-21,  exceeded  by 
more  than  $75,000,000  the  greatest  value  of  imports  ever 
imported  from  the  United  Kingdom  during  any  previous 
year.  It  should  be  noted  that  these  growing  importations 
are  at  the  expense  of  Canadian  industry  and  that  they  are 
helping  to  increase  unemployment  in  this  country.  Pur- 
chases of  British  goods  are  financed  through  New  York,  so 
that  British  importations  help  to  increase  the  depreciation 
of  Canadian  money  as  compared  with  gold  or  as  compared 
with  the  currency  of  the  United  States. 

Protecting  Canadian  Industry 

“As  between  purchases  in  the  United  States  and  in 
Great  Britain,  it  is  desirable  that  the  preference  should  be 
given  to  the  Mother  Country,  especially  as  Great  Britain 
provides  a large  market  for  Canadian  products.  But  it  is 
time  that  Canadian  public  men  came  to  realize  that  it  is 
just  as  truly  British  to  build  up  industry  in  Canada  as  to 
build  up  industry  in  the  United  Kingdom.  The  British 
preferential  tariff  duties  are  much  below  the  general  sche- 
dules and  even  under  normal  conditions  afford  scant  pro- 
tection for  Canadian  industry.  The  British  preferential 
duties  of  the  Canadian  tariff  on  footwear  imported  from  the 
United  Kingdom  range  from  seventeen  and  a half  to  twenty 
per  cent.  At  the  present  time,  the  British  producer  has 
the  advantage  of  exceedingly  low  freight  rates  on  west- 
bound shipments  and  he  has  a ten  per  cent,  advantage  in 
exchange  which  greatly  reduces  the  Canadian  duty.  The 
low  rates  of  the  British  preferential  tariff  and  the  exchange 
advantage  to  the  British  manufacturer  in  exporting  goods 
to  Canada  are  probably  the  most  serious  menace  in  our  trade 
situation  at  the  present  time.  The  Minister  of  Finance  has 
not  dealt  with  that  menace  in  any  way  and  it  is  on  this 
account  probably  more  than  on  any  other  that  his  budget 
is  open  to  criticism  and  objection.” 
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Tell  Your 
Story  Right 

The  Value  of  Advertising  Under  Present 
Circumstances 

IN  a recent  address  before  the  Chicago  Advertising 
Council,  Mr.  E.  S.  LaBart,  Director  of  Publicity  for 
Wilson  & Co.,  has  the  following  to  say: 

Of  all  times  not  to  curtail  advertising  this  is  the  time. 
A great  many  concerns  have  been  over-advertising.  They 
had  more  money  than  they  knew  what  to  do  with  and  some 
director’s  son,  cousin  or  somebody  occupying  the  position 
of  advertising  manager  or  what  not,  proceeded  to  spend 
that  money  with  lavish  hands.  But  now,  we  have  a peace 
time  and  reconstructive  appropriation  that  we  must  make 
do  the  work  of  four  dollars  where  once  it  did  only  the  work 
of  one  dollar,  but  we  must  get  at  this  thing  and  adjust  our- 
selves to  viewing  the  situation,  to  analyzing  this  business 
so  that  we  may  get  the  proper  picture  and  the  proper  idea 
before  the  public  and  bring  about  a shortening  of  the  road 
between  stagnation  and  prosperity  so  that  once  more  when 
the  whistle  blows  that  requiem  at  five  o'clock  of  the  passing 
day,  when  the  factory  gates  open,  that  there  will  be  crowds 
of  people  emerging  from  prosperous  factories  rather  than  a 
few  straggling  people,  which  is  the  case  now  because  there 
is  this  stagnation  on  the  part  of  the  buying  public. 

Last  year  Marshall  Field  & Co.  used.  1,700  pages  and 
had  a greater  business  than  ever  before  in  their  history. 
They  told  the  people  the  facts.  They  presented  these  facts 
in  a clear,  concise  and  intelligent  way.  We  have  exactly 
the  same  proposition,  we  have  exactly  the  same  opportunity, 
as  advertising  is  a force,  a constructive  force,  a real  force- 
Then  let  us  use  it,  but  if  advertising  is  a fair  weather  propo- 
sition, if  advertising  is  a joke,  then  let  us  be  big  enough  to 
admit  it  and  get  out  of  the  advertising  business. 

I say  that  it  is  time  that  we  use  a little  intelligence  in 
what  we  are  doing  and  get  down  and  make  a decent  analysis 
of  things.  Every  man  can  go  to  the  company  he  represents 
and  show  it  in  a real  way  that  advertising  is  a definite  force, 
an  irresistible  force  that  really  means  something  in  the  com- 
mercial world  of  this  country. 

If  we  haven’t  got  the  nerve  to  do  that,  then  let  us  all 
get  out,  but  I don't  think  anybody  has  to  get  out.  During 
the  war  hundreds  of  corporations  made  money,  hundreds 
put  money  in  the  bank  for  the  specific  purpose  of  meeting 
the  situation  that  is  right  at  hand.  They  set  aside  a reserve 
knowing  that  for  a good  many  years  there  was  going  to  be 
slim  picking.  They  knew  that  the  dividends  would  be  lean 
and,  if  they  are  going  to  be  lean  and  if  advertising  is  just 
created  for  the  purpose  of  increasing  the  capacity  of  the 
output  of  farms  and  of  factories,  why,  then,  this  is  certainly 
the  most  important  time,  when  there  is  a stagnation. 

I haven’t  any  fears  for  the  future.  I am  quite  sure  that 
things  are  going  to  be  adjusted  finally. 

Let  us  get  down  and  use  good,  sound,  one  hundred  per 
cent,  horse  sense.  We  are  one  hundred  per  cent,  business 
men,  gentlemen,  and  we  realize  we  are  face  to  face  with  a 
situation  which  is  going  to  bring  out  the  best  that  is  in  each 
and  every  one  of  us.  I know  if  we  are  going  to  bring  out 
the  best  we  must  have  optimism,  in  everything  we  do, 
preach  optimism,  dream  optimism,  sing  optimism,  talk 
optimism,  write  optimism.  Why,  any  ten  of  us  here  can 
make  a blackguard  out  of  any  man  in  the  room  or -we  can 
make  a wonderful  man  out  of  him  by  talking  favorably  of 


him.  We  can  destroy  a community,  a city,  a nation  by 
talking  disparagingly  of  it,  or  we  can  praise  it  to  the  skies 
and  make  a real  nation  of  it. 

In  everything  that  you  do,  have  an  air  of  optimism.’ 
Don’t  take  backwater  from  anybody,  but  preach  optimism 
and  you  are  going  to  shorten  the  blight  between  stagnation 
and  productivity. 


CONDITIONS  IN  THE  WEST 

(Special  correspondence  of  The  Shoe  and  Leather  Journal) 

Although  the  general  business  depression  has  hit  this 
part  of  the  country  very  hard,  the  feeling  is  general  that 
things  will  gradually  come  out  all  right  There  is  plenty  of 
business  to  be  had  by  retailers  on  a credit  basis.  The 
majority  of  retailers,  however,  feel  that  they  are  carrying 
a big  enough  load  already  and  are  not  inclined  to  put  any 
more  slow  paying  accounts  on  their  books.  This  has  resulted 
in  an  increased  slowing  down  in  business. 

Spring  has  been  late  and  seeding  is  only  just  completed 
in  some  places.  There  is  plenty  of  moisture  in  the  ground, 
and  the  outlook  is  for  a good  crop  this  year.  The  great 
west  has  always  been  optimistic,  which  is  perhaps  not  an 
unmixed  blessing.  With  good  conditions  next  fall  the 
consumer  will  have  the  need  for  shoes,  the  cash  to  pay  for 
them  and  the  retailer  the  inclination  to  sell  them.  So  that 
we  all  look  for  a general  slackness  until  the  autumn,  at  which 
time  a healthy  condition  should  return. 

The  Calgary  Herald  says:  Wheat  seeding  in  Alberta 
will  be  practically  all  completed  by  May  15th,  with  a slightly 
larger  acreage  than  last  year.  The  report  indicates  that 
the  season  is  from  three  to  four  weeks  ahead  of  last  year 
and  the  crop  is  going  in  under  ideal  conditions.  It  is  as  yet 
a little  early  to  forecast  the  amount  of  oats  and  other  grains 
which  will  be  sown,  but  the  report  seems  to  indicate  there 
will  be  a slightly  decreased  acreage  in  these  grains,  while  on 
the  whole  the  same  acreage  will  be  sown  to  grains  in  general. 
In  some  cases  wheat  is  showing  above  the  ground  already, 
and  in  the  Erskine  district  the  plants  are  from  three  to  four 
inches  high.  There  is  plenty  of  moisture  to  last  until  the 
end  of  June,  the  majority  of  places  report. 

Grass  is  in  splendid  condition  owing  to  the  large  amount 
of  rain  that  has  fallen  during  the  past  two  or  three  weeks; 
cattle  are  in  splendid  shape  due  to  the  mildness  of  the  win- 
ter, and  dairying  seems  to  be  on  the  increase  in  many  dis- 
tricts. Labor  is  plentiful  in  all  cases  and  wages  paid  are 
from  $40  to  $60  per  month,  while  some  districts  are  paying 
as  high  as  $75  for  experienced  hands. 

A report  from  Mossomin.  May  10th,  says:  A heavy 
electrical  storm  accompanied  by  torrents  of  rain  and  some 
hail  visited  this  district  to-day  and  will  be  worth  thousands 
of  dollars  to  local  farmers.  It  is  just  what  was  needed  to 
get  the  sown  grain  away  to  a good  start.  In  the  Spring 
Creek  district,  ten  miles  south  of  town,  it  is  reported  that  the 
storm  was  the  heaviest  that  has  visited  that  district  for 
twenty  years.  No  damage  is  reported. 

Wheat  seeding  is  completed  here,  and  already  some  of 
the  sprouts  are  showing  through.  Little  if  any  grain  has 
been  blown  out  by  the  strong  easterly  winds  that  have  pre- 
vailed during  the  last  ten  days. 

A report  from  Winnipeg  says:  The  acreage  sown  in 
grain  this  year  will  be  about  the  same  as  in  recent  years, 
according  to  the  annual  report  of  the  department  of  agri- 
culture dealing  with  seeding  operations. 

The  report  states  the  condition  of  the  livestock  industry 
is  satisfactory  and  no  disease  is  prevalent.  There  has  been 
a decline  in  hog  raising. 

There  is  no  shortage  of  farm  help  and  wages  are  $20 
per  month  lower  than  last  year.  Wages  paid  range  from 
$50  to  $60  per  month. 
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With  the 

Shoe  Manufacturers 

A Council  of  Arbitration  to  Adjust  Dis- 
putes Freight  Classification  of  Shoes — 
Effect  of  Containers 

THE  Shoe  Manufacturers’  Association  of  Canada  is 
studying  the  procedure  for  submission  to  arbitration 
of  disputes  between  shoe  buyer  and  shoe  seller  as 
adopted  by  The  National  Boot  and  Shoe  Manufacturers’ 
Association,  The  National  Shoe  Wholesalers’  Association, 
and  The  National  Shoe  Retailers’  Association  of  the  United 
States,  the  organizations  of  the  three  principal  branches  of 
the  boot  and  shoe  trade  in  the  Republic.  These  three 
bodies  have  established  a Council  of  Arbitration,  “for  the 
purpose  of  affording  opportunity  to  their  respective  mem- 
bers of  adjusting  and  settling  commercial  differences  arising 
between  them,  when  they  are  unable  to  settle  or  adjust  to 
their  mutual  satisfaction.”  They  have  declared  that  “the 
Council  of  Arbitration  and  the  arbitrators  appointed  by 
them  in  determining  any  controversy  shall  be  guided  by 
principles  of  equity  and  fairness.  Technical  or  legal  points 
should  not  prevail  against  the  establishment  of  an  equitable 
claim.” 

The  Council  of  Arbitration  consists  of  the  presidents 
of  the  three  Associations  mentioned,  the  office  of  the  chair- 
man being  filled  in  rotation  by  the  representatives  of  these 
three  organizations.  Each  Association  recommends  arbi- 
trators taken  from  the  membership  of  such  Association  and 
from  the  names  so  recommended  selection  is  made  by  the 
Council  of  Arbitrations,  except  that  the  arbitrators  may  be 
selected  by  agreement  of  the  parties  in  dispute.  In  any 
matter  referred  to  it,  the  Council,  upon  request,  has  the 
power  to  select  any  arbitrator  or,  in  case  the  arbitrators 
chosen  by  the  parties  are  not  able  to  agree  in  the  determi- 
nation of  any  matter,  the  Council  may  select  a third  arbitra- 
tor who  need  not  be  a member  of  any  Association.  The 
party  desiring  to  arbitrate  is  required  to  notify  the  other 
party  to  the  dispute  and  also  the  secretary  of  the  Council 
and  the  latter  then  invites  the  second  party  to  agree  to 
arbitration.  Before  the  Council  appoints  arbitrators,  both 
the  contending  parties  are  required  to  agree  to  be  bound  by 
the  findings  of  the  Council,  but  the  submission  of  the  matter 
to  arbitration  is  entirely  optional  on  the  part  of  the  parties 
in  disagreement  and  the  Council  only  provides  machinery 
for  arbitration  in  case  both  parties  are  willing  to  have  their 
differences  adjusted  in  this  way  and  agree  to  be  bound  by 
the  findings  of  the  arbitrators. 

Since  the  formation  of  The  National  Shoe  Retailers’ 
Association  in  the  United  States  there  have  been  Conference 
Committees  representing  both  that  Association  and  The 
National  Boot  and  Shoe  Manufacturers’  Association.  These 
committees  have  met  at  least  once  a year  to  discuss  sub- 
jects of  common  interest  and  in  co-operation  to  raise  the 
standards  of  business.  Mr.  Sol  Wile,  secretary  of  The 
National  Boot  and  Shoe  Manufacturers’  Association,  in  a 
letter  to  the  manager  of  the  Shoe  Manufacturers.’  Asso- 
ciation of  Canada,  says:  “We  are  in  close  communion  with 
the  retailers,  the  wholesalers,  the  tanners  and  last  manu- 
facturers, and  whenever  conditions  or  the  interests  of  the 
footwear  industry  and  trades  require  it,  these  allied  inter- 
ests, through  their  conference  committees,  meet  and  dis- 
cuss matters  of  mutual  interest  around  the  table.” 

Adjustment  on  Worn  Shoes. 

Adjustment  of  complaints  after  shoes  have  been  worn 
is  a matter  of  frequent  difficulty  between  manufacturers  and 
retailers  and,  in  this  connection,  the  recommendation  of  the 


Conference  Committees  representing  the  three  branches  of 
the  shoe  trade  in  the  United  States  is  of  interest.  The 
recommendation,  as  published  in  a booklet  entitled  “Some 
Ethics  of  the  Shoe  T rade,  ’ ’ reads : “ It  is  strongly  recommended 
that  the  retailers  do  not  guarantee  shoes  to  the  consumer 
in  any  manner  whatsoever,  and  to  treat  each  complaint  on 
its  merits  with  justice  to  the  manufacturer,  the  consumer 
and  the  retailer.  It  is  advised  that,  when  a consumer 
returns  a worn  shoe  with  a complaint,  the  case  be  adjusted 
on  the  basis  of  the  consumer  paying  for  the  service  and 
value  received  out  of  the  shoe;  that  the  manufacturer  be 
treated  with  fair  consideration  and  wherever  possible  shoes 
be  repaired;  and  when  the  complaint  is  settled  with  the 
customer,  the  manufacturer  should  stand  no  more  than  his 
proper  share,  based  upon  preventable  imperfection  in  work- 
manship and  leather.” 

Freight  Classicfiation 

The  railway  companies  in  their  proposed  Freight  Clas- 
sification No.  17  are  asking  for  a 1 lA  class  rating,  which 
means  an  increase  of  fifty  per  cent,  in  freight  rates,  on  boots 
and  shoes,  when  shipped  in  containers  other  than  those  of 
wood  with  certain  metal  strappings.  This  proposal  appears 
to  be  aimed  particularly  at  the  use  of  fibre  or  straw-board 
containers,  but  it  would  affect  also  the  use  of  wooden  boxes 
unless  these  are  strapped  with  material  as  set  forth  in  the 
classification.  The  principal  argument  of  the  railway  com- 
panies appears  to  be  that  pilferage  is  more  easily  practiced 
and  pilferage  losses  are  heavier  in  the  case  of  such  straw- 
board  or  unstrapped  containers.  This  contention  has 
little  weight,  except  insofar  as  it  may  refer  to  straw-board 
containers  the  ends  of  which  are  not  properly  gummed  and 
the  containers  then  sealed  with  the  usual  binding  tape  before 
leaving  the  factory.  No  pilferage  can  take  place  without 
properly  gummed  and  sealed  cases  showing  clear  evidence 
of  having  been  opened.  The  Shoe  Manufacturers’  Asso- 
ciation has  brought  the  matter  to  the  attention  of  its  mem- 
bers and  has  asked  them  to  see  that  no  shipment  in  fibre- 
board  containers  leaves  their  factories  unless  securely 
gummed  and  sealed  with  the  binding  tape.  The  fibre- 
board  box  mantffacturers  are  making  representations  to 
the  Freight  Classification  Committee  against  the  proposed 
increase  in  Montreal  on  May  18th  and  it  is  expected  that 
they  will  be  supported  by  some  of  the  shoe  manufacturing 
companies.  The  Shoe  Manufacturers’  Association  is  also 
preparing  a general  brief  for  the  industry,  setting  forth 
its  objections  to  the  proposed  increase.  The  matter  is  one 
of  interest  also  to  the  retail  trade,  inasmuch  as  the  cost  of 
the  containers  has  to  be  passed  on  the  dealers  either  directly 
or  through  an  addition  to  the  selling  price  of  the  footwear, 
and  it  is  hoped  that  the  retailers  also  will  make  recommen- 
dations in  opposition  to  the  proposed  advance  in  rates  on 
fibre,  straw-board  or  similar  containers  and  on  unstrapped 
wooden  boxes. 

Felt  Companies  Confer 

A meeting  of  the  felt  footwear  manufacturing  com- 
panies in  Ontario  will  be  held  in  Kitchener  on  May  17th. 
The  manager  of  the  Shoe  Manufacturers’  Association  will 
be  present  and  matters  of  interest  to  the  felt  footwear 
industry  will  be  discussed. 


Getting  ready  for 
July  13  th,  14  th 
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BOSTON  STYLE  SHOW  PROGRESS 

All  but  a few  of  the  downstairs  spaces  in  the  Mechanics’ 
Building  have  already  been  sold  for  the  National  Shoe  and 
Leather  Exhibition  and  Style  Show  to  be  held  on  July 
11th,  12th,  13th  and  14th,  in  Boston.  One-third  of  the 
gallery  exhibition  space  has  also  been  taken,  according  to 
Chester  I.  Campbell,  general  manager  of  the  Exposition 
and  Style  Show.  Mr.  Campbell  added,  in  announcing  these 
facts  concerning  the  space  sold,  that  never  in  his  experience 
in  managing  exhibitions  has  he  seen  such  a keen  early 
interest  in  securing  space.  “I  have  found  that  the  real 
success  of  any  show  is  based  on  the  enthusiasm  of  the 
exhibitors  in  it  and  I do  not  think  it  is  too  early,  even  nine 
weeks  in  advance  of  the  exhibition,  to  say  that  the  coming 
National  Style  Show  at  Boston  will  far  exceed  anything 
ever  put  on  in  this  city  and  will  certainly  equal  any  similar 
show  which  has  been  attempted  in  other  parts  of  the 
country.” 


Every  branch  of  the  New  England  shoe  and  leather 
industry  is  awakening  to  the  many  opportunities  and  advan- 
tages of  the  National  Shoe  Style  Show  at  Boston.  While 
manufacturers  are  showing  their  interest  in  promptly  con- 
tracting for  the  exhibition  space  of  Mechanics’  Building, 
various  associations  are  making  plans  to  take  advantage  of 
the  Show.  One  of  these  is  the  Lynn  District  Superinten- 
dents’ and  Foremen’s  Association,  well  known  for  its  up- 
and-coming  ideas  and  progressiveness.  The  association  has 
written  to  T.  F.  Anderson,  secretary  of  the  Exposition  man- 
agement, asking  if  it  will  be  possible  for  the  directors  of  the 
Show  to  arrange  and  manage  a Superintehdents’  and  Fore- 
men’s day  on  one  of  the  four  days  of  the  Show.  The  request 
has  met  with  most  favorable  consideration  by  the  Executive 
Committee  and  it  has  practically  been  decided  to  dedicate 
Tuesday,  July  12th,  to  the  interests  of  superintendents  and 
foremen  in  order  that  they  may  hold  an  informal  convention 
( Continued  on  page  71) 
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Religion  and 
Business 

What  a Hard-Headed  Business  Man  Says 
of  the  World’s  Need — A Statistician  Says 
the  World  is  Out  of  Joint  in  Business 
Ethics 

ROGER  W.  Babson,  the  celebrated  statistician  of  the 
United  States,  has  written  a rather  remarkable  book 
called  “Religion  and  Business,”  in  which  he  deals 
with  present-day  social  and  business  conditions  in  rather  a 
trenchant  but  practical  way.  Mr  Babson  is  not  what 
might  be  considered  a religious  man  in  the  sense  of  being 
“evangelical”  and  there  is  much  in  his  book  to  evoke  the 
strongest  criticism  on  the  part  of  the  orthodox,  but  he  gets 
at  the  marrow  of  things  without  sectarian  bias.  He  accuses 
the  Church  of  failure  to  bring  its  followers  up  to  the  stand- 
ards of  Christ,  and  at  the  same  time  flouts  the  idea  that  the 
great  Teacher  was  in  any  sense  a socialist.  He  devotes 
considerable  attention  to  the  relations  of  capital  and  labor, 
and  says  that  religion  is  the  only  solution  for  industrial 
harmony.  By  “religion”  he  means  harmony  with  the 
teaching  of  the  Sermon  on  the  Mount. 

The  Need  of  the  Hour 

He  says:  The  need  of  the  hour  is  not  more  factories  or 
materials,  not  more  railroads  or  steamships,  not  more  armies 
or  more  navies,  but  rather  more  education  based  on  the 
plain  teachings  of  Jesus.  The  prosperity  of  our  country 
depends  on  the  motives  and  purposes  of  the  people.  These 
motives  and  purposes  are  directed  in  the  right  course  only 
through  religion.  Legislation,  bounties,  or  force  are  of  no 
avail  in  determining  man’s  attitude  toward  life.  Harmony 
at  home  and  peace  with  the  world  will  only  be  determined 
in  the  same  way. 

Religion,  like  everything  else  of  value,  must  be  taught. 
It  is  possible  to  get  more  religion  in  industry  and  business 
only  through  the  development  of  Christian  education  and 
leadership.  With  the  forces  of  evil  backed  by  men  and 
money,  systematically  organized  to  destroy,  we  must  back 
with  men  and  money  all  campaigns  for  Christian  education. 

We  are  willing  to  give  our  property  and  even  our  lives 
when  our  country  calls  in  time  of  war.  Yet  the  call  of 
Christian  education  is  today  of  even  greater  importance 
than  was  ever  the  call  of  the  army  or  the  navy.  I say  this 
because  we  shall  probably  never  live  to  see  America  attacked 
from  without,  but  we  may  at  any  time  see  our  best  institu- 
tions attacked  from  within. 

The  Real  Protector 

I am  offering  Christian  education  as  a protector  of 
property  because  nearly  all  the  great  progressive  and  liberal 
movements  of  history  have  been  born  in  the  hearts  of  Chris- 
tian educators.  I do,  however,  insist  that  the  safety  of  our 
sons  and  daughters,  as  they  go  out  on  the  streets  this  very 
night,  is  due  to  the  influence  of  the  preachers  rather  than 
to  the  influence  of  the  policemen.  The  safety  of  our  nation, 
including  all  groups,  depends  on  Christian  education.  At 
no  time  in  our  history  has  it  been  more  greatly  needed. 

We  insure  our  houses  and  factories,  our  automobiles, 
and  our  businesses  through  mutual  and  stock  insurance 
companies,  but  the  same  amount  of  money  invested  in 
Christian  education  would  give  far  greater  results.  Besides, 
Christian  education  can  insure  what  no  corporation  can 
insure — namely,  prosperity. 

As  the  life  insurance  companies  are  spending  huge 
sums  on  doctors,  scientific  investigations,  and  district  nurses 
to  improve  the  health  of  the  nation,  s'o  we  business  men 


should  spend  huge  sums  to  develop  those  fundamental 
religious  qualities  of  integrity,  industry,  faith,  and  service, 
which  make  for  true  prosperity.  I repeat,  the  "need  of  the 
hour  is — not  more  factories  or  materials,  not  more  railroads 
or  steamships,  not  more  armies  or  navies — but  rather  more 
Christian  education.  This  is  not  the  time  to  reduce  invest- 
ments in  schools  and  collages  at  home,  or  in  Y.M.C.A. 
and  similar  work  in  China,  Japan,  Russia,  or  South  America. 
This  is  the  time  of  all  times  to  increase  such  subscriptions. 


WHAT  KIND  DOES  HE  WANT? 

( Continued  from  page  42) 

all  hides  as  they  come?  That  prices  are  abnormally  low  is 
shown  by  the  number  of  hides  that  have  actually  been 
bought,  in  the  face  of  heavy  stocks  of  leather  and  poor 
demand,  by  tanners  who  have  credit  facilities  and  a certain 
amount  of  courage  and  optimism.  But  costs  of  tanning, 
including  labor  and  tanning  materials,  have  not  yet  dropped 
to  any  marked  degree. 

The  case  of  the  shoe  manufacturer,  wholesaler  and 
retailer,  so  far  as  this  story  is  concerned,  are  covered  in  the 
above  discussion  of  the  types  of  shoes  being  bought.  They 
are  forced  to  make  and  stock  the  shoes  in  demand.  And 
these  utilize  only  the  highest  grades  of  leather.  Moreover, 
manufacturing,  selling  and  distributing  costs  have  not 
decreased  to  any  extent. 

When  we  go  into  a careful  consideration  of  the  history 
of  the  farmer’s  deal,  therefore,  we  find  that  there  is  a long 
chain  of  persons  and  circumstances  that  make  it  a foolish 
proposition  to  endeavor  to  link  up  the  cattle  as  slaughtered 
by  the  farmer,  with  the  shoes  that  he  shops  for.  It  is  pos- 
sible that  some  of  our  readers  may  encounter  this  problem 
in  their  business,  and  we  only  hope  we  have  given  them 
something  they  can  hand  to  their  customers  to  think  about. 

The  salient  facts  in  the  story  are  that  country  hides  are 
not  used  for  high-grade  shoes,  that  hides  are  a by-product 
and  as  long  as  meat  is  necessary  hides  must  be  produced, 
whether  they  are  required  or  not,  and  that  hides,  like  every 
thing  else,  are  amenable  to  the  old  law  of  supply  and  demand. 


SHOW  CARDS  FOR  JUNE 

(■ Continued  from  page  47) 

children  who  do,  and  that  compromise  is  the  barefoot 
sandals.  They  are  as  near  to  bare  feet  as  it  is  possible 
to  get  and  still  afford  protection  to  the  little  feet.  Then 
every  boy  these  days  likes  the  tennis  or  canvas  shoes  for 
summer  wear.  So  it  should  not  be  difficult  to  arrange  a 
window  showing  nothing  but  children’s  shoes,  emphasizing 
the  lighter  lines  for  summer  and  special  lines  mentioned 
above.  The  card  shown  is  a very  plain  one  but  the  term 
“Summer  Footwear”  stands  out  well  and  is  very  attractive. 
The  letters  of  these  two  words  should  be  in  red  or  blue, 
and  the  stripes  on  the  letters  in  yellow  or  white.  The 
shading  may  be  in  any  subdued  color  that  will  harmonize 
with  the  color  of  the  large  letters.  The  small  words,  “Chil- 
dren” can  be  in  black. 

The  “Summer  Wear”  card  tells  its  own  story.  This 
will  be  for  a display  of  summer  goods  for  all  classes.  This 
is  a very  plain  card  but  stands  out  prominently  because  there 
are  few  words  on  the  card  and  the  letters  are  large.  It  is 
made  on  a dark  card  with  the  letters  in  pure  white.  This 
card  will  answer  for  a regular  window  or  will  also  do  nicely 
for  a white  goods  window. 

It  will  be  noticed  that  no  prices  are  shown  on  any  of  the 
sample  cards  which  will  necessitate  the  use  of  small  price 
tickets  on  the  goods  displayed.  This  is  necessary  as  it  is 
almost  impossible  to  have  a complete  display  of  goods  all 
of  one  price,  so  that  price  tickets  are  put  on  the  individual 
shoes. 
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Made  in 

White  Buck , Chippendale  Brown  Trimming 
Buff  Buck,  Chippendale  Brown  Trimming 
Grey  Buck,  Patent  Trimming 
All  White  Buck,  White  Ivory  Sole  and  Heel 

Deliveries  Six  to  Eight  Weeks 


National  Shoe  Retailers'  Association  Convention,  July  ijth  and  14th, 
King  Edward  Hotel,  Toronto — Come. 
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jyjANY  of  the  Manu- 
facturers with  fac- 
tories in  Quebec  City 
are  anticipating  w ith 
no  little  pleasure  a 
meeting  with  their 
friends  at  the  Conven- 
tion in  Toronto  in 
July. 

A fine  programme 
is  in  process  of 
completion  and  the 
Quebec  City  Manu- 
facturers hope  that 
the  attendance  will 
establish  a record  in 
Canada. 
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At  the  service  of  the  industry 

The  Service  made  possible  by  the 
presence  of  branch  establishments 
located  in  the  manufacturing- 
centres  of  Canada  is  but  the 
expression  of  the  Ideal  of  the 
U.S.M.C.  organization. 

Founded  on  Service  and  continued 
successfully  by  a genuine  desire 
to  keep  the  factories  of  the  Industry 
in  fullest  possible  production,  you 
will  find  us  not  only  willing  to 
serve  but  organize  to  do  so  with 
despatch. 


United  Shoe  Machinery  Co.  of  Canada 


LIMITED 

Head  Office:  MONTREAL 


Quebec  Branch:  28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West 
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TO  ADVERTISERS 

| The  paid  circulation  of  the  SHOE  AND  LEATHER  j 
j JOURNAL  is  MORE  THAN  DOUBLE  that  of  any 
other  shoe  publication  in  Canada,  and  exceeds  the 
combined  paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 


THE  STRING  IS  OUT 

The  Annual  Convention  of  the  Canadian  Manufacturers’  Association, 
at  the  Chateau  Frontenac,  Quebec,  June  7th,  8th  and  9th,  promises  to 
be  the  largest  and  most  momentous  gathering  in  the  history  of  this 
great  organization. 

The  Quebec  Shoe  Manufacturers  join  their  confreres  in  other  lines  in 
extending  to  visiting  delegates  the  warmest  possible  welcome,  and 
particularly  invite  shoe  manufacturers  from  the  other  provinces  to  visit 
the  Ancient  Capital  at  a season  when  it  is  decidedly  at  its  best. 

Apart  from  the  important  business  to  be  brought  up  at  the  sessions  of 
the  Association  there  will  be  abundant  opportunity  for  testing  the 
hospitality,  as  well  as  the  bonne  entente  that  exists  in  the  shoe  trade 
amongst  its  eastern  and  western  membership. 

The  Quebec  trade  will  be  glad  to  welcome  all  who,  for  reasons  of  either 
business  or  pleasure,  visit  the  city  next  month,  and  announce  that  the 
latch  is  on  the  door  and  the  string  out. 

COME  TO  QUEBEC 


Quebec — The  cradle  of  the  shoe  industry 
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The  Latest  Thing  I 

In  Hockey  Boots  1 

Is,  as  usual,  to  be  seen  in  this  model  from  the  Tanguay  1 

Line.  In  addition  to  its  specially  formed  last  which  gives  a 1 

comfortable  but  firm  fit,  these  essential  features  are  further  1 

assured  by  the  improved  strap  lacing  device,  particularly  1 

around  the  ankle.  These,  with  its  other  features,  mean  a 1 

light  strong  shoe  that  will  hold  its  shape,  stand  the  1 

hardest  usuge  and  SELL  at  a record  rate.  1 

; 

Tanguay  Staples  | 

Surpassed  by  none  for  fitting  and  wearing  qualities  and  1 

VALUE,  they  are  the  choice  of  merchants  in  all  parts  of  1 

Canada  who  are  reaping  good  trade  by  featuring  them.  | 

Only  by  seeing  our  complete  line  can  you  be  convinced  of  I 

our  ability  to  serve  you  to  better  advantage  with  shoes  that 
will  make  you  certain  of  steady  sales  at  satisfying  profit. 

JOS.  TANGUAY  1 

34  King  Street  (Cor.  St.  Dominique)  1 

QUEBEC  - QUE.  J 

i 
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SHOE  FACTORIES  IN  QUEBEC 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres^,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lupien,  491  St.  Valier. 

Clement,  .Oscar,  234  St.  Helene. 

Racine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  49^1  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  l’lncarnation. 
Clement,  Oscar,  224  St.  Helene, 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


“CENTAUR” 

A FINE  SURFACE  KID 

Will  Not  Scuff. 

—Holds  Its  Color. 


-Takes  a Beautiful  Finish. 

-Shows  an  Extremely  Fine  Grain. 

-In  Appearance  is  Much  Like  Good  Kid,  Which  It 
Will  Outwear. 

SAMPLES  AND  PRICES  ON  APPLICATION. 


Lucien  Borne 

491  ST.  VALIER  ST.  - - QUEBEC,  P.Q. 
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This  is  one  of  the  newer  ideas  in  Men’s  Welts 
for  Fall. 

Made  in  Brown  or  Black  it  is  recognized  as 
being  “the  thing”  in  every  way.  It  is  representative 
of  many  new  lines  added  for  the  approaching 
season. 

Also  making  McKays  for  Boys,  Youths,  Women 
and  Misses. 


LAGACE  & LEPINAY 

22  St.  Anselme  Street 
QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Why  a Financial 
Statement? 

A Fair  Statement  to  the  Merchant  of  the 
Reasons  Making  it  Advisable  to  Prepare 
One 

WE  must  credit  many  interviews  with  merchants, 
manufacturers  and  jobbers  with  the  inspiration  of 
this  article.  For  the  subjects  of  financial  statements, 
inventory  and  insurance  are  much  in  the  minds  of  all 
branches  of  the  trade. 

First  let  us  point  out  the  fact  that  a financial  state- 
ment-— an  accurate,  audited  statement — is  indispensable  to 
the  proper  conduct  of  a business.  Such  a statement  is  a 
merchant’s  only  safeguard.  Primarily  it  indicates  an  exact 
net  profit  for  any  chosen  period,  and  anyone  will  admit 
that  exact  knowledge  is  several  jumps  ahead  of  the  best 
guess  that  was  ever  made.  As  a secondary  consideration 
it  makes  an  accurate  inventory  essential.  Then,  too,  it  is 
the  only  means  which  a merchant  can  use  as  a check  on  his 
various  operations. 

If  profit  be  too  low,  the  merchant  who  feels  or  knows  that 
he  has  been  adding  what  should  be  sufficient  gross  profit 
will  scrutinize  such  items  as  rent,  salaries,  light,  advertising, 
store  expense,  etc.,  and  have  a certain  indication  of  the 
weak  spot  in  his  business. 

If  sales  be  too  low  in  pairs,  the  keen  merchant  will 
study  his  markets  and  his  shoes.  He  will  find  some  lines 
on  which  he  has  been  weak. 

If  pairage  be  high  and  expenses  normal,  his  investigation 
may  lead  him  to  conclude  that  either  his  gross  has  been 
too  small  or  that  “sales”  held  to  clear  lines  that  should  have 
been  bought  more  conservatively  have  eaten  into  his  profit. 

In  fact,  there  is  invaluable  information  to  be  gleaned 
from  an  accurate  statement  of  affairs  and  any  profitable 
business  can  be  greatly  improved  by  learning  the  lessons 
one  will  teach. 

Possibly  an  inventory  will  show  the  stock  carried  to  be 
too  large.  It  may  be  too  small.  It  may  indicate  the  presence 
of  too  many  obsolete  lines.  In  three  cases  out  of  four  it 
will  indicate  that  the  merchant  carries  too  little  insurance 
on  his  stock. 

And  in  passing,  let  us  say  that  the  merchants  generally 
are  insured  far  below  the  safety  mark.  One  small  mer- 
chant with  a $6,000  stock  carried  only  $2,000  insurance. 
Another  with  $11,500  carried  $4,500.  One  whose  inventory 
showed  $14,350  carried  $5,000.  In  all  three  of  these  cases 
a disastrous  fire  would  have  lost  the  result  of  many  years 
of  hard  work — and  the  creditors  would  have  received  about 
thirty  cents  on  the  dollar. 

If  there  are  so  many  reasons  for  securing  an  accurate 
annual  statement,  surely  the  merchants  should  make  it  a 
point  to  see  that  they  have  one.  If  one  is  prepared  and 
certified,  show  it  to  your  banker  or  to  some  one  able  to  analyze 
it.  It  will  mean  many  dollars  to  you.  It  should,  too,  in- 
crease the  confidence  of  the  bank  in  your  business.  For  a 
banker  only  feels  safe  when  he  has  accurate  knowledge  of 
the  affairs  of  his  customers.  Then,  this  accurate  statement 
can  be  used  to  advantage  in  establishing  the  standing  of  the 
merchant  with  his  manufacturer.  Recently  we  were  in 
touch  with  a shoe  man  who,  after  much  persuasion,  took 
off  his  first  statement  to  give  a manufacturer  who  was 
extending  him  credit.  Many  accountants  or  credit  men  in 
the  employ  of  shoe  manufacturers  are  expert  at  reading  the 
weak  and  strong  points  in  such  documents.  The  accountant 
to  which  the  statement  in  question  was  submitted  was  able 
in  every  respect.  In  two  months’  time  the  merchant  was 
carrying  more  insurance,  was  using  one  clerk  less,  was 


cleaning  up  several  lines  of  “junk”  and  changing  many  of 
his  methods.  When  we  interviewed  the  merchant  he  said 
that  he  was  taking  off  a statement  every  three  months  and 
having  the  statement  certified  twice  a year.  To-day  he 
tells  us  that  contact  with  the  manufacturer  has  meant  over 
a thousand  dollars  a year  more  profit  to  him  and  while  his 
“present  worth”  has  only  increased  about  $5,000,  the  manu- 
facturer was  giving  him  all  the  credit  he  will  use  because 
they  feel  that  they  are  dealing  with  a man  who  will  come 
out  in  the  open  and  lay  all  his  cards  on  the  table. 

Generally  speaking,  a fair,  broad-minded  merchant 
is  quite  willing  to  give  any  manufacturer  from  whom  he 
buys  whatever  information  he  is  asked  for.  There  are  some, 
however,  who  do  not  appreciate  just  how  much  it  would 
mean  to  them  if  they  would  give  a complete  statement 
whenever  it  is  asked.  First,  it  is  an  act  of  courtesy  which 
the  manufacturer  appreciates  because  it  saves  him  the  incon- 
venience of  consulting  the  files  of  a mercantile  agency. 
But  more  than  that,  the  manufacturer  places  the  willing, 
frank  merchant  automatically  among  those  who  should  be 
given  every  consideration.  He  does  not  say  “If  you  don’t 
give  me  a statement,  I have  no  confidence  in  yoar  business.” 
What  he  does  say  is,  “If  you  let  me  know  how  and  where 
you  stand,  I’ll  go  all  the  way  with  you.  If  I am  fair  enorrgh 
to  make  up  shoes  away  in  advance,  to  your  special  order, 
you  will  surely  let  me  know  how  much  risk  (if  any  at  all)  I 
run.”  We  know  from  personal  contact  with  many  manufac- 
turers that  they  treat  all  statements  in  absolute  confidence. 
We  know,  too,  that  they  do  not  ask  for  any  information  with 
any  intent  to  “pry  into”  the  affairs  of  the  merchant.  We 
know,  too,  that  the  credit  in  nine  cases  out  of  ten  is  not 
based  upon  the  showing  made  in  the  statement.  Many  a 
merchant  with  only  a surplus  of  $6,000  is  extended  as  much 
credit  as  another  with  $15,000.  The  manufacturer  simply 
says,  “Here  is  Smith  & Co.’s  statement.  He  seems  sound, 
we  know  how  he  stands;  he  pays  his  bills  reasonably  well. 
He  is  O.K.”  He  treats  the  merchants’  statements  that  way, 
because  it  is  in  that  way  the  tanner  treats  him.  And  let  us 
say,  in  passing,  that  practically  every  manufacturer  will 
give  a statement  of  his  affairs  whenever  asked,  for  any 
reason  whatsoever,  by  one  from  whom  he  buys.  He  recog- 
nizes that  he  only  merits  credit  in  proportion  to  his  frankness 
with  the  source  of  supply. 

We  are  sure  that  if  all  the  merchants  appreciated  how 
much  knowledge  they  would  glean  of  their  own  business  from 
their  own  statement,  they  would  prepare  one  at  least  every 
year.  We  are  sure,  too,  that  if  they  were  making  shoes,  ex- 
tending credit  on  shoes  or  banking,  they  would  value  a 
willingness  on  the  part  of  their  customers  to  give  them  certified 
copies  of  their  statements.  We  are  almost  sure  that  they  would 
question  the  credit  of  anyone  whom  they  had  never  met  in 
person,  who  lived  hundreds  or  thousands  of  miles  away 
but  would  give  no  information  by  which  the  size  or  sound- 
ness of  their  business  could  be  judged.  It  might  do  good  for 
the  merchant  who  has  no  statement  to  give,  and  refuses  to 
make  one,  to  place  himself  in  the  other  man’s  shoes.  Or,  if 
that  broad-minded  attitude  holds  no  appeal,  take  a look 
at  the  proposition  from  a more  selfish  angle — make  up  a 
statement,  accurate,  just  to  see  where  you  can  make  more 
profit.  It  will  be  worth  while,  whatever  may  be  the  reason. 


MR.  ALFRED  MAROIS  JOINS  BENEDICTS 

We  take  pleasure  in  announcing  the  coming  marriage 
of  Mr.  Alfred  Marois,  B.S.A.,  I.C.,  vice-president  of  A.  E. 
Marois,  Limited,  Quebec,  which  takes  place  on  May  23rd. 
Mr.  Marois  is  being  united  in  marriage  with  Miss  Edith 
Lavoie,  daughter  of  the  late  Dr.  J.  P.  Lavoie,  also  of 
Quebec.  Along  with  his  many  friends  and  acquaintances 
in  the  trade  we  extend  our  heartiest  felicitations  to  Mr. 
Marois  and  his  fiancee. 
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The  “Maryon”  Shoe 

A Highly 
Specialized  Line 

of 

Women’s  McKays 

in  the 

Better  Grades 
Featured 
Exclusively  in  all 
Colors 

of 

]/ode  Kid 


LACHANCE  & TANGUAY  QUEBEC,  P.Q. 


Mention  "Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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IMPORTANCE  OF  A VACATION 

Dr.  Marvin  Westervelt,  head  of  Medical  Staff,  Win- 
chester Repeating  Arms  Co.,  says:  Once  more  the  vacation 
season  is  here  and  the  thoughts  of  business  men  and  women, 
be  they  employer  or  employed,  turn  toward  this  annual 
occurrence.  This  being  true,  we  think  it  timely,  at  this 
time,  to  consider  this  subject;  the  importance  of  a vacation 
and  why  they  have  come  to  be  thought  necessary. 

Why  is  a vacation?  Principally  because  of  the  strenuous 
pace  that  we  live,  move  and  have  our  being  these  days. 
We  read  sometimes  of  men,  now  old  in  the  commercial  or 
industrial  world,  who,  for  a long  period  of  years,  never 
took  a vacation.  . The  chances  are,  they  didn’t  need  one. 
Business  in  those' bygone  days  was  not  conducted  as  it  is 
today.  Competition  was  not  so  keen,  there  was  more  time 
for  leisure  every  day  or  every  week.  “Big  business”  had 
not  yet  become  established  as  we  find  it  now;  industry  had 
not  yet  become  “specialized”  as  it  is  to-day. 

Then,  every  man  began  and  completed  the  article  he 
worked  on,  his  progress,  whether  slow  or  rapid,  affected  no 
one  but  himself.  To-day  a man  is,  in  the  majority  of 
instances,  but  a part  of  a vast  machine  that  moves  con- 
tinually on.  It  is  necessary  that  one  should  keep  up  with 
the  pace  else  one  of  two  things  will  happen — either  pro- 
duction will  be  slowed  up  all  along  the  line  or  the  man  will 
become  crushed  under  the  wheels  of  this  great  Juggernaut. 

And  so  we  find  that  to-day  men  are  almost  compelled  to 
drive  along  at  top  speed;  there  is  a constant  drain  and  strain 
on  their  energies  until  the  time  comes  when,  if  a vacation 
were  not  taken  and  rest  and  recreation  secured,  there  would 
surely  be  a break  in  health;  energies  would  lag;  capabilities 
would  be  far  below  par  and,  in  all  probability,  work  would 
become  a burden  far  too  heavy  to  be  borne. 

The  human  body  has  often  been  likened  to  an  engine. 
There  is,  however,  at  least  one  decided  difference  that  must 
be  noted  in  comparing  the  two.  With  an  engine,  if  the 
parts  become  worn  or  broken,  you  can  send  to  the  makers 
and  procure  new  ones.  How  simple  that  is.  If  we  could 
only  do  that  with  these  human  engines  of  ours  how  it  would 
simplify  matters.  Notwithstanding  this  fact,  there  is  not 
an  engine  nor  a machine  that  is  abused,  nor  that  will  stand 
the  amount  of  abuse,  that  our  bodies  will. 

Nature  does  her  best  to  overcome  this  abuse  but,  while 
possessed  of  wonderful  recuperative  powers,  she  cannot 
entirely  overcome  all  obstacles  unassisted.  We  drive  the 
engine  all  day  at  top  speed,  the  bearings  become  pretty 
well  worn  and  she  doesn’t  drive  true;  the  hand  is  unsteady; 
the  eyes  become  blurred;  the  brain  refuses  to  travel  along 
in  its  accustomed  groove  or  with  its  accustomed  rapidity. 
Then  comes  the  night,  the  engine  is  allowed  to  slow  down 
as  we  seek  our  rest  and  sleep,  it  stops  entirely — and  yet  not 
entirely,  for  certain  functions  must  continue  in  order  that 
nature  may  repair  the  damage  that  has  been  done  during  the 
day.  The  worn  parts  must  be  built  anew;  those  bearings 
that  allowed  the  engine  to  wobble  must  be  restored. 

As  already  said,  if  we  could  but  go  out  and  buy  these 
parts,  how  simple  it  would  be.  Not  being  able  to  do  this 
we  must  help  nature  in  her  efforts  to  replace  them.  The 
trouble  is  we  do  not  help  her  enough.  Either  we  work  the 
machine  so  hard,  or  we  do  not  give  it  sufficient  rest  day  by 
day,  or  because  of  both  of  the  reasons,  the  worn  parts  are 
not  entirely  restored.  The  increase  in  this  wearing  process 
may  be  so  gradual  as  to  be  imperceptible  until  one  wonders 
why  it  is  that  they  tire  so  easily;  they  have  “spring  fever,” 
lack  ambition  and  all  the  rest  of  the  symptoms  that  are 
familiar  to  most  of  us  in  the  Spring  of  the  year. 

At  just  about  this  time  the  vacation  period  arrives, 
and  it  is  well  that  it  does,  for  it  is  high  time  that  nature 
be  given  a good  chance  to  repair  and  replace  those  worn 
parts,  those  cracked  bearings,  those  frayed  ends.  The 
“one  day  in  seven’’  has  not  been  sufficient,  there  is  the 


need  for  a longer  period  of  rest.  Does  this  answer  the 
question!  Why  a vacation? 

In  view  of  the  foregoing  can  you  not  see  that  the 
employer  in  giving  his  employees  a vacation  is  not  just 
playing  the  part  of  a “good  fellow”  or  an  “easy  boss,”  but 
is  increasing  the  usefulness  of  those  employees  just  as  the 
replacing  of  a worn  part  increases  the  usefulness  of  a machine? 
The  same  might  be  applied  to  the  employer  himself  and 
but  goes  to  show  that  he  is  not  doing  the  wise  thing  nor  the 
safe  thing  in  denying  himself  a period  of  rest  extending  over 
several  days  at  least  once  a year. 


BUSINESS  CONDITIONS  SUMMARIZED 

The  National  Association  of  Credit  Men  made  public 
a summary  of  a country-wide  survey  of  business  conditions. 
It  was  asserted  industry  had  not  revived  this  spring,  as  pre- 
dicted, and  unemployment  was  still  increasing.  The  report 
issued  by  the  association’s  credit  defense  council  was  sum- 
marized under  these  fourteen  heads: 

“1.  The  predicted  spring  revival  in  industry  has  failed 
to  materialize,  with  a few  exceptions,  in  lines  which  were  the 
first  to  liquidate. 

“2.  Unemployment  is  still  on  the  increase,  although 
somewhat  arrested  by  the  usual  seasonal  improvement. 

“3.  Inroads  have  been  made  upon  savings  which  had 
been  steadily  increasing  until  recently. 

“4.  Collections  have  continued  difficult  and  liquidation 
of  debts  and  bank  loans  is  still  a slow  progress.  Some  large 
concerns  are  asking  for  extended  terms  and  offering  notes 
for  past  due  accounts. 

“5.  There  has  been  a steady  decline  in  bank  clearing 
figures  in  harmony  with  reduced  business  and  liquidated 
prices. 

“6.  Efforts  are  being  made  to  operate  on  the  smallest 
possible  stocks. 

“7.  We  are  approaching  the  time  of  renewal  of  manu- 
facture. 

“8.  Speculation  at  this  time  of  undue  pressure  for 
business  is  unsafe  and  if  indulged  in  will  result  in  delaying 
recovery. 

“9.  Railroads  are  making  progress  toward  the  ultimate 
solution  of  their  most  serious  problems. 

“ 10.  The  housing  shortage  problem  has  yet  to  be  solved. 

“11.  There  must  be  created  adequate  machinery  for 
the  underwriting  of  financing  of  commerce  to  foreign  markets. 

“12.  The  banking  situation  is  sound. 

“13.  American  enterprises  on  the  whole  are  still  sound. 

“14.  The  liquidation  process  must  continue.” 

The  report  added  that  a strong  forward  movement  in 
cotton  manufacture  much  heralded  in  February  again  has 
subsided. 


CHAS.  E.  ROY  & CO. 

(REG.) 


DEALERS  IN 

New  and  Second-Hand  Machinery 
Leather  and  Shoe  Findings 


Let  us  know  your  requirements 
We  may  have  what  you  want 


31  Colomb  St.  QUEBEC  CITY 
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ONESIME  GOULET 

575  St,  Valier  St.  Quebec 


Men’s  and  Boys’  Welts,  Women’s  Mock  Welts, 
McKays  and  Standard  Screw  for  Men,  Women, 
Misses,  Boys,  Youths  and  Children. 

A solid  line  of  Pegged  Shoes  for  Men  and  Women. 

Many  of  the  new  ideas  for  Fall  have  been 
added  to  our  line,  bringing  it  in  line  with  the 
demand  for  more  novel  Shoes. 

You  will  appreciate,  too,  that  in  everyway, 
the  Goulet  Shoes  are  better  value. 


A typical  Women's  Mock  Welt  by 
Goulet — 8-inches  hif>h  with  Military 
or  Cuban  Heel. 


IMITED 
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Medium  McKays 

For  Women,  Misses  and  Children 

To-day,  with  its  demands  for  a 
lower  price  shoe,  you  will  see 
many  items  in  our  samples  which 
will  interest  you. 

We  believe  we  are  safe  in  saying 
that  we  have  a line  which  you  can 
use  as  a leader  in  this  class  of  shoe. 

CHILDREN'S  SHOE  M’F’G  CO. 

LIMITED 

11  Belleau  St.,  Quebec 

To  ■ v:'  : . y , y ; , m,,  , 

I 

TWO  PLAINTS 


With  a daily  capacity  of  over  40,000  pairs  of 
heels  enable  us  to  serve  you  in  an  exception- 
ally efficient  manner  with 

LOUIS  HEELS  BLOCK  HEELS 
or  MILITARY  HEELS 

ANY  SHAPE  AND  ANY  HEIGHT 


Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 


The  Samson  Line 

is  established  as  a 
leader  in  Medium 
McKays,  Stand- 
ard Screw  and 
Heavy  Work  Boots. 

The  presence  of 
a strong  array  of 
Sporting  Boots — 
Hockey,  Ski,  Foot- 
ball, etc. — is  an 
added  feature  that 
has  won  the  ap- 
proval of  the  entire 
trade. 


Mention  “ Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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Money  Makers  Every  Day 


That  is  the  way  in  which  shoe  dealers  throughout  Canada  describe  SISMAN 
SHOES.  They  are  not  just  once-in-a-while  sellers.  They  are  the  kind  that 
sell  steadily  and  bring  re-sales. 

The  “Best  Everyday”  and  “Aurora” 

Meet  the  demands  for  a strong  sturdy  everyday  shoe  and  for  a shoe  with  the 
Style  and  Finish  that  makes  it  suitable  for  more  select  wear.  Both  are  made 
the  Reliable  Sisman  Way  and  both  invariably  SATISFY  dealer  and  wearer. 

ASK  YOUR  JOBBER  FOR  SISMAN  SHOES 

THE  T.  SISMAN  SHOE  CO.,  LIMITED 

AURORA,  ONTARIO 


SHOE  STORE  SUPPLIES 

(OF  EVERY  DESCRIPTION) 

OVERGAITERS,  LECGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz. : 

Alberta  and  British  Columbia  Manitoba  and  Saskatchewan 

G.  F.  Wadsworth  - C.  S.  Page 

Western  Ontario  Eastern  Ontario  Ottawa  Dist.  8s  Eastern  Townships 

R.  J.  McAllister  L.  M.  Savage  James  Leddy 

Quebec  City  8s  Eastern  Quebec  Lower  Provinces  Northern  Quebec 

J.  B.  Crochier  A.W.  Gardner  Leo.  De  Celles 

City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 

L.  H.  PACKARD  & CO.,  Limited 

Montreal 
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4 - ONE  - BOXES 


BUSHEL 


APPLE BOX 


’WRIGLEY 


; JHEGLIDDEIiCOMPANi' 

mgrzr*--.-  [Toronto  Montreal  i 


in  Ham^is  AMm3«n>  Ln>  ■ 

TOi-osro  O-y.l'A  j 

: ■ 

I N IIMW'IS 


CHOIGt  ROLOGHA 

K±i‘S'S:? 


CANADIAN  BANK 
OF  COMMERCE  j 


THE  ROYAL  BANK 


OF  CANADA 


Above  is  a view  of  containers  we  supply  to 
some  or  our  customers 


are  used  by 

The  Leading  Manufacturers 
of  Canada 

BECAUSE- 

1.  Lower  costs. 

2.  All  shipments  sealed. 

3.  Removes  pilferage. 

4.  Eliminate  claims  and  damaged  goods. 

5.  Express  the  character  of  your  products. 

6.  Simplify  packing. 

7.  Quicker  handling  both  at  factory  and  in 

transit. 

8.  Lower  freight  and  express  charges. 

“A  Binding  Guarantee  of  Safe  Delivery” 


Let  our  experts  study  your  requirements  and 
design  cases  which,  in  weight,  strength  and  dimen- 
sions exactly  fill  your  needs. 


Reproduction  of  trade-marks  can  be  made  on 
cases  thus  adding  to  appearance  and  advertising 
value. 


Write  for  Literature  to  Departments 

Canadian  Wirebound  Boxes  Limited 


1000  Gerrard  Street  East,  Toronto  Sates  Offices  Montreal  and  Hamilton 
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When  Placing  for  Fall  | 

SPECIFY  I 

Parkers  Felt  Box  Toes  | 

The  Merchants  and  Jobbers  who  know  good  E 

values  are  seeing  that  this  Felt  Box  Toe  goes  E 

into  their  shoes.  E 

We  have  been  making  these  Box  Toes  since  1916.  During  that  time  we  E 

have  supplied  one  of  the  largest  manufacturers  with  millions  of  pairs  and  E 

have  yet  to  receive  our  first  complaint.  E 

They  are  impervious  to  the  heat  and  perspiration  of  the  foot — made  in  E 

Canada  from  Canadian  Felt  supplied  by  Perth  Felt  Co.,  Limited,  by  E 

Canadian  Workmen  employed  by  a Canadian  Company.  E 


Parker,  Irwin,  Limited 

11  ST.  PAUL  WEST  MONTREAL 


Also  Exclusive  Selling  Agents  for  “PERFECT”  Fibre  Counters 


Mention  “Shoe  and  Leather  Journal''  when  writing  an  advertiser 
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THK  SHOE  AX'D  LEATHER  fOURNAL, 


A BRIGHT  HOUSE  ORGAN 

We  have  just  received  the  May  issue  of  “Shop  Talk,” 
a house  organ  distributed  by  Turner  & Co.,  wholesale  shoe 
distributors,  of  Charlottetown,  Prince  Edward  Island.  The 
cover  shows  an  engraving  of  King  Albert  of  Belgium,  while 
the  contents  range  from  light,  humorous  material  to  a talk 
on  business  conditions.  The  following  quotations  are  from 
“Shop  Talk”: 

“Young  Mother  Hubbard  went  to  the  cupboard 
To  get  her  bathing  suit  there, 

Though  she  looked  like  a “peach,” 
vShe  was  pinched  on  the  beach. 

Because  her  cupboard  was  bare.” 

“You  can  escape  everything  except  death,  taxes  and  our 
Monthly  Bulletin.  These  three  ‘follow-up’  systems  cannot 
be  avoided,  so  look,  read,  and  inwardly  digest  what  we  say. 


“ ‘To-day  is  the  to-morrow  you  worried  about  yesterday.’ 
After  all,  those  dark  clouds  you  were  worrying  about  some 
time  ago  did  have  a silver  lining,  and  they  are  now  beginning 
to  turn  inside  out  to  show  it.  So  cheer  up— the  worst  is 
past!  Yesterday  is  dead— forget  it;  to-morrow  has  not 
come — don’t  worry;  to-day  is  here — use  it.  To  make  the 
best  use  of  it,  to  boost  your  business,  to  increase  your  profits 
-fill  up  your  empty  shelves  with  a fresh  stock  of  footwear. 
When  our  traveller  calls  upon  you,  don’t  complain  about 
business  being  poor;  don’t  spin  a tale  of  woe  about  the 
country  going  to  the  devil.  Remember,  business  is  what 
you  make  it.  So  get  busy,  select  some  of  our  ‘Trade-Getters' 
and  go  after  it.  You  will  find  it  is  there  waiting  for  you. 
When  the  Mayflowers  show  their  beautiful  colors,  and  the 
sun  shines  in  its  May  glory,  the  world  will  seem  like  a dif- 
ferent place,  and  you  will  say  it  is  good  to  be  alive,  and 
doing  business.” 
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BOSTON  STYLE  SHOW  PROGRESS 

( Continued  from  page  51) 

at  the  Exposition,  see  it  thoroughly,  and  then  attend  the 
Style  Show  in  t'he  evening  in  a body. 

Another  indication  of  growing  interest  i's  a request 
made  by  the  Peabody  Chamber  of  Commerce  to  the.  man- 
agement of  the  Show,  askihg  how  Peabody  manufacturers 
can  most  efficiently  co-operate  with  the  management  in 
putting  Peabody  in  the  limelight  it  so  well  deserves  at  such 
an  event  as  a national  shoe  and  leather  fair.  Peabody,  as 
the  principal  centre  in  the  country,  which  is  largely  devoted 
to  the  manufacture  of  sheepskin  leather,  feels  that  she  will 
be  overlooking  a big  bet  if  the  nationally  known  manufac- 
turers within  her  borders  are  not  made  better  known  at 
the  Boston  Show.  At  this  date  it  does  not  seem  likely 
that  Peabody  will  take  a unit  space,  like  Lynrt  and  Haver- 
hill, to  advertise  its  activities.  But  it  is  hoped  that  the 
many  large  manufacturers  doing  business  in  the  Sheepskin 
City  will  arrange  exhibits  which  will  uphold  and  increase  the 
prestige  of  Peabody  leather. 

In  an  address  made  to  the  Tanners’  Council  of  America, 
in  convention  at  Atlantic  City  recently,  Herbert  T.  Drake, 
President  of  the  New  England  Shoe  and  Leather  Associ- 
ation, and  first  Vice-President  of  the  National  Style  Show 
at  Boston,  gave  the  tanners  a cordial  invitation  to  attend 
the  affair.  He  said  in  part: 

“It  is,  perhaps,  fitting  that  New  England  should  be 
more  than  ordinarily  prominent  in  the  minds  of  everyone 
just  now,  for  this  is  the  year  we  are  officially  observing  the 
300th  anniversary  of  the  arrival  of  the  Pilgrim  Fathers  and 
Mothers  upon  the  ‘stern  and  rockbound  coast’  of  Massa- 
chusetts— which,  in  reality,  is  a sandy  and  surf-washed 
coast;  and  I want  to  say  to  you  right  now  that  New  England’s 
gates  are  wide  open,  as  indeed  they  always  are,  and  to 
give  you  one  and  all,  a most  hearty  invitation  to  come  to 
our  great  summer  playground  section  this  year  and  give  us 
the  privilege  of  making  you  our  honored  guests. 

“Incidentally,  but  not  because  we  are  trying  to  commer- 
cialize in  any  way  our  significant  Pilgrim’s  tercentenary,  we 
are  arranging  for  the  benefit  of  you  tanners  and  all  others 
connected  with  our  American  shoe  and  leather  industries, 
an  important  shoe  and  leather  exposition  and  style  show  of 
national  scope  to  be  held  in  Boston  during  the  week  of 
July  11th  and  I give  you  a particularly  cordial  invitation 
to  come  to  this  great  clearing-house  of  up-to-date  shoe  fac- 
tory and  tannery  products  and  ideas.  It  will  be  a concrete 
and  highly  educational  expression  of  the  best  that  the 
American  shoe  and  leather  industry  can  produce  and  I am 
glad  to  be  able  to  add  that  this  officially  conducted  enterprise 
has  the  cordial  endorsement  of  our  active  reorganized  depart- 
ment of  commerce.” 


FINDINGS  AS  PROFIT  MAKERS 

( Continued  from  page  40) 

Buy  forty,  sixty-three  and  eighty-one  inch  lengths  and  cut 
them  to  suit  the  customer’s  need.  In  this  way  you  don’t 
have  to  carry  thirty-six,  fifty-four  or  seventy-two  inch 
lengths,  and  your  turnover  is  increased. 

I want  to  impress  upon  you  that  your  volume  of  sales 
in  findings  depends  on  you — yourself — and  is  just  as  great 
as  the  interest  you  show  in  them  and  the  time  and  attention 
you  give  to  pushing  them. 

A window  that  brought  the  Findings  Department  to 
the  front  and  made  a striking  advertisement  for  the  store 
is  described  by  another  dealer  as  follows: 

This  dealer  arranged  a display  of  accessories  in  which 
was  shown  a wide  selection  of  accessories.  In  the  fore- 
ground he  left  space  for  displaying  an  old  pair  of  shoes 
which  he  had  dug  up.  They  were  old,  dilapidated  and 
moldy.  The  dealer  placed  one  shoe  in  the  window  just  as 
he  had  found  it,  but  the  other  one  was  cleaned  up,  new 


strings  put  in,  polished  and  a shoe-stretcher  put  on  the 
inside  of  it  and  when  placed  along  side  of  its  mate  the  con- 
trast attracted  much  attention  and  created  much  favor- 
able comment.  Along  with  the  display  he  had  a medium 
size  display  card  calling  attention  to  the  difference  in  the 
two  shoes,  stating  that  they  were  mates  but  the  one  had 
received  better  treatment  than  the  other. 


HOLDING  THE  BRAKES  ON 

( Continued  from  page  45) 

and  a bend  nearly  fifty-five  cents.  Against  this  we  also  have 
the  fact  that  allowances  must  be  made  to  take  care  of  off- 
grade  leather  produced,  which  is  not  saleable  at  the  moment. 
Comparing  these  figures  with  the  prices  quoted  in  a previous 
paragraph,  the  tanner  has  not  a great  margin  to  take  care 
of  his  overhead,  interest  on  capital  invested,  selling  expense, 


This  is  a 
Foot  Comfort 
Store 

We  Fit  Shoes 

scientifically  and  offer 
the  foot  sore  public  a 
highly  efficient  Foot 
Comfort  Service 
through  having  in- 
stalled a complete 
line  of  Dr.  Scholl’s 
Foot  Comfort  Appli- 
ances and  Remedies 
and  adopting  the  Dr. 

Scholl  Method  of 
Foot  Correction. 
WILKINSON’S  BOOT  SHOP 

The  Quality  Boot  Shop 

35  OUELLETTE  AVE. 

Tel.  1083  and  1084  lor  Appointment 

Two  Graduate  Practiprdlsts  always  in 
attendance  (Ladies'  and  Men’s  Dept.) 


Type  of  circular  sent  out  by  Wilkinson’s  Boot  Shop,  Windsor,  Ont. 


shipping  charges,  etc.,  while  he  is  apparently  content  to 
forget  profits  just  now  as  being  out  of  the  question. 

The  problem,  then,  has  many  angles,  and  its  solution  is 
engaging  the  thought  of  business  men  the  world  over.  It 
may  be  said  that  demand  will  be  stimulated  and  main- 
tained by  lower  prices.  But  lower  prices  entail  lower  pro- 
duction and  distributing  costs.  One  of  the  factors  that 
has  not  been  attacked  to  any  degree  in  Canada  is  the' labor 
cost.  From  retailer  to  tanner  a general  readjustment  has 
been  made,  and  a loss  taken.  But  the  basis  of  wages  has 
remained  fairly  constant.  Just  how  far  a revision  along 
these  lines  should  be  made  is  a matter  for  consideration. 
But,  it  is  certain  that  until  labor  costs  are  lowered,  con- 
sumer prices  will  remain  close  to  their  present  level. 
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A Tale  With 
a Moral 

Working  Up  a Hosiery  Department — How 
One  Man  Put  It  Across 

HOSIERY,  said  a well-known  shoe  man,  was  the  main, 
and  in  a way  a continuous  bone  of  contention  between 
the  senior  partner  and  myself.  “Unethical”  he  would 
declaim  whenever  mention  of  it  was  made.  When  shoe 
buckles  came  into  vogue  he  declared  that  the  shoe  business 
was  retrograding,  and  that  the  stores  were  gradually  devol- 
ving into  jewelry  shops,  haberdashery  establishments  and 
whatnot.  Public  demand  forced  us  to  put  in  a fairly  rep- 
resentative line  of  shoe  jewelry,  commensurate  with  our 
business,  but  only  after  continuous  wrangling  between  us. 
The  profit  derived  should  have  taught  the  senior  partner  a 
lesson,  but  he  passed  it  by. 

Hosiery  salesmen  left  our  store  by  the  dozen,  disgusted 
with  us  and  with  the  world  at  large,  for  the  senior  handed 
them  a line  of  talk  that  would  turn  everything  blue;  no 
hosiery  in  his  store  except  over  his  dead  body.  My  father 
had  held  the  partnership  before  his  death,  and  I had  been 
a student  at  one  of  the  universities  fitting  myself  for  any- 
thing except  selling  shoes — a plebian  business  at  the  best . 

Figuring  on  What  Would  Win  Out 

Our  firm  is  an  old  one,  and  had  been  in  something  of 
a rut  for  years.  After  hemming  and  hawing  for  a con- 
siderable length  of  time  I was  granted  an  appropriation 
for  a new  front  that  gave  us  an  excellent  bit  of  space  just 
behind  the  window  for  a display  case  and  some  shelving. 

“We’ll  put  in  a bootblack  stand  or  anything  but  a part  of 
a dry  goods  store,”  I was  informed.  As  we  could  not  agree 
the  place  was  vacant  for  some  time. 

With  added  improvements  we  somehow  had  greater 
overhead  expenses  to  meet,  and  one  day  we  had  it  hot  and 
heavy — hosiery  in  that  vacant  space,  and  much  to  my  sur- 
prise was  greeted  with  a rather  harsh  invitation  to  try  it 
out,  but  woe  to  me  if  it  failed.  I was  somewhat  of  a facer 
to  have  it  thrust  upon  me  so  suddenly,  but  I telegraphed 
an  old  college  pal,  whose  father  had  a mill,  to  spend  the 
week-end  with  me,  and  bring  along  his  samples. 

My  friend  gave  me  some  sound  advice,  and  offered 
many  suggestions  for  a proper  layout  of  the  goods  which  I 
intended  to  purchase.  I was  cautioned  against  trying  to 
make  a clean-up  in  a hurry,  it  being  far  better  to  stand  the 
senior’s  chaff  and  get  the  department  worked  up  slowly  to 
a profitable  basis  than  to  put  in  a cheap  line  with  a long 
profit.  I bought  close,  and  kept  in  mind  the  necessity  of 
giving  a maximum  quality  at  minimum  price.  The  deed 
was  done,  and  I was  shaky  regarding  results. 

As  I said  before,  our  firm  was  an  old  one,  and  so  were 
many  of  the  clerks,  for  it  was  beyond  my  ability  to  show 
that  some  of  them  had  been  working  for  the  house  too  long. 
“New  f angled  ideas”  was  what  they  termed  our  new  depart- 
men,  not  exactly  when  I was  within  hearing,  but  rather 
behind  my  back,  and  my  partner  merely  smiled. 

Needless  to  say,  all  the  stockings  sold  during  the  first 
week  or  ten  days  passed  into  the  possession  of  customers 
entirely  through  my  personal  efforts.  It  was  “nothing  do- 
ing” with  the  clerks,  for  hosiery  was  decidedly  out  of  their 
line.  A little  bird  said  “P.M.”  then.  I did,  and  the  next 
few  weeks  were  good  ones  with  the  new  line,  and  then  it 
fell  dead,  gradually  but  quite  effectively,  for  the  novelty  had 
fallen  off  and  the  hot  weather  had  set  in.  Those  were  days 
when  a minimum  of  effort  was  made  in  all  directions.  To 
them  it  was  hard  work.  They  went  at  it  crudely,  and  it  was 
almost  a hard  job  to  tell  colors  one  from  the  other.  They 


could  sell  shoes,  had  their  individual  followings,  and  in  other 
respects  were  as  nearly  model  as  a bunch  of  twenty-year 
men  could  be. 

I appealed  to  my  friend  for  the  second  time,  and  called 
in  a prominent  manufacturer,  and  a get-together  meeting 
was  scheduled.  The  senior  sniffed,  and  his  chair  was  vacant 
on  the  evening  in  question.  More  “new  fangled  ideas,”  this 
calling  the  clerks  in  conference.  I thought  anyone  could 
sell  hosiery  with  his  eyes  shut,  perhaps  they  can,  but  the 
job  is  a lot  easier  when  you  happen  to  know  how. 

He  pulled  out  a certain  shade  of  tan  shoe  which  he  had 
previously  picked  up  from  in  front  of  the  shelves,  and  showed 
how  well  it  could  be  patched  with  a pair  of  stockings  from 
our  own  hosiery  department.  A woman  might  have  walked 
all  over  the  city  hunting  for  just  that,  and  not  one  in  ten 
stores  could  furnish  it.  That  in  itself  was  a suggestion 
worth  while.  Then  he  jumped  to  the  men’s  half  hose,  and 
showed  the  advantage  of  fitted  socks  (that’s  what  we  were 
selling),  and  his  talk  was  so  good  that  he  actually  created 
a demand  for  our  socks  among  our  own  employes.  He  got 
them  enthusiastic,  put  new  life  into  them,  and  they  began 
to  look  on  hosiery  as  a good  game  and  an  aid  in  selling 
shoes.  That’s  a fact.  They  got  the  people  buying  our  stock- 
ings; these  salesmen  who  had  looked  askance  at  increasing 
the  lines  of  merchandise  actually  began  to  proudly  recom- 
mend them  as  something  they  themselves  wore  with  great 
satisfaction  and  less  expense.  Soon  there  were  repeat  orders. 
That  naturally  brought  the  people  back  to  the  store,  and 
made  an  opportunity  to  sell  more  shoes  as  well.  It  means 
something  to  the  men  in  our  store  to  increase  their  shoe 
sales,  for  some  time  ago  I put  in  the  practice  of  putting 
prize  money  on  books  totalling  above  a stated  amount  weekly. 

We  have  two  girls  now  who  do  nothing  but  sell  hosiery, 
and  have  inaugurated  a new  stunt.  On  each  sales  slip  made 
out  in  this  department  there  is  a space  in  which  is  placed 
the  number  of  the  salesman  who  brings  a customer  there 
who,  in  turn,  makes  a purchase.  They  merely  walk  up  to 
the  case  and  say  “Miss  Smith,  I would  like  to  have  you 
look  after  Mr.  and  Mrs.  So-and-So,  and  show  him  or  her 
the  best  you  have.”  They  go  at  it  with  a vim,  and  the 
customers  feel  as  though  a particular  interest  is  being  taken 
in  their  needs. 

We  had  to  take  the  salesmen  in  hand,  and  show  them 
how  and  why  they  should  sell  hosiery.  We  got  them  in- 
terested, and  now  every  month  several  of  them  occupy  good 
seats  at  one  of  the  threates,  for  there  is  a pair  of  tickets 
waiting  for  the  man  who  shows  a certain  number  and 
volume  of  sales  arising  from  these  so-called  personal  intro- 
ductions. The  cost  is  small,  for  we  have  cut  out  the  “ P.M.  ” 
Even  the  senior  partner  now  admits  that  the  hosiery  depart- 
ment is  as  much  a part  of  the  store  as  the  rubber  depart- 
ment.   

LOOSE  SHOES 

“There  is  such  a thing  as  getting  a shoe  too  large  and 
too  loose,  even  when  it  is  made  with  the  idea  of  providing 
plenty  of  toe  room,”  says  a fitting  expert.  “ If  the  foot  slips 
back  and  forth  in  a shoe  when  walking  the  toes  will  pound 
into  the  box  of  the  shoe,  then  they  will  be  pushed  back, 
and  the  arch  of  the  forepart  of  the  foot  will  be  thrown  out 
of  position. 

“To  test  this  idea  in  a simple  way,”  says  he,  “just 
press  the  toes  of  the  bare  foot  against  the  hand  and  see 
how  they  knuckle  up  and  the  forepart  arch  also  knuckles. 

“The  way  to  overcome  this  fault-,  and  at  the  same  time 
provide  plenty  of  toe  room,  is  to  make  the  shoes  so  they 
will  grip  the  foot  securely  at  the  instep.  Then  the  foot 
cannot  'slip  forward  in  the  shoe.” 


A change  is  announced  in  connection  with  the  Adanac 
Leather  Co.  of  Montreal. 
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Why  Not  Sell  Hosiery? 

You  can  do  it  on  a very  small  investment  of  capital.  Every  customer 
who  buys  shoes  from  you  is  a very  probable  customer  also  for 

Monarch-Knit 

Hosiery 


And  the  beauty  of  selling  Monarch-Knit 
Hosiery  is  that  sales  are  quickly  made;  the 
profit  is  excellent;  satisfaction  for  every 
customer  is  as  sure  as  sunrise.  Just  think 
how  long  it  sometimes  takes  you  to  satisfy 
a customer  with  a pair  of  shoes ! Two  or 
three  minutes  extra  time  of  your  salesmen 
will  sell  one  or  more  pairs  of  hosiery. 

Say  to  each  customer: 

“Let  me  show  you  some  hosiery.  We  have 
‘Monarch  Knit’ — a Canadian-made  hosiery 
of  splendid  quality  that  will  give  you 
complete  comfort  and  long  wear  at  a 
moderate  price.” 

Then  watch  your  hosiery  sales  become  a 
mighty  interesting  and  important  factor 
in  your  business. 

Write  For  Our  Catalog 

This  is  the  first  exclusive  hosiery  catalog  ever  produced 
by  a Canadian  hosiery  manufacturer.  It  inaugurates  a new 
up-to-date  service  plan  which  enables  you  to  do  a big  hosiery 
trade  on  a small  investment.  Write  for  your  copy  to-day. 

Please  use  the  coupon. 

Monarch  Knitting 
Company,  Limited 

Head  Office:  Dunnville,  Ontario 

Factories:  Dunnville,  St.  Catharines  and  St.  Thomas* 
Ontario. 


• The  Monarch  Knitting  Co.,  Limited 
I Dept.  F.C.,  Dunnville,  Ont. 

Please  send  to  the  address  below  a copy  of  your  new  catalog 
of  Monarch-Knit  Hosiery. 

1 NAME 

1 ADDRESS 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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No.  1083,  Tan  Calf 
Oxford , Boulevard  last , 

Vamp  saddle  punched  — 

and  pinked  with  shield 
tip  effect. 

AS  welcome  as  the  flowers  in  May  are  the  new  Talbot 
models  to  the  shoeman  who  is  looking  for  Styles 
and  Values  that  will  start  sales  in  high-grade  footwear 
on  the  quick  upward  trend.  Pick  out  a bunch  of  them; 
make  this  Oxford  one  of  the  number,  and  those  who 
appreciate  GOOD  shoes  will  be  your  customers. 

Something  to  look  forward  to — the  National  Shoe 
Retailers’  Association  Convention,  Toronto, 
July  13th  and  14th. 


The  Talbot  Shoe  Co.,  Limited 

ST.  THOMAS  - - ONTARIO 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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HOW  MUCH  INSURANCE  DO  YOU  CARRY? 

The  other  day  we  were  in  a St.  James  street  bank  in 
Montreal.  The  manager  of  the  branch  was  talking  insur- 
ance to  one  of  the  customers.  The  instructions  from  the 
bank  were  quite  definite.  The  manufacturer  was  ordered 
to  telephone  at  once  and  cover  an  additional  $60,000  on 
his  stock. 

In  this  case,  apparently,  the  banker  and  manufacturer 
could  not  agree.  Yet  their  interests  were  identical.  Had  a 
severe  fire  destroyed  the  stock  on  hand,  the  manufacturer 
would  have  become  insolvent.  He  would  have  lost  his 
business  and  his  credit — both  surely  worth  much  more  to 
him  than  the  loss  of  the  banker  to  the  bank. 

It  might  not  be  a bad  idea  for  the  shoe  merchant  to 
look  upon  his  insurance  more  seriously.  How  much  would 
you  lose  if  you  were  wiped  out?  Would  it  be  $1,000,  $2,000, 
$5,000,  $10,000  or  more?  Fires  come  without  apparent 
cause.  Often  they  come  but  once.  They  may  come  that 
once  to  a dozen  shoe  stores  in  June.  If  one,  with  your  store 
as  its  source,  lights  up  the  streets  of  your  town,  how  much 
would  you  lose?  Could  you  pay  a hundred  cents  on  the 
dollar?  Could  you  then  buy  a new  stock,  paying  for  it  in 
thirty  days?  In  the  meantime  will  you  or  your  folks  suffer? 

We  are  not  trying  to  sell  fire  insurance,  neither  are  we 
trying  to  be  melodramatic.  We  are  simply  asking  about 
three  thousand  merchants  if  they  are  protected  fully. 

Of  course,  fire  might  not  come.  But  a fire  wiped  out 
an  Ontario  furrier  not  so  long  ago — -just  two  days  after  his 
insurance  cheque  was  due,  but  not  sent.  Why  should  a 
church  burn?  Yet  one  burnt  in  Montreal  in  April — the 
building  and  contents  were  worth  about  $800,000  and  only 
$200,000  worth  of  insurance  was  carried.  A shoe  store 
was  burnt  in  Quebec  last  fall,  and  once  was  enough  for  not 
enough  surplus  was  left  to  pay  forty  cents  on  the  dollar. 

Insurance  is  a sound  business  proposition  and  is  well 
worth  more  consideration  at  the  hands  of  many  of  the  trade. 
After  taking  inventory,  spend  a little  money  for  peace  of 
mind.  It  is  reasonable  to  insure  for  all  your  business  will 
carry  and  you  need  -never  be  ashamed  to  tell  your  banker 
or  your  business  connections  that  you  are  covered  to  the 
limit.  They  and  your  friends  will  all  think  more  of  your 
business.  And  the  main  thing  is,  you  and  yours  will  be 
safe — so  will  your  creditors  who  will  be  paid  a hundred  cents 
out  of  insurance  rather  than  from  your  bank  account. 


SHOE  MANUFACTURING  CONDITIONS 

A brief  survey  of  conditions  in  the  Canadian  shoe 
industry  was  obtained  from  Mr.  F.  W.  Knowlton,  of  the 
United  Shoe  Machinery  Company  of  Canada. 

“Conditions  in  Canada  during  the  year  1920  were,  on 
the  whole,  rather  unfavorable  for  the  shoe  industry,”  said 
Mr.  Knowlton.  “The  early  part  of  the  year  was  unusually 
busy,  but  business  dropped  off  very  sharply  about  the  end 
of  June,  and  continued  very  quiet  until  the  end  of  the  year. 
As  a result  the  production  of  the  factories  was  from  fifteen 
to  twenty  per  cent,  below  what  could  be  considered  normal 
for  Canada  at  the  present  time. 

“The  depression  in  business  was  felt  more  keenly  by 
some  of  the  larger  firms  than  by  the  smaller  factories,  and 
was  more  noticeable  on  fine  goods  than  on  medium  grades. 
Some  of  the  smaller  factories  on  medium  grades  of  work 
continued  to  be  fairly  busy  right  through  the  latter  part  of 
the  year,  as  a result  of  which  the  falling-off  in  the  total 
production  was  noticeably  less  than  it  would  be  otherwise. 

“The  output  of  the  shoe  factories  in  Canada  for  the 
calendar  year  1920  was  over  sixteen  million  pairs.  The 
greatest  output  ever  shown  in  any  year  was  in  1916,  nearly 
twenty  and  one  half  millions,  and  the  smallest  output  during 
the  past  ten  years  was  just  under  fifteen  million  pairfe  in 


1910.  The  number  of  factories  in  operation  during  last 
year  was  175,  an  increase  of  twenty-two  from  the  previous 
year.  This  does  not  mean  that  twenty-two  new  factories 
have  been  established,  but  there  have  been  some  new  fac- 
tories established,  most  of  them  comparatively  small,  and 
quite  a number  of  concerns  whose  output  had  been  very 
limited,  have  increased  to  a point  that  warrants  placing 
them  in  the  factory  list.  Certain  concerns  have,  during  the 
year,  taken  up  the  manufacture  of  certain  classes  of  foot- 
wear that  seems  to  warrant  including  them  in  the  list  of 
factories,  whereas  in  the  past  their  product  has  not  been 
what  would  be  considered  factory-made  footwear. 

“The  average  daily  production  for  the  year  was  over 
64,000  pairs,  and  the  average  daily  product  per  factory  over 
365  pairs,  showing  that  with  the  large  number  of  factories 
making  say — 1000  pairs  per  day  and  over,  there  are  many 
small  ones  to  bring  the  average  down  to  365. 

“The  distribution  of  factories  as  to  districts  would 
show  that  the  Montreal  Shoe  District  has  sixty-four,  Que- 
bec district,  thirty-four;  Ontario  district,  fifty-four;  Lower 
Provinces  and  outside  districts,  thirteen.  The  percentage 
of  production  work£  out  as  follows. 

Montreal 43.76% 

Quebec... 23.39% 

Ontario 29.91% 

Lower  Provinces  and  outside  districts  2.94% 

“During  the  present  year  there  has  been  quite  a notice- 

able improvement  in  the  operations  of  the  factories,  and 
at  the  present  time  they  are  operating  at  about  two-thirds 
capacity,  business  being  fairly  good  on  nearly  all  of  the 
regular  lines. 

“There  has  been  a good  demand  for  novelty  goods, 
which  can  hardly  continue  through  the  entire  summer,  and 
until  recently  very  few  orders  were  received  for  anything 
beyond  immediate  delivery.  But  at  the  present  time  orders 
are  coming  in  to  a fair  extent  for  fall  goods,  indicating 
that  there  will  be  a fairly  good  demand  for  the  coming 
season  ” 


PUSHING?— OR  PULLING? 

It  was  a big,  heavy  box,  and  the  doorway  was  narrow. 
Consequently  the  box  got  jammed,  and  although  the  man 
with  the  rig  had  been  sweating  and  pushing  for  several 
minutes,  he  hadn’t  succeeded  in  dislodging  the  box  from 
the  position  in  which  it  had  become  fixed. 

Presently,  a kindly-disposed  individual,  happening  to 
come  along,  and  seeing  what  the  trouble  was,  volunteered 
to  lend  a hand. 

So  together  the  two  men  struggled  and  perspired, 
pushing,  and  pulling  and  straining,  but  the  box  scarcely 
moved  an  inch.  If  it  did,  it  only  slipped  back  into  a more 
awkward  'position  than  before,  and  defied  their  united 
efforts  to  move  it. 

The  man  who  had  volunteered  to  help  stood  up  for  a 
moment  to  take  breath.  He  scratched  his  head  and  eyed 
the  box  ruefully. 

“Say,”  he  observed  to  the  other  man,  “you’re  up  against 
a pretty  stiff  proposition.  I’m  afraid  you’ll  never  get  it  in.” 

“What’s  that?”  said  the  man  with  the  rig,  looking 
up  as  he  strained  away  at  the  box. 

“I  say,”  repeated  the  other,  “I’m  afraid  you  won’t 
get  it  in.” 

“Why,  you  darned  idiot,”  was  the  rejoinder.  “Who’s 
trying  to  get  it  in?  I’ve  been  sweating  away  for  the  last 
quarter  of  an  hour  to  get  the  blamed  thing  OUT!” 

Are  any  of  the  men  in  your  organization  pushing  where 
they  ought  to  be  pulling? — or  pulling  where  they  ought  to 
be  pushing? 
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Grading  the 
Salesmen 

Putting  the  Efficiency  Test  on  the  Sales 
Force — Knowing  Your  Staff  as  Well  as 
Your  Goods 

THE  most  many  retailers  can  tell  about  their  sales 
staff  is  that  they  are  good,  fair  or  rather  poor.  The 
judgment  is  not  always  based  on  actual  results  or 
sales,  but  often  left  to  haphazard  methods,  so  that  a so- 
called  popular  man  may  owe  his  reputation  to  the  number 
of  people  that  call  or  ask  to  be  waited  upon  by  him;  on  the 
other  hand,  a quiet  plugger  may  be  classed  with  the  medium 
or  poor  because  his  methods  are  not  obtrusive  or  showy. 

A Chicago  concern  has  adopted  the  plan  of  carefully 
tabulating  the  results  of  its  sales  staff  so  that  the  end  of 
the  week  there  is  not  the  least  doubt  as  to  the  efficiency  of 
each  man  and  the  class  of  sales  he  is  making.  A tabulated 
statement  is  prepared  each  week  which  shows  each  man’s 
gross  sales,  returns,  percentage  of  shoes,  hose  and  findings 
sold,  and  the  grading  is  done  not  only  as  to  sales  but  returned 
goods.  An  honor  roll  for  the  week  contains  first  the  name  of 
the  salesman  with  the  least  per  cent,  of  returns,  then  the 
ones  with  the  largest  sales  in  shoes,  hosiery,  findings  in  order, 
followed  by  those  earning  the  most  p.m.’s,  making  the 
most  turnovers  and  the  one  with  the  highest  per  cent,  of 
returns.  The  men  are  graded  according  to  these  figures  in 
A,  B or  C classes. 

Speaking  of  the  system  the  Manager  says: 

“It  is  my  honest  opinion  that  weak  salesmen  are  made 
into  good  salesmen,  because  they  are  given  something  to 
fight  for  and  against.  It  also  makes  the  salesperson  sell  the 
kind  of  merchandise  that  the  customers  want,  and  also 
makes  them  fit  ^hoes  properly,  as  they  do  not  want  their 
returns  to  show  against  them  on  these  sheets. 

“Hosiery  and  findings  sales,  without  a doubt,  can  be 
increased  considerable,  as  each  salesperson  wants  to  get 
into  the  “A”  or  “B”  class,  and  does  not  want  to  be  listed 
in  the  “C”  class. 

“This  system  was  only  recently  adopted  by  this  store, 
and  already  has  resulted  in  marked  improvement.  Big 
things  should  and  will  develop  in  using  this  method  for 
every  store,  regardless  of  its  size.” 


BUSINESS  NOT  YET  “RUNNING  ON  HIGH” 

Business  is  on  the  upgrade,  but  not  yet  “running  on 
high,”  according  to  Archer  Wall  Douglas,  statistician  of 
the  Chamber  of  Commerce  of  the  United  States,  in  his 
monthly  review  of  business  conditions  in  the  current  issue 
of  the  “Nation’s  Business.” 

“The  great  mass  of  the  people  are  looking  the  facts 
squarely  in  the  face,”  writes  Mr.  Douglas.  “There  are  no 
delusions  as  to  any  sudden  return  to  prosperity,  nor  of 
advancing  prices,  nor  of  scarcity  in  any  lines.  There  is  the 
realization  that  both  time  and  patience  are  required  to 
work  out  the  problems  which  confront  us.  The  many  have 
accepted  the  situation  and  are  adapting  themselves  to  the 
inevitable,  which  is  that  much  progress  made  in  the  way  of 
readjustment. 

“In  many  of  the  large  centres  there  is  the  curious  para- 
dox of  much  unemployment  accompanied  by  growing  sav- 
ings accounts.  The  exp’anation  seems  to  be  that  those  who 
have  jobs  are  none  too  certain  of  them  and  are  casting  con- 
sequent anchors  to  windward  in  the  shape  of  less  spending. 


“Conditions  are  much  spotted,  both  as  to  localities 
and  lines  of  trade.  In  the  retail  trade  buying  is  better  in 
the  large  cities  than  in  the  country  towns.  As  is  usually 
the  case,  surface  indications  in  the  great  centres,  such  as 
crowded  stores  and  places  of  amusement,  with  the  vast  num- 
ber of  automobiles  on  the  streets,  give,  scant  indication  of 
real  underlying  economic  conditions. 


STILL  GOING  STRONG 

On  the  wall  behind  the  desk  of, Mr.  W.  A.  Hamilton, 
in  the  offices  of  W.  B.  Hamilton  Shoe  Co.,  hangs  a picture 
in  which  the  firm  take  great  pride.  It  represents  their  sales 
force.  Pointing  to  them,  Mr.  Hamilton  says:  “There  are 
not  many  houses  that  can  boast  of  a greater  number  of  sales- 
men or  employees  who  have  been  with^them  a long  term' of 
years.”  ^ 

One  of  the  most  interesting  of  the  photos  is  that^of  Mr. 
Richard  Roach.  Mr.  Roach  is  actively  representing  the 


MR.  R.  ROACH 


W.  B.  Hamilton  Company  in  the  Maritime  Provinces  for  his 
twenty-third  year,  and  expects  to  have  an  excellent  season. 

We  do  not  know  of  any  one  whose  length  of  active 
service  on  the  road  exceeds  that  of  Mr.  Roach.  He  has 
been  in  the  shoe  business  all  his  life,  and  for  seventeen 
years  prior  to  joining  the  W.  B.  Hamilton  sales  forces  was 
with  Jas.  Whitham  & Co.  His  record  is  the  more  remark- 
able, since  he  commenced  work  with  his  present  company 
at  sixty-one  years  of  age.  He  does  not  ask  any  favorsjof 
anyone,  but  take  off  your  hats  to  him,  boys! 


LET  THE  CREDITOR  WORRY 

“Well,  Old  Nigger,  cotton  has  gone  to  the  dogs.” 
“Yassuh,  Boss,  dat’s  what  I heard.” 

“And  you  don’t  make  a nickel  this  year.” 

“Nossuh,  I ’spect  not.” 

“And  I’ve  lost  what  money  and  grub  I furnished  you.” 
“I’m  mighty  ’fraid  you  is,  White  Folks.” 

“Well  confound  your  picture,  it  don’t  seem  to  worry 
you  any.” 

“Lawd,  Boss,  don’t  you  know  there  ain’t  a bit  of  use 
in  the  world  in  me  and  you  both  worrying  about  the  same 
thing?” — Life. 
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Mr.  Stanley  Winters,  shoe  dealers  of  Maxville,  Ont., 
suffered  a fire  loss  recently. 

The  firm  of  J.  H.  Begin,  Regd.,  Quebec,  have  sold  their 
stock  and  have  retired  from  business. 

Mr.  Martin,  of  the  John  Ritchie  Co.  of  Quebec,  was 
a visitor  to  Toronto  on  business  recently. 

Mr.  Ralph  Reesor  is  commencing  in  the  retail  shoe 
business  at  1573  Danforth  avenue,  Toronto. 

Mr.  H.  Frechette,  of  Canadian  Footwear  Co.,  Mon- 
treal, was  visiting  the  Ontario  trade  this  week. 

Mr.  J.  A.  Tourgeon,  of  Eastern  Shoe  Mfg.  Co.,  Mon- 
treal, was  in  Toronto  this  week  on  business  for  his  firm. 

A change  is  announced  in  connection  with  Viau  & Co., 
of  Montreal.  They  are  retailers  of  shoes  and  dry  goods. 

Mr.  R.  W.  Ashcroft,  of  Ames-Holden-McCready,  Lim- 
ited, Montreal,  was  visiting  Toronto  recently  on  business. 

Mr.  Harry  Merriett  has  bought  the  shoe  and  men’s 
furnishing  business  of  Mr.  Edward  Meretsky,  Windsor,  Ont. 

Mr.  C.  L.  Owens,  of  Owens-Elmes,  Limited,  Toronto, 
has  left  on  a business  trip  covering  the  large  western  Ontario 
centres. 

Mr.  R.  McDonald,  who  owns  and  operates  two  gen- 
eral stores  in  Westville,  N.S..  has  been  very  successful  in 
business. 

Mr.  J.  W.  Sutherland,  shoe  dealer,  of  Westville,  N.S., 
has  been  confined  to  bed  for  the  past  two  months  on  account 
of  illness. 

Mr.  J.  E.  -Constantine,  of  the  Hector  Shoe,  Regd., 
Montreal,  was  a visitor  to  Toronto  this  week  looking  up 
his  trade. 

Mr.  J.  A.  Connor,  director  of  sales,  Dominion  Rubber 
Systems,  was  on  a business  trip  recently,  visiting  Toronto 
and  Kitchener. 

A change  is  announced  in  connection  with  the  retail 
shoe  business  operated  by  Mr.  R.  J.  Johnston  at  Ingersoll 
and  Windsor,  Ont. 

Mr.  H.  A.  McIntyre,  shoe  dealer,  of  Maxville,  Ont., 
sustained  a loss  recently  by  a fire  which  swept  the  business 
section  of  that  town. 

Messrs.  S.  Kaplan  and  I.  Wener  have  bought  the  retail 
shoe  and  dry  goods  business  formerly  operated  by  Wener 
& Co.,  Stellarton,  N.S. 

Mr.  J.  R.  Stevens  & Co.,  of  Glace  Bay,  N.S  , recently 
purchased  the  retail  shoe  business  formerly  operated  by  F. 
W.  Bishop  & Co.,  of  Sydney,  N.S. 

Mr.  H.  West,  of  Stellarton,  N.S.,  is  taking  a trip  to 
Hudson,  Mass.,  on  account  of  poor  health.  Mr.  West  has 
two  sons  in  the  shoe  business  there. 

Mr.  Alex  Bremner,  tanner,  of  Tillsonburg,  Ont.,  has 
been  laid  up  from  business  on  account  of  illness.  His 
daughter  is  managing  in  his  absence. 

Mr.  Ed.  Stephens,  of  Ottawa,  and  Mr.  Geo.  Gales,  of 
Montreal,  were  visitors  to  Toronto  this  week  on  business 
in  connection  with  the  coming  convention. 

Mr.  T.  H.  Rieder,  of  Ames-Holden-McCready,  Limited, 
of  Montreal,  visited  Toronto  and  Kitchener  for  a few  days 
last  week  on  affairs  in  connection  with  the  rubber  and  felt 
companies. 

The  Joseph  Stokes  Rubber  Co.,  which  located  in  Wel- 
land, Ont.,  last  year,  have  installed  the  machinery  needed 


in  their  operations  and  are  about  to  commence  production 
in  the  near  future. 

Mr.  Edward  Stark,  of  the  Edward  Stark  Shoe  Co.,  of 
Vancouver,  B.C.,  is  enjoying  an  extended  holiday  in  Los 
Angeles,  Cal.  He  has  been  away  from  Vancouver  since 
the  first  of  March. 

Mr.  J.  Robstein  has  withdrawn  his  connection  with 
the  Silver  Footwear  Co.  <T  Toronto.  Mr.  Morris  Troster 
will  now  take  command  and  business  will  be  continued 
under  the  same  name  as  formerly. 

The  plant  of  the  Hurlbut  Shoe  Co.,  St.  Mary’s,  Ont., 
sustained  a fire  loss  recently.  Owing  to  the  quick  work 
of  the  firemen  the  damage  was  slight  and  is  fully  covered  by 
insurance.  The  fire  started  from  some  unknown  cause  in 
the  roof,  near  the  chimney. 

A new  store  has  been  established  at  207  Sparks  street, 
Ottawa,  to  be  known  as  the  Duane  Shoe  Shop,  They  are 
carrying  a very  high  grade  class  of  shoes  and  it  is  their  policy 
to  show  the  very  latest  in  up-to-minute  footwear  just  as 
promptly  as  it  is  shown  in  the  large  fashion  centres. 

The  Myles  Shoe  Co.,  of  Toronto,  have  a new  traveller 
in  the  person  of  Mr.  E.  J.  Naylor,  who  will  cover  the  pro- 
vinces of  Alberta  and  British,  Columbia,  with  headquarters 
at  Vancouver,  B.C.  Prior  to  this  appointment  he  was 
shoe  buyer  for  F.  R.  MacMillan,  Limited,  of  Saskatoon. 

Mr.  C.  E.  Fice,  the  popular  representative  of  J.  & T. 
Bell,  Limited,  reports  that  business  is  very  good  with  him. 
Besides  selling  shoes  he  is  a very  busy  man  these  days  getting 
his  roses  into  shape  for  the  season.  He  says  that  if  the- 
trade  grew  more  roses  they  would  be  a happier  lot.  You 
must  admit  it  would  create  a “rosy”  atmosphere  anyway! 

Mr.  W.  G.  Miller,  who  for  the  past  year  has  been,  man- 
ager of  the  shoe  store  of  J.  Wiezel  & Co.,  St.  John,  has  been 
appointed  store  and  advertising  manager  of  their  Halifax 
branch.  Before  coming  to  St.  Jojm  he  was  manager  of  the 
Hartt  Shoe  Store,  Montreal,  for  a period  of  two  years.  He 
has  also  been  manager  of  the  retail  business  of  the  Amherst 
Boot  & Shoe  Co.,  Amherst,  N.S. 

The  Regal  Boot  Shop,  415  St.  Catherine  street  west, 
Montreal,  was  burglarized  recently  and  goods  to  the  value 
of  several  thousand  dollars  were  taken.  The  thieves  were 
very  discriminating  as  they  chose  shoes  of  the  very  latest 
spring  styles.  Entrance  was  gained  by  boring  a hole  in 
the  glass  of  the  skylight  and  opening  the  catch.  The  stocks 
were  covered  by  burglary  insurance. 

Mr.  Wallace  G.  Sutherland,  manager  of  the  Halifax, 
N.S.,  branch  of  the  Amherst  Boot  and  Shoe  Co.,  has  been 
appointed  manager  of  their  Regina,  Sask.,  branch,  and  has 
left  for  his  new  duties.  He  will  cover  the  provinces  of 
Manitoba,  Saskatchewan  and  Alberta.  Before  his  departure 
a number  of  luncheons  and  dinners  were  tendered  him  by 
his  friends,  and  he  was  also  the  recipient  of  a beautiful 
Masonic  ring  suitably  engraved. 

The  MacFarland  Shoe  Co.,  Limited,  has  been  organized 
to  take  over  the  wholesale  shoe  distributing  business  formerly 
carried  on  in  Edmonton  and  Calgary  under  the  name  of 
MacFarland  Co.,  of  which  Mr.  Delbert  MacFarland  was 
proprietor.  Among  the  shareholders  in  the  new  company 
are  Delbert  MacFarland,  Offa  Rogers  and  John  A.  Mac- 
Donald, of  Edmonton,  and  John  P.  Mitchell  of  Calgary.  The 
capitalization  is  placed  at  $125,000. 
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FORECAST  FOR  COLORS  FOR  AUTUMN  AND  WINTER 

The  Textile  Color  Card  Association  of  the  United 
States,  Inc.,  has  just  released  to  the  trade  the  1921  fall 
season  color  card  containing  seventy-eight  colors,  sixty-six  of 
which  are  portrayed  in  silk  and  twelve  in  wool.  This  card 
is  America’s  forecast  for  fashionable  colors  for  the  coming 
autumn  and  winter  season  and  includes  the  latest  creations 
that  will  be  employed  by  all  branches  of  industry. 

Under  separate  caption  are  ten  shoe,  leather  and  hosiery 
colors  especially  selected  for  these  respective  trades,  thus 
assuring  a link  of  color  harmony  between  all  allied  indus- 
tries. 

The  card  is  a veritable  pageant  of  color,  opened  by  what 
can  aptly  be  called  a prelude  of  evening  shades,  that  recall 
the  charming  color  combinations  of  a Watteau  picture. 
The  colors  in  this  category  have  a soft  touch  of  delicacy  that 
suggest  more  of  the  pastel  persuasion  that  has  been  evi- 
denced for  several  seasons. 

After  the  evening  shades  come  the  more  conservative 
tones,  though  owing  to  the  continued  demand  for  bright, 
joyous  colors,  the  card  is  splashed  with  many  beautiful 
vivid  shades  that  stand  out  in  cameo  relief. 

Browns  refuse  to  be  supplanted  and  are  to  run  the 
gamut  of  many  ranges,  including  the  light  tones  of  Buff  and 
Bobolink,  slightly  pink  in  tone,  also  Meadowlark,  a smart 
tan  of  slightly  greyish  suggestion. 

In  the  woollen  group  browns  lead  in  importance,  there 
being  six  distinctly  different  shades  included. 

In  the  shoe,  leather  and  hosiery  colors,  browns,  in  various 
shades  are  heralded.  These  include  gold  brown  and  a new 
shade  called  Hazel,  rather  light  in  tone,  but  with  less  gold, 
sponge,  a light  tan;  camel,  similar  to  beaver  and  Chippen- 
dale; also  known  as  Cordovan.  Mouse  is  a decided  novelty 
and  suggests  a cross  between  a tan  and  gray.  There  are  also 
three  distinct  metal  grays  of  light  and  medium  shades  called 
Silver,  Nickel  and  Steel,  and  the  last  but  not  least,  the 
standard  Bronze. 


SELLERS  CAN’T  HAVE  IT  BOTH  WAYS 

The  reaction  of  the  public  to  prices  is  illustrated  by  the 
following  editorial  from  Forbes  Magazine: 

You  recall,  don’t  you,  that  when  we  kicked  about  shoe 
prices  being  advanced  outrageously,  we  were  told  that  the 
price  of  leather  had  risen  terrifically  and  that  we  could  not, 
therefore,  expect  to  get  shoes  at  what  we  would  regard  as 
reasonable  prices?  Not  knowing  much  about  the  shoe  busi- 
ness, we  weren’t  able  to  reply;  so  we  had  to  content  our- 
selves with  paying  and  grumbling,  or  having  our  old  shoes 
patched.  By  and  by  the  bottom  fell  out  of  the  hide  and 
leather  market.  Prices  tumbled  headlong.  We  told  our- 
selves that  now  we  would  be  able  to  buy  shoes  at  low 
prices. 

But  no  reductions  commensurate  with  our  expectations 
were  announced.  Again  we  grumblingly  wanted  to  know 
the  reason  why.  Were  the  shoe  people  stumped  for  a reply? 
Not  a bit.  Here  is  a choice  extract  from  a printed  state- 
ment issued  by  a well-known  shoe  concern:  “In  shoes, 
labor  cost  runs  from  ninety  per  cent,  to  ninety-five  per 
cent.  This  includes  ...  all  work  of  supervision  that 
enters  into  the  production  of  the  shoe.” 

When  hides  and  leather  were  dear,  that  was  why  shoes 
cost  so  much.  Now  that  hides  and  leather  are  cheap  we 
are  told  that  they  have  almost  nothing  to  do  with  the  cost 
of  shoes! 

What  are  the  public  to  think?  They  are  going  to 
think  just  what  everyone  except  the  shoe  men  who  make 
such  statements  figure  they  will  think.  If  instead  of  making 
such  statements,  shoe  concerns  would  publish  broadcast 
an  itemized  list  of  costs  before  the  war  and  now,  and  supple- 


ment this  with  equally  detailed'"comparative  figures  of  sell- 
ing prices  then  and  now,  the  public  would  be  able  to  form 
an  enlightened  judgment  on  whether  they  are  getting  a 
square  deal  from  makers  and  sellers  of  shoes.  The  present 
judgment  of  most  people  is  not  flattering  to  the  shoe  trade. 

CANCELLATION  CURE 

The  committee  of  arbitration  of  the  New  York  State 
Chamber  of  Commerce  prescribes  the  following  methods  for 
avoidance  of  the  cancellation  evil: 

“First.— It  advises  the  insertion  in  all  written  con- 
tracts of  an  agreement  to  arbitrate  future  differences  arising 
thereunder. 

“Second — It  recommends  the  adoption  of  standard 
contracts  as  exceedingly  helpful.  It  is  the  experience  of 
both  business  men  and  lawyers  that  when  contracts  become 
standardized  the  amount  of  litigation  becomes  lessened. 

“Third — Your  committee  also  urges  as  a further  pre- 
ventive standard  forms  of  letters  of  credit  as  well  as  of  bills 
of  lading. 

“Fourth — Your  committee  advises  that  wherever  there 
is  a large  volume  of  continuous  trading  by  one  group  of  a 
community  with  a like  group  in  another  community,  it  is 
desirable  to  have  a central  body  or  agency  located  in  each 
group,  which  can  examine,  verify  and  dispose  of  complaints, 
or  examine  merchandise  before  shipment.  Customary 
trade  secrets  can  be  easily  safeguarded. 

“Fifth — Your  committee  recommends  greater  care 
in  the  execution  of  orders  and  minute  attention,  akin  to 
that  exercised  in  former  ‘buyers’  markets,’  to  all  the  details 
and  requirements  in  the  manufacture  and  examination  of 
the  finished  product  before  shipment,  as  to  packing,  shipping 
and  financing. 

“Sixth — Your  committee  urges  as  a further  precaution, 
perhaps  more  as  a preventive  than  as  a cure  of  the  cancel- 
lation disease,  a return  to  the  old-fashioned,  tried  business 
maxims:  Look  to  whom  you  sell  and  from  whom  you  buy, 
when,  what  and  how,  and  where:  investigate  the  record  and 
character  of  the  person  with  whom  you  are  dealing,  as  in 
the  past,  whether  he  be  buyer  or  seller.” 


FOREIGN  MARKETS 

The  following  are  brief  statements  indicating  latest 
developments  in  foreign  leather  markets  as  brought  out  in 
recent  reports: 

Great  Britain. — Recent  demand  shows  marked  improve- 
ment, which  it  is  thought  would  have  been  greater  but  for 
the  complications  of  the  coal  strike.  Inquiries  from  shoe 
manufacturers  have  been  more  numerous  and  the  hide 
market  firmer. 

France. — The  recovery  in  the  shoe  industry  has  become 
more  marked  and  has  had  a speedy  favorable  reaction  on 
the  leather  market  as  regards  inquiries  and  orders,  though 
not  yet  as  regards  prices.  There  has  been  a marked  improve- 
ment in  raw  stock. 

Belgium. — Under  the  influence  of  firmness  in  the  raw 
stock  market  the  buyer’s  confidence  is  apparently  being 
restored  and  business  is  returning  to  a normal  basis.  Leather 
stocks  are  low  and  buying  much  more  active. 

Holland. — A firmer  tone  has  appeared  in  the  raw 
stock  market  and  the  worst  of  the  crisis  is  believed  to  be 
past.  The  general  feeling  in  the  trade  is  decidedlyimproved. 
The  shoe  trade  is  materially  better. 

Spain. — Spanish  reports  still  talk  of  little  save  the  con- 
troversy over  the  export  embargo  and  the  doings  of  the 
Government  committee  controlling  the  industry.  It  is 
understood,  however,  that  the  embargoes  are  shortly  to  be 
much  relaxed.  Some  improvement  in  inquiries  for  leather 
is  reported,  but  less  definitely  than  other  western  European 
countries. 
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Convention  of  Ontario 
Shoe  Repair  Trade 

Development  of  Plans — Program  Taking 
Shape — A Business  Convention 

THE  eyes  of  all  shoe  repairers  of  Canada  should  be 
turned  towards  Toronto  for  July  27th  and  28th. 
On  those  two  days  the  first  convention  of  shoe  repair 
men  ever  held  in  Canada  will  take  place.  This  is  a move- 
ment fathered  by  the  Toronto,  Hamilton,  Brantford  and 
St.  Catharines  Associations,  but  it  is  hoped  that  with  wider 
organization  of  the  trade  of  the  country  it  will  lead  to  con- 
ventions Dominion-wide  in  their  scope.  For  the  present, 
however,  it  is  proposed  to  call  all  the  shoe  repairers  of  Ontario 
together  with  a view  towards  the  formation  of  an  Ontario 
Federation. 

Accordingly  notices  are  being  sent  out  to  over  six  hun- 
dred repair  men  in  Ontario,  regardless  of  whether  they  are 
members  of  associations  or  not,  urging  on  them  the  advis- 
ability and  advantages  of  coming  to  Toronto  and  participat- 
ing in  this  effort  to  organize  the  whole  province. 

The  wholesale  trade  and  leather  manufacturers  are 
also  being  asked  to  further  the  movement  and  the  con- 
vention in  every  possible  way,  and  the  committee  in  charge 
feel  assured  of  their  support. 

Advantages  of  Organization 

There  is  no  question  in  any  person's  mind  but  that 
organization  of  city,  provincial,  and  dominion  trade  will  be 
to  the  advantage  of  every  member  of  the  trade.  Not  until 
the  present  associations  were  formed  was  it  possible  to  achieve 
any  sort  of  uniformity  of  prices  or  policies.  A provincial 
organization  carries  this  one  step  further,  permitting  a wider 
exchange  of  thought,  and  at  the  same  time  providing  a body 
which  can  look  after  the  interests  of  all  repair  men,  and 
which  will  carry  some  weight  in  dealing  with  other  bodies, 
whether  they  be  trade  associations  or  governments. 

Need  for  Convention 

For  the  formation  of  such  an  organization  it  is  essential 
to  collect  the  leaders  in  thought  and  activity  in  the  various 
centres  where  they  may  exchange  ideas,  discuss  plans,  and 
take  action.  That  is  the  logical  function  of  the  coming 
convention. 

But  aside  from  the  mere  formation  of  the  organization 
the  time  is  ripe  for  a discussion  of  many  of  the  problems 
facing  shoe  repair  men.  And  it  is  proposed  to  consider  some 
of  them  at  this  convention.  Therefore,  no  live  repair  man 
can  afford  to  miss  it. 

A View  of  the  Program 

Here  are  a few  of  the  topics  already  laid  down  by  the 
committee  in  charge  of  the  arrangements: 

“The  Possibility  of  Universal  Prices.” 

“The  Need  for  Competent  Help,  and  How  Best  to 
Obtain  It.” 

“Successful  Organization  Methods.” 

“Store  Trade — Does  It  Pay?” 


“The  Advantages  or  Disadvantages  of  Leased  Machin- 
ery.” 

“Shoe  Manufacturing  Methods  and  How  They  Affect 
the  Repair  Man.” 

“Easy  Methods  of  Accounting  for  Shoe  Repair  Men.” 

“Practical  Advertising  for  Shoe  Repairers.”  , 

“Shoe  Findings  and  Accessories  as  Money-makers.” 

“The  Early  Closing  Question.” 

There  will  be  other  questions  brought  up  for  discus- 
sion, but  the  above  have  already  been  selected,  and,  in  some 
cases,  speakers  have  been  obtained.  These  subjects  will 
all  be  introduced  by  men  who  are  recognized  authorities  in 
their  lines.  Some  of  them  will  be  shoe  repair  men  them- 
selves, others  will  be  from  outside  the  trade.  But  all  will  be 
well  worth  listening  to,  and  in  addition  open  discussion  will 
be  encouraged  which  should  produce  valuable  information. 

Will  Occupy  Two  Days 

The  convention  will  occupy  the  two  days,  Wednesday, 
July  27th,  and  Thursday,  July  28th.  The  difficulty  is  going 
to  be  in  discussing  and  doing  everything  necessary  in  the 
time  limit.  It  was  felt,  however,  that  as  Wednesday  is 
the  half-holiday  largely  taken  by  shoe  repair  men,  they 
would  prefer  to  be  away  from  their  shops  on  that  day.  It 
was  also  felt  that  two  days,  while  short,  was  as  long  as  most 
of  the  trade  could  spare  at  this  time. 

On  the  morning  of  July  27th,  at  9.30  o’clock,  regis- 
tration will  commence.  The  first  session  will  start  at  ten 
o’clock,  continuing  until  noon.  An  afternoon  session  from 
two  o’clock  till  five  o’clock  will  be  held,  and  probably  that 
evening,  a banquet.  Thursday  morning  at  ten  o’clock  a 
third  session  will  be  held.  The  programme  for  Thursday 
afternoon  and  evening  is  still  undecided,  not  for  lack  of 
material,  but  in  order  to  round  out  the  programme  in  a 
satisfactory  manner. 

The  Headquarters 

Convention  headquarters  will  be  at  the  Arlington 
Hotel,  where  it  is  expected  that  many  of  the  visitors  will 
stay.  Reasonable  rates  for  accommodation  have  been 
arranged,  and  it  is  felt  that  no  visitor  will  be  kept  away 
by  the  thought  of  expense. 

Entertainment  of  various  kinds  will  be  afforded  to  the 
visiting  repairmen  and  their  wives,  and  also  an  opportunity 
to  see  not  only  Toronto,  but  some  of  the  industries  in  which 
repair  men  are  interested.  The  Arlington  Hotel,  situated 
on  King  street,  just  five  blocks  from  Yonge  street,  is  within 
easy  walking  distance  from  the  shopping  district,  while 
street  cars  passing  the  door  afford  ready  access  to  all  parts 
of  the  city. 

Toronto  the  Convention  City 

Toronto  has  become  a favorite  city  for  conventions, 
both  national  and  International.  With  splendid  parks, 
public  buildings,  stores,  manufacturing  industries  and  har- 
bor, the  city  is  very  attractive' to  visitors,  and  particularly 
so  in  the  summer.  There  is  always  something  to  see,  some- 
where to  go.  So  visitors  should  not  hesitate  to  bring  their 
wives  or  families. 

The  Committee 

In  a previous  issue  we  named  the  committee  that  has 
charge  of  the  arrangements.  The  various  members  of  this 
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committee  have  been  in  correspondence  or  conference,  and 
an  important  meeting  was  held  in  Toronto,  on  May  18th, 
with  Mr.  S.  Burnett  in  the  chair.  Mr.  Revell  was  present 
from  Hamilton,  and  Mr.  Smith  from  Brantford.  The 
programme  was  discussed,  and  matters  of  arrangements, 
finance,  publicity,  etc.,  were  taken  up.  Further  committee 
meetings  will  be  necessary,  but  meanwhile  the  full  support 
of  all  the  Ontario  Associations,  moral  and  financial,  is  guar- 
anteed the  convention. 

The  only  thing  necessary  now  to  make  the  convention 
a success,  and  to  put  it  over  in  a big  way,  is  a good  atten- 
dance of  shoe  repair  men.  If  you  have  the  interests  of  your- 
self and  your  trade  at  heart  you  cannot  afford  to  stay  away. 
If  you  want  to  join  your  fellow  shoe  repair  men  in  lifting 
the  status  of  the  trade,  if  you  want  to  get  new  ideas,  and 
new  ways  of  making  more  money,  and  having  a happier 
time,  you  should  make  it  a point  to  come  to  Toronto  for 
July  27th  and  28th.  And,  bring  your  wife  along,  she  will 
be  taken  care  of,  and  will  have  just  as  good  a time  as  you. 

Make  it  a combined  holiday  and  business  trip.  Plan 
to  do  some  of  your  buying  while  here.  All  the  jobbers  and 


I have  to  use  the  best  of  stock  for  my  trade.  I am 
situated  near  the  Grand  Trunk  round  house,  and  my  work 
chiefly  consists  of  heavy  repairs,  using  14-16  pound  bends. 
Also  I have  to  give  quite  a bit  of  credit.  Some  of  the  men 
doing  work  in  the  city  have  lower  prices,  but  I understand 
they  use  ten  and  eleven  pound  bends,  which  would  not  be 
heavy  enough  for  my  work.  Also,  they  charge  the  same 
for  sewn  work  as  nailed.  I think  this  is  a mistake,  as  the 
sewn  work  should  be  classed  above  nailed  work.  Besides, 
it  has  an  effect  on  the  customers,  who  are  likely  to  let  their 
welt  shoes  get  in  worse  shape  than  they  would  if  they  felt 
they  could  not  be  nailed  if  they  had  gone  too  far  for  sewing. 

I believe  that  the  repair  man  who  nails  soles  on  a Good- 
year welted  boot  before  asking  the  customer  if  he  would 
prefer  them  sewn,  should  be  made  to  keep  on  taking  out 
the  nails  when  the  customer  complains  about  them  stick- 
ing up  inside  his  boots.  Moreover,  if  he  nails  soles  on 
single  welted  boots  he  is  likely  to  leave  one  nail  sticking  up 
inside  the  boot,  and  it  costs  more  time  fixing  it  than  it  would 
to  put  on  several  pairs  of  sewn  soles.  Besides,  he  spreads 
out  the  shoe  by  nailing  it,  and  then  when  scouring  the  sole, 
he  scours  the  welt  in  to  the  old  stitches 
very  often.  When  a repairer  says  the 
people  won’t  pay  the  sewn  price,  I think  it 
is  because  they  do  not  properly  explain  to 
the  customer  the  value  of  sewn  soles. 

I have  noticed  that  many  people  bring 
their  boots  to  be  fixed  and  are  vexed  when 
they  find  because  they  are  McKay  shoes 
they  cannot  get  them  sewn.  And  I have 
also  noticed  that  the  next  time  they  come 
they  bring  welted  shoes.  However,  I am 
getting  a McKay  stitcher  and  will  be  able 
to  take  care  of  them  then,  whatever  they 
wear. 

But  I think  every  Goodyear  stitcher 
operator  who  does  not  value  his  stitching 
higher  than  his  nailing  is  wrong  in  the  head, 
and  any  shoe  repairer  who  does  not  advo- 
cate sewn  soles  is  losing  money. 

I have  found  fibre  soles  made  very 
easy  work  and  there  was  good  money  in 
them.  But  that  trade  has  almost  disap- 
peared 

In  regard  to  advertising,  I use  blotters 
and  match  strikeiS  and  match  boxes,  which 
I find  answer  very  well. 


Somes  views  of  the  shop  of  Mr.  A.  Dutton,  Belleville,  Ont. 

their  salesmen  will  be  here  to  see  you.  In  any  event,  the 
idea  is  to  come,  and  you  will  never  have  felt  more  satisfied 
with  anything  you  have  done. 

NOTES  FROM  BELLEVILLE 

Mr.  A.  Dutton,  of  Belleville,  writes  us  as  follows:  The 

following  are  the  prices  I am  getting  just  now: 


Men’s  half  soles,  sewn  $1.75 

Meh’s  half  soles,  nailed  . 1.50 

Men’s  heels  (leather  or  rubber) 50 

Ladies’  half  soles,  sewn  1.25 

Ladies’  half  soles,  nailed 1.00 

Ladies’  leather  heels .35 

Ladies’  rubber  heels 50 

Children’s,  according  to  size. 


BRANTFORD  REPAIR  NOTES 


The  Brantford  Association  is  still  thriv- 
ing, and  there  is  only  one  repair  man  in 
town  who  does  not  belong  to  it.  The  last 
meeting  was  held  on  April  28th  with  two- 
thirds  of  the  members  present.  Dues  were 
raised  from  two  dollars  to  three  dollars  per  annum.  The 
coming  convention  was  discussed,  and  a number  of  the 
members  intend  to  be  present. 

Mr.  Walt.  Stevens  is  again  back  at  work  in  his  shop 
after  spending  two  weeks  in  the  hospital. 

Mr.  W.  S.  Pettit  is  having  good  success  with  his  McKay 
stitcher,  and  the  ladies  are  pleased  with  the  sewn  soles 
instead  of  the  nailed  ones. 

Mr.  J.  W.  Farnden  has  been  filling  the  local  papers  with 
advertising.  J.  W.  says  it  pays  to  advertise  if  you  can 
deliver  the  goods. 

Sheppard  Bros,  say  they  will  close  Wednesday  after- 
noons “when  the  ball  games  start.”  Come  on  boys,  be 
sports.  Close  up  and  go  fishing  if  there  is  no  ball  tame. 


If  you  Think  Success,  you  will  win.  If  you  think 
failure — fear  failure,  you  will  fail. 
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Figuring  Your 
Costs  and  Profits 

Every  Repair  Man  Should  Check  His 
Costs  Against  His  Prices  and  Against 
Prices  of  Other  Dealers 

IN  our  last  issue  we  published  a list  of  prices  as  revised 
by  the  Vancouver  Association,  and  at  the  same  time  gave 
some  comparative  figures  from  the  Toronto  price  list. 
Since  that  time  we  have  received  lists  from  Hamilton  and 
Brantford,  which  show  that  with  some  variations  in  both 
directions,  the  scale  of  prices  in  all  sections  is  more  or  less 
uniform.  That  is  only  to  be  expected.  For  the  basis  of 
all  those  price  lists  is  a closely  calculated  cost  plus  a reason, 
able  profit . 

In  the  larger  centres  it  is  possible  for  the  repair  man  to 
join  an  association,  to  exchange  ideas  with  other  repair  men, 
and  to  get  an  idea  of  their  costs  and  prices.  It  is  just  as 
essential  that  the  man  who  operates  in  a smaller  locality 
and  who  is  unable  to  avail  himself  of  the  co-operation  of 
neighbors  and  competitors,  should  have  a thorough  grasp 
of  the  cost  of  the  work  he  is  doing  as  related  to  the  price 
for  which  he  is  doing  it.  For  the  repair  business,  or  any 
other  business  for  that  matter,  to  stand  on  a firm  foun- 
dation, it  is  necessary  for  dealers  to  operate  along  sound  lines 
of  cost  and  profit. 

Know  Your  Business 

The  average  shoe  repairer  says,  “I  am  no  bookkeeper. 
I am  a shoemaker.”  Quite  true.  And  from  his  standpoint 
there  is  more  satisfaction  and  money  to  be  made  from  shoes 
than  from  bookkeeping.  But  ask  any  of  the  progressive 
men  who  are  keeping  track  of  stocks,  costs,  sales  and  pur- 
chases whether  they  find  it  worth  their  while.  The  answer 
will  be  that  they  never  understood  the  fine  points  of  their 
business  until  they  started  to  dig  up  figures.  A simple 
system  of  accounts,  such  as  we  outlined  a month  ago,  can 
be  handled  by  any  repair  man,  or  if  he  prefers  he  could  have 
a bookkeeper  come  in  occasionally  to  keep  a set  of  books 
for  him  at  a very  small  cost. 

The  Question  of  Costs 

That,  however,  is  aside  from  the  question  of  costs  and 
prices.  It  is  generally  understood  that  the  repair  man  is 
entitled  to  a maximum  gross  profit  of  33  1-3  per  cent,  on 
his  selling  price,  or  50  per  cent,  on  his  cost  price.  Some  men 
can  work  on  a smaller  margin,  but  the  above  is  permitted 
by  the  government.  Now  as  to  methods  of  figuring  per- 
centages on  cost  price,  or  on  selling  price.  Some  of  us  may 
be  a bit  rusty  on  our  arithmetic,  and  the  following  table  will 
be  of  use.  In  the  first  place,  it  may  be  more  convenient 
to  figure  in  fractions,  in  which  case  we  can  bear  in  mind  that 
33  1-3  per  cent,  is  the  same  as  one-third;  25  per  cent,  is  one- 
quarter;  fifty  per  cent,  is  one-half,  etc.  But  where  the  great- 
est confusion  is  likely  to  exist,  and  does  exist,  is  in  figuring 
a profit  on  a cost  price  to  produce  a certain  profit  on  a selling 
price.  The  following  figures  must  be  noted: 

Percentage  Percentage 

Profit  on  Cost  Price  Profit  on  Selling  Price 

50  is  equivalent  to 33  1-3 

33  1-3  is  equivalent  to 25 

25  is  equivalent  to 20 

If  an  article  costs  $2.00  and  sells  for  $3.00,  the  gross 
profit  is  $1.00,  which  is  50  per  cent,  of  cost,  or  33  1-3  per  cent, 
of  selling  price.  These  figures  are  all,  of  course,  gross  figures. 
That  is  they  represent  the  difference  between  the  price  paid 


by  the  customer  for  the  job  and  the  cost  of  materials  and 
labor.  Out  of  this  difference  must  be  taken  overhead  charges 
such  as  rent,  taxes,  light,  heat  and  power,  advertising,  etc.,, 
the  balance  being  the  net  profit. 

It  is  not  so  difficult  for  the  repair  man  to  figure  his 
costs  as  it  might  seem  to  be  at  first  glance.  Let  us  take  as 
example  the  putting  on  of  a pair  of  sewn  half-soles  and  rubber 
heels.  Into  this  job  go  two  half -soles,  whether  they  be  soles 
purchased  in  the  cut  form,  or  whether  the  repair  man  cuts 
his  own  soles,  a pair  of  rubber  heels,  a certain  amount  of 
thread,  rivets,  ink  and  labor.  Miscellaneous  supplies  such 
as  wax,  etc.,  can  be  grouped  under  one  head. 

His  cost  will  show  something  like  this: — 


One  pair  soles $0.60 

One  pair  heels .21 

Rivets 05 

Thread 10 

Ink .05 

Miscellaneous .05 

Time. 1.00 


Total  gross  cost $2.06 

Overhead... .........  .33 


Net  cost ,‘$2.39 


His  gross  profit  represents  the  difference  between  the 
$2.06  and  his  selling  price,  while  his  net  profit  is  the  differ- 
ence between  the  $2.39  and  his  selling  price.  A number 
of  repairers  from  time  to  time  check  the  costs  of  their  prin- 
. cipal  jobs,  revising  them  with  differences  in  costs  of  materials 
and  labor.  The  task  is  not  so  difficult,  provided  a man  is 
willing  to  make  a few  experiments  and  sit  down  for  a few 
moments  occasionally  with  a pencil  and  paper. 

Mr.  J.  W.  Hendry,  one  of  the  leading  repair  men  of 
Toronto,  has  probably  done  as  much  research  work  on 
costs  as  anyone  in  the  trade.  It  may  be  said  that  when 
Toronto  prices  were  being  established  the  members  of  the 
association  were  indebted  to  Mr.  Hendry  and  to  Mr.  Burnill 
for  a great  deal  of  the  information  on  which  costs  were 
based.  Mr.  Hendry  figures  that  it  takes  eight  yards  of 
thread  for  a pair  of  men’s  sewn  half-soles,  and  six  yards  for 
women’s  half-soles. 

For  a pair  of  nailed  shoes  it  takes  1 Rf  ounces  of  rivets 
and  for  a pair  of  sewn  shoes  half  an  ounce.  One  fluid  ounce 
of  ink  will  suffice  for  four  pairs  of  ladies’  shoes  or  two  pairs 
of  men’s.  Information  of  this  kind  can  be  dug  up  by  any 
repair  man  and  is  extremely  useful. 

In  figuring  the  leather  cost  of  soles  it  is  fair  to  use  the 
price  of  cut  soles,  as  their  grading  is  as  to  quality,  while 
it  is  impossible  for  a repair  man  to  cut  as  cheaply  and  as 
satisfactorily  as  he  can  buy.  It  is  not  correct  to  take  a 
bend  bought  at  say  90c.  per  pound,  see  how  many  soles 
will  cut  out  of  it,  and  charge  for  them  accordingly.  This 
takes  into  account  the  waste  in  cutting,  but  does  not  allow 
for  the  fact  that  different  parts  of  the  same  bend  have  dif- 
ferent values  to  the  shoemaker.  Wastage  alone  would  be 
ten  per  cent,  or  more,  but  on  top  of  this,  there  are  some 
parts  which  cannot  be  used  for  men’s  soles,  and  others  which 
cannot  be  used  at  all.  If  a man  is  cutting  his  own  soles, 
therefore,  out  of  90-cent  bends,  he  should  grade  them  from, 
let  us  say,  $1.10  per  pound  down  to  80  cents  per  pound. 
That  is  why  we  say  the  fair  basis  is  to  go  by  cut-sole  prices. 

Using  figures  as  above,  or  which  he  has  worked  out 
himself,  the  repair  man  can  check  his  costs  on  thread, 
rivets,  ink,  etc.,  very  closely.  As  to  labor,  that  must  also 
be  figured  on  every  job,  with  an  allowance  to  take  care  of 
lost  time.  This  should  all  be  calculated  on  the  basis  of 
the  wages  paid  per  hour,  whether  the  men  are  on  flat  time 
or  not. 

The  question  of  overhead  must  also  be  considered 
carefully.  Tabulate  your  rental,  insurance,  taxes,  machinery, 
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Universal 
Model  F.L. 
Finisher, 

9 feet. 


THE  ARISTOCRAT  OF  THE  TRADE 

This  can  he  operated  by  a 3/(  H.P.  Motor,  yet 
note  the  strength,  compactness  and  class  of 
the  machine. 

Would  you  not  be  proud  to  own  this  finisher? 

We  can  deliver  this  and  other  types  immedi- 
ately from  stock.  There  is  no  delay. 

Sold  for  cash  or  on  easy  monthly  payments. 

A handsome  catalogue  is  just  completed.  Every  Repairman 
and  Store  ought  to  have  a copy.  Write  if  interested. 

NO  ROYALTY.  NO  DUTY.  BEST  IN  THE  LONG  RUN. 

Universal  Shoe  Machinery  of  Canada  Limited 

124-128  QUEEN  ST.  MONTREAL 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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rental,  interest  on  capital  or  borrowed  money,  interest  on 
value  of  stock  and  fixtures,  light,  heat,  power,  gas,  adver- 
tising and  miscellaneous  expense.  If  the  proprietor  draws 
more  than  working  wages,  he  should  charge  that  excess  to 
management,  and  add  it  to  his  overhead.  Take  this  total 
over  six  months  or  a year,  and  reduce  to  a monthly  basis. 

Then  take  the  volume  of  business  done  over  a similar 
period,  and  reduce  it  to  a monthly  basis.  Some  shops 
arbitrarily  figure  on  a basis  of  a $50  turnover  per  week  for 
a one-man  shop,  or  $100  per  week  for  a two-man  shop  as  a 
low  point,  working  up  to  $80.00  and  $175.00  per  week  as 
more  satisfactorily  volume.  Suppose  you  are  doing  a busi- 
ness of  $50.00  per  week,  and  all  your  overhead  expenses 
amount  to  $10.00  per  week,  then  your  overhead  is  20  per 
cent,  on  your  selling  price.  If  you  are  working  on  a basis 
of  a gross  profit  of  33  1-3  per  cent,  on  your  selling  price, 
then  your  cost  for  labor  and  materials  is  two-thirds  of 
$50.00,  which  is  $33.33.  So  your  overhead  is  $10.00  divided 
by  $33.33,  which  is  33  1-3  per  cent,  on  cost.  To  take  care 
of  your  overhead,  therefore,  you  must  add  one-third  of  your 
cost  to  each  job.  If  this  makes  a higher  price  than  you  are 
getting  for  that  job,  then  you  know  you  have  been  losing 
money  on  it.  But  the  mistake  is  often  made  of  figuring 
cost  of  materials  and  labor,  and  thinking  everything  above 
that  is  profit. 

The  man  who  is  running  a one-man  shop  figures  his 
overhead  as  being  very  low.  Just  a word  for  him.  His 
principle  should  be  to  charge  against  the  shop  for  himself 
the  same  wages  as  he  would  have  to  pay  a competent  man 
he  might  hire.  That  much  should  be  figured  in  his  prime 
costs.  On  top  of  that  he  is  entitled  to  a salary  for  manage- 
ment, planning,  etc.  If  he  works  fourteen  hours  a day  in 
the  interests  of  his  shop  he  is  entitled  to  fourteen  hours 
pay.  And  if  he  is  not  getting  it  he  is  out  of  pocket,  for  he 
could  really  earn  just  as  much  working  shorter  hours  for 
some  other  man,  be  more  certain  of  his  pay,  and  have  no 
worrying  to  do.  He  must  consider  that  point  very  carefully 
in  figuring  his  costs  and  prices. 

We  have  brought  in  this  subject  of  prices  and  costs  as 
being  vital  to  the  trade.  If  there  are  any  readers  whom  we 
can  assist  in  figuring  out  some  of  their  costing  or  similar 
problems,  we  shall  be  only  too  glad  to  hear  from  them. 


VANCOUVER  REPAIR  NOTES 

Mr.  Mason,  who  was  many  years  with  the  Standard 
Repairing  Co.,  has  left  for  St.  Diego,  Cliforniaa. 

Business  amongst  the  repairers  has  shown  considerable 
improvement.  The  weather  has  settled  down  to  be  bright 
and  fine,  which  has  materially  helped. 

A slight  fire  broke  out  on  the  premises  of  K.  Azawa, 
Powell  street,  and  considerable  damage  was  done  to  stock 
by  fire  and  water. 

Mr.  H.  Neil  has  taken  over  the  stand  of  Mr.  Greiner, 
Lonsdale  avenue,  North  Vancouver.  Mr.  Neil  was  for 
some  time  with  Mr.  J.  Azar,  Pender  street. 

We  regret  to  announce  the  death  of  one  of  the  old 
pioneers  of  the  boot  trade  in  Canada.  Mr.  Trick,  Sr.,  passed 
away  after  a short  illness  at  the  residence  of  his  son,  at  the 
age  of  seventy-six  years.  He  came  from  England  many 
years  ago  and  located  in  London,  Ont,  in  the  boot  trade. 
He  was  visiting  Vancouver  when  death  overtook  him. 

Mr.  Stewart  Neville,  who  was  with  Wilson  Twin  Shoe 
Store  for  the  last  five  years,  has  taken  over  the  Economy 
Shoe  Store  on  Hasting  street  east.  Mr.  Smart,  the  late 
proprietor,  having  to  return  to  Victoria  for  his  health. 

Mr.  S.  A.  Robinson  has  opened  a repair  stand  corner 
of  Broadway  and  Granville  street.  Mr.  Robinson  was 
previously  in  business  at  Mossomin,  Sask. 

The  second  death  within  two  weeks  occurred  at  Sap- 
perton,  a village  on  the  outskirts  of  New  Westminster. 
Mr.  G.  W.  Coulson  passed  away  at  the  age  of  fifty-three 


years  after  several  days  of  sickness.  Deceased  had  been  a 
resident  for  over  ten  years,  coming  to  Sapperton  from  Eden- 
bridge,  near  Brigg,  Lincolnshire,  England. 

How  to  smile  under  all  circumstances  was  amply  demon- 
strated last  week.  A local  boot  dealer  in  the  suburbs  of 
Vancouver  had  a request  from  a neighbor  for  the  loan  of  his 
auto  to  run  down  to  the  city,  promising  to  be  back  in  two 
hours.  Just  fancy  the  feelings  of  the  shoe  merchant  when 
the  car  was  returned  after  six  hours  absence,  with  an  apology 
from  the  borrower  for  keeping  the  car  so  long  and  the  expla- 
nation that  the  borrower’s  wife  had  to  go  into  several  boot 
stores  before  she  could  get  the  shoes  she  wanted.  It  may 
be  noted  that  this  is  the  last  time  the  car  will  be  loaned  for 
neighbors  to  take  their  wives  out  to  buy  boots  at  a com- 
petitor’s.   

GOOD  ADVERTISING 

If  the  repair  man  is  to  get  his  share  of  the  business,  he 
must  do  his  part  by  systematic  and  intelligent  advertising. 
We  show  a leaflet  sent  out  by  the  Maple  Leaf  Shoe  Repair 


Quality,  Style  and  Low  Prices 

are  prominently  featured  in  our  Men’s  Fine  Shoes 


/"SUR  policy  in  selling  shoes  is  to  give  to  our  customers  the  utmost 

value  in  the  goods.  We  have  SHOES  in  our  stock  that  are 
macif  specially  for  us  by  some  of  the  best  makers  of  Fine  Shoes  in 
in  the  Dominion.  We  have  in  stock  a nice  variety  of  MEN'S  HIGH 
GRADE  FOOTWEAR  at  the  low  price  of  $8.95.  In  fact,  with  the 
exception  of  a line  in  Frank  Slater  s,  the  price  quoted  is  our  highest 
figure  for  MEN'S  HIGH  GRADE  SHOES. 

When  you  are  in  the  store  with  your  repairs'  take  note  of  the 
SHOES  on  display  and  compare  our  values. 

We  have  specialized  in  SHOE  REPAIRING  for  a number  of 
years  and  today  we  are  equipped  with  the  most  modern  and  up-to- 
date  machinery  in  Canada.  We  employ  the  best  labor  and  you  are 
assured  of  the  best  class  of  repair  work. 

The  very  best  Oak  Leather  that  is  used  on  all  our  Repair 
Work  is  a guarantee  that  you  will  get  the  longest  possible  wear  from 
your  Shoes  when  you  leave  them  with  us  for  repairs. 

WORK  SHOES  FOR  MEN  made  up  on  easy  fitting  lasts,  and 
SCHOOL  SHOES  FOR  BOYS  made  up  in  the  best  wearing  leathers, 
will  always  command  the  attention  of  those  who  put  their  Footwear 
to  a very  hard  test. 

The  MapJe  Leal  Shoe  Itepair  Co. 

10OO  Eleventh  Ave.  Regina,  Mask. 

PHONE  44!S9 

THE  PLACE  FOR  RELIABLE  SHOE  REPAIRING  AND  LOW 
PRICED  SHOES  FOR  MEN  AND  BOYS 

SKATES  SHARPENED  AND  ATTACHED 

Co.,  an  enterprising  Regina  concern.  They  cover  the 
ground  thoroughly  on  shoes  and  on  repairs.  They  empha- 
size quality  and  style,  and  at  the  same  time  show  that  their 
prices  are  reasonable. 
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Altering 
Your  Store? 


Then  write  us  for  our  illustrated  catalogue 
showing  our  complete  lines.  It  contains 
many  helpful  ideas  for  retailers  in  every 
kind  of  business. 


GLASS 

for  every  building  purpose 

PLATE  GLASS 

For  Show  Gases 
Shelves 

Display  Counters 
Mirrors 

Sheet  and  Fancy 
Art  Glass 

ZOURI 

Safety  Set 

Metal  Store  Front  Construction 


This  catalogue  will  be  sent  free  to  every 
reader  of  this  journal.  Drop  us  a post 
card  today  asking  for  it. 


CONSOLIDATED 
PLATE  GLASS  CO 

OF  CANADA  LIMITED 
WINNIPEG  TORONTO  MONTREAL 


AMERICAN  RETAILERS  DENY  HIGH  PRICE  CHARGE 

Representatives  of  clothing  and  shoe  interests  entered 
a vigorous  defense  for  those  retail  lines  against  charges  that 
the  retail  merchants  have  hindered  the  recovery  of  business 
activity  because  of  their  refusal  to  readjust  retail  prices  on 
the  basis  of  declines  in  wholesale  values  when  conferences 
were  held  recently  with  Secretary  of  Commerce  Hoover. 
Represented  at  the  conference  were  the  National  Retail 
Dry  Goods  Association,  the  National  Association  of  Retail 
Clothiers,  the  National  Association  of  Retail  Shoe  Dealers  and 
the  Shoe  Retailers’  Association  of  Philadelphia. 

It  was  claimed  by  the  delegation  that  the  liquidation  of 
retail  stocks  practically  has  been  completed  in  the  dry  goods, 
clothing  and  shoe  lines.  This  statement  was  made  in  answer 
to  the  recent  report  of  the  Federal  Trade  Commission, 
which  was  held  by  the  delegation  to  contain  an  unfair  reflec- 
tion upon  the  course  of  the  retail  irade. 

Members  of  the  delegation  expressed  satisfaction  with 
the  results  of  the  Hoover  conference,  leaving  the  meeting 
with  the  conviction  that  the  Secretary  now  has  a better 
understanding  of  the  retail  position.  Furthermore  it  was 
said  that  the  secretary  does  not  share  in  the  belief  that  the 
entire  retail  field,  without  important  exception,  is  respon- 
sible for  the  maintenance  of  high  price  levels  as  compared 
with  normal  values. 

At  the  conclusion  of  the  conference  the  delegation  made 
the  following  announcement: 

“In  the  conference  today  with  representatives  of  retail 
associations,  having  a total  membership  of  more  than  20,000 
dealers  in  the  United  States  in  dry  goods,  shoes  and  wearing 
apparel  lines,  Herbert  Hoover,  Secretary  of  the  Department 
of  Commerce,  stated  it  was  his  opinion,  based  upon  inves- 
tigations of  his  department,  that  a majority  of  retail  mer- 
chants had  reduced  their  prices  to  properly  correspond  with 
wholesale  levels.  In  fact,  he  stated  the  belief  in  some  cases 
reductions  had  been  below  what  he  thought  market  con- 
ditions warranted. 

“He  added  that  these  investigations  had  shown  cases 
where  some  merchants  in  given  towns  and  also  instances 
where  entire  towns  had  not  made  proper  reductions,  and 
said  that  his  recent  statement  to  the  public  counselling 
them  to  shop  around  before  purchasing  was  to  caution  them 
against  those  stores  which  had  not  properly  reduced  their 
prices.  Mr.  Hoover  emphasized  that  it  was  not  his  inten- 
tion to  criticize  the  retailers  as  a whole  and  that  his  statement 
should  not  have  been  so  construed. 


A B.C.  REPAIR  MAN’S  VIEWS 

Mr.  S.  Davis,  of  Cumberland,  B.C.,  writes  us  as  fol- 
lows: 

“In  regard  to  the  prices  for  shoe  repairing,  I don’t 
see  any  reasons  for  them  to  come  down  yet.  As  com- 
petition gets  keener  prices  will  drop.  But  I would  not 
advocate  any  one  to  start  it  yet.  When  prices  were  ad- 
vanced the  cost  of  living  was  not  taken  into  consideration, 
only  the  extra  cost  of  materials.  I should  also  like  to  see 
the  shoe  repair  men  better  organized  than  at  present.” 


Ten  things  for  which  you’ll  never  be  sorry: 

1.  Living  a good  life. 

2.  Doing  your  level  best 

3.  Being  kind  to  every  one. 

4.  Being  courteous  to  all. 

5.  Hearing  before  judging. 

6.  Thinking  before  speaking. 

7.  Being  generous  to  an  enemy. 

8.  Standing  by  your  principles. 

9.  Stopping  your  ears  to  gossip. 

10.  Being  honest  in  business  dealings. 

— N.C.R.  News. 
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Welting  with  a Strong  Fibre 

The  fibre  of  our  Goodyear  and  McKay  welting  is  always  strong  and 
dependable.  That  is  because  only  the  finest  packer  h des  are  used. 

We  reject  all  that  cannot  meet  our  high  standard  and  use  extreme 
care  in  every  step  of  manufacture.  To  use  our  welting  is  to  ensure  sat- 
isfaction and  actual  economy.  May  we  send  you  prices  and  samples? 

BROCKTON  WELTING  CO. 

—incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  8$  MERRILL,  Inc.,  130  Eastern  Ave.,  Lynn,  Mass. 

SALES  OFFICES:  BOSTON.  185  Essex  St.:  PHILADELPHIA.  S.  W.  Cor.  5th  and  Arch  Sts.;  CINCINNATI.  410  East  8th  St.; 
CHICAGO,  305  W.  Lake  St.;  ST.  LOUIS.  1419  Olive  St.;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND,  Messrs.  Pearson  Robinson  & Arterton,  4 Albion  St.,  Leicester. 

FRANCE.  Louis  Dubois.  47  Rue  des  Petites  Ecuries,  Paris. 


Bona-fide  advertisements  of  Situations  Wanted  or  Situations  Vacant  in  the  shoe  and  leather  trade  inserted  free  of  charge.  Space  limit — one  inch 


WANTED — Representative  calling  on  repair  trade  in 
Quebec  and  Maritime  Province  to  introduce  the  most 
complete  line  of  rubber  heels,  soles  and  taps  ever 
shown  in  Canada.  Salesman  would  find  this  a very 
profitable  side-like  provided  he  does  not  handle  com- 
peting line.  For  further  information  write  to  Wids 
Company  of  Canada,  8 Lowther  Avenue,  Toronto, 
Ont. 


FOR  SALE — Established  Boot  and  Shoe  Business  in  one 
of  the  best  business  districts  of  Toronto.  Clean  stock. 
Good  investment.  Apply  Box  963,  Shoe  and  Leather 
Journal,  545-549  King  Street  West. 

FOR  SALE — Singer  Power  Button  Sewing  Machine.  One 
wooden  Paper  Baling  Machine.  A one-half  horse 
power  Motor.  Walk-Over  Boot  Shop,  290  Yonge  St., 
Toronto. 


WHOLESALERS’  ASSOCIATION 

The  organization  of  Retailers,  Manufacturers  and 
Travellers  into  National  Associations  has  made  the  chain 
complete  so  far  as  the  shoe  trade  is  concerned,  with  the 
exception  of  one  important  link,  viz.,  the  wholesalers.  For 
some  time  the  need  of  a wholesale  shoe  association  in 
Canada  has  been  felt.  We  understand  that  steps  are  being 
taken  to  fill  this  need,  and  it  is  to  be  hoped  that  plans  will 
have  matured  sufficiently  in  the  next  few  months  so  that 
the^wholesale  trade  may  gather  in  Toronto  with  the  retail- 
ers, manufacturers  and  travellers  in  July. 


Verdun  Sample  Shoe  Store  is  the  name  of  a store 
recently  registered  in  Montreal. 


We  Want  a Canadian  Agent 

“THERE  NEVER  WAS  SUCH  AN  ARCH” 


The  Arch  that 
is  Instantly  Ad- 
justable by  the 
Wearer. 

Done  with  a 
Twist  of  the 
Key. 

The  Ritz  Arch 
Means  Sales 
and  Profits  for 
You. 


Correspondence  from  Interested  Canadian  Houses  Solicited 


RITZ  MANUFACTURING  CO.  INC. 

NO.  30  WATER  STREET  ROCHESTER,  N.Y 
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Leather  Manufacturers 

Easy  and  economical  communication  with  foreign  dealers  in  hides  and 
finished  leather  has  been  provided  by  means  of 

THE  TANNERS’  COUNCIL  EDITION 
UNIVERSAL  TRADE  CODE 

This  cable  code  book  includes  a comprehensive  list  of  words,  covering 
all  types  of  phrases  and  terms  used  in  the  trade.  Its  use  will  save 
nearly  half  your  present  cable  bills.  The  price  delivered  to  any  part 
of  Canada  is  $30.00  Canadian  funds.  SEND  FOR  YOUR  COPY  NOW. 

Agents  for  Canada  and  Newfoundland 

SHOE  AND  LEATHER  JOURNAL 

545-549  King  St.  West,  Toronto,  Ont. 


Your  Salesmen  will 
Get  Better  Results 

if  you  PRECEDE  them  and 
FOLLOW  THEM  UP  with 

Good  Printing 

We  plan,  write  and  print  sales 
producing  literature  that  will 
make  people  want  your  pro- 
duct and  want  to  do  business 
with  your  house.  Have  an 
ACTON  man  call  and  talk 
it  over. 

ACTON  PUBLISHING  CO.,  LIMITED 

Printers,  Designers  and  Publishers 

545-549  King  St.  West,  Toronto  - Lemoine  and  St.  Nicholas  Sts.,  Montreal 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Better  Stitchdowns 

Made  for  the  Jobber  Only 

Better  in  value,  that  is  what  we  mean. 

For  those  wholesale  distributors  of  shoes  who  have  seen 
our  samples  and  prices  have  commended  both  strongly. 

If  interested  in  improving  Stitchdown  Values,  we  will 
send  samples  and  prices. 

CANADIAN  STITCHDOWN  COMPANY 

THIRD  AVENUE  AND  ERNEST  AVENUE 
MONTREAL 


s 

$ 


Attractive  Shoes  to  Retail  at  $6.00,  $7.00  and  $8.00  Will  Bring  You  Business. 


This  number  556  is  made 
in  dark  brown  calf — an 
imitation  welt,  as  flexible 
as  a welt  to  retail  at  less 
than  $7.00. 

We  have  many  attractive 
shoes  at  this  price  for  Sum- 
mer and  Fall. 

A salesman  will  call  if  you 
say  so. 


CHARBONNEAU  & DEGUISE 

636  Craig  St.  East  Montreal,  Que. 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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WORLD 

WIDE 


That’s  a broad  expression,  but  not  an  inch  too 
broad  for  Collis  Leather  reputation.  Wherever  the 

BEST  COLORED  CALF 

is  known  in  the  shoe  world,  Collis  Leather  is  known. 

Their  popular  browns  No.  17  and  No.  2 make 
up  in  the  most  stylish  fashion,  cut  economic- 
ally and  work  easily  and  quickly. 

If  you  specify  COLLIS  you’ll  specify  the  best. 

Collis  Leather  Company,  Limited 

Aurora,  Ont.,  Canada 


HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 


Bacup,  Near  Manchester,  England 


No.  P3 — Women’s  Camel  Hair  Slipper,  Infants’ Camel  Hair  Slippers, 

Rolled  Top  Silk  Bound,  Felt  and  made  with  Ankle  Strap,  No.  B4 — Men’s  Camel  Hair  Slipper,  Silk 

Leather  Sole.  Felt  and  Leather  Sole.  Bound,  Felt  and  Leather  Sole. 


We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers 
which  is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and 
exceptional  values. 

ROSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

Selling  Agents  for  the  Dominion  of  Canada 
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iVo.  — Men's  12"  Mahogany 
Elkolo,  Prospector  Blucher  Boot. 
Can  he  retailed  at  $7.35.  Solid 
Sole  Leather  Counter. 


nPHIS  is  a fair  sample  of  the  extremely 
A good  values  you  will  find  in  our 
staples.  They  can  become  leaders  in 
their  class  in  your  Town.  There  is 
room  for  them. 


A.  A.  COTE  & SON,  LIMITED 

ST.  HYACINTHE,  QUE. 
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Kid  Is  Again  The  Fashion 
For  Fall 

The  finest  samples  of  women’s  shoes  that 
are  being  shown  to  the  merchant  are  made 
of  kid.  Black  and  Brown  are  the  leading 
colors. 

Many  of  the  samples  are  made  of  Evans 

Kid. 

John  R.  Evans  Leather  Co.  Limited 


214  LEMOINE  STREET 


MONTREAL 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 

The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 


ll  ' ■ 

Are  You 
Fully  Protected? 

To  adequately  protect  your  business 
interests  you  must  guard  the  numer- 
ous documents  and  papers  in  your 
office  against  loss  through  fire. 

A Taylor  .Safe  will  provide  the 
security  you  need. 

These  Safes  are  scientifically  con- 
structed to  resist  heat,  duration  and 
intensity  of  fire,  or  impact  from  fall 
need  not  be  considered  if  it’s  a 
“Taylor.” 

Made  in  40  Different  Sizes. 


“GOODRICH” 
Hand  Turned  Footwear 


- builds 

prestige  and  an  enviable  reputation 
for  better  grade  retailers.  They  are 
carefully  made  of  selected  materials 
by  expert  turn  workmen.” 


HAZEN  B.  GOODRICH  8f  CO. 

Manufacturers 

Men’s  and  Women’s  Slippers,  Oxfords,  Pumps 
HAVERHILL  - - MASSACHUSETTS 


BAD  FOR  BUSINESS 

“Is  she  very  pretty?” 

“Pretty?  Say,  when  she  gets  on  a street  car  the  adver- 
tising is  a total  loss.” — Boston  Transcript. 


Write  for  Quotations. 

J.&J. Taylor  Limited 

Toronto  Safe  Works 
TORONTO 

Branches:  Montreal,  Winnipeg,  Vancouver 


A maker  of  welt  and  turn  shoes  for  women  says  ten 
dollars  a pair  will  be  the  prevailing  retail  price  of  his  lines  for 
some  time  to  come.  He  makes  a fine  grade  of  conservative 
style  shoes,  which  are  sold  in  leading  retail  stores  of  the  coun- 
try. He  has  never  cheapened  his  shoes,  but  has  steadfastly 
stuck  to  the  policy  of  putting  into  them  all  the  value  in 
material  and  workmanship  that  his  customers  expected. 
He  believes  the  bulk  of  his  fall  business  will  be  on  shoes  to 
retail  at  ten  dollars  a pair,  and  that  his  trade  will  continue 
to  pay  that  price  for  an  indefinite  period. 
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CLARKE  % CLARKE  Limited 

Established  1852 

Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 

Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  8?  Works 

Christie  Street,  Toronto 

Remember  the  Convention  of  the  National 
Shoe  Retailers’  Association  at  Toronto, 
July  13th  and  14th. 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 
and  at 

50  Foundry  St.  South,  Kitchener 

Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Edwards  & Edwards  umitad 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


COLONIAL  HIDE  COMPANY 

HIDES,  CALFSKINS 
AND  HORSE  HIDES 

Most  country  hides  carry  2 or  3 lbs.  of  excess  meat; 
some  much  more.  Our  hides  well  fleshed.  This 
difference  of  5%  to  7%  means  fully  lc.  per  lb.,  which 
the  tanner  saves  when  buying 

“COLONIAL  TRIM  AND  DELIVERY” 

Offices  and  Warehouses  at  Quebec.  P.Q. 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  St.,  Montreal,  P.Q. 
Quebec,  P.  Q.  St.  John,  N.  B.  Three  Rivers,  P.Q. 
Ottawa,  Ont.  Peterboro,  Ont.  Windsor,  N.S. 


Cotton  Shoe 
Linings 

Ducks,  Etc.,  Etc 
Side  Leathers 
Splits 


FROM 


Tannery 

1704  Iberville  St 
Montreal 


Rubber  Cement 
Bottom  Filler 
Sheepskins 


Rubber 

Cement  Factory 
26  Gladstone  Ave. 
Montreal 


A.  FICQ  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


NEW  CASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White.  Black. 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits. 
Indias.  Heavy  Leathers.  Skivers.  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths 

Write  or  Wire  for  Samples 

NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W..  Montreal 
Factory — Wilmington,  Del..  U.S.A. 


Mention  “Shoe  and  Leather  Journal'’  when  ivriting  an  advertiser 
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WILSON  Sc  CANHAM,  Limited 

HEAD  OFFICE  - TORONTO,  CANADA 

Shippers  of  HIDES,  CALFSKINS,  PELTS,  WOOL, 
SHEEPSKINS,  RAW  FURS,  ETC.,  ETC. 

Main  Office  for  Australasian  Branches  - - AUCKLAND,  N.Z. 


MORSON,  BOSWELL  & 

COMPANY 

IMPORTERS 

64  Wellington  St.  West 

St.  Nicholas  Building 

TORONTO 

MONTREAL 

We  Specialize  in 

CLOTH  SHOE  TOPPING— Black  and  all  Colors 

COTTON  SHOE  LININGS 

GAITER  CLOTHS 

NIGROSINE  Jet  and  Blue  Shades 

Our  manufacturing  facilities  enable  us  to  guarantee 
regular  and  prompt  deliveries  in  any  quantity. 


Dyestuffs,  Extracts, 
Chemicals  and 
Tanning  Materials 


D.  J.  LARKIN  CO. 

93-95  Broad  St.,  Boston,  Mass. 


J. HARDY  SMITH® SONS 

Belgrave  Gate,  Leicester,  Eng'. 


HIDE  and  LEATHER. 
FACTQRS 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 
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“ ALL  ABOARD!”  Direct  through  Connections  from  “HOOP  FO  BE  AMHOUSE” 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 


SCHMOLL  FILS  & CO. 


International  Hide  Merchants 


PARIS  HAVANA  BASLE 


NEW  YORK 


“We  deliver  what  you  buy’ 


CHICAGO 
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Slater,  Geo.  A.,  Limited 36 

Tanguay,  Jos. 58 

Tanners’  Council  ..  86 

Taylor,  J.  Si  J.,  Limited 90 

Tctrault  Shoe  Mfg.  Co.,  Limited 12 

Talbot  Shoe  Co 74 

Universal  Shoe  Machinery  Co — 82 

United  Shoe  Machinery  Co.  56,  I.B.C. 

United  Last  Co 8 

Wilson  Si  Canham,  Limited.. 93 

Williams  Shoe,  Limited 17 
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AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

— — All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 


Clarke 
lass 

Class  in  footwear  can  only  be  attained  as  the  result 
of  good  shoemaking  and  GOOD  LEATHER. 

Clarke  Class  is  the  first  class— always— in  patent  leather. 

It  classifies  shoes  in  which  it  is  used  as  footwear  of 
fine  quality,  popular  fashion  and  top  value. 

Put  your  range  of  Patents  for  the  coming  season  in 
the  Clarke  Class. 


Arrange  to  attend  the  National  Shoe  Retailers’  Association 
Convention,  Toronto,  July  13th  and  14th. 

Clarfee  & Company,  Utmtteb 

Toronto 

iUrancljetf  at  iWontreal  anti  <&uebec 
Largest  Producers  of  Patent  Leather  in  the  British  Empire 


TORONTO. 

JUNE  l,  1921 


> THE 

THIRTY-FOURTH  YEAR 


\W|  III /<*•"/ 
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ENNET 


Faith  and  courage  have  brought  the  Shoe 
Trade  to  its  present  important  place  in  the 
commerce  of  Canada.  Faith,  founded  on 
their  superlative  merit,  makes  it  part  of  our 
policy  to  fully  guarantee  all  Bennett  Counters. 


BENNETT  LIMITED 

MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 


ACTON  PUBLISHING  CO.  LIMITED 


TORONTO 


MONTREAL 
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Solid  Satisfaction 

conies  to  Shoe  Manufacturers  who  use 

Trent  Valley  or  Royal 

OAK 

SOLE  LEATHER 

The  Leather  that  invariably  gives 

Highest  Quality 
Greatest  Value 
Longest  Wear 

Two  Twin  Tannages  of  the  Six 
manufactured  by 

The  Breithaupt  Leather  Co.  Limited 

Producers  of  the  Standard  of  Canadian  Sole  Leather 

SALES  OFFICES 

Kitchener  Toronto  Vancouver  Montreal  Quebec 

TANNERIES  AT 

Penetang  Hastings  Kitchener  Woodstock  Burk’s  Falls 


MIHlMllllUllllMlimHlllimffllB 
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KID  KIP 

Strong,  Pliable,  Soft  and  Brilliant 


This  leather,  which  is  our  own  tannage, 
has  qualities  belonging  to  it  exclusively. 

It  is  called  Kid  Kip  because  it  resembles 
a high  grade  plump  kid. 

It  is,  however,  much  stronger  than  kid 
and  is  particularly  suited  for  shoes  worn 
by  folks  who  want  the  comfort  of  Kid  but 
demand  an  extra  amount  of  wear. 

Makers  of  shoes  of  this  class  will  be 
interested  in  our  latest  samples  and  prices. 

Samples  sent  gladly  on  request. 

DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

Montreal 

REPRESENTATIVES : 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Men’s 

Shoes 

are 

moving 

more 

rapidly 

Novelties  such  as 
these  Ball  Straps 
strikingly  new 
yet  quite  safe  for 
all  merchants  to 
buy  have  started 
the  men  buying 
new  shoes. 

They  are  buying  in 
the  lighter  browns 
and  tans,  too,  and 
buying  many  in 
blacks. 

We  can  deliver  on 
fairly  short  notice. 


Dalaco,  Patricia  and  Metropolitan  are  safe  brands  to  tie  to  whether 
in  the  newer  or  in  the  more  conservative  styles. 

We  advise  the  placing  of  Fall  orders  in  the  immediate  future  to 
insure  delivery  in  time. 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Shoes  With 
An  Assured  Demand 


Those  manufacturers  who  have  the  knack  of  getting  a 
DEMAND  for  their  shoes  at  ALL  times  are  invariably 
CONSTANT  users  of 


DAVIS  LEATHERS 


You  can  be  sure  of  the  POPULARITY  of  the  shades, 
and  equally  sure  of  the  superior  QUALITY  and  top-notch 
VALUE  of  DAVIS  CALF.  Incomparable  for  beauty  and 
serviceability  is  the  highly  popular 


VARSITY  CALF 


Shoes  that  are  the  talk  of  the  trade  for  Value  are  being 
made  with 


DAVIS  VEALS 


BLACK  DIAMOND  VEALS,  noted  for  their  splendid 
cutting  quality,  are  unexcelled  for  popular  priced  Men’s 
Welts.  DAVIS  CORDO  WILLOW  VEALS  make  up  into 
shoes  of  exceptionally  strong  appeal  both  in  APPEAR- 
ANCE and  VALUE. 


To  be  Sure  of  the  Demand  for  YOUR  Shoes 

Use  DAVIS  LEATHERS 


DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONTARIO 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Twenty-Five  Years 
Leadership 


Stands  for  Something 

In  the  first  place,  LEADERSHIP  is  won  by  the 
distinction  of  superior  worth  and  merit. 

The  LEADERSHIP  of  MALTESE  CROSS  RUBBERS, 
in  the  sphere  of  Rubber  Footwear,  represents  the 
steadfast,  reliable  VALUE  of  the  line.  Maintained 
year  after  year,  without  retrogression,  decadence 
or  yielding  to  the  temptation  of  depreciating 
quality  to  meet  the  demands  of  the  low-price 
market. 

Maltese  Cross  Rubbers 

Maltese  Cross  Rubbers  are  the  BEST  that  the 
Rubber  Shoe  Industry  know  how  to  make,  and  we 
assure  the  Trade  there  will  be  no  alteration  in  our 
policy  to  maintain  QUALITY.  If  genuine  value 
means  Leadership,  Maltese  Cross  Rubbers  will 
continue  to  be  LEADERS  for  long  years  to  come. 


Gutta  Percha  & Rubber,  Limited 

Head  Offices  and  Factory,  Toronto 


Mention  " Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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ly/TEN’S  trade  is  better  wherever  the  merchants  are 
showing  shoes  that  contain  the  character  of  this 
Ball  Strap — there  is  no  “stagnation”  in  Men’s  Shoes. 
The  appearance  of  the  new  Summer  and  Fall  Styles 
has  entirely  changed  conditions. 

This  Ball  Strap  has  the  characteristics  of  all  Bell  shoe 
making — fine  in  every  way  and  made  for  your  better  trade. 

WEj  [CAN  PROMISE  REASONABLY  EARLY  DELIVERY 

/.  & T.  Bell , Limited 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Eugene  Guay  Counters 
Take  Their  Place 

Many  of  the  standard,  good  shoes  now  going  to 
the  merchant  use  the  Guay  Fibre  Counter. 

The  use  of  Fibre  Counters  need  no  explanation, 
for  the  F ibre  Counter  has  been  developed  and 
improved  to  such  an  extent  that  it  is  used  in 
the  majority  of  shoes. 

The  Eugene  Guay  Counter  is  used  in  increasing 
numbers  because  it  is  dependable,  is  comfortable, 
is  easy  in  fitting  and  is  guaranteed. 

EUGENE  GUAY,  Reg. 

MONTREAL,  QUEBEC 


iimiiiiiiiimimmiiimiimimmiimmiimimmimimimiimiiiiiiiiiiiiiimiimiiiiiiiiimmiiiiiimmimimiiiiiiiiiiiiiiiimmimiiiimn: 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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A Typical  sample  of  the 
“ Little  Darling"  line  of 
Children's  and  Infants' 
Shoes. 


To  the  Jobber — 

An  Infants’and  Children’s  Line 


TT  has  been  no  mere  chance  that  this  “Little 
A Darling”  line  has  become  such  a fast  moving 
Specialty  with  the  wholesale  shoe  merchant. 

It  has  been,  and  is,  our  desire  to  make  a 
bright  attractive  range  that  will  appeal  to  the 
mothers  on  sight. 

Economical  production  methods  have  kept 
the  price  well  within  bounds. 

Samples  and  Prices  on  Request 

LOUIS  GERMAIN 

251)  Christoph  Colomb  Montreal 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Quick  Shipment — A Two-Strap 

/TVHIS  is  popular  wherever  shown.  It  is  right  in  line  with 
the  conservative  fashion  of  the  day.  It  is  an  excellently 
made  shoe.  The  tan  color  is  rapidly  gaining  favor. 

In  the  large  assortment  carried  in  the  A.  H.  M.  Branches 
you  will  find  many  others  equally  attractive. 

Manufactured  and  sold  by 

AMES  HOLDEN  McCREADY,  LIMITED 

HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER 
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There  is  nothing  like  a square  deal 
to  win  a man’s  permanent  trade. 
That  is  whyMonarch  and  Brandon 
Shoes  have  for  14  years  been  ap- 
preciated by  particular  men  all 
over  Canada.  That  is  why  they 
are  popular  to-day. 

Shoes  bearing  the  “Monarch”  and 
“Brandon”  marks  are  the  “square 
deal”  type — every  oair  of  them. 


Don’t  expect  to  hold  trade  these 
days  on  inferior  shoes.  Give  the 
people  the  styles  they  want,  but 
above  all  give  them  the  real  value 
and  the  satisfying  wear  Service. 
Monarch  and  Brandon  Shoes  are 
made  with  that  one  purpose  in  view 
and  this  season’s  lines  show  style 
linked  up  with  Quality  and  Value 
in  a more  remarkable  way  than 
ever. 

Before  the  season  advances  any  far- 
ther arrange  to  see  these  samples. 


Keep  these  dates  open — JULY  13th  and  14th — the  Convention  of  the 
National  Shoe  Retailers’  Association  at  Toronto. 


JAUA  L'AtAlA  A A LA  A k'A 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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616 — Champagne  Kid,  1 strap,  2 button 
Lucille  slipper,  with  camel  kid  tip, 
skeleton  ball  strap  and  heel,  fox.  Baby 
Louis  Heel.  A charming  combination. 


620 — Davis  new  405  calf,  1 strap,  2 button 
slipper  with  tip,  ball  strap  and  heel,  fox. 
Built  over  our  new  English  sport  last.  A 
real  sport  shoe. 


The  name  of 
Style,  Appear; 


i is  synonymous  with 
Durability  and  Price 
— those  four  factors  which  control  ab- 
solutely the  women’s  shoe  trade  of  to-day. 
If  a representative  has  not  already  called 
on  you,  write  us  and  we  will  either  have 
one  call  or  send 


sam 


The  Perth  Shoe  Company,  Limited 

PERTH  ONTARIO 


National  Shoe  Retailers’  Convention,  July  13th  and  14th 
King  Edward  Hotel,  Toronto. 

Come — It  Will  Pay  You. 


Mention  “Shoe  and  Leather  Journal ” zvhen  writing  an  advertiser 
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Leading  in  Children's  Sales 


Globe  Pillow  Welts — of  which  the  “Baby  Walk”  with  its  Pillow 
Insole  is  an  example — have  captured  the  Children’s  Trade  wherever 
they  are  shown. 

They  are  particularly  well-made,  are  stout,  long-wearing  shoes,  very 
flexible  and  with  many  little  points  that  cause  them  to  be  out-of-the- 
ordinary  shoes. 

Sold  at  very  modest  figures  in  keeping  with  the  demand  for  reason- 
able prices  and  good  shoes. 

No.  XX  202. — A specialty  of  the  Women’s  Fat  Ankle  type.  A Dongola  extension  edge  turn  with 
Pillow  Insole  and  Rubber  Heel.  Made  in  Blucher.  Bal.  or  Button  Widths — E,  EE  and  EEE. 

A leader  wherever  shown.  Prices  and  samples  on  application. 


GLOBE  SHOE,  LIMITED 

TERREBONNE  - - QUE. 

Montreal  Office — 11  St.  James  St.  Representative — J.  A.  BLUTEAU 


Mention  “Shoe  and  Leather  Journal'’  when  writing  an  advertiser 
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“Sportsman” — the  latest 

This  wonderful  welt,  made  in  heavy  Winter  Calf  and  with  water- 
proofed sole,  is  offered  the  trade  as  the  perfect  sportsman’s  boot. 
It  is  the  result  of  much  study  under  the  roughest  of  conditions. 
It  can  be  sold  at  your  regular  profit  at  quite  a reasonable  price. 

This  is  an  example  of  the  development  of  specialization 
in  a large  organization  making  Welts,  McKays  and  Turns. 


SAMPLES  AND  PRICES  SENT  ON  APPLICATION. 


Dufresne  & Locke,  Limited 

Montreal,  P.Q. 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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The  Trade  Mark  that 
wins  where  others 
fail! 

A fine  array  of  trade-marked  shoes  and  yet  the 
sales  moving  sluggishly — did  that  ever  happen 
to  you?  There  are  trade-marks  and  trade- 
marks, but  they  will  all  fail  with  the  great  Union 
buying  public  unless  their  Union  mark  is  there. 

Keep  your  array  of  trade -marked  shoes,  but  be 
sure  that  the  Union  trade-mark  is  on  them,  too 
— that’s  the  combination  for  the  retailer  who 
wants  to  remove  all  barriers  to  a steady  flow 
of  profitable  business. 


Boot  and  Shoe  Workers’  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street  Boston,  Mass. 

Collis  Lovely,  Gen’l  President  Chas.  L.  Bain,  Gen’l  Sec’y-Treas. 


Mention  “Shoe  and  Leather  Journal”  zvhen  zvriting  an  advertiser 
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njDliat  ihe  Jfand  of  the  Tinnier 
Jfoldsjvr  fou 


People  who  have  never  seen  you  or  your  goods  are  made 
to  see  by  your  printing. 

Your  factory,  of  which  you  are  so  proud,  your  product, 
which  you  have  labored  to  perfect — these  things  are  your 
reason  for  living.  But  most  of  your  customers  and  pros- 
pects get  their  impression  of  you  and  your  work  from 
printed  pages. 


When  you  invite  people  to  send  for  your  printing,  you 
really  invite  them  to  send  for  the  photograph  of  your  life 
work.  The  hand  of  the  printer  moulds  the  public’s 
opinion  of  you  and  your  product. 


The  Imprint  that 

Guarantees 

Quality 


We  would  suggest  that  an  Acton  man  demonstrate  to  you 
how  we  can  assist  your  efforts  in  making  your  Catalogue  or 
Booklet  truly  expressive  of  your  business. 


ACTON  PUBLISHING  CO. L„„J 

P ILI  N T E1LS  A N D D E S I Q N E IAS 
TORONTO  -TvioNTRIAL 


This  mark  is  our  guar- 
antee that  your  order 
will  be  filled  according  to 
specifications. 

It  is  like  the  artist's 
name  on  a picture , the 
author's  name  on  a book . 
the  hall-mark  on  a piece 
of  silver.  It  symbolizes 
the  work  of  a quality 
house — a house  that  is 
proud  to  "sign"  its 
finished  product. 

It  means  that  you  are 
getting  the  best  there  is 
in  printing  service  at  a 
price  that  is  justified  by 
the  character  of  the  work: 
printing  that  will  re- 
present your  house  to  its 
satisfaction  and  to  its 
credit  and  profit 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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CORRUGATED  FIBRE 
SHIPPING  CONTAINERS 

Offer  the  BEST  Method  of  Packing  and  Shipping 
Footwear  because  of  their 

ECONOMY  and  SAFETY 


They  save  storage  space. 

They  cut  packing  ex- 
penses in  half. 

They  reduce  shipping 
charges. 


No  risk  of  damage  to 
goods. 

No  pilfering  losses. 

No  shipping 
delays. 


LET  US  SEND  YOU  SAMPLES  AND  PRICES 

CORRUGATED  PAPER  BOX  CO. 

Toronto,  Canada  Limited 

An  all  Canadian  Company  Financed  by  Canadian  Capital 


£imiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiimiimimi!iiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir 


Upper  Leather 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553  St.  Valier  St.,  Quebec,  P.Q. 

A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiitmiiiiiMimiiiiiiiiiriiiiiiiiiimiiiiiiiiiiiin 
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FIFTY  YEARS  PRODUCING  HONEST  LEATHERS 


SHEEP  SKINS  CHROME  SOLE  COTTON  FINDINGS 




13  9 SOUTH  STREET,  BOSTON  . MASS. 
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These 

Staples  Lead 
All  Over 
Canada 


imuunii 


No.  313 — A Women's  Gun  Metal  Calf 
Oxford.  Single  sole  McKay.  Whole 
juarter.  Perforated  tip.  A popu- 
ar  shoe  also  in  style  with  its  medium 
fine  toe. 


This  Oxford  will  retail  at  $6.00  and 
show  a good  margin  of  profit. 

It  is  an  “every-day  seller”  that  is 
representative  of  a line  of  standard 
Staple  Shoes  that  should  be  on  the 
shelves  of  every  store. 

Delivery  of  this  and  other  summer 
lines  in  a few  weeks’  notice. 


As  they  are  sold  principally  to  the  retail 
merchant,  our  salesmen  cover  all  of 
Canada.  If  you  are  open  for  a better 
line  of  staples  drop  a line  to-day. 


liTirliiHiTiiUMR 
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H.  B.  JOHNSTON  & CO. 

TORONTO.  CANADA 


CALF  AND  KIP  SIDES 
STORM  CALF 


ALL  COLORS 
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A ■''HE  Jobber  anxious  to  meet  the  demands  of  the 
day  with  the  newer  ideas  in  design  will -find 
us  particularly  able  to  serve  him. 

The  above  Ball  Strap  Oxford  is  but  a sample 
out  of  many  lines  that  are  bringing  business  to 
the  shoe  wholesale  houses  of  Canada. 


“La  Duchesse”  Shoe  Co.,  Registered 

MONTREAL,  QUE. 


Making  Women’s 
Welts,  McKays  and 
Turns  of  a Stand- 
ard quality  for  the 
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LIQUID  QUEBRACHO  EXTRACT 

(Made  “direct  from  the  wood”) 

This  Extract  is  manufactured  from  Quebracho  logs  which  are  chipped 
to  sufficient  fineness  by  specially  made  machinery,  the  chips  then  leached 
in  digesters  and  the  resultant  liquor  concentrated  in  vacuum  pans  until 
it  approximates  a tanning  content  of  35%. 

The  well-known  S.M.  and  S.  M.S.  Brands  of  Liquid  Quebracho  Extract 
are  manufactured  in  this  manner  direct  from  the  Quebracho  logs  and 
contain  valuable  tanning  properties  not  obtainable  by  dissolving  and 
chemically  treating  Ordinary  Solid  Quebracho  Extract. 

Tanners  familiar  with  Liquid  Quebracho  Extract  manufactured  in  this 
manner  prefer  it  to  the  Liquid  obtained  by  dissolving  the  Ordinary  Solid. 

We  are  pleased  to  be  able  to  inform  the  trade  that  we  are  now  in  a 
position  to  offer  this  product  at  prices  that  compare  favorably  with  even 
the  low  price  at  which  Solid  Quebracho  Extract  is  being  offered. 

S.  M.  and  S.  M.  S.  Brands  Liquid  Quebracho  Extract 

made  “direct  from  the  wood,”  basis  35%  tanning, 
ex  dock  New  York. 

PRICE 

Tank  cars  3c.  per  lb. 

Barrels  in  carloads  3?c.  “ “ 

New  York  Quebracho  Extract  Company 

(INCORPORATED) 

80  MAIDEN  LANE  NEW  YORK,  N.Y. 

Sole  manufacturers  and  distributors  on  the  continent  of  North  America  of 
Liquid  Quebracho  Extract  made  direct  from  the  imported  Quebracho  logs. 

Represented  in  Canada  by 

C.  E.  RUSHWORTH 

1005  Royal  Bank  Building:,  Yonge  and  King:  Streets 

Toronto,  Canada 
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To  be  retailed  well 
under  $Q.OO  for 
your  full  profit. 


HOES  of  this  character — and  at  our  prices — 
have  in  a few  months  placed  “Canadian  Foot- 
wear” in  an  entirely  different  class. 


Here  you  find  lasts,  patterns,  materials,  and  real 
honest-to-goodness  shoe-making  all  built  into  shoes 
of  a high  order  at  prices  that  put  this  line  in  a grade 
all  its  own. 

Write  or  wire  if  you  are  interested  in  this  business 
building  line. 


Canadian  Footwear  Co.,  Limited 

MONTREAL,  QUE. 
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All  Summer  Long- 

Every  day  from  the  opening  to  the  close 
of  the  Summer  Season  the  demand  for 

SPEED  KING 
OUTING  SHOES 


ATHLETE 


will  bring  calls  to  every  dealer  for  this 
popular  Summer  Footwear. 

Have  you  ordered  enough?  Does  your 
stock  eliminate  the  chances  of  your  los- 
ing a single  sale  ? 


GEM 


No  demand  from  old  or  young  for  sport 
or  regular  wear  will  catch  you  unprepared 
if  your  stock  is  complete  in  Speed  Kings, 
the  Outing  Shoes  that  are  superior  in 
appearance  and  quality  and  better  in  value. 


Quick  deliveries  on  all  sorting  orders 
from  any  of  our  wholesalers. 


ALWEAR 


PLAYMATE 


VACATION 


INDEPENDENT 

Amherst  Boot  £,  Shoe  Co.,  Limited  - Halifax,  N.S. 
Amherst  Boot  St  Shoe  Co.,  Limited  - Amherst,  N.S. 
Brown,  Rochette,  Limited  - - - Quebec,  Que. 

James  Robinson  Co.,  Limited  - - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  - - Toronto,  Ont. 

White  Shoe  Co.,  Limited  ...  Toronto,  Ont. 


WHOLESALERS 


C.  Weaver  ------  Trenton,  Ont. 

The  London  Shoe  Co..  Limited  - - London,  Ont. 

T.  Long  & Brother,  Limited  - Collingwood,  Ont. 
Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask. 
Dowers  Limited  .....  Edmonton,  Alta, 

The  J.  Leckie  Co.,  Limited  ...  Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 

Merritton  - - Ontario 
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CLEARING 

AFTER  the  most  careful  and  exhaustive 

in  shoe  styles  and  what  the  prospects  are  for  Fall  business  the  Shoe  and  Leather  Journal 
is  compelled  to  confess  that  neither  manufacturer,  wholesaler  nor  retailer  is  able  to  venture 
more  than  an  approximate  estimate. 

It  seems  to  be  generally  accepted  that  the  strap  furor  will  extend  pretty  generally  through 
the  warm  weather  until  late  in  the  autumn,  and  that  towards  October  there  will  be  a change  to 
the  oxford  vogue  in  women’s  with  some  demand  for  boots,  while  men’s  lines  will  gravitate  towards 
laced  boots.  Patents  seem  to  be  returning  to  popularity  in  women’s  lines,  although  a great  many 
sensible  walking  varieties  in  oxfords  will  be  worn. 

In  the  meantime  a sound  policy  for  the  retailer  to  adopt  should  be  the  thorough  overhauling 
of  his  stock  between  now  and  September  1st.  No  chances  should  be  taken  in  carrying  over  lines 
that  are  at  all  likely  to  be  out  of  the  running  when  autumn  selling  begins.  It  will  be  far  better 
to  miss  sales  in  August  through  shortage  of  such  lines  as  sport  goods  than  to  find  them  on  the 
shelves  in  October. 

The  policy  that  the  best  dealers  are  following  with  what  they  call  “transients”  or  uncertain 
lines  is  to  keep  them  moving,  making  the  wholesaler  carry  whatever  stocks  may  be  necessary 
to  see  the  season  through.  They  are  taking  no  risks  on  novelties  or  seasonable  sellers. 

F arseeing  retailers  are  doing  no  gambling  these  days  but  are  not  waiting  for  the  moods  of  the 
public  to  influence  their  buying.  There  are  certain  goods  which  are  bound  to  be  needed  for  the 
coming  fall  and  winter  and  the  wise  ones  of  th,e  trade  are  making  due  provision  in  advance  for 
an  ample  supply.  On  the  “probables”  they  are  watching  their  step. 

The  main  thing  for  the  next  two  months  is  to  get  regular  stocks  cleaned  up  and  all  the  doubtfuls 
and  slow  movers  off  the  shelves.  The  dealer  who  accomplishes  this  will  be  in  a position  to 
meet  any  changes  that  he  may  have  to  face  in  the  demand  for  fall  footwear. 

This  need  not  prevent  the  thoughtful  student  of  shoe  conditions  anticipating  from  a careful 
survey  of  the  situation  the  general  trend  of  shoe  styles  and  being  able  to  profit  from  his  calcu- 
lations. Foresight  is  to-day  more  important  than  hindsight,  and  the  man  who  will  turn  a good 
balance  for  1921  will  be  the  one  who  will  most  successfully  gauge  the  shoe  needs  of  the  next  six 
months. 

The  order  of  the  day  is  “preparedness”  and  the  shoeman  who  is  ready  for  September  and 
October,  whatever  they  may  bring,  has  the  battle  won  before  it  begins. 
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TO  ADVERTISERS  j 

The  paid  circulation  of  the  SHOE  AND  LEATHER  | 
JOURNAL  is  more  than  double  that  of  any  other  I 
shoe  publication  in  Canada,  and  exceeds  the  com-  I 
bined  paid  lists  of  all  other  Shoe  Trade  papers  I 
circulating  in  this  country.  I 
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THE  SHELVES 

enquiry  as  to  what  the  immediate  future  promises 
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In  the 

Market  Place 

Business  Conditions  as  Noted  in  Manu- 
facturing, Wholesale,  and  Retail  Fields 

THE  spirit  of  hesitation,  or  caution  against  over-buying 
or  commitments  in  advance  of  requirements  continues 
to  pervade  the  commercial  atmosphere.  The  trend  of 
general  commodity  prices  remains  in  a downward  direction, 
though  a slackening  of  this  movement  is  still  noted.  Never- 
theless, the  undertone  is  one  of  decided  optimism.  Recent 
developments  in  labor  cost  of  steel  production  mean  lower 
prices  and  probably  improved  demand.  As  one  of  the 
basic  factors  or  indicators  of  industrial  conditions,  stag- 
nation in  the  steel  industry  is  reflected  in  general  conditions. 
Export  trade,  another  prime  factor,  also  remains  extremely 
dull,  with  little  immediate  prospect  for  betterment.  Crop 
conditions  on  this  continent  are  favorably  reported.  The 
early  spring  has  about  offset  later  cool  or  wet  weather,  so 
that  the  crops  are  still  ahead  of  normal.  With  the  end  of 
spring,  and  summer  definitely  beginning,  commerce  believes 
it  is  on  the  last  lap,  and  with  the  passing  of  the  next  three 
months  under  any  sort  of  satisfactory  conditions,  a more 
definite  improvement  can  be  looked  for.  Until  that  time 
there  is  nothing  to  do  but  “smile  through,”  talk  and  act 
optimism,  and  make  the  most  of  merchandising  and  profit 
producing  opportunities  that  offer. 

Retail  Trade 

The  uneven  weather  has  tended  to  hold  back  retail 
volume  of  sales.  With  a continued  stretch  of  warm  weather, 
the  public  would  realize  that  summer  has  arrived.  But 
unfortunately  warm  days  interspersed  with  decidedly  cool 
or  rainy  days  have  militated  against  sustained  business. 
Victoria  Day  is  usually  considered  the  beginning  of  sum- 
mer, and  many  women  outfitted  themselves  for  the  holiday. 
Favorable  weather  on  Saturday  and  Monday  resulted  in 
good  sales  of  white  goods,  and  dealers  are  following  this  with 
window  displays  that  should  result  to  their  advantage. 
For  wear  with  sports  outfit  the  buck  and  combinations  of 
buck  with  calf  and  patent  are  taking  on  fairly  well,  though 
the  general  preference  is  for  the  all  white  shoe,  either  as 
an  oxford,  or  in  the  strap  styles.  More  strap  shoes  are 
being  sold  every  day,  and  this  should  serve  to  clean  out 
stocks  as  the  trade  grows,  as  there  are  many  women  who 
instead  of  wishing  to  lead  fashion,  wait  till  they  are  sure  a 
style  has  taken  hold.  Retailers  are  expecting  the  strap 
vogue  to  hold  good  until  early  fall.  After  that,  it  is  a debat- 
able question  how  they  will  sell.  There  is  no  question  that 
the  regular  retailer  will  sell  a lot  of  the  more  conservative 
types  for  some  time  after  the  novelty  or  strictly  high-class 
stores  will  have  turned  to  something  else;  for  it  is  not  every 
woman  who  can  afford  to  discard  her  shoes  the  moment 
she  sees  something  new  appear. 

Wholesale  and  Manufacturing  Trade 

Manufacturers  of  women’s  shoes  are  still  busy,  though 
their  orders  do  not  extend  any  too  far  in  advance  of  pro- 
duction. Men’s  shoes  remain  slow.  Some  factories  are 
working  about  three  weeks  ahead,  but  as  this  condition  has 
existed  for  some  time  they  have  become  accustomed  to  it. 
Staple  manufacturers  are  still  waiting  their  turn.  One 
phase  of  the  situation  that  is  apt  to  be  overlooked  is  that 
owing  to  the  flatness  of  business  last  fall  and  winter,  and 
owing  to  cancellations  and  returns,  a considerable  amount 
of  stock  of  goods  usually  saleable  at  that  season  remains  on 
the  shelves  of  dealers,  wholesalers,  and  manufacturers. 


Obviously,  the  desire  will  be  to  move  these  goods  next  fall 
and  winter,  rather  than  manufacture  or  buy  new  goods  and 
carry  the  old  ones  over  again.  This  applies  to  the  heavier 
lines.  The  business  of  this  spring  has  consisted  largely  of 
women’s  light  shoes,  so  that  the  carry-over,  except  for  such 
quantities  as  might  have  been  slaughtered,  remains  unaf- 
fected. Rubbers  and  felt  goods  also  fall  in  this  class,  so  that 
retailer  and  manufacturer  both  would  welcome  an  early  fall 
and  seasonable  winter  to  work  off  old  stocks  and  manufac- 
ture new. 

Fall  placing  business  is  still  small,  and  it  may  be  that  it 
will  take  the  stimulus  of  the  convention  in  July  to  really 
effect  a satisfactory  volume  of  business.  Manufacturers  will 
not  anticipate  orders  any  more  than  they  are  obliged  to, 
while  retailers  are  holding  back  from  hesitation  as  to  styles 
and  business  conditions.  While  fall  samples  include  straps, 
the  opinion  seems  to  be  swinging  towards  colonial  pumps, 
with  large  tongues,  with  or  without  buckles,  and  to  modified 
brogue  styles.  With  a heavier  winter  high  boots  should 
also  be  well  sold.  Colors  are  in  fairly  dark  brown,  or  black, 
with  grey  rapidly  losing  favor.  Manufacturers  and  retailers 
are  looking  more  favorably  at  patent  leather  for  fall  wear, 
and  as  it  has  already  taken  hold  in  France  and  England, 
the  natural  sequence  is  its  favor  on  this  continent.  Manu- 
facturers are  already  preparing  to  meet  the  demand. 

Leather  Markets 

With  lack  of  change  in  manufacturing  and  raw  material 
markets,  sole  leather  conditions  remain  quiet.  Freer  move- 
ment of  hides  and  leather  in  Chicago  during  the  past  two 
weeks,  when  some  large  transactions  took  place,  should 
tend  to  stimulate  the  market  to  some  extent.  Calf  markets 
remain  steady,  with  good  demand  for  colors,  and  improving 
call  for  black.  In  the  American  markets  some  ordezs  for 
brown  calf  shoes  have  been  cancelled,  and  black  substituted. 
Raw  calfskin  markets  remain  fairly  steady,  but  with  the 
heavy  take-off  in  progress,  if  all  offerings  are  not  absorbed, 
the  recent  advance  may  have  been  too  rapid.  The  feeling 
in  France  on  calfskin  remains  very  firm  and  no  concessions 
are  offered.  Glazed  kid  in  colors  is  in  good  demand,  as  are 
also  top  grades  in  black.  An  improvement  is  also  noted  in 
lower  grades.  The  expected  vogue  of  patent  leather  has 
not  resulted  in  any  volume  of  business  yet,  as  manufacturers 
are  playing  safe,  but  with  definite  business  placed,  this  finish 
should  receive  the  attention  it  deserves. 

It  may  be  noted  that  recent  style  developments  in  the 
United  States  point  to  a growth  in  favor  of  patent  leather. 

For  dressy  wear  this  leather  i : particularly  attractive 
and  is  taking  hold  in  the  form  of  one  and  two  strap  slippers, 
while  it  is  well  adapted  to  oxfords  as  well  as  to  the  colonial 
pump,  either  of  itself  or  in  attractive  combinations.  The 
return  of  pumps  with  large  tongues  will  undoubtedly  have 
a stimulating  effect  on  the  demand  for,  and  use  of  patent 
leather. 

European  Conditions 

Shoe  and  leather  trades  in  England  continue  to  be 
spotty.  The  coal  strike  cast  a damper  over  the  entire 
country,  and  emphasized  restriction  of  output  and  unem- 
ployment. This  has  a widespread  and  serious  effect  on 
economic  conditions  and  holds  back  all  types  of  business. 
In  some  localities  retail  shoe  trade  has  brisk  periods,  in 
others  it  is  uniformly  dull.  A firmer  tone  is.noted  in  leather 
circles,  while  hides  have  had  an  upward  tendency.  French 
markets  in  shoes,  both  retail  and  manufacturing,  have  re- 
mained stationary.  Hides  and  skins  are  showing  a firmer 
tendency.  Patent  leather  oxfords  and  pumps  are  rapidly 
taking  hold  in  fashion  circles,  while  the  feeling  seems  to  be 
towards  a moderation  of  the  extravagant  and  variable 
styles  in  vogue  the  past  few  months. 
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Self-Respect  in  Business 

By  Dr.  Frank  Crane 


HAT  the  business  man  needs  is  self-respect.  Respect  for  himself,  respect  for  the 
business  he  is  in,  respect  for  his  labors  and  his  aims,  are  essential  to  his  contentment 
and  to  his  enjoyment  of  what  he  earns. 


There  is  a good  deal  of  the  old  humbug  about  the  disgrace  of  being  “in  trade”  that  lingers 
like  virus  in  our  veins. 

We  have  inherited  it,  along  with  a lot  of  other  lies]and  nonsense,  from  ^generations  of  mon- 
archy. 

All  the  aristocracies  of  the  Old  World  are  founded  on  the  rotten  idea  that  the  man  who 
does  not  work  is  superior  to  the  man  who  does  work.  You  are  noble,  over  there,  in  proportion 
to  the  distance  you  can  go  back  in  your  ancestry  before  you  come  to  a forefather  that  earned 
his  salt. 

All  the  snobbery  in  America  is  an  imitation  of  this  sentiment.  The  young  dude  loafing 
in  white  flannels  at  Palm  Beach,  while  better  men  up  North  are  shovelling  snow  and  sawing 
wood,  thinks  he  is  a Superior  Person.  * 

The  young  lady  who  does  inothing  but  study  up  new  ways  to  spend  money  that  somebody 
else  worked  for,  gives  herself  airs  over  the  seamstress  who  made  her  petticoats  and  the  cook 
that  prepares  her  food. 

As  a matter  of  fact,  the  most  honorable  thing  any  human  being  can  do  in  this  world  is  to 
Serve. 

The  first  thing  every  boy  or  girl  ought  to  learn  at  school — even  ibefore  arithmetic  and  spell- 
ing— is  to  do  some  kind  of  work  the  world  is  willing  to  pay  money  for. 

The  first  and  finest  streak  of  nobility  in  any  man  or  woman  is  a disposition  to  do,  something 
to  make  money,  and  thus  get  himself  or  herself  off  other  people’s  backs. 

If  we  spent  half  as  much  time  and  trouble  teaching  and  training  our  children  to  be  of  some 
real  service  to  the  world,  instead  of  piling  up  money  wherewith  to  endow  them  in  idleness  and 
ruin  them,  we  should  have  a better  right  to  be  called  sensible  men. 

We  talk  of  “doing  good”  with  our  money,  after  we  have  made  our  fortune,  by  which  we 
mean  endowing  some  institution,  when  the  truth  is  that  the  best  -results  of  our  money  come  from 
the  way  we  make  it,  not  the  way  we  spend  it. 

To  conduct  an  honest  business,  to  give  industrious  people  employment  and  enable  them 
to  live  in  decency  and  educate  their  children,  to  provide  our  customers  .with  goods  worth  their 
money,  and  to  set  an  example  of  [integrity  and  thrift  in  the  community,  is  as  high  a calling  as 
any  man  can  have. 

Such  a man  is  vastly  more  entitled  to  respect  himself  than  any  titled  loafer  or  noble-blooded 
wastrel. 

This  is  the  Gospel  according  to  America. 

This  is  the  creed  of  decent,  square,  independent  and  courageous  men. 

There  is  no  higher  rank  among  intelligent  people  than  that  of  Business  Man. 


Coptrioht.  1921.  BY  Dr.  FrankjCrane 
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Some  Advertis- 
ing Stunts 

Publicity  Efforts  that  Brought  Business — 
Ideas  Submitted  in  Recent  Competition 
Awarded  “Honorable  Mention” 

IN  the  recent  prize  competition  on  the  subject  of  “Suc- 
cessful Advertising  Stunts”  the  winners  were  somewhat 
difficult  to  pick  out.  It  was  only  by  following  a system 
of  “points”  that  a satisfactory  decision  was  finally  reached. 
The  following  contributions  came  next  to  the  prize  winners 
and  were  considered  worthy  of  honorable  mention: 

Catching  the  Children’s  Interest 

Rowland  Hill,  Jr.,  of  London,  Ont.,  who  is  regarded  as 
one  of  the  most  wide-awake  retailers  in  Ontario,  submitted 
the  following: 

“Get  the  children  and  you  gel  the  family”  is  an  old  say- 
ing that  still  holds  good  in  shoe  retailing,  and  we  have  found 
that  it  pays  well  to  get  and  keep  the  children’s  trade. 

The  least  expensive  advertising  and  the  kind  which  has 
proven  surest  in  results  is  the  one  of  giving  small  novelties 
to  the  childien  after  the  parent  has  made  a purchase  and 
before  the  child  leaves  the  store. 

These  novelties  have  consisted  of  small  balls,  nice  dolls, 
tin  whistles,  toy  balloons,  note  books  and  various  other 
trifles.  After  the  parent  has  purchased  a pair  of  shoes 
either  for  themselves  or  the  youngster,  while  the  parcel  is 
being  wrapped,  the  clerk  slips  over  to  the  novelties  and 
selects  something  attractive  and  suitable  for  the  child. 

Every  one  knows  how  eager  a child  is  for  a gift.  The 
result  is  the  child  is  surprised  and  pleased  and  goes  off  happy 
in  the  possession  of  a new  toy.  The  parent  is  pleased 
because  the  store  has  flattered  her  by  taking  an  interest 
in  the  child  and  a good  impression  is  made  which  will  most 
likely  mean  future  business.  But  that  is  nothing  in  com- 
parison to  the  big  advertisement  we  get  as  the  child  exhibits 
its  new  toy  to  other  youngsters  anfi  tell  where  it  came  from, 
or  to  the  advertising  value  of  the  child  who,  when  next  it 
needs  new  shoes,  remembers  the  toy  and  insists  on  being 
taken  to  the  store  where  it  had  been  so  well  treated  the 
last  visit. 

An  Election  Stunt 

F.  W.  Love,  of  Aylmer,  Ont.,  tells  how  he  used  the 
interest  and  excitement  of  an  election  contest  to  attract 
trade  to  the  store. 

‘ ‘ I secured  the  services  of  the  St.  Thomas  Times  J ournal 
to  bulletin  the  returns  of  the  East  Elgin  by-election  on  my 
store  front. 

“After  one  of  the  most  strenuous  election  campaigns  in 
the  history  of  Canada  in  which  Aylmer  was  visited  twice  by 
the  Prime  Minister  of  Canada,  and  once  each  by  Hon. 
McKenzie  King  and  Hon.  Mr.  Crerar,  and  interest  was  to 
boiling  point,  I announced  that  the  election  returns  would 
be  bulletined  in  front  of  my  store  the  night  of  the  election. 
I had  my  whole  front  brilliantly  illuminated  for  the  occasion. 

“Thousands  gathered  in  front  of  the  store  and  com- 
pletely blocked  the  roadway.  The  large  crowd  appreciated 
the  service  I had  given  them  and  no  doubt  my  name  was 
mentioned  many  times,  i always  endeavor  to  keep  my  name 
before  the  public. 

“When  it  was  known  that  the  U.F.O.  candidate  had 
won  I put  out  a bulletin  announcing  it  and  at  the  bottom 

this—  U.  F.  O’s 

“ Wear  Love’s  Shoes  ” 

Mr.  A.  L.  Wright,  Amherst,  N.S.,  thus  describes  a novel 


and  striking  means  of  attracting  customers.  It  illustrates 
the  prevailing  human  love  for  mystery  and  chance. 

“Some  years  ago  I determined  to  stir  up  extraordinary 
interest  in  a new  business  which  I had  recently  taken  charge 
of,  and  decided  on  a plan  as  follows:  First,  I had  made  a 

copper  box  four  inches  deep  by  six  inches  wide  by  ten  inches 
high,  with  glass  front  and  sides,  the  top  being  fitted  with  a 
Yale  lock  with  three  luplicate  keys.  The  box  when  finished 
was  fille  I with  about  twenty- five  dollars  in  gold,  bank  notes, 
silver  and  coppers.  A local  hardware  firm  supplied  two 
thousand  blank  keys  of  a similai  type  and  these  were  attached 
to  small  tickets  on  which  the  rules  of  contest  were  printed. 
The  original  keys  were  thrown  in  the  lot  and  mixed  with  the 
rest. 

“A  large  card  over  the  money  box  display  in  the  win- 
dow advised  that  with  each  purchase  of  shoes  until  the  date 
for  opening  the  box,  one  key  would  be  given.  This  ran  for 
some  three  months  and  on  the  day  set  all  holders  of  keys 
were  allowed  to  come  in  and  try  to  unlock  the  box.  The 
contents  were  counted  and  equally  divided  among  the  three 
lucky  holders  whose  keys  unlocked  the  box. 

“This  novelty  stunt  drew  more  attention,  both  to  the 
window  displays  and  the  store  itself,  than  anything  I have 
done  before  or  since  in  my  twenty  years’  experience. 


THE  TEN  COMMANDMENTS  OF  COSTS 

The  Emerson-Brantingham  Co.,  selling  farm  imple- 
ments, have  laid  out  the  Decalogue  for  costs  and  prices  as 
follows: 

I.  Thou  shalt  charge  interest  on  the  net  amount  of 
thy  total  investment  at  the  beginning  of  thy  business  year, 
exclusive  of  real  estate. 

II.  Thou  shalt  charge  rental  on  all  real  estate  or  build- 
ings owned  by  thee  and  used  in  thy  business  at  a rate  equal 
to  that  which  thou  wouldst  receive  if  renting  or  leasing  it  to 
thy  neighbor. 

III.  Thou  shalt  charge  in  addition  to  what  thou  payest 
for  hired  help,  an  amount  equal  to  what  thine  own  services 
would  be  worth  to  others;  aso  treat  in  like  manner  the  ser- 
vices of  any  member  of  thy  family  employed  in  the  business 
not  on  thy  regular  payroll. 

IV.  Thou  shalt  charge  depreciation  on  all  goods  carried 
over  on  which  thou  mayest  be  counselled  to  make  a less 
price  because  of  change  in  style,  damage  or  any  other  cause. 

V.  Thou  shalt  charge  depreciation  on  buildings,  tools, 
fixtures  or  anything  else  suffering  from  age  or  wear  and  tear. 

VI.  Thou  shalt  charge  all  fixed  expense,  such  as  taxes, 
insurance,  water,  light  fuel,  etc. 

VII.  Thou  shalt  charge  all  incidental  expense,  such  as 
drayage,  postage,  office  supplies,  livery  or  expense  of  horses 
and  wagons,  telegrams  and  phones,  advertising  canvassing, 
alms  given,  subscriptions  paid,  etc. 

VIII.  Thou  shalt  charge  losses  of  every  character, 
including  goods  stolen  or  sent  out  and  not  charged,  allow- 
ances made  customers,  bad  debts,  collection  expense  and  any 
other  expense  that  is  not  enumerated  above. 

IX.  Thou  shalt,  when  thou  hast  ascertained  what  the 
sum  of  all  the  foregoing  items  amounts  to,  prove  it  by  thy 
books,  and  thou  wilt  have  thy  total  expense  for  the  year; 
then  divide  this  figure  by  the  total  of  thy  sale,  and  it  will 
show  the  per  cent,  which  it  has  cost  thee  to  do  business. 
Take  this  per  cent,  and  deduct  it  from  the  price  of  any 
article  thou  hast  sold,  then  subtract  from  the  remainder 
what  it  costs  thee  (invoice  price  and  freight),  and  the  result 
will  show  thy  net  profit  or  loss  on  the  article. 

X.  Thou  shalt  go  over  the  selling  prices  of  the  various 
articles  thou  handiest  and  see  how  thy  profits  stand;  thou 
mayest  then  get  busy  in  putting  thy  selling  figures  on  a 
profitable  thinking  basis;  and  hold  confab  with  thy  com- 
petitor as  well. 
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Stray  Shots 
From  Solomon 

Wisdom  Crieth  Without; 

She  Uttereth  Her  Voice  in  the  Street 

Now  and  then  in  social,  business,  civic  and 
even  church  life  we  see  those  who,  like  the  angry 
ape,  “play  such  fantastic  tricks 
UPSIDE  before  high  heaven  as  make  the 

DOWN.  angels  weep.”  There  is  nothing 

that  makes  a man  blush  for  his 
race  more  than  to  see  a fool  as  mayor,  a “fat  head” 
at  the  head  of  a large  business,  a conceited  ass  at 
the  head  of  a charitable  organization  or  an  ignorant 
boor  chairman  of  a church  board.  Yet  these  fel- 
lows get  there  and  do  it  with  the  consent,  if  not  the 
connivance  of  respectable,  sane  people.  “Folly 
is  set  in  great  dignity  and  the  rich  sit  in  a low 
place.”  The  Wise  Man  admits  that  in  his  day  this 
evil  existed.  The  people  to  blame  mostly  are  those 
who  are  so  much  interested  in  their  own  little  muck 
rake  that  they  let  things  like  this  happen.  Almost 
anything  is  likely  to  happen  these  days  when  you 
can’t  get  able,  well-to-do  men  in  the  community 
to  take  an  interest  in  it.  The  fakers  and  bull 
shooters  get  there  because  we  let  them. 

o o o 

The  man  who  goes  around  with  a chip  in  his 
shoulder  may  expect  to  get  it  knocked  off  before 
he  gets  very  far.  There  are  fel- 
ANGRY  lows  who  can  stand  everything 

FOOLS.  but  criticism  and  they  fly  off 

the  handle  as  soon  as  you  question 
their  acts  or  their  motives.  These  gunpowder 
people  are  dangerous  to  themselves  and  everybody 
about  them.  They  are  like  an  engine  without 
a governor,  as  soon  as  you  vary  the  load  or  change 
the  work  they  splutter  and  tear  things  to  pieces. 
The  man  whose  “dander”  is  easily  raised  is,  when 
you  get  to  the  bottom  of  him,  as  shallow  as  a pie 
plate.  “Be  not  hasty  in  thy  spirit  to  be  angry  for 
anger  resteth  in  the  bosom  of  fools.”  The  man 
who  is  sure  of  himself  and  knows  his  business  is  not 
led  by  the  nose  by  every  interfering  busybody  who 
butts  into  him  or  his  work.  Nine  times  out  of  ten 
the  man  who  flares  up  on  the  least  provocation 
knows  in  his  own  soul  that  he  or  his  effort  is  deserv- 
ing of  criticism.  Like  the  devil-fish  he  throws  out 
vituperation  to  hide  retreat.  There  is  such  a thing 
as  righteous  anger,  but  the  anger  that  is  hasty  in 
spirit  resteth  in  the  bosom  of  fools.  Aim  to  be 
right — strive  to  be  true,  and  let  the  world  wag. 

o o o 

It  doesn’t  take  much  to  undermine  and  destroy 
a great  structure.  A small  trickle  under  the  foun- 
dations, neglected  decay  in  the 
INSPECTION  timbers  and  the  whole  thing  will 
NEEDED  topple  over  at  length.  Some  men 

and  some  businesses  go  down  sud- 
denly and  people  talk  mysteriously  of  misfortune 
and  the  ways  of  Providence.  The  apple  drops 
because  of  the  worm  at  the  heart,  the  tree  falls 
because  within  the  bark  is  rottenness  and  decay. 


Watch  the  foundations  of  your  business.  All  that 
is  necessary  to  cause  them  to  crumble  is  to  leave 
them  alone.  Every  business  as  well  as  every  man 
needs  constant  repair  and  readjustment.  Methods 
and  ideals  that  were  all  right  a decade  or  so  ago 
may  not  answer  for  the  present.  There  is  a tre- 
mendous lot  of  evil  and  misfortune  in  the  world 
through  this  taking  things  for  granted.  No  man 
can  afford  to  leave  the  care  of  his  foundations  until 
the  walls  begin  to  sag.  It  pays  to  repair  the  roof 
before  the  rain  begins  to  drop  through.  These 
are  days  above  all  others  when  a man  needs  to 
watch  the  foundations  and  stop  the  leaks.  “By 
much  slothfulness  the  building  decayeth  and  through 
idleness  of  the  hands  the  house  droppeth  through.” 

o o o 

It  seems  as  though  none  of  us  can  stand  pros- 
perity. “When  the  Devil  was  sick  the  Devil  a 
saint  would  be;  when  the  Devil 
SEEING  got  well  the  devil  a saint  was  he.” 

THINGS.  The  world  seemed  to  be  heading 

for  better  things  when  we  were 
in  the  thick  of  the  great  war,  and  its  blackest  days 
seemed  to  show  up  human  nature  in  a better  and 
purer  light.  Ever  since  the  strain  of  the  conflict 
passed  people  seem  with  one  accord  to  have  turned 
to  the  very  opposite  of  the  ideals  that  were  awak- 
ened by  the  stress  of  conflict.  Foolish  pleasure 
seeking  and  dishonest  profit  making  have  taken 
the  place  of  serious  purpose  and  cheerful  self-sacri- 
fice. The  only  aim  many  people  seem  to  have  today 
in  life  is  “a  good  time.”  “ Where  there  is  no  vision 
the  people  perish.”  History  has  proven  conclu- 
sively that  nations  that  become  steeped  in  luxury, 
greed  and  vice  go  down  to  oblivion  and  that  without 
the  “vision”  of  righteousness,  self-sacrifice  and 
obedience  a people  no  matter  how  great  will  perish. 
Can  it  be  any  other  case  with  the  individual  who 
lives  only  for  what  he  can  get  out  of  his  business 
either  in  money  or  pleasure?  Have  you  lost  the 
“vision?” 

o o o 

Taking  chances  is  all  right  sometimes.  Busi- 
ness today  is  largely  made  up  of  taking  chances. 

There  are  some  men  who  are 
DO  A everlastingly  taking  gamblers’ 

LITTLE  MORE  chances  and  they  inevitably  meet 
the  gambler’s  doom.  But  the 
chance  that  is  based  on  faith  and  a knowledge  of 
business  wins  great  reward.  “Cast  thy  bread 
upon  the  waters,  for  thou  shalt  find  it  after  many 
days.”  Don’t  wait  for  the  flood  to  subside  before 
you  sow  your  seed.  The  ground  may  be  so  soft 
that  you  can’t  get  on  it,  as  it  was  where  much  of 
the  seed  had  to  be  sown  in  Solomon’s  time.  There 
are  men  who  stop  business  planning  when  times 
are  poor,  as  there  are  those  who  cut  out  advertising 
when  business  is  booming.  The  true  business  man 
has  his  mind  always  on  the  future  while  taking  due 
care  of  the  present.  “Give  a portion  to  seven 
and  also  to  eight.”  Do  a little  more  than  circum- 
stances or  even  inclination  would  warrant.  If  all 
or  us  did  just  a little  more  than  was  expected  or  that 
we  are  paid  for  the  Kingdom  of  Heaven  would  be 
here  before  next  harvest. 
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Why  They  Take  the 
Shoe  and  Leather 
Journal 

Why  Some  Prominent  Shoe  Men  Value 
Their  Trade  Journal-— Some  Essays  in 
Recent  Competition  that  Run  the  Prize 
Winners  a Close  Second 

Mr.  A.  L.  Wright,  of  the  Amherst  Boot  & Shoe  Store, 
Amherst,  N.S.,  one  of  the  foremost  retailers  of  the  Maritime 
Provinces,  says:  “I  take  the  Shoe  and  Leather  Journal 

to  keep  me  ‘Fit.’  Being  in  charge  of  a large  business  I 
must  keep  constantly  keyed  up  and  supplied  with  an  expert 
knowledge  of  not  only  present-day  conditions  in  the  shoe 
trade,  but  also  a knowledge  of  what  is  to  come  three  to  six 
months  ahead  and  how  to  successfully  meet  these  ‘coming 
conditions.’ 

“It  is  as  a trade  barometer  that  I find  the  fortnightly 
Shoe  and  Leather  Journal  of  greatest  value. 

“My  answer  is  contained  in  one  word  ‘Inspiration.’ 
To  the  live  shoeman,  ambitious  clerk,  and  even  the  dead  ones, 
a half  hour  spent  with  a fresh  copy  of  the  Shoe  and  Leather 
Journal  will  enthuse  that  man,  will  start  new  trains  of 
ideas,  will  make  him  want  to  get  up  and  try  out  some  of 
those  new  methods,  or  better  displays  or  stock  systems. 

“The  service  already  offered  by  the  Shoe  and  Leather 
Journal  is,  generally  speaking,  one  hundred  per  cent,  ideal, 
yet  a suggested  improvement  might  be  to  open  an  exchange 
column,  free  to  retail  shoe  dealers  of  the  Dominion,  also  to 
repairmen.  This  is  bound  to  be  a popular  page  wherein  any 
dealer  might  list,  free  of  charge,  a certain  line  of  goods  which 
he  may  find  he  cannot  sell  in  his  section  (say  New  Bruns- 
wick) and  that  a Saskatchewan  dealer  might  be  glad  to 
know  of,  each  having  a line  that  he  cannot  use,  yet  just  what 
is  wanted  by  the  other  dealer.  Even  a store  location  might 
be  profitably  exchanged  through  this  medium.  Repair- 
men will  find  this  column  very  advantageous  in  mutual 
exchanges.” 

Abreast  of  the  Times 

Capt.  Howard  C.  Blachford,  of  H.  & C.  Blachford, 
Toronto,  one  of  the  oldest  and  best  retail  shoe  concerns  in 
Canada  says: 

“I  take  the  Shoe  and  Leather  Journal  because  it 
keeps  me  abreast  of  the  times  and  conditions  in  the  shoe 
world.  One  cannot  stand  still;  either  he  must  go  ahead  or 
lag  behind.  Why  not  have  it  ‘go  ahead’  if  for  the  small 
sum  of  $1.50  per  annum  a trade  journal  can  even  help? 
Try  its  help  once! 

“It  educates  me  along  my  business  lines  and  broadens 
my  conception  of  the  possibilities  obtainable  if  properly 
studied.  It  is  quite  impossible  for  anyone  to  read  a good 
trade  publication  without  getting  more  light  on  his  business, 
and  the  best  of  us  usually  need  more  help.  By  this  I mean 
really  ‘read,’  not  ‘scan’! 

“I  find  out  what  other  shoe  men  are  doing  and  where 
they  are  doing  it.  The  spirit  of  fraternity  always  is  greater 
where  kindred  workers  are  concerned,  and  to  know  what  a 
‘pal’  is  doing  and  in  what  part  of  the  country,  means  com- 
panionship, even  if  only  in  mind.  It  is  good! 

“Now,  has  it  any  particular  advantages?  Surely! 
As  referred  to  above,  it  keeps  one  alive,  if  already  he  is  alive; 
by  a competition  with  other  live  men  and  concerns  one  reads 
about.  If  slowly  declining  in  activity,  it  bucks  one  up  to 
become  alive  again  and  applies  the  match  to  the  torch  of 
inspiration  when  he  reads  what  other  retailers  can  do  and 
are  doing  for  their  respective  businesses  and  with  great 


success.  The  many  advertisements  also  give  him  ideas  of 
ways  and  means  to  slip  ahead.  And  again,  if  dying  the 
lingering  death  of  the  careless  or  lazy  individual,  it  may  yet 
revive  him,  if  he  will  only  take  some  advice  given  in  the 
journal  editorials  and  throughout  its  pages.” 

Keeps  Him  Posted 

Mr.  A.  E.  McEachern,  of  Charlottetown,  P.E.I.,  says: 

“You  ask  the  question  ‘Why  I take  the  Shoe  Journal?’ 
My  friend,  what  is  bread  and  butter  to  hungry  children? 
They  need  it  just  as  much  as  a shoe  retailer  needs  the  Shoe 
and  Leather  Journal.  No  matter  now  much  you  know 
about  the  shoe  business,  you  don’t  know  it  all,  you  are  always 
able  to  learn  something  to  your  advantage  by  reading  the 
Journal.  It  tells  you  how  to  dress  your  windows  in  a way 
that  will  attract  trade  to  your  store;  it  tells  you  how  to 
increase  your  trade  in  more  ways  than  one ; it  will  keep  you 
posted  on  the  leather  markets  of  the  day.  It  is  just  like  a 
man  learning  a trade  or  profession ; he  must  be  taught  what 
he  is  going  to  learn,  and  it  is  just  the  same  in  the  retail  shoe 
game,  you  just  keep  posted,  and  there  is  no  other  way  than 
to  subscribe  for  the  Journal.  There  are  no  doub  : through- 
out Canada  retailers  in  the  shoe  business  who  learned  all 
they  know  about  shoes  from  the  columns  of  the  Journal. 
Your  humble  servant  has  been  selling  shoes  for  over  thirty 
years  and  I am  sure  the  Shoe  and  Leather  Journal  has 
been  a great  benefit  to  me,  and  I feel  now  I could  not  get 
along  without  it. 

“My  advice  to  the  retailer,  shoemaker,  or  anyone  selling 
shoes,  if  you  want  to  keep  posted  in  the  leather  and  shoe 
trade,  be  up  to  date  and  subscribe  for  the  Shoe  and 
Leather  Journal  at  once.” 


ADVERTISING  AND  THE  SALES  STAFF 

Whenever  a merchant  tells  you  that  advertising  does 
not  pay — that  he  knows,  because  he  tried  it  once — put  it 
down  in  your  little  book  that  there  is  something  the  matter 
with  his  store  or  his  goods,  says  the  National  Educational 
Committee  of  the  Associated  Advertising  Clubs  of  the 
World. 

One  of  the  commonest  troubles,  and  one  of  the  most 
expensive,  arises  from  the  need,  in  many  stores,  of  better 
training  for  salespeople. 

Encouraged  by  the  ready  response  that  generally  greets 
an  offer  of  training  for  salespeople,  the  advertising  asso- 
ciation is  planning  a practical  and  thorough  educational 
course  for  retail  salespeople,  as  one  means  for  making  adver- 
tising more  effective. 

Even  in  the  most  enterprising  stores,  which  buy  and 
sell  rapidly  through  the  adoption  of  progressive  advertising 
policies,  and  which  can  therefore  give  their  customers  the 
advantage  of  economies  resulting  from  rapid  turnover,  such 
educational  work  is  necessary  as  a means  of  making  the 
advertising  pay  still  better. 

There  isn’t  very  good  logic  in  buying  perfectly  good 
newspaper  advertising  space  to  tell  people  about  goods  on 
sale  unless  the  salespeople  in  the  store  are  prepared  to  give 
the  customer  who  answers  the  advertisement  the  attention 
and  information  which  will  lead  to  a sale. 

Such  educational  courses  as  are  to  be  offered  for  retail 
salespeople  through  the  advertising  clubs  of  the  country,  will 
be  grasped  by  the  more  progressive  type  of  store  employee, 
because  better  methods  mean  more  pay.  A salesman  behind 
the  counter  who,  because  of  his  knowledge  of  the  customer 
and  the  goods,  can  sell  twice  as  much  merchandise,  is  natur- 
ally worth  more  to  the  store. 

The  public  also  will  benefit,  because  good  salesmanship 
means  that  the  customer  saves  time  and  is  more  certain  of 
getting  the  kind  of  goods  she  needs  for  the  purpose  desired. 
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Playing  the  Game 

'^TERVE  is  the  supreme  requirement  in  the  business  game  today.  While  those  who  were  carried 
along  by  the  tide  of  easy  business  and  landed  high  and  dry  by  the  debacle  of  the  past  year  have 
been  wringing  their  hands  and  making  wry  faces  the  man  to  whom  business  is  a real  game  has 
been  handling  his  cards  to  win. 

Most  of  the  latter,  as  is  true  of  all  good  players,  saw  two  or  three  moves  ahead,  and  were  prepared 
well  in  advance  of  the  slvmp  that  was  as  sure  to  follow  inflation  as  night  to  follow  day.  Now  that  the 
inevitable  has  happened  these  men  are  on  comparatively  safe  ground,  and  with  their  eye  on  the  future, 
are  meeting  every  development  with  that  quiet  confidence  that  shows  them  master  of  themselves  and 
their  business.  As  an  example  of  this  rare  foresight  and  preparedness  the  Gilette  people  have  recently 
given  an  illustration  that  should  appeal  to  business  men  along  this  line.  The  Gilette  patents,  it  seems, 
expire  this  coming  September.  Five  years  ago  they  began  to  get  ready  to  meet  this  condition.  Today 
they  are  not  only  putting  on  the  market  a new  razor  at  the  old  price,  but  are  announcing  a scheme  for  meet- 
ing cheap  competition  in  their  old  line  that  will  leave  them  still  in  practical  control  of  the  razor  situation. 

The  present  is  no  time  for  a “wait  and  see”  policy  in  business.  The  old  saying  “Everything  comes 
to  the  man  who  waits”  is  neither  wise  nor  practical.  Success  today  must  be  sought  and  patiently  achieved, 
not  waited  for  and  sand  bagged.  Business  is  for  the  “go  getter”  not  for  the  “stand  patter.”  The  differ- 
ence between  the  man  who  is  forging  ahead  these  anxious  and  trying  times  and  those  who  lag  behind  is 
one  of  mental  attitude.  One  is  waiting  for  things  to  “come  round”  the  other  is  whittling  his  square  pegs 
to  fit  the  round  holes. 

These  are  days  when  the  printer  can  do  more  for  real  business  than  at  any  other  time.  The  man 
who  goes  back  on  his  advertising  or  publicity  policy  just  now  might  as  well  start  cutting  down  his  sales 
force.  There  never  was  a time  when  people  insisted  so  much  upon  “knowing,”  and  the  policy  of  the 
aggressive  business  man  should  be  to  educate  his  customers  whether  they  be  dealers  or  consumers. 

Give  the  people  the  facts  about  your  goods  and  your  business.  It  is  lack  of  confidence  born  of  lack 
of  understanding  and  which  means  lack  of  information  that  lies  at  the  bottom  of  most  of  the  unwillingness 
of  people  to  buy.  Take  people  into  your  conf  dence.  Talk  to  them  in  your  advertising,  your  business 
literature,  and  your  letters  in  the  way  you  would  talk  to  them  if  you  had  them  in  your  warehouse  or  store. 
Give  them  the  truth,  the  whole  truth  and  nothing  but  the  truth. 

Speaking  of  publicity,  there  is  no  department  of  modern  business  administration  that  receives  the 
thoughtless,  crude  treatment  that  is  usually  bestowed  upon  the  “advertising  appropriation.”  Men  who 
are  careful  and  even  painstaking  in  their  other  business  expenditures  seem  to  lapse  into  indifference  or 
even  crass  stupidity  when  it  comes  to  spending  money  for  advertising. 

“The  best  for  the  money”  should  be  the  standard  whether  it  be  applied  to  newspaper  advertising 
or  printed  matter.  Were  a merchant  just  as  careful  in  the  selection  of  his  advertising  media  or  his  printer 
as  he  is  in  the  purchase  of  his  goods  or  selection  of  his  salesmen  there  would  be  less  disappointment  as 
to  results.  Keep  up  your  advertising  appropriations  but  cut  out  all  the  weak  spots.  “Sow  beside  all 
waters”  but  make  sure  that  the  ground  you  are  covering  stands  a chance  to  bear  “some  thirty,  some  sixty, 
and  some  a hundred  fold.” 

In  every  bit  of  advertising  matter  that  you  send  out  see  to  it  that  you  have  the  best  in  ideas,  the  best 
in  typography  and  most  attractive  and  convincing  in  style  that  can  be  suggested  by  experience.  The  cheap 
printer,  like  the  cheap  advertising  medium,  is  responsible  for  an  attitude  towards  advertising  on  the  part 
of  some  business  men  that  is  little  short  of  calamitous. 

These  are  days  when  “cold  feet”  means  business  pneumonia.  Put  nerve  into  your  business  policy 
but  see  that  your  nerve  is  properly  backed  up  by  efficiency  in  your  advertising  methods.  It  is  the  business 
of  the  modern  printer  to  supply  this. 
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American 
Shoe  Notes 

What  is  Selling  in  the  Various  Centres — - 
A Bird’s-Eye  View  of  American  Cities 

THE  retail  shoe  business  throughout  the  United  States 
has  been  in  full  swing  during  the  past  month,  and 
reports  from  all  hands  indicate  a considerable  increase 
in  the  volume  of  trade  over  the  previous  month.  The 
weather  has  been  somewhat  unfavorable  during  the  month 
of  April,  but  notwithstanding  this  people  have  been  buying 
shoes,  and  very  largely  of  the  class  one  would  hardly  expect 
to  see  move  during  unfavorable  weather  conditions. 

New  York  Notes 

Weather  in  New  York  has  been  somewhat  disadvan- 
tageous to  shoe  retailing,  nevertheless  the  principal  dealers 
report  an  activity  that  has  been  in  the  main  quite  satisfac- 
tory. The  best  sellers,  of  course,  have  been  low  cuts  in 
women’s,  although  sales  in  some  of  these  lines  have  pretty 
well  run  their  course.  The  popular  leathers  have  been 
brown  kid  and  tan  calf.  Brown  and  black  kid  seem  to  be 
in  the  lead,  and  there  is  every  indication  that  blacks  are 
returning  very  distinctly  to  popular  favor.  One  prominent 
down  town  concern  in  New  York  had  a full  window  of 
black  kid,  one-strap  effects  on  display  which  seems  to  indi- 
cate this  trend.  It  would  not  seem  from  the  opinions  of 
New  York  retailers  that  straps  were  to  fade  out  of  popular 
lines  in  women’s  wear,  and  most  dealers  predict  that  the 
fashion  will  continue  far  into  the  fall.  Some  claim  that 
oxfords  with  military  and  walking  heels  will  largely  take 
the  place  of  these,  however,  as  the  months  pass,  with  the 
result  that  considerable  buying  along  these  lines  is  being 
done. 

Men’s  shoes  have  not  moved  as  quickly  as  women’s, 
although  there  is  a good  sale  for  these.  Ball  straps  for  men 
do  not  seem  to  be  as  popular  as  was  expected.  It  is  claimed 
that  the  ball  strap  after  the  shoes  are  worn  for  a while  cramp 
the  feet.  In  both  men’s  and  women’s  the  darker  shades 
of  tan  still  hold  their  own  in  spite  of  predictions  of  lighter 
shades. 

Boston  Briefs 

April  selling  was  fairly  good,  but  with  the  advent  of 
May,  business  has  taken  on  a great  spurt.  In  spite  of  the 
new  shades  shown,  blacks  are  in  good  demand  and  already 
there  has  been  a great  sale  of  sport  goods.  In  women’s 
lines  there  is  a distinctly  marked  indication  of  the  return 
of  patent  and  black  kid.  In  heels  there  is  a preference  for 
the  baby  Louis,  Cuban,  and  walking  varieties,  not  only  in 
oxfords  but  in  low  cuts  generally.  In  some  of  the  stores 
some  new  high  cut  models  are  being  shown  in  moderate 
heights  and  these  are  selling  to  some  extent,  but  there  is  no 
indication  that  boots  will  be  popular  with  women  during 
the  next  season,  or  at  least  before  the  closing  months  of  the 
year. 

Chicago  Comment 

Chicago  has  suffered  in  common  with  some  other 
points  through  the  unfavorable  weather  prevailing  early 
last  month,  but  sales  have  kept  up  fairly  well.  In  spite 
of  the  prediction  that  greys  would  fade  out  of  sight  there 
has  been  a large  sale  for  this  class  of  shoe  in  women’s,  espe- 
cially in  kid  and  suedes,  also  the  lighter  shades  of  tan,  sand 
color  and  brown.  There  has  been  a great  demand  for  strap 
slippers  in  tan  calf  and  kid,  in  which  stocks  have  run  very 
low.  Black  walking  oxfords  also  are  popular,  and  the 
demand  has  caused  considerable  worry  to  the  trade  who 
have  found  it  difficult  to  keep  up  an  adequate  supply. 


There  is  a big  call  for  white  kid  slippers  with  medium  Louis 
heels,  some  of  which  are  piped  with  patent  or  brown  calf, 
and  there  is  also  a good  demand  for  ball  and  saddle  strap 
patents  in  canvas  shoes  with  12/8  to  14/8  heels.  There  is 
a decided  tendency  in  Chicago  as  in  other  large  centres 
towards  black  kid  and  patents  in  women’s  shoes,  and,  no 
doubt  the  latter  will  continue  to  grow  in  favor  next  season. 
High  boots  for  women  do  not  seem  to  be  popular  and  every- 
one seems  afraid  of  them  even  for  fall. 

Men’s  shoes  are  selling  well,  especially  in  the  darker 
tans  in  both  bals  and  oxfords,  although  there  is  not  quite 
as  much  demand  for  the  latter  as  was  expected.  The 
popular  price  for  men’s  shoes  is  ten  dollars,  although  prices 
range  above  and  below  that  figure. 

Notwithstanding  the  attempts  to  popularize'  lighter 
colors  the  darker  shades  still  hold  sway,  and  there  is  quite 
a perceptible  inclination  towards  black,  which  will  no  doubt 
make  it  still  more  distinctly  felt  later. 

Philadelphia  Pointers 

Philadelphia  has  been  going  through  somewhat  a simi- 
lar experience  to  that  through  which  it  passed  a year  ago. 
Immense  shoe  sales  have  been  in  progress  in  some  of  the 
big  departmental  stores  in  the  endeavor  to  clear  out  one  and 
two  strap  shoes  and  oxfords.  This  has  not  interfered, 
however,  to  any  extent  with  the  regular  sale  of  low  cut  shoes 
for  women,  in  which,  of  course,  strap  effects  predominate, 
followed  closely  by  oxfords  which  include,  to  some  extent, 
brogue  and  ball-strap  effects.  Single  straps  and  high 
tongue  low  cuts  seem  to  be  growing  in  popularity. 


SOME  SHOE  SELLING  STUNTS 

A Chicago  shoe  dealer  placed  a man’s  shoe  in  his  cen- 
tral window  on  a raised  platform  with  a fresh  green  cucumber 
about  twelve  inches  long  across  the  top  of  it.  The  legend 
“Cool  as  a Cucumber”  above  the  shoe  attracted  a lot  of 
attention  and  there  were  enough  buyers  to  satisfy  the 
proprietor. 

Paying  Telephone  Calls 

Another  dealer  has  a card  which  he  hangs  over  the 
telephone  in  his  shop  with  the  words  “IT  IS  ON  US”  and 
invites  the  customer  to  use  the  phone  and  have  the  charge 
reversed  to  the  store.  He  says  his  arrangement  with  the 
telephone  company  has  not  cost  him  much,  and  it  is  a good 
ad.  People  hate  paying  for  telephone  messages. 

A Honeymoon  Card 

A shopman  out  west  issues  a very  attractive  card  of 
congratulation  to  every  newly  married  pair  in  town  at  the 
close  of  which  he  announces  a discount  of  five  per  cent,  on 
all  goods  bought  by  them  within  thirty  days  of  the  marriage . 

Enlisting  the  Kids 

A bright  idea  that  has  brought  considerable  trade  is  an 
offer  by  a dealer  to  give  every  boy  or  girl  two  per  cent,  com- 
mission on  purchasers  that  they  send  to  the  store.  He 
supplies  cards  to  the  boys  and  girls  on  which  the  words  are 

printed,  “I  was  recommended  to  your  store  by  who 

is  entitled  to  the  credit  of  my  purchase.”  The  card  is 
attached  to  the  purchase  check  and  the  amount  credited 
to  the  young  sales  promoter.  At  the  end  of  one,  two  or 
three  months  the  latter  is  notified  of  the  amount  to  his  credit. 
This  works  well  a month  or  two  before  Christmas. 

Toy  Balloons 

There  is  nothing  that  interests  a small  child  more  than 
a toy  balloon,  and  there  is  nothing  which  makes  a greater 
attraction  in  a window.  A dealer  uses  these  and  similar 
articles  to  give  away  with  every  purchase  of  children’s  shoes 
at  stated  intervals.  The  kids  all  know  the  “balloon  store” 
and  fairly  drag  their  parents  there. 
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Shoe  Conditions  in 
the  United  States 

Some  Slackening  Noted — Fall  Buying  Slow 
— Leather  Markets  Firmer — Forecast  of 
Fall 

UNFAVORABLE  weather  conditions  in  many  sections 
of  the  United  States  has  delayed  the  opening  of  the 
white  and  sport  shoe  season.  While  retailers  in  the 
south  and  certain  parts  of  the  middle  west  have  featured 
footwear  for  the  summer  trade,  the  general  tendency  has 
been  to  delay  pushing  this  class  of  merchandise. 

The  novelty  trade  continues  in  good  volume,  while 
trade  in  the  men’s  end  of  the  business  is  showing  a gradual 
improvement  on  the  more  fancy  patterns.  There  is  much 
unemployment  in  many  of  the  large  industrial  centres  which 
has  also  been  a handicap  to  retail  trade. 

Fall  buying  has  been  slow  to  develop,  although  pur- 
chasing of  the  more  staple  merchandise  has  started  in  an 
encouraging  manner  during  the  last  two  weeks,  enough 
business  being  placed  in  many  instances  to  warrant  factories 
starting  the  new  Fall  run.  There  has  been  more  buying  of 
men’s  shoes  for  later  delivery.  The  problem  of  styles  for 
Fall  in  women’s  shoes  and  the  uncertainty  of  prices  in  the 
minds  of  dealers  has  resulted  in  this  policy  of  caution  on  their 
part.  Retail  stocks,  however,  are  low.  While  many  dealers 
are  ordering  for  immediate  delivery,  there  is,  however,  a 
decided  tendency  to  think  more  in  the  future. 

A Slackening  Noted 

New  England  factories  are  without  a doubt  suffering 
from  stiff  competition  with  the  west  in  the  sale  of  both 
men’s  and  women’s  shoes.  In  many  sections  of  the  country 
dealers  report  customers  insist  on  a retail  price  under  $6.00. 
The  middle  west  price  lists  are  generally  lower  and  dealers 
are  more  likely  to  meet  this  demand  for  a lower  retail  price. 
There  has  been  a falling  off  in  business  at  Haverhill  and 
Lynn  factories,  the  centre  of  production  of  women’s  shoes, 
while  the  slight  improvement  in  the  men’s  end  of  the  busi- 
ness has  helped  out  Brockton.  St.  Louis,  Rochester,  N.Y., 
and  middle  west  factories  are  generally  busy. 

There  has  been  a strong  improvement  in  the  leather 
and  hide  market,  which  are  firmer  with  increasing  prices. 
Tanneries  are  soaking  more  skins.  There  has  been  a big 
movement  of  sole  leather  during  the  week  and  an  improved 
foreign  demand  for  kid.  The  several  important  amalga- 
mations in  the  shoe  and  leather  industries  of  the  States  have 
attracted  great  attention  and  there  are  rumors  of  more 
mergers.  As  regarding  Fall  styles  for  women’s  shoes,  the 
following  may  be  stated: 

About  the  Fall 

In  the  boots  the  situation  is  very  difficult  to  forecast 
except  along  common  sense  lines;  so  it  would  seem  that  bad 
weather  must  revive  a demand  for  more  sturdy  staples,  and, 
therefore,  it  looks  hopeful  for  leather  heel,  welt  boot  of  calf 
and  kid.  With  this  revival  there  would  naturally  be  a 
receptive  attitude  towards  novelty  boots  were  it  not  for  the 
off-setting  factor  of  high  nrice;  excluding  from  the  category, 
however,  the  item  of  brown  kid,  which,  while  actually  a staple, 
is  in  the  novelty  class  on  account  of  price,  but  it  admittedly 
is  leather  of  such  a high  class,  and  at  the  same  time  conser- 
vative character,  that  even  regardless  of  price,  if  boots  revive 
this  material  will  find  its  place— confined  to  the  welt,  leather 
heel  type. 

Low  shoes  are  divided  definitely  into  two  groups, 
staple  welt,  leather  heel  oxfords,  and  welt  and  turn  leather 
and  Louis  wood  heel  straps  and  novelty  pattern  slippers. 
An  enormous  amount  of  time  could  be  involved  in  the 


description  or  detailing  of  these  strap  effects,  but  it  suffices 
to  say  that  the  tendency  towards  activity  involves  a very 
safe  and  at  the  same  time  complete  variety  of  one,  two 
and  three  straps,  button  and  buckle,  the  buttons  of  course 
being  of  the  side  button  effect,  and  the  buckles  of  both  side 
and  centre  effect. 

There  is  some  little  tendency  towards  inlaid  tongue, 
embroidered  tongue,  and  fancy  tongue  slippers,  but  while 
samples  are  shown  and  admired  and  create  considerable 
comment,  purchases  in  this  novelty  group  nearly  always 
revert  to  the  strap  effects. 

Except  for  a possible  revival  of  ooze  calf  for  the  fall 
in  medium  and  dark  grays,  perhaps  brown  and  black,  and 
to  some  extent  dressy  extreme  light  gray,  there  seems  to  be 
very  little  possibility  of  change  in  the  upper  leather  propor- 
tion as  of  today,  unless  it  should  be  influenced  later  by  a 
heavier  proportion  of  fabrics,  and  admitting  a revival  of  gun 
metal,  as  also  a very  definite  revival  of  patent  stock. 


ANNUAL  STATEMENT  OF  UNITED  SHOE  MACHIN- 
ERY CORPORATION 

The  annual  statement  of  the  United  Shoe  Machinery 
Corporation  for  the  year  ending  Februay  28th,  1921,  shows 
net  earnings  of  $3,019,871.60.  After  payment  of  dividends 
of  $4,757,045.87  and" setting  aside  $1,500,000  as  a reserve 
to  cover  taxes  and  contingent  losses,  the  surplus  of  the  com- 
pany showed  a total  of  $24,433,440.74,  a reduction  of  $3,237,- 
174.27  from  its  total  of  a year  ago.  A sum  of  $580,000 
was  written  off  inventories  to  bring  values  to  a replacement 
basis. 

Commenting  on  the  situation  in  his  report  to  the  share- 
holders, the  president,  Mr.  E.  P.  Brown,  said: 

The  falling  off  in  the  volume  of  the  Corporation’s 
business  is  the  direct  and  unavoidable  result  of  the  period 
of  deflation  and  reconstruction  through  which  the  country 
has  been  passing.  The  chaotic  condition  of  business  in 
Europe  has  naturally  had  its  effect  upon  the  business  of  this 
country  in  general  and  of  our  Corporation  in  particular. 
The  deflation  period  in  the  shoe  industry  set  in  earlier  than 
was  generally  anticipated.  Up  to  the  late  spring  of  1920 
manufacturers  reported  business  in  sight  which  would  carry 
them  over  into  the  fall,  but  during  June  and  July  cancellation 
of  orders  with  the  return  of  goods  set  in.  The  public  refused 
to  buy.  Manufacturers  found  themselves  overstocked  with 
materials  which  they  had  purchased  on  a rising  market  while 
the  market  for  their  own  products  crumbled.  Cancellations 
were  received  first  from  the  retailer,  then  from  the  jobber, 
and  so  on  all  along  the  line  until  the  shoe  industry,  in  com- 
mon with  others,  closely  approached  stagnation.  It  was 
inevitable  that  the  business  of  the  Corporation  should  be 
influenced  by  the  circumstances  just  described. 

With  so  many  of  the  shoe  factories  of  the  country  idle 
or  running  on  curtailed  production,  the  royalties  of  the 
Corporation,  which  are  dependent  upon  shoe  production, 
were  greatly  reduced,  and  the  demand  for  merchandise 
for  use  in  the  manufacture  of  shoes  decreased.  But  the 
end  of  the  period  of  inactivity  in  the  shoe  manufacturing 
industry  is  already  in  sight.  Since  February  of  this  year 
there  has  been  a demand  for  women’s  welt  and  turn  shoes  for 
immediate  shipment  and  manufacturers  are  preparing  for 
a better  fall  business,  having  in  hand  orders  for  men’s  as 
well  as  women’s  shoes. 

For  a long  time  the  margin  between  the  unit  royalty 
paid  to  us  for  the  use  of  our  machines  and  the  cost  of  what 
we  supply  in  return  therefor  in  respect  to  each  pair  of  shoes 
has  steadily  diminished,  until  today  it  is  apparent  to  those 
familiar  with  the  relations  of  the  Corporation  to  the  shoe 
manufacturing  industry  that  the  margin  is  unsatisfactory. 
We  have  seriously  considered  this  problem  and  have  dis- 
cussed it  with  shoe  manufacturers  in  many  of  the  shoe 
centres. 
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Talks  to 
Shoe  Men 

Predictions  of  Price  Increases  in  Leather 
— Slight  Drop  on  Rubber  Prices  Forecasted 
- — Business  Almost  Normal  for  Fall 

AT  the  Allied  Shoe  Trade  Conference,  held  at  the  City 
Club,  Boston,  on  May  18th,  speakers  were  present 
representing  the  various  sections  of  the  leather  and 
shoe  industries.  The  meeting,  which  was  held  under  the 
auspices  of  the  Masschusetts  Retail  Shoe  Merchants’  Asso- 
ciation, was  presided  over  by  President  Henry  E.  Hagan. 

Some  Leather  Prices  Advancing 

Mr.  Harry  I.  Thayer,  president  of  the  Tanners’  Council, 
warned  his  hearers  that  although  progress  in  liquidation  was 
being  made  “we  can  fool  ourselves  as  much  by  not  buying 
as  by  over-buying.”  This  condition,  he  said,  existed  today 
and  within  sixty  days  would  be  reflected  in  the  raw  material 
market  when  buying  did  commence.  “You  cannot  do 
business  on  specialties  entirely,”  he  warned.  “You  must 
buy  so  others  can  buy.  At  present  the  tanner  and  manu- 
facturer is  unable  to  plan  ahead.  Values  will  lift  within 
the  next  ninety  days ; take  the  opportunity  to  buy  now  for 
present  price  conditions  are  only  temporary.” 

Hides  already  have  taken  a rapid  advance,  said  Mr. 
Thayer.  He  declared  that  a repetition  of  conditions  in  the 
1916  or  1919  market  would  be  unfortunate,  but  that  the 
more  retailers  hold  back  and  the  less  they  buy  the  closer 
that  situation  is  approached. 

Mr.  Thayer  voiced  a warning  regarding  the  condition 
of  the  calfskin  market.  Calfskins  have  advanced  more  than 
hides,  he  said.  In  normal  times  the  United  States  imports 
more  calfskins  than  this  country  produces;  at  the  present 
time  importation  of  calfskins  is  at  an  extremely  low  figure. 
Retailers  still  are  selling  calfskin  shoes  from  the  shelves  and 
“I  am  wondering,”  said  Mr.  Thayer,  “where  the  calfskin  is 
coming  from  to  replace  the  shoes  now  on  the  shelves.  You 
will  have  to  use  other  leathers.” 

In  closing,  Mr.  Thayer  said:  “Don’t  wait  too  long  in 
placing  orders  and  filling  your  shelves  with  shoes.” 

Manufacturing  Conditions  Improving 

With  retailers’  business  approximately  seventy-five 
per  cent,  normal  and  wholesalers’,  manufacturers’  and  tan- 
ners’ each  less  in  proportion  to  the  amount  of  orders  being 
placed,  there  is  bound  to  be  a temporary  shortage  in  certain 
lines,  said  Frank  R.  Briggs,  of  the  Thomas  G.  Plant  Co., 
Boston,  president  of  the  National  Boot  and  Shoe  Manu- 
facturers’ Association.  Mr.  Briggs  referred  to  the  stiffen- 
ing of  prices  predicted  by  Mr.  Thayer,  expressing  the  hope 
that  the  upturn  will  not  be  too  rapid  because  the  reaction 
of  a rapidly  climbing  market  would  be  unfavorable.  A 
gradual  improvement,  he  declared,  was  desirable.  Manu- 
facturing conditions  in  the  shoe  industry  are  improving  each 
week,  said  Mr.  Briggs,  and  the  shoe  and  leather  business 
will,  of  course,  be  better  during  the  next  six  months  than 
during  the  past  half  year.  Shoes  are  among  the  first  com- 
modities to  show  a permanent  revival. 

Speaking  of  liquidation,  Mr.  Briggs  said  that  it  was 
much  better  to  give  up  profits  in  merchandise  than  to  take 
an  operating  loss  through  reduced  sales.  He  said  he  would 
like  to  see  the  association  give  the  widest  publicity  possible 
to  operating  costs,  believing  that  if  these  were  faithfully 
presented  the  public  would  recognize  that  the  merchants 
were  not  exacting  profits  in  excess  of  the  demands  of  their 
business. 

The  prediction  of  the  drop  in  prices  of  canvas  rubber 


sole  shoe  prices  and  in  prices  of  rubber  shoes  was  made 
by  John  S.  Magaw  of  the  Hood  Rubber  Co..  Boston.  The 
announcement  of  a price  decline  in  rubber  goods  will  be 
made  probably  in  the  January  lists,  he  said.  This  reduction 
is  not  going  to  be  enough  to  hurt  merchandise  in  hand, 
and  he  warned  retailers  not  to  hold  off  buying  in  expectation 
of  a big  price  recession,  reminding  his  hearers  that  no  such 
advances  were  made  in  rubber  prices  as  took  place  in  leather 
shoe  quotations. 

Mr.  MagaW  predicted  an  increased  call  for  four  buckle 
gaiters  in  the  fall,  an  increase  based  upon  the  style  tendency 
to  low  cuts.  He  said  that  despite  Roger  Babson’s  announce- 
ment to  the  contrary,  there  was  not  a normal  supply  of 
high  rubber  shoes  or  gaiters  in  the  country  at  the  present 
time. 

Business  will  be  nearer  normal  next  fall  than  it  has 
been  for  twenty  months  is  the  prediction  of  Hollis  B.  Scates, 
of  the  Emerson  Shoe  Co.,  Rockland,  and  former  president 
of  the  Massachusetts  Retailers’  Association.  Mr.  Scates 
was  optimistic  in  his  remarks  and  based  his  prediction  partly 
upon  the  belief  of  the  economists  that  the  farmer,  repre- 
senting thirty-five  per  cent,  of  the  buying  power  of  the 
nation,  should  begin  to  buy  in  July  when  his  crops  are  com- 
ing along  or  at  latest  by  the  harvest  and  October. 

“Place  orders  now  for  a good  part  of  your  merchandise,” 
advised  Mr.  Scates.  The  longer  retailers  hold  off.  the  worse 
the  situation  will  become  all  along  the  line.  “Buy  now, 
start  factories  going,  and  business  will  be  better,”  he  declared. 


TAKE  ANOTHER  BREATH 

There’s  a popular  ballad  entitled:  “In  the  Land  of  Be- 
ginning Again,”  which  strikes  us  as  a very  timely  theme 
for  a few  thoughts  on  the  question  of  pep. 

Too  many  of  us  are  apt  to  dwell  on  past  mistakes. 
What’s  the  use?  Dwelling  on  past  errors  will  never  help  us 
to  side-step  future  ones.  We’ve  got  to  forget  about  what 
was — get  a strangle-hold  on  what  is — and  wrest  from  the 
conditions  of  today  the  new  conquests  of  tomorrow. 

What  if  you  have  made  a mess  of  things?  You’re  still 
alive,  aren’t  you?  So  long  as  the  spark-plug  of  your  Hope  is 
working,  there’s  chance  for  your  engine  of  Accomplishment 
to  chug  some.  Why  not  begin  all  over  again — NOW? 

Value  yourself  as  you  would  have  the  world  value  you. 
It  will  come  around  to  your  way  of  thinking  if  you  think 
that  way  long  enough  and  sincerely  enough — and  work  like 
all  blazes  to  make  your  visions  come  true. 

Maybe  you  think  you’re  a failure.  You  know  best 
about  that.  The  world  doesn’t  care  particularly.  But 
you  have  got  to  care.  For,  if  you  are  a failure  in  your 
own  estimation,  you  are  pretty  likely  to  rank  as  just  that 
in  the  other  fellow’s. 

Everybody  despises  a quitter.  Don’t  quit.  Just 
take  hold  of  your  life  right  now — it’s  your  life,  you  know, 
to  mold  as  you  will— and  say  to  yourself,  and  mean  it,  that 
Yesterday  and  Today  may  have  been  your  Waterloos,  but 
Tomorrow  and  the  hundreds  of  Tomorrows  yet  unborn  shall 
be  as  tools  with  which  your  Will  shall  chisel  out  a glorious 
future — a future  worthy  of  the  MAN  you  really  are. 

Don’t  let  difficulties  crowd  you  to  the  wall.  Get  your 
“back  up”  and  fight.  Whine  and  the  buck  will  be  passed 
to  you.  Stand  erect  and  look  at  things  squarely,  and  the 
world  will  help  you  on. 

Every  normal  man  who  tries  to  do  something  becomes 
discouraged  at  times.  Its  only  the  man  who  stays  discour- 
aged who  loses  out. 

Old  Epicurus  had  the  right  slant  when  he  said:— 

“The  greater  the  difficulty,  the  more  glory  in  surmount- 
ing it.  Skillful  pilots  gain  their  reputation  from  storms  and 
tempests.” 

Why  not  take  a good  deep  breath — and  start  all  over 
again? 
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Two  Red 
Letter  Days 

No  Live  Canadian  Retailer  Can  Afford  to 
Miss  Convention,  July  13th  and  14th 

IF  your  supply  of  red  ink  has  run  out,  step  around  to 
the  stationer’s  and  replenish  it.  After  uncorking  it,  your 
first  move  is  to  draw  a heavy  circle  around  the  numbers 
thirteen  and  fourteen  on  the  calendar  where  they  appear  on 
the  page  devoted  to  July.  Carefully  wipe  off  the  pen,  or  if 
you  have  two  pens,  so  much  the  better,  use  the  black  ink 
and  write  to  Mr.  Wm.  Martin,  care  of  Consolidated  Rubber 
Co.,  Front  street,  Toronto,  that  you  will  be  on  deck,  and 
that  you  want  accommodation  for  yourself  and  your  wife. 
Arrangements  for  railway  transportation,  etc.,  can  be  left 
to  a later  date. 

A Real  Convention 

From  this  distance  the  gathering  in  Toronto  has  all  the 
earmarks  of  a real  honest-to-goodness  convention.  Flub- 
dub and  clap-trappery  will  be  thrown  into  the  discard, 
and  an  old-time  experience-meeting  and  revival  will  be  held. 
With  the  development  of  stability  in  the  retail  organization, 
and  backed  by  experience  of  previous  conventions,  the 
officers  in  charge  have  taken  off  their  coats  and  gone  to  it 
in  a safe  and  sane  manner.  From  a wide  range  of  topics 
of  vital  interest  they  have  selected  the  most  important  as 
leading  subjects,  while  opportunity  will  be  offered  to  bring 
up  additional  questions  that  may  be  on  the  minds  of  those 
in  attendance. 

A Salesman’s  Opportunity 

A timely  suggestion  has  been  made  that  retailers  should 
not  overlook  the  opportunity  this  may  offer  to  one  or  two 
of  their  salesmen.  The  boss  generally  gets  most  of  the 
good  things  going,  and,  while  he  must  take  care  of  his  co- 
workers, the  tendency  is  to  leave  them  to  take  care  of  things 
while  he  fares  forth  to  conventions  and  the  like.  The 
broadening  influence,  and  stimulation  of  a gathering  of 
this  nature  on  the  salesmen  who  attend  cannot  be  measured 


Government  House,  Residence  of  Lieut.  Governor  of  Ontario,  Toronto 

in  dollars  and  cents.  But  it  is  a safe  bet  that  if  you  give  one 
of  your  men  a chance  to  come,  to  meet  other  men  in  the 
trade,  and  to  absorb  ideas  and  information,  you  will  be 
more  than  repaid  by  enthusiasm  and  actual  sales  and  develop- 


ment results.  We  cannot  afford  to  forget  those  men  who 
are  coming  along  as  the  basis  of  the  shoe  business  of 
tomorrow. 

Seldom  has  the  trade  been  in  a more  unsettled  con- 
dition, or  have  individual  members  been  in  need  of  com- 
petent counsel  on  their  manifold  problems.  The  program 
as  laid  down  embodies  features  that  any  one  of  them  should 
be  worth  the  cost  of  attendance.  Methods  of  handling 
customers,  salespeople,  merchandising  problems,  style  pro- 
blems are  all  of  great  interest  at  the  present  moment.  It 
is  proposed  to  have  each  topic  introduced  by  an  authority 


MR.  S.  ROY  WEAVER,  M.A. 


on  that  particular  subject,  while  the  open  discussion  to  fol- 
low should  permit  free  exchange  of  ideas  and  experiences. 

Luncheon  Gatherings 

It  is  proposed  that  instead  of  allowing  visitors  to  shift 
for  themselves  at  mid-day,  luncheons  be  held  which  will 
take  the  form  of  friendly  gatherings  at  which  one  or  two 
leading  speakers  will  be  heard.  This  serves  a double  pur- 
pose, as  it  not  only  holds  the  crowd  together  and  allows 
them  to  become  better  acquainted,  but  it  also  serves  to  add 
the  equivalent  of  an  extra  session  to  the  convention,  which 
will  not  take  the  form  of  a strictly  business  meeting. 

Mr.  S.  Roy  Weaver,  M.A. 

One  of  the  speakers,  probably,  at  the  luncheon  on  July 
14th,  will  be  Mr.  S.  Roy  Weaver,  M.A.,  the  manager  and 
treasurer  of  the  Shoe  Manufacturers’  Association  of  Canada. 
Mr.  Weaver,  who  took  over  his  duties  last  March,  has  already 
shown  unusual  ability  and  success  in  a field  that  was  com- 
paratively new  to  him,  and,  as  an  excellent  speaker,  a 
thoughtful  executive,  and  tireless  workers,  whatever  he 
may  have  to  say  on  shoe  questions  will  be  worth  hearing. 
While  relatively  young  in  years,  his  experience  has  been 
along  broad  lines,  and  his  knowledge  of  Canadian  shoe 
conditions  accurate. 

His  experience  with  the  Toronto  News,  and  later  with 
the  Canadian  Reconstruction  Department,  gave  him  a 
comprehensive  grasp  of  general  and  commercial  problems; 
his  survey  of  the  Boot  and  Shoe  Industry  of  Canada  opened 
up  the  shoe  trade  to  him;  while  his  duties  with  the  Shoe 
Manufacturers’  Association  put  him  in  the  closest  touch 
with  all  phases  of  shoe  manufacturing  in  this  country. 
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High  Rents  and 
Slow  Sales? 

The  Extra  Fifty  to  Seventy  Per  Cent,  of 
Rent  Represents  Money  Which  the  Busi- 
ness Man  Cannot  Get 

YOU  will  find  mighty  few  newspapers  and  magazines 
nowadays,  says  Christopher  James  in  Printers’  Ink, 
which  haven’t  something  to  say  about  the  “buyers’ 
strike.” 

The  phrase  is  in  everybody’s  mouth,  just  as  the  phrase, 
“the  German  spy  system,”  was  three  or  four  years  ago. 

In  my  humble  opinion  there  is  no  more  foundation  for 
one  than  there  was  for  the  other.  I am  sure  that  the  logic 
of  events  will  show  that  this  is  the  case. 

There  is  no  buyers’  strike.  People  are  not  buying  as 
they  did  a year  ago — that  is  true.  But  that  is  not  because 
they  don’t  want  to  buy  or  because  their  needs  are  less. 
It  is  because  they  haven’t  the  money.  And  the  reason  for 
that  is  that  the  budget  of  perhaps  nine  families  in  ten  has 
been  sadly  upset  by  the  fact  that  a much  larger  percentage 
of  their  incomes  is  spent  for  rent — 'Shelter — than  was  the 
case  only  a few  years  ago. 

We  are  a nation  of  renters.  New  York  City  is,  of  course, 
the  most  striking  example.  Figures  are  not  available  at 
the  moment,  but  my  recollection  is  that  ninety-two  per 
cent. — or  is  it  ninety-six? — of  the  population  of  New  York 
City  pays  rent.  Now,  if  any  considerable  proportion  of 
these  people  is  paying  considerably  more  for  rent  than  it 
was  in  1917  or  1918,  it  stands  to  reason  that  there  is  just 
that  much  less  for  shoes,  clothing  and  amusements. 

How  the  English  Do  It 

The  English  have  been  “doing  business  at  the  old  stand” 
for  a good  many  years- — far  more  than  we  have.  And  they 
have  reduced  many  things  to  a formula.  Before  the  war  the 
rule  in  England  was  “one-seventh  of  your  income  for  rent.” 
Before  the  war  millions  of  American  families  spent  a 
quarter  of  their  incomes  for  rent.  I’ll  venture  to  say  that 
right  now  a third  is  nearer  the  mark.  I'll  go  further  and 
say  that  in  New  York  and  Chicago  the  figure,  in  many  cases, 
is  pretty  close  to  one-half.  If  that  is  true — and  it  is — is  it 
any  wonder  that  “something  has  happened”? 

Perhaps  I can  make  my  argument  clearer  if  I tell  what 
has  happened,  and  is  happening,  in  my  own  case.  I am 
writing  under  a non  de  plume,  so  it  won’t  make  very  much 
difference  if  I say  some  things  which  I wouldn’t  care  to  say 
over  my  own  name. 

I am  what  is  known  as  a “$10,000  a year  man” — that  is, 
my  income  for  the  last  twelve  or  fifteen  years  had  been 
somewhere  about  $10,000.  Part  of  this  income  is  from 
investments.  Part  of  it  is  earned.  On  that  income  I could 
— and  did — Belong  to  a good  club.  I could — and  did — 
live  in  a good  neighborhood.  I could — -and  did — -buy  good 
clothes.  I could — -and  did — go  to  the  theatre  as  often  as  I 
wished. 

Moving  Out 

In  the  eaily  part  of  1920  I decided  that  I would  “take 
a year  off,”  go  to  some  quiet  spot  where  the  cost  of  living 
would  not  be  burdensome,  and  do  certain  things  which  I 
have  wanted  to  do  for  a great  many  years. 

I gave  up  my  apartment  (the  rent  of  which,  by  the  way, 
had  been  advanced  ninety  per  cent.),  resigned  from  my 
club,  moved  away  from  New  York,  found  the  city  I was 
looking  for  and  settled  down. 

There  and  then  I became  a $4,000  a year  man.  And 
I now  look  at  things  from  a $4,000  a year  standpoint. 


Of  course,  I have  to  have  food.  Equally,  of  course,  I 
have  to  have  shelter.  But  I say  very  frankly  that  by  the 
time  I have  paid  the  grocer  and  the  landlord,  there  is  mighty 
little  left  for  the  drygoods  man  and  the  moving  picture  man 
and  the  haberdasher. 

In  the  beautiful  and  delightful  little  city  where  I spent 
the  past  winter  my  purchases  in  the  way  of  wearing  apparel 
have  not  exceeded  ten  dollars,  and  I have  been  here  five 
months.  The  local  department  stores  can  advertise  as  many 
“reduction  sales”  as  they  like — they  won’t  get  my  money, 
for  I haven’t  any. 

Instead  of  buying  three  or  four  or  five  books  a month 
— as  I did  in  New  York — I “patronize”  the  public  library. 
I read  more  than  I ever  did — and  it  costs  me  nothing. 

The  Landlord  Gets  It 

The  apartment  I occupy  used  to  rent  for  sixty  dollars 
a month.  It  is  worth  that — and  no  more.  I pay  $130. 
The  difference  between  what  I pay  and  what  I should  pay 
— $70 — is  the  amount  that  the  business  men  of  this  city 
don’t  get.  The  landlord  gets  it.  I understand  that  he 
intends  to  build  another  apartment  building.  Good! 
Perhaps  he  does  not  know  it,  but  if  he  does  build,  he  will 
help  reduce  rentals.  Meanwhile,  business  downtown  is 
quiet.  In  fact,  it  is  pretty  nearly  dead.  The  retailers 
aren’t  getting  the  seventy  dollars  a month  which  they  would 
get  if  my  rent  were  normal.  And  they  are  suffering.  The 
wholesaler  back  of  them  is  suffering.  The  manufacturer 
back  of  the  wholesaler  is  suffering.  Why?  For  the  very 
good  reason  that  I and  ten  million  other  men  are  spending 
anywhere  from  50  to  150  per  cent,  more  for  shelter  than  we 
can  afford. 

We  get  along  as  best  we  can.  We  have  our  clothes 
“turned”  and  our  shoes  half -soled.  We  make  our  shirts 
and  collars  and  hats  “do.”  The  hat  I wear  is  a disgrace. 
But  what  do  I care?  I haven’t  the  money  to  buy  a better 
one. 

But,  mind  you,  I’m  not  on  strike.  There  are  all  sorts 
of  things  I’d  like  to  have.  I'd  buy  them  if  I had  the  money. 
But — I haven’t. 

The  truly  remarkable  thing  about  it  all  is  that  I'm  hap- 
pier and  freer  from  worry  than  I have  been  for  years.  And 
I have  an  idea  that  some  day — and  it  may  not  be  far  distant 
— it  will  be  the  landlord’s  turn  to  worry. 


ON  DECK  AGAIN 

The  many  friends  of  Mr.  James  Robinson  will  be  glad 
to  know  that  he  returned  from  Florida  a week  or  two  ago 
considerably  benefited  by  his  sojourn  in  the  south.  He 
has  been  gradually  picking  up  the  business  threads  since  his 
return  and  attended  a meeting  of  the  Independent  Rubber 
Co.  at  Merritton,  on  May  25th,  calling  at  the  Shoe  and 
Leather  Journal  office  on  his  way  through  to  Montreal. 
He  is  going  it  easy  and  will  spend  a good  deal  of  his  time 
at  his  summer  place  on  Lake  St.  Louis,  while  keeping  an 
eye  upon  his  various  interests. 


CALLED  FOR  BEING  LATE 

A very  efficient  executive  was  greatly  annoyed  by  the 
tardiness  of  one  of  his  skilled  office  staff. 

Calling  him  into  the  office  one  morning,  he  said:  “Mr. 
Blank,  I get  here  at  8.30  every  morning  and  look  over  my 
mail;  at  nine  o’clock  I look  out  of  my  window  and  see  young 
Rockefeller  on  his  way  to  the  office;  at  nine-thirty  Mr.  Gary 
passes:  at  ten  I see  Mr.  Schwab  going  by;  at  ten -thirty  you 
come  in.  Who  the  are  YOU?” 


Mr.  Edwards,  of  Getty  & Scott,  Limited,  Galt,  Ont., 
was  showing  samples  of  his  lines  at  the  King  Edward,  Toronto 
last  week. 
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SOME  STRIKING  WESTERN  ADVERTISEMENTS 

Two  of  these,  one  from  Calgary  and  one  from  Saskatoon  are  illustrations  of  well  balanced,  correctly  displayed  ads  where  a number  of  lines  are  used.  They 
are  first  class  in  design  and  execution.  The  two  other  ads,  one  from  Winnipeg  and  one  from  Saskatoon  are  admirable  examples  of  how  to  bringfout  stronglv 

specialties  that  need  individual  treatment.  The  models  are  all  excellent. 
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With  the 

Shoe  Manufacturers 

THE  Government  has  amended  the  sales  tax  resolution 
which  was  announced  in  connection  with  the  budget 
speech,  so  as  to  restore  the  former  system  of  requiring 
itemizing  of  the  sales  tax  on  every  invoice.  The  amend- 
ment is  now  effective  and  the  only  change  from  the  sales  tax 
which  was  in  effect  up  to  May  10th  is  that  the  rates  on 
domestic  sales  have  been  increased  by  fifty  per  cent.  (When 
a manufacturer  lells  to  a wholesaler  he  is  obliged  to  itemize 
on  the  invoice  the  sales  tax  of  \ J/2  per  cent,  and  collect  it 
from  the  purchaser.  Similarly,  when  a jobber  sells  to  a 
retailer  or  customer  he  is  required  to  show  the  sales  tax  of 
1/4  per  cent,  as  a separate  item  on  the  invoice  and  to  collect 
it  from  the  purchaser.  When  a manufacturer  sells  directly 
to  a retail  dealer  or  to  a consumer  he  may  charge  the  sales 
tax  of  three  per  cent.,  which  he  has  to  pay  to  the  Government 
on  the  transaction,  or  he  may  absorb  one  half  of  the  tax  and 
charge  only  one  half  as  a separate  item  shown  on  the  invoice 
in  each  case.  He  is  obliged,  however,  under  the  present 
law  to  charge  and  collect  from  the  purchaser  not  less  than 
1 ]4  per  cent,  and  to  itemize  and  show  at  least  this  amoixnt 
as  a separate  charge  on  the  invoice.  In  case  a manufacture!* 
elects  to  absorb  one  half  of  the  tax  he  is  still  obliged  to  pay 
to  the  Government  the  tax  of  three  per  cent,  on  all  sales 
directly  to  retailers  or  consumers.  The  Shoe  Manufac- 
turers’ Association  of  Canada  has  recommended  to  its  mem- 
bers that  they  continue  to  follow  the  same  practice  that 
they  have  been  using  heretofore  and  the  question  of  uniform 
practice  will  be  considered  at  the  next  meeting  of  the  Execu- 
tive Committee.  Obviously  manufacturers  who  have  price 
lists  in  the  hands  of  the  retail  trade  cannot  increase  their 
prices  to  include  one  half  of  the  sales  tax  and  may  be  expected 
to  charge  the  full  three  per  cent,  tax  as  a separate  item  on 
every  invoice.  The  retail  trade  will  recognize  that  the 
Government  is  charging  three  per  cent,  sales  tax  between 
manufacturer  and  retailer  and  that  such  tax  must  be  included 
in  the  total  cost  of  the  trade.  If  the  manufacturer  adds  a 
sales  tax  of  three  per  cent,  while  the  wholesaler  adds  a sales 
tax  of  1 per  cent.,  it  does  not  follow  that  the  retailer  is 
buying  footwear  more  cheaply  from  the  wholesaler. 

Sport  Boots 

The  attention  of  the  Shoe  Manufacturers’  Association 
of  Canada  has  been  called  recently  to  the  considerable 
imports  into  the  Dominion  of  football  boots  manufactured 
in  the  United  Kingdom.  Such  imports  have  been  encour- 
aged by  the  low  rates  of  the  British  Preferential  tariff  and 
by  the  exchange  situation,  but  a number  of  the  Canadian 
companies  are  seeking  now  to  gain  a larger  share  of  such 
business  than  they  have  been  getting.  For  some  time  The 
John  McPherson  Co.,  Limited,  Hamilton,  and  J.  E.  Samson, 
Enr.,  Quebec,  have  been  making  football  boots  of  good 
quality,  and  have  been  supplying  a share  of  the  Canadian 
trade  in  such  boots,  although  their  skating  and  hockey 
shoes  have  been  more  successful  lines,  judged  by  the  volume 
of  sales.  The  Tebbutt  Shoe  & Leather  Co.,  Limited,  Three 
Rivers,  Quebec.,  also- is  now  making  samples  of  football 
boots,  with  special  lasts  and  patterns.  There  is  no  doubt 
that  the  Canadian  companies  can  make  football  boots  of  a 
quality  equal  to  the  best  imported,  and  retail  dealers  who 
have  been  handling  the  imported  goods  will  find  it  to  their 
advantage  to  give  the  Canadian  manufacturers  an  opportu- 
nity to  show  their  lines  in  football  as  in  skating  and  hockey 
shoes.  Sporting  boots  of  all  kinds — whether  for  football, 
baseball,  hockey,  skating  or  ski-ing  or  other  outdooi  sports 
— are  made  in  Canada  by  Canadian  workers.  Any  retailer 
who  may  desire  additional  information  relative  to  the  com- 


panies making  any  particular  class  of  sporting  or  other  foot- 
wear is  invited  to  write  to  the  Shoe  Manufacturers’  Asso- 
ciation of  Canada,  6 Jordan  street,  Toronto. 

In  connection  with  the  campaign  to  overcome  the  pre- 
judice which  has  existed  in  the  past  in  favor  of  imported 
shoes  and  to  have  Canadian  footwear  sold  on  its  merits  as 
Canadian-made,  the  Shoe  Manufacturers’  Association  of 
Canada  has  secured  legal  advice  to  the  effect  that  any 
manufacturer  who,  at  the  request  of  a retail  customer  or 
otherwise,  misbrands  his  products  as  to  place  and  country  of 
origin,  or  any  retail  dealer  who  calls  for  such  misleading 
branding  and  then  sells  goods  so  branded,  is  liable  to  the 
penalties  prescribed  under  the  clauses  of  the  Criminal  Code 
which  refer  to  the  placing  of  false  trade  descriptions  on  mer- 
chandise. In  this  connection  a Dominion  Government 
official  writes:  “I  am  advised  by  the  Justice  Department 
that  the  sections  of  the  Criminal  Code  dealing  with  this 
matter  are  as  follows:  335,  337,  341,  342,  486  to  495,  635, 
1039  and  1040.”  This  statement  has  been  supplemented  by 
the  opinion  of  a reputable  Counsel  to  the  effect  that  the 
Criminal  Code  not  only  prohibits  such  misbranding  of  goods 
but  that  a retailer  at  whose  request  goods  may  be  falsely 
marked  in  this  way  would  be  liable  also  to  heavy  penalties. 

Export  Markets 

To  supplement  the  reports  which  the  Department  of 
Trade  and  Commerce  is  obtaining  from  the  Canadian  Trade 
Commissioners  and  Commercial  Agents  abroad,  the  Shoe 
Manufacturers’  Association  of  Canada  has  been  in  corre- 
spondence with  the  Export  Departments  of  all  the  Canadian 
banks  with  a view  to  obtaining  regular  reports  on  market 
conditions  and  export  business  possibilities. 

Made-in-Canada 

‘‘The  Made-in-Canada  movement  certainly  is  achiev- 
ing results  so  far  as  the  shoe  industry  is  concerned,”  in  the 
opinion  of  one  of  the  largest  retail  shoe  establishments  in 
Canada  as  expressed  to  the  manager  of  the  Shoe  Manufac- 
turers’ Association  of  Canada.  “Women  who  in  the  past 
have  been  regarded  as  strongly  prejudiced  in  favor  of  im- 
ported shoes  and  against  the  Canadian  product  are  respond- 
ing to  the  Made-in-Canada  educational  campaign  and  many 
of  our  women  customers  are  now  insisting  upon  getting 
Canadian-made  footwear.  The  Canadian  manufacturers 
are  producing  lines  which  are  creditable  both  to  themselves 
and  to  the  Dominion,  and  there  is  no  doubt  that  the  best 
value  today  is  obtained  by  buying  Canadian-made  shoes.” 

Membership  of  Association 

The  membership  of  the  Shoe  Manufacturers’  Association 
of  Canada  continues  to  be  augmented  as  a result  of  new 
applications.  Many  manufacturers  have  expressed  their 
approval  of  the  new  activities  which  the  Association  has 
undertaken  and  much  useful  and  necessary  organization  and 
educational  work  has  been  commenced. 

The  membership  of  the  Shoe  Manufacturers'  Associ- 
ation of  Canada  has  been  grouped  into  eight  divisions  for 
the  purpose  of  securing  closer  co-operation  and  more  prompt 
consideration  of  matters  which  are  of  special  interest  to  the 
manufacturers  of  certain  classes  of  footwear,  rather  than 
to  the  industry  as  a whole.  The  divisions  will  work  together 
and  matters  of  general  concern  will  be  referred  to  the  mem- 
bership as  a whole.  The  classification  is  as  follows: 

1.  General  Staples  Division. 

2.  Men’s  and  boys’  fine  shoes  division. 

3.  Women’s  and  misses*  fine  shoes  division. 

4.  Children’s  and  misses’  shoes  division. 

5.  Canvas  footwear  division. 

6.  Felt  footwear  division. 

7.  Leather  slippers  division. 

8.  Shoepack,  larrigan  and  moccasin  division. 
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The  Secretary  of  the  Council  of  Arbitration  which  has 
been  constituted  by  The  National  Boot  and  Shoe  Manufac- 
turers’ Association,  The  National  Shoe  Wholesalers’  Asso- 
ciation and  The  National  Shoe  Retailers’  Association  of  the 
United  States  in  a recent  letter  to  the  Shoe  Manufacturers’ 
Association  of  Canada  enclosing  information  relative  to  the 
arbitration  procedure  says: 

“The  plan  has  been  changed  to  the  extent  that  the 
Secretary  of  the  Council  now  decided  all  cases  in  which 
both  parties  rest  on  the  correspondence  or  other  written 
records.  The  plan  is  working  very  well  and  we  recently 
adjusted  a dispute  between  New  Hampshire  and  California 
and  have  several  in  the  office  involving  substantial  amounts 
between  parties  from  one  to  two  thousand  miles  apart.” 

South  African  Conditions 

The  shoe  manufacturing  industry  in  South  Africa  has 
been  seriously  affected  by  growing  imports  from  the  United 
Kingdom.  The  Cape  Town  correspondent  of  The  Times 
(London)  in  a cable  dated  May  5th,  said: 

“Recent  discussions  on  the  budget  have  created  a 
situation  of  considerable  embarrassment,  arising  chiefly  from 
the  position  of  the  boot  industry,  in  which  there  is  a large 
amount  of  unemployment.  South  African  boot  and  shoe 
manufacturers  insist  that  the  industry,  which  employs  many 
thousands  of  hands,  will  be  completely  ruined  owing  to  the 
flood  of  imports,  mainly  from  Great  Britain,  unless  the 
Government  affords  protection.  A Committee  appointed 
by  General  Smuts  a few  months  ago  recently  reported, 
recommending  the  raising  of  the  duty  from  the  present 
twenty  to  forty  per  cent.” 

The  correspondent  added  that  there  is  opposition  to  the 
proposed  increase  but  that  the  claims  of  the  industry  prob- 
ably will  command  a majority  in  the  House  of  Assembly. 
His  despatch  continued: 

“It  is  probable  that  a compromise  will  be  arranged 
whereby  the  importation  of  boots  and  shoes  will  be  pro- 
hibited for  six  or  eight  months  to  enable  existing  stocks  of 
imported  boots  and  shoes  to  be  worked  off.  Good  judges 
hold  that  there  are  sufficient  imported  stocks  in  the  country 
to  meet  requirements  for  two  years.” 

Manufacturers’  Situation 

Reports  received  from  the  Canadian  Reconstruction 
Association  from  the  principal  boot  and  shoe  centres  in 
Canada  indicate  continued  improvement  in  the  manufac- 
turing situation.  While  orders  still  are  being  placed  prin- 
cipally for  immediate  requirements,  yet  there  is  reason  to 
believe  that  the  industry  is  over  the  worst  of  the  readjust- 
ment difficulties.  Reports  show  that  production  during 
March  of  this  year  was  a little  better  than  two-thirds  of 
normal  and  the  proportion  increased  considerably  during 
April  and  May.  The  recent  difficulties  have  appeared  to 
be  more  severe  by  comparison  with  corresponding  period  of 
the  previous  year  when  the  plants  were  operating  well 
above  normal.  The  average  production  and  requirement 
of  the  shoe  trade  in  Canada  appear  to  be  approximately 
nineteen  million  pairs  of  shoes  and  production  for  the  year 
1920  was  about  two  and  a half  million  pairs  short  of  that 
amount,  according  to  preliminary  figures  prepared  by  the 
United  Shoe  Machinery  Company  of  Canada,  Limited. 

Canadian  vs.  Imported  Shoes 

The  Shoe  Manufacturers’  Association  has  issued  a 
denial  of  the  report  that  Canadian  shoe  manufacturers  are 
selling  their  products  to  the  United  States  and  that  such 
shoes  are  being  returned  to  Canada  and  sold  below  Cana- 
dian prices.  This  statement  has  been  attributed  to  one 
of  the  speakers  at  the  annual  meeting  held  in  Hamilton 
recently  of  the  Provincial  Chapter  of  Ontario,  Imperial 
Order  of  Daughters  of  the  Empire,  but  the  Shoe  Manufac- 
turers’ Association  says  that  reference  to  the  minutes  of 


such  meeting  shows  that  no  such  statement  was  made. 
One  of  the  women  present  said  that  a friend  who  preferred 
footwear  of  United  States  manufacture  recently  purchased 
in  New  York  City  what  she  considered  to  be  a most  desirable 
pair  of  shoes.  Before  leaving  the  shop  she  asked,  casually, 
where  the  shoes  were  made  and  received  the  reply,  “Mon- 
treal, Canada.”  The  honorary  secretary  of  the  Imperial 
Order  of  the  Daughters  of  the  Empire  in  furnishing  to  the 
Shoe  Manufacturers’  Association  extracts  from  the  minutes 
of  the  Hamilton  meeting  says:  “You  will  readily  see  that 
this  is  quite  a different  version  from  the  rumor  which  came 
to  your  attention  and  was  intended  as  a distinct  pat  for 
Canada  and  rather  a joke  on  the  purchaser.” 

The  Association  adds: 

“Although  considerable  quantities  of  British  and 
United  States  footwear  are  being  sold  in  Canada,  a number 
of  Canadian  manufacturers,  including  both  manufacturers 
of  men’s  and  women’s  shoes,  are  selling  some  of  their  pro- 
ducts in  the  United  States  at  prices  which  are  no  lower  than 
the  selling  prices  to  the  trade  in  Canada.  During  the 
eleven  months  ended  February,  19.2 1,  leather  boots  and 
shoes  to  a value  in  excess  of  $2,000,000,  and  shoes  of  material 
other  than  rubber  and  leather  valued  at  $475,000  were 
imported  into  Canada.  Two  factors  are  principally  respon- 
sible for  these  imports.  One  is  the  ‘dumping’  of  footwear 
of  United  States  manufacture  into  Canada,  such  as  seasonal 
left-overs,  floor  stocks,  samples,  etc.,  at  low  prices  in  order 
to  get  them  out  of  the  country  of  origin  and  protect  the 
manufacturers’  regular  lines  in  the  United  States  home 
market.  The  other  factor  is  the  fallacious  and  unreasoning 
belief  that  an  imported  shoe  must  be  superior  to  the  Canadian 
product.  Canadian  boots  and  shoes,  grade  for  grade,  are 
equal  to  the  best  that  are  produced  anywhere  in  the  world 
and  at  the  present  time  represent  the  best  value  obtainable 
in  footwear.  Canadian  purchasers  who  insist  on  buying 
imported  shoes  are  deceiving  themselves  in  imagining  that 
they  are  getting  a superior  product  and  are  paying  a higher 
price  than  that  at  which  they  could  buy  Canadian  footwear 
of  equal  value.  The  incident  related  at  the  Hamilton 
meeting  of  the  Daughters  of  the  Empire  has  a clear  moral 
for  those  Canadians  who  imagine  that  Canadian  footwear  is 
inferior  :n  fit,  style  or  durability  to  imported  shoes.” 


MERGER  OF  LARGE  AMERICAN  SHOE  INTERESTS 

The  outstanding  item  of  news  in  American  shoe  and 
leather  circles  during  the  past  two  weeks  was  the  consolida- 
tion of  the  W.  H.  McElwain  Co.,  of  Boston,  and  the  Inter- 
national Shoe  Co.  of  St.  Louis.  The  W.  H.  McElwain  Co. 
operated  ten  shoe  factories,  two  tanneries,  four  shoe  materials 
factories  and  seven  wholesale  houses,  while  the  Interna- 
tional controlled  thirty-two  shob  factories,  and  three  tan- 
neries. The  combined  daily  capacity  of  the  new  com- 
pany will  be  in  the  neighborhood  of  120,000  pairs  of  men’s, 
women’s  and  children’s  shoes.  The  chain  of  operations 
is  complete  in  the  organization,  covering  upper  leather, 
sole  leather,  heel  factory,  welt  factory,  counter  factory,  box 
factory  and  shoe  factories.  The  W.  H.  McElwain  Co.  had 
wide  distribution  in  the  east,  and  in  the  larger  western 
centres,  while  the  International’s  operations  have  been 
confined  to  the  west  and  middle  west.  So  strong  has  the 
International  been  that  even  during  the  recent  depression 
they  operated  all  their  plants  to  full  capacity. 

The  assets  of  the  new  company  will  be  about  $40,000,- 
0 00.  Combined  sales  of  the  two  companies  in  1920  were 
m ore  than  $128,000,000.  The  new  company  is  to  be  capital- 
ized at  $165,000,000. 
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Have  Living  Costs 
Gone  Down  ? 


An  Object  Lesson — What  the  1920  Price 
of  a Bag  of  Sugar  Will  Buy  Today 

IN  several  parts  of  the  country,  in  an  effort  to  educate 
the  public,  and  bring  home  to  them  the  fact  that  con- 
ditions have  changed  radically  during  the  last  year,  mer- 
chants have  visualized  the  drop  in  costs  of  commodities 
by  window  displays.  These  have  taken  various  forms, 
but  one  of  the  most  striking  has  shown  the  many  articles 
that  can  now  be  bought  for  the  price  of  a bag  of  sugar  as  of 
May,  1920,  when  that  article  of  universal  use  reached  its 
peak.  The  figure  used  varies  from  thirty-five  cents  per 
pound,  which  was  the  price  in  the  United  States,  to  twenty- 
two  cents  per  pound.  This  variation,  of  course,  admits  of 
a wide  opportunity  for  the  dealer’s  ingenuity  in  figuring  out 
his  window  display.  It  may  be  said,  of  course,  that  the 
rise  and  fall  of  sugar  was  phenomenal.  Yet  its  course  was 
quite  paralleled  by  other  commodities  of  just  as  general  use 
and  necessity. 

We  reproduce  the  photograph  of  a window  display  of 
the  Robt.  Simpson  Co.,  Limited,  Toronto,  based  on  a 100 
pound  bag  of  sugar  at  $22.00,  May  1st,  1920,  as  against  the 
same  bag  worth  $10.35  today.  Including  the  sugar,  the 
following  articles  can  now  be  purchased  with  a total  value 
of  $22.00. 


100  pound  bag  of  sugar  . $10.35 

24  pound  bag  of  flour £1.25 

14  pounds  corn  meal...  50 

14  pounds  rolled  oats... 60 

1 bag  of  potatoes . .80 

5 pounds  onions .40 

8 pounds  carrots  25 

6 pounds  rice 50 

2 pounds  butter 64 

2 pounds  tea  70 

2 pounds  coffee .72 

2 pounds  cheese...  .56 

2 dozen  eggs .74 

2 tins  peas .25 

2 tins  corn 25 

4 tins  tomatoes  ........  .68 

1 pail  plum  jam  .65 

1 pail  marmalade . .85 

1 pound  tin  Crisco  .25 

2 pounds  prunes  31 

10  cakes  soap .75 

Total $22.00 


If  one  does  not  wish  to  spend  his  entire  $22.00  on  food- 
stuffs, he  can  substitute  clothing,  shoes,  household  utensils 
etc.,  in  the  above  list  and  still  have  quite  an  imposing  dis- 
play as  the  result  of  his  expenditures.  When  rents,  taxes, 
construction  materials  and  the  like  have  declined  in  propor- 
tion, there  will  be  a more  ready  inclination  to  take  reduced 
wages  and  profits  with  the  feeling  that  the  dollar  is  coming 
back  to  its  old  position  of  a real  purchasing  factor. 


Surprise 


Shoe  and  Leather  Journal.  Page  43. 


Made  in  All  White  Buck,  White  Ivory  Sole  and  Heel 
Deliveries  Six  to  Eight  Weeks 

National  Shoe  Retailers'  Association  Convention,  July  ijth  and  14th, 
King  Edward  Hotel,  Toronto — Come. 


PPaa/itu  PPPotwear- 


SPw/t  P/beet  PPwm/i 
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QUEBEC  City  pro- 
^ duces  more  than 
one  fifth  of  all  the 
shoes  made  in  Canada. 

The  manufacturers  of 
Quebec  City  have 
always  been  known  as 
specialists  in  genuine, 
solid  value. 

To-day  these  manu- 
facturers are  pro- 
ducing all  the  latest 
fancies  of  the  day  at 
moderate  prices  but 
still  containing  all  that 
old-time  solid  value. 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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At  the  service  of  the  industry 

The  completeness  of  our  service, 
and  its  readiness,  leaves  no  doubt 
of  our  abilitv  to  be  of  vital 

j 

assistance  to  Canadian  Shoe 
Manufacturers  in  the  production 
of  their  lines  economically  and 
at  a high  standard. 

A chain  of  branch  establishments 
girdles  the  industry,  so  that  no 
call  is  too  urgent  or  too  exten- 
sive for  us  to  respond  in  a way 
that  means  complete  satisfaction. 


United  Shoe  Machinery  Co.  of  Canada 

LIMITED 

Head  Office:  MONTREAL 

Quebec  Branch : 28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 


Shoe  and  Leather  Journal 

Published  Twice  a Month 


$1.50  a Year  Single  Copies  15c.  Outside  Canada,  $2.00 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

510  Coristine  Building  161  Summer  Street 
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TO  ADVERTISERS 

The  paid  circulation  of  the  SHOE  AND  LEATHER 
JOURNAL  is  MORE  THAN  DOUBLE  that  of  any 
other  shoe  publication  in  Canada,  and  exceeds  the 
combined  paid  lists  of  all  other  Shoe  Trade  papers 
circulating  in  this  country. 


PHE  wholesale  trade  appreciates,  to-day,  that  their  sales  of  staple  mer- 
A chandise  can  best  be  fostered  by  the  addition  of  a fairly  large  stock 
of  the  novelty  shoes  so  generally  in  demand. 

From  every  indication,  we  may  well  conclude  that  this  novelty  demand 
will  be  well  maintained  throughout  the  Summer  and  Fall. 

Just  what  turn  the  demand  for  the  new  idea  will  take  by  late  Fall  is 
extremely  hard  to  prophesy.  Certainly  there  is  on  the  way  a variation  of  the 
present  strap  vogue  that  will  better  suit  our  Fall  and  Winter  climate. 
Whether  it  will  be  a combination  of  the  strap  pump  with  the  Ball  Strap 
Oxford,  or  what  not,  we  would  not  hazard  to  state.  It  may  well  be  that 
Patent  Leathers  will  be  more  prominently  shown. 

But  these  points  are  certain — the  change  will  not  make  obsolete  the  shoes 
at  present  on  the  shelves;  the  manufacturer  and  the  jobber  who  has  the  latest 
samples  in  his  line  will  get  the  business;  the  merchant  who  delays  ordering 
all  his  Fall  requirements  beyond  the  end  of  June  is  going  to  receive  late 
deliveries  and  is  going  to  lose  sales. 

From  every  indication,  it  is  the  greater  wisdom  to  place  for  the  known 
Fall  needs  at  once. 
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IV /TEN’S  trade  is  moving  faster.  New  ideas  such 
as  the  above  Men’s  Welts  have  given  the 
Jobber  just  the  shoes  he  wants  to  get  the  business. 

We  are  also  offering  many  new  ideas  in  Women’s 
McKays  for  Summer  and  Fall  delivery. 

Order  without  further  delay  to  avoid  late 
Fall  delivery. 


LAGACE  & LEP1NAY 

22  St.  Anselme  Street 
QUEBEC,  P.Q. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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SHOE  FACTORIES  IN  QUEBEC 


Copyright,  Canada,  1920,  by  the  Acton  Publishing  Co.,  Limited.  Toronto 


British  Copyright  secured 
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Ski- Boots— 

Another  Samson  Specialty 


This  has  been  passed  upon  as 
the  perfect  Ski-Boot — fitting 
the  ski  harness  exactly.  It  will 
be  popular  wherever  there  is 
an  interest  in  this  great  sport. 


Also  making  a complete  line 
of  Hockeys  and  a leading 
line  of  heavy  Staples. 


J.  E.  SAMSON,  Enr. 

QUEBEC,  P.Q. 


Ni  iiiii 
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Medium  McKays 

| For  Women,  Misses  and  Children 

1 In  the  face  of  the  apparently  low 

prices  found  elsewhere  we  assure 
the  trade  that  the  values  we  offer 
for  early  or  Fall  Shipment  are 

1 astonishingly  good. 

1 CHILDREN’S  SHOE  M’F’G  CO. 

1 LIMITED 

11  Belleau  St.,  Quebec 

Til  1 

i 
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TANNERS  OF  QUEBEC  CITY 


SOLE  LEATHER 

Anglo-Canadian  Leather  Co.,  566  St.  Valier. 
Beardmore  & Co.,  553  St.  Valier. 

Blouin,  Pierre  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Breithaupt  Leather  Co.,  491  St.  Valier. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Dugal,  P.  and  Matte,  Enr.,  206  Fleury. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Calf  UPPER  LEATHER 

Clement,  Oscar,  224  St.  Helene. 

Quebec,  Glove  Mfg.,  Ltd.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Horse 

Borne,  Lucien,  491  St,  Valier. 

Clement,  Oscar,  234  St.  Helene. 

R,acine,  A.,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kid 

Blouin,  Pierre,  Reg.,  Colomb  and  Nelson. 
Borne,  Lucien,  491  St.  Valier. 

Citadel  Leather  Co.,  566  St.  Valier. 

Quebec  Glove  Leather  Mfg.,  3rd  St.  Limoilou. 
Richard  Freres,  553  St.  Valier. 

Scott,  J.  A.,  566  St.  Valier. 

Kip 

Blais,  W.,  307  St.  Helene. 

Clement,  Edgar,  Ltd.,  179  Arago. 


Racine,  A,,  631  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160,  3rd  St.  Limoilou. 

Patent 

Borne,  Lucien,  491  St.  Valier. 

Cantin,  Wilfrid,  45  Marie  de  lTncarnation. 
Clement,  Oscar,  224  St.  Helene. 

Dugal  & Matte,  206  Fleury. 

Falardeau,  C.,  9 Caron. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Sheep 

Borne,  Lucien,  491  St.  Valier. 

Quebec  Glove  Leather  Mfg-,  3rd  St.  Limoilou 
Richard,  Freres,  553  St.  Valier. 

Turgeon,  Elie,  423  St.  Valier. 

Side 

Blouin,  Pierre,  Colomb  and  Nelson. 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Fortier,  N.,  515  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Shee,  E.  A.,  15  Belleau. 

Splits 

Cantin,  Wilfrid,  51  Marie  de  l’lncarnation. 
Clement,  Edgar,  Ltd.,  179  Arago. 

Clement,  Oscar,  224  St.  Helene. 

Dugal,  P.  & Matte,  Enr.,  206  Fleury. 

Fortier,  N.,  515  St.  Valier. 

Laliberte,  J.,  501  St.  Valier. 

Richard  Freres,  553  St.  Valier. 

Thavierge,  Jos.,  160-3rd  St.  Limoilou. 


B 
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Centaur  Centaur 

SURFACE  KID  SURFACE  KID 

Positively:  mVI Positively: 

WILL  HOLD  ITS  COLOR  WILL  NOT  SCUFF 

TO  THE  VERY  END  OR  TURN  GREY 

' 

We  emphasize  these  two  points  PLUS  the  fact  that  Centaur  is  not  like  any 
other  “Surface  Kid.”  It  is  so  superior  to  other  tannage  that  it  is  used  by 
many  makers  of  the  finest  I urns  and  Welts. 

SAMPLES  SENT  GLADLY  TO  INTERESTED  MANUFACTURERS 

Lucien  Borne 

491  ST.  VALIER  ST.  - - QUEBEC,  P.Q. 

III 
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40,000  PAIRS  DAILY 

This  heel-making  capacity  means  prompt, 
efficient  service  to  the  manufacturer  PLUS 
delivery  of  heels  at  an  exceptionally  high  order 

MILITARY  HEELS,  BLOCK 
HEELS  or  LOUIS  HEELS 

OF  ANY  SHAPE  AND  IN  ANY  HEIGHT 


Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 


ummuuummuuuummmm 

McKAYS 

for  Men,  Boys,  Y ouths, 
Women,  Misses  and 
Children 

of  our  quality  at  our  price 
sell  regardless  of  conditions. 

Also  Making  Standard  Screw  for  Men, 
Boys,  Youths,  Women,  Misses  and 
Children;  Welts  for  Men  and  Boys  and 
Mock  Welts  for  Women. 

Pegged  Shoes  for  Men  and  Women. 

NEW  SAMPLES  READY 

ONESIME  GOULET 

575  St.  Valier  St.  - Quebec 


Making  Welts  for  Men,  Boys, 
Youths,  Women  and  Misses; 
McKays  for  Men,  Boys,  Youths, 
Women  and  Misses;  Standard 
Screw  for  Men  and  Boys. 


Close  personal  supervision  his  resulted 
in  an  even  grading  of  quality  that  is 
exceptional. 

LUDGER  DUCHAINE 

593  St.  Valier  St.,  QUEBEC 


A.  E.  MAROIS,  LIMITED 

QUEBEC,  P.Q. 

Making 

Welts,  McKays,  Standard  Screw 

For 


MEN 

WOMEN 


BOYS 

MISSES 


YOUTHS 

CHILDREN 


Daily  capacity  of  5000  pairs  enables  us 
to  make  delivery  on  short  notice. 


BRIGHTENING  UP 

A recent  visit  to  the  factory  of  Getty  & Scott,  Limited, 
at  Galt,  Ont.,  found  them  in  the  last  stages  of  a “brighten 
up”  crusade.  Their  three  factory  buildings  from  top  to 
bottom  have  been  thoroughly  gone  over  with  a definite  color 
scheme  in  view.  Walls  to  a height  of  about  three  or  four 
feet  are  a dark  green,  above  that  they  are  pure  white,  as  are 
also  the  ceilings.  Two  coats  of  flat  white,  finished  with  a 
white  enamel,  give  a hard,  glossy,  washable  service.  The 
effect  on  efficiency,  as  well  as  power  bills,  should  bring  back 
the  original  outlay  plus.  Piping  is  also  subject  to  a uniform 
color  scheme  steam  pipes  are  black,  sprinkler  pipes  red,  and 
electrical  conduits  blue.  The  reason  is  obvious  and  sound. 
Their  electric  room  is  of  such  a model  nature  that  the  Hydro- 
electric people  sent  a special  photographer  to  put  it  on 
permanent  record. 


Mention  “Shoe  and  Leather  Journal”  •when  writing  an  advertiser 
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the  following  16  pages  will  be 
^ found  the  advertisements  of  9 
wholesale  shoe  houses  who  are 
representative  of  the  highest 
principles  in  shoe  distribution. 

The  location  of  the  cities  in  which 
their  several  warehouses  are  to  be 
found  are  plainly  marked  on  the 
map  in  this  section. 

Merchants  will  be  able  to  get 
delivery  from  some  of  these  houses 
of  the  newest  lines  shown  at  this 
time. 

Take  advantage  of  the  service  these 
organizations  offer  you — the  stocks 
they  carry  are  kept  on  hand  for  the 
benefit  of  the  merchant. 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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No.  5417.  Women's  White  Sea  Island,  carrying  Military 
Heel.  A Fashionable  Two-Strap  - - Price  $2.90 

No.  5424.  Women's  White  Sea  Island,  carrying  Louis 
Heel.  Attractive  Value  at  - - - - - $3  00 

June  and  July  will  be  great  months  for  White  Shoes,  for  this  will  be  a White 
Shoe  year. 

We  have  prepared  just  in  time  for  this  season  and  can  ship  at  once  any  of 
the  following  lines:  — 

No.  5409  White  Duck,  Two-strap,  Military  Heel $2.65 

No.  5407  White  Duck,  Cross  Strap,  Military  Heel 2.65 

No.  5406  White  Duck,  Two-strap,  Spool  Heel 2.75 

No.  5405  White  Duck,  Cross  Strap,  Spool  Heel 2.75 

No.  5417  White  Duck,  (Sea  Island),  Two-strap,  Military  Heel 2.90 

No.  5413  White  Duck  (Sea  Island),  Cross  Strap,  Military  Heel 2.90 

In  addition,  we  have  an  attractive  stock  of  leading  values  in  low  shoes  for 
men  and  women,  to  retail  at  from  $6.50  to  $10.00. 

Sample  pairs  mailed -anywhere  in  Canada.  Get  them  before  it  is  too  late. 


/ 


\ < 


ia  /l&ison  GirouanUtee 

Shipping  t°  all  points  in  Canada 

_/rom 

ST.  HYACINTHE, QUEBEC 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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SHOE  WHOLESALERS  OF  CANADA 
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Adanac  Footwear,  Co.,  Toronto,  Ont . ...  

X 

Agnew,  John,  Limited,  Brantford,  Ont 

X 

Amherst  Boot  & Shoe,  Amherst,  N.S 

Amherst  Central  Shoe  Co.,  Limited,  Regina,  Sask  . 

X 

Ault,  A.  W.  & Co.,  Ottawa,  Ont. . .... 

X 

Beaubien,  Louis,  Quebec,  P.Q ..  ... .... 

X 

Begin,  J.  H.,  Reg.,  Quebec,  P.Q . 

X 

Belleville  Shoe  Company,  Belleville,  Ont 

X 

Bignell  & Knoz,  Montreal,  P.Q 

X 

B.  C.  Leather  & Findings  Co.,  Vancouver,  B.C 

Brown,  Rochette,  Limited,  Quebec,  P.Q..... 

X 

Buckler  & Son,  Limited,  Winnipeg,  Man 

X 

Canada  Shoe  Co.,  Montreal,  P.Q... 

X 

Canadian  Shoe  Co.,  Montreal,  P.Q ...  

X 

Chouinard,  J.  I.,  Montreal,  P.Q 

X 

Coates,  Burns,  & Wanlass,  London,  Ontario ........ 

X 

Collins,  N.  J.,  Toronto,  Ont 

X 

Congdon  Marsh  Co.,  Limited,  Winnipeg,  Man ..  ...  ...  

x 

Cook,  Wm.,  Shoe  Co.,  Truro,  N.S 

Cronk,  S.  C.,  & Co.,  Toronto,  Ont 

X 

Cummings,  Nathan,  Montreal,  P.Q 

X 

Dagg,  E.  A.,  & Co.,  Calgary,  Alta. 

X 

Darner  Lumsden  Co.,  Vancouver,  B.C- 

x 

Dayfoot,  C.  B.,  & Co.,  Georgetown,  Ont 

X 

Davies  Footwear  Co.,  Limited,  Toronto,  Ont 

X 

De  Villers,  H.  J.,  Sales  Co.,  Montreal,  P.Q  . 

X 

Dowers,  Limited,  Edmonton,  Alta.. — . 

x 

Dowling  Shoe  Co.,  Brandon,  Man 

X 

Duchaine  Shoe,  Quebec,  P.Q . 

X 

Dumont,  T.,  R°gd.,  Montreal,  P.Q  ... 

X 

Dupont,  Nap.,  Regd.,  Montreal,  P.Q 

X 

Empire  Shoe  Co.,  Montreal,  P.Q  . .....  .... 

x 

Farrah,  A.  D.,  & Co.,  Newcastle,  N.B..  

x 

Finch  Mathewson,  Limited,  Winnipeg,  Man  — . 

X 

Fleetwood  Footwear,  Limited,  St.  John,  N.B  . ..  . ............ 

x 

Fraserville  Shoe  Co.  Limited,  Fraserville,  P.O  

X 

Gagnon,  0.,  Montreal,  P.Q  - ---- 

X 

X 

x 

Great.  West  Rubber  8r  Footwear  Go.,  Lethbridge,  Alta  ---- 

X 

Griffith,  R.  B.,  & Co.,  Hamilton,  Ont  

X 

Hamilton,  W P , Shoe  Go.  Limited,  Toronto,  Ont  _ 

X 

X 

Henderson,  F.  & F.,  Vancouver,  B.C  . - 

X 

X 

X 

X 

X 

X 

X 

X 

Johnson,  J.  A.  Co.,  The,  Bronkville,  Ont.  . 

X 

X 

X 

X 

X 
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R.  B.  GRIFFITH  & CO. 

THE  WHITE  SHOE  HOUSE 

For  immediate  shipment 

No.  1451.  Women’s  White  Lakeport,  1 Strap,  2 
Button,  Turned,  White  Sheep  Lined,  Cuban 
Heel,  width  C and  D 

No.  1451^.  Women’s  Half 
Louis  Heel,  Turned, 
width  C and  D - $4.15 

No.  1126.  Women’s  Impe- 
rial 2 Strap,  Turned, 

Cuban  Heel,  width 
C and  D - $3.65 

No.  1000.  Women’s  White 
Canvas  Oxford,  M.S. 

Tip,  width  D - $2.15 


Patent  and  Kid  Beaded  Straps 
“ “ Plain  “ 

White  Eve  Cloth  “ “ 


R.  B.  GRIFFITH  & CO. 

HAMILTON,  ONT. 

Remember  the  Convention  of  the  National  Shoe 
Retailers’  Assoeiat'on,  Toronto,  July  13th  and  14th 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


57 


SHOE  WHOLESALERS  OF  CANADA— (Continued) 
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Labelle,  J.  R.,  Montreal,  P.Q 

X 

Lambert,  Alfred,  Inc.,  Montreal,  P.Q 

X 

LaMaison  Girouard,  Limited,  St.  Hyacinthe,  P.Q 

X 

Larochelle,  J.  H.,  & Fils,  Ouebec,  P.Q..... 

X 

La  Victorie  Shoe  Co.,  St.  Hyacinthe,  P.Q. 

X 

Leckie,  J.,  & Co.,  Limited,  Vancouver,  B.C..  ..  

X 

Lefebvre,  J.  B.,  Montreal,  P.Q  

X 

LePage  Brady  Co.,  Limited,  Charlottetown,  P.E.I  ...  .... 

X 

Lennox,  Geo.  G.,  Limited,  Winnipeg,  Man . 

X 

Lennox,  John,  & Co.,  Limited,  Hamilton,  Ont  .... 

X 

Lion  Brand  Shoe,  Reg.,  Montreal,  P.0 . 

X 

Locke  Footwear  Co.,  Limited,  Montreal,  P.Q.  

X 

^London  Shoe  Co.,  Limited,  London,  Ont ..  . ... ... ... ..  .... 

X 

Long,  T.,  & Bros.,  Collingwood,  Ont... ... 

X 

Tord,  Omer,  Montreal,  P.Q..  . ........  ..  ..  ..  ..  ... 

X 

McFarland  Shoe  Co.,  Edmonton,  Alta 

X 

McKeen,  C.  E.,  Shoe  Co.,  Limited,  Montreal,  P.Q 

X 

McKillop,  A.,  Co.,  Limited,  Calgary,  Alta 

x 

McLaren,  J.  A.,  Co.,  Limited,  Toronto,  Ont 

X 

McNulty,  Louis,  Regd.,  St.  John’s,  P.0 ... . 

X 

Magnan,  P.  A.,  Quebec,  P.Q  . .. 

X 

Marks  Bros.,  Montreal,  P.Q 

X 

Maybee’s,  Limited,  Moose  Jaw,  Sask .... 

x 

Metropolitan  Shoe  Co.,  Montreal,  P.Q 

X 

Middleton,  H.  G.,  Co.,  Limited,  Winnipeg,  Man 

X 

Midland  Shoe  Company,  Kingston,  Ont 

X 

Miner  Shoe  Co.,  Limited,  Montreal,  P.Q.  . 

X 

Morin,  f.A..  Quebec,  P.Q 

X 

Morris  & Smith,  Charlottetown,  P.E.I. 

X 

National  Boot  & Shoe  Jobbers,  Montreal,  P.Q  

X 

Packard,  L.  H.,  & Co.,  Limited,  Montreal,  P.Q 

X 

Paquet  Co.,  Limited,  Quebec,  P.Q ....  

X 

Pelletier,  J.A.,  Montreal,  P.Q  

X 

Phaneuf,  Philip,  Montreal,  P.Q 

X 

Poaps,  T-  V.,  & Co.,  Ottawa,  Ont  . . 

X 

Poliquin  & Darveau,  Quebec,  P.Q.  ......  .... 

X 

Pom  er,  Winberg  & Co.,  Toronto,  Ont  . 

Realfit  Footwear,  Montreal,  P.Q 

X 

Ritz  Shoe  Co.,  Montreal,  P.Q 

X 

Robinson,  James,  Co.,  Limited,  Montreal,  P.Q. 

X 

Rvan,  Thos.,  & Co.,  Winnipeg,  Man 

X 

Saba,  C.  N.,  & Co.,  Toronto,  Ont. 

X 

Scheuer,  Normandin  8c  Co.,  Montreal,  P.0 

X 

Singers  Fit-Rite  Shoe  Co.,  Limited,  Montreal,  P.Q 

X 

Smith,  F.  E.,  Guelph,  Ont  ..  

X 

Stag  Shoe  Co.,  Montreal,  P.0  

X 

St°ine,  M.B.,  Montreal,  P.Q  . ..  . 

X 

Stephens,  C.,  Co.,  Limited,  Collingwood,  Ont 

X 

Sterling,  Brothers,  Limited,  London,  Ont ...  ..  

X 

Stevenson  8c  Hoyland,  Vancouver,  B.C  . 

X 

Sun  Shoe  Co.,  Montreal,  P.Q  - 

X 

Tanner  W.  T.,  Pictou,  N.S  . - 

X 

Tavlor  Robt.,  Limited,  Halifax,  N.S  

X 

X 

Townsend,  J.  S , Hamilton,  Ont  - 

X 

X 

X 

X 

White  Shoe  Co.,  Limited  

X 

X 
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The  “Ball  Strap” 

Will  add  Life  to  your  Men’s  Trade 

We  have  added  this  and  several  other 
new  men’s  samples  to  our  lines. 


They  are  priced  correctly  to  sell  at  less 
than  SlO.OO'for^a  full  retail  profit. 


Note,  too,  that  we  are  carrying  several  of  the  latest  ideas  in  WOMEN’S 
OXFORDS,  STRAPS,  PUMPS  and  HIGH  SHOES,  all  well  made  for 
good  substantial  business. 


CANVAS  SORTING 


We  have  in  stock  a strong  assortment  of 

WOMEN’S  CANVAS  LINES— PUMPS, 

STRAPS  and  OXFORDS  in  Louis,  Cuban 
and  Military  Heels. 

Make  no  mistake — CANVAS  TRADE  is  going  to  be  Large.  It  has  a’ready  started  in  unusual  volume. 

GET  YOUR  CANVAS  LINES  BEFORE  IT  IS  TOO  LATE. 


We 

will  be  pleased 
to  send  samples 
and  prices  any  where. 
Write,  Wire,  Phone 

THE 

Johnston  Co 

BROCKVILLE 
ONTARIO. 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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La  Maison  Girouard,  Limitee,  of  St.  Hyacinthe,  Quebec,  have  prepared  for  a big  season  in  White  Goods.  They  report 
brisk  business  at  this  early  date  and  offer  the  following  for  immediate  shipment: — 


The  following  are  a few  of  the  Specials 
carried  in  stock  by  some  of  the  Jobbers 
for  June  Delivery 

A full  stock  of  White  Canvas  Goods  in  Oxfords,  Cross 
Straps,  One  Straps,  Two  Straps,  Three  Straps  and 
Ties.  The  prices  make  it  possible  to  sell  the  line  at 
retail  for  prices  ranging  from  $3.50  to  $6.00  a pair. 
Samples  or  shipments  of  any  desired  line  sent 
promptly. 

JAMES  ROBINSON  CO.,  LIMITED 
184  McGill  Street,  Montreal 


5411  Women’s  White  Duck  Sea  Island  Cross 

Straps,  Ls.  heel... $3.00 

5424  Women’s  White  Duck  Sea  Island,  2 straps, 

Ls.  heel  3.00 

5413  Women’s  White  Duck  Sea  Island,  Cross 

straps,  military  heel 2.90 

5417  Women’s  White  Duck  Sea  Island,  2 straps, 

military  heel  2.90 

5405  Women’s  White  Duck,  Cross  straps,  spool 

heel  2.75 


5406  Women’s  White  Duck,  2 straps,  spool  heel $2.75 


5407  Women’s  White  Duck,  Cross  straps,  military 

heel  2.65 

5409  Women’s  White  Duck,  2 straps,  military  heel  2.65 

5426  Women’s  white  Duck  Sea  Island,  Cross 

straps,  imitation  turns,  military  heel 3.15 

5425  Women’s  White  Duck  Sea  Island,  1 strap, 

2 button,  imitation  turns,  military  heel 3.15 


The  following  lines  listed  by  J.  A.  McLaren  Co.,  Limited,  30  Front  St.  West,  Toronto,  chosen  from  the  well  assorted 
stock,  indicate  the  readiness  of  this  firm  to  give  their  customers  prompt  service  in  supplying  their  needs  in 
seasonable  footwear,  both  in  leather  and  white  lines:  — 


No.  A78  Men’s  Havana  Brown  Calf,  Saddle  Strap 

Oxford,  fancy  perforations,  Goodyear  welt $5.65 

No.  A192  Women’s  Havana  Brown  Calf,  Two- 
strap  Shoe,  saddle  strap,  tip,  fancy  perforations, 
McKay  sewn,  military  heel  with  plate 4.00 


No.  364  Women’s  Double  Cross  Strap  White  Can- 
vas Shoe,  medium  Cuban  heel,  McKay  sewn..  $2.35 
No.  362  Women’s  White  Canvas,  Two-strap  Shoe, 

medium  Cuban  heel,  McKay  sewn 2.30 


No.  1405 


R.  B.  Griffith  & Co.,  Hamilton,  are  well 
known  throughout  the  trade  as  The  White 
Shoe  House.  Illustrated  are  two  of  the  lines 
selected  from  the  many  which  they  are 
featuring  for  immediate  trade. 

1405  White  Lakeport,  sheep  lined,  turned, 
12/8  heel;  also  same  in  Louis  Heel. 

1127  White  Imperial,  2 strap,  Louis  heel, 
turned;  also  the  same  in  Cuban  heel. 


No.  1127 


The  J.  A.  Johnston  Co.,  Brockville,  carrying  a complete  stock  of  footwear,  announce  the  following  lines  and  values 
as  specials  for  June.  They  assure  prompt  shipments. 


Women’s  Dongola  Kid  2-strap  Slipper,  Military 

Heel,  imitation  brogue  pattern $2.60 

Misses’  Chrome  Patent  Mary  Jane,  and  Ankle 

Strap  Pumps,  leather  lined 1.75 


Men’s  Tan  Grain  Harvest  Blucher,  solid,  pegged 

sole  $2.60 

Women’s  Dongola  Kid  Bals,  8-inch  Military  Heel, 

Vanity  plate  3.00 


Thpse  requiring  Oxfords  for  June  delivery  will  be  interested 
9 Wellington  St.  West,  Toronto,  on  which  they  are  prepared 


305  Women’s  Mahogany  Side  Oxford,  ball  strap 

M.S $3.50 

306  Women’s  Mahogany  Side  Oxford,  imitation 

wing  tip,  M.S 3.15 

309  Women’s  Mahogany  Calf  Oxford,  ball  strap 

M.S 3.95 


in  this  list  given  out  by  the  White  Shoe  Co.,  Limited, 
to  give  quick  service. 

103  Men’s  Mahogany  Side  Oxford,  ball  strap 

Goodyear  $5.00 

104  Men’s  Mahogany  Side  Oxford,  ball  strap, 

Goodyear  4.65 


Mention  "Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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Map  of  Canada 

cr*  Showing  Jobbing 

I Centres 


ALPHABETICAL  LIST  OF  ADVERTISERS 

1.  Ault,  A.  W.,  Co.,  Ltd. 

2. — Griffith,  R.  B.  & Co. 

3. -  Johnston,  The  J.  A.  Co. 

4. —  Lambert,  A.,  Inc. 

5.  — Lennox,  John  & Co. 

6.  La  Maison  Girouard,  Ltd. 

7.  — McLaren,  J.  A.  Co.,  Ltd. 

8. -  Miner  Shoe  Co.,  Ltd. 

9.  Robinson,  Jas.  Co.,  Ltd, 

10.— White  Shoe  Cq. 
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NO.  1217— WESTMINSTER 


Made  with  genuine  English 
Oak  Sole.  Leather  Counter 
and  Leather  Heel.  Well  made 
to  retail  at  less  than  $10  00 


The  “Westminster” 


The  Kind  of  Man  s Shoe  that  Sells 

This  slightly  squared  toe  is  the  very  newest.  The  shoe  is 
made  in  either  a plain  Bah,  Foxed  Bal.  or  Saddle  Strap.  In 
either  a rich  Brown  or  Black.  With  either  Flarness  Stitchings 
or  large  Perforations. 


We  offer  it  as  your  opportunity 
It  will  sell  everywhere. 

We  also  have  in  stock  a full 
line  of  staples  and  novelties 
for  women — Straps  and  Cross 
Straps  in  Kid  and  Com- 
binations. 


to  stir  up  your  Men’s  Trade. 

Ah  prices  are  figured  on  an 
extremely  close  margin 
which  positively  assures  the 
lowest  possible  price  to  the 
merchant. 


Full  Line  of  Straps,  Novelties  and  Staples  in  White  Canvas 

WRITE,  WIRE  or  PHONE  for  SAMPLES  and  PRICES 


A.  LAMBERT  INC. 

14  Notre  Dame  W.  - Montreal 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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THE  Lines  we  are  offering  in  Staple  Footwear  are  exceptionally 
strong  sellers — reliable  quality  at  lowest  prices  representing 
very  best  values. 

WHITE  CANVAS  FOOTWEAR 

IN 

NEW  CROSS  STRAPS, 

ONE  and  TWO  STRAPS, 

PUMPS  and  OXFORDS, 

IN  STOCK  READY  FOR  SHIPPING. 


JOHN  LENNOX  & COMPANY 

THE  SLIPPER  HOUSE  OF  CANADA 

Hamilton,  Ontario 

JULY  13th  and  14th 


Keep  these  dates  open — The  Convention  of 
the  National  Shoe  Retailers'  Association  at 
Toronto. 


QM 


MMii 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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What  Have  You  To  Show 
In  The  New  Snappy  Styles? 

Your  trade  for  the  summer  season  will  largely  depend  on  your  ability  to  show 
your  customers  those  new  popular  styles  that  have  caught  the  people’s  fancy 
and  started  sales  on  the  upward  trend. 

From  our  lines  you  can  pick  these  sales-making  models  in  styles  that 
Fashion  has  approved  as  RIGHT.  From  our  large  stock  you  can  sort  as 
frequently  and  extensively  as  your  demands  require  and  get  SERVICE  and 
VALUES.  Ball  straps  and  Brogues,  in  all  their  variations,  for  men,  and  the 
various  strap  effects  for  women  are  summer  sales-leaders  of  which  our  lines 
feature  the  choicest. 

Do  not  run  shy  on  Speed  King  Outing  Shoes.  We  are  also  featuring  a strong 
line  of  Barefoot  .Sandals  that  will  reap  sales  from  your  Juvenile  Trade. 

j.  a.  McLaren  co.,  limited 

30  FRONT  STREET  WEST  - - TORONTO 

1 
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The  Jobber 
Question  Again 

Toledo  Merchants  Join  in  Boosting  the 
Wholesaler 

THE  middleman  question  continues  to  attract  wide- 
spread interest.  A recent  development  in  the  con- 
troversy was  a newspaper  advertising  campaign  put 
on  by  the  retailers  and  wholesalers  of  Toledo,  Ohio,  to 
educate  the  public  as  to  the  functions  of  the  wholesaler. 
The  following  appeared  in  the  Toledo  “Blade”: 

“Soak  the  jobber! 

“He’s  a useless  middleman! 

“ If  we  could  get  rid  of  HIM  prices  would  come  DOWN ! 
“Well,  let’s  see  about  it.  Let’s  see  just  how  ‘useless’ 
he  is. 

“To  begin  with,  anybody  who  works  for  a jobber, 
or  kelps  a jobber  do  his  work,  is  also  a jobber,  and  is  in  the 
jobbing  business. 

“There  must  be  a good  many  thousands  of  fine  men  and 
women  employed  by  the  jobbers  of  the  United  States. 

“Each  of  these  men  and  women,  executives,  clerks, 
salesmen,  etc.,  believes  the  jobber  is  a useful  cog  in  the 
business  machine.  THEY  don't  want  the  jobber  elimin- 
ated. 

“The  jobber  buys  large  stocks  of  goods  from  the  manu- 
facturer. The  manufacturer  would  suffer  if  the  jobber  were 
eliminated.  Therefore  so  would  everybody  who  works  for 
the  manufacturer. 

“The  jobber  buys  large  stocks  of  goods  from  the  manu- 
facturer. The  manufacturer  would  suffer  if  the  jobber 
were  eliminated.  Therefore  so  would  everybody  who  works 
for  the  manufacturer. 

“The  jobber  has  the  manufacturers’  stocks  shipped  to 
his  warehouses  by  the  railroads — and  pays  the  railroads  for 
their  service.  The  railroads  would  miss  the  jobber — and, 
therefore,  so  would  all  railroad  employees. 

“The  jobber  does  a great  deal  of  carting.  The  builders 
of  trucks  and  wagons — the  drivers  and  others  who  operate 
them,  would  miss  the  jobber.  The  jobber  buys  or  leases 
real  estate — and  erects  or  leases  warehouses.  Some  one 
would  miss  the  money  that  goes  into  these. 

“And,  if  the  jobber  were  eliminated,  and  all  of  the 
people  employed  by  or  through  the  jobber  were  deprived  of 
their  income — possibly  it  would  affect  YOU.  Maybe  you 
sell  something  to  SOME  of  these  folks! 

“Now,  WHAT  does  a jobber  do? 

“Is  it  a useful  service — and  does  it  increase,  or  lower 
the  cost  of  merchandise? 

“The  jobber  stands  between  the  manufacturer  and 
the  retailer,  rendering  a service  to  both. 

“And  in  serving  THEM,  he  serves  YOU. 

“The  jobber  assembles  from  various  distant  manu- 
facturers stocks  of  their  goods,  and  holds  these  stocks  at 
the  instant  disposal  of  retailers  in  his  immediate  vicinity. 

“First  of  all,  the  jobber  contracts  with  the  manufac- 
turer, thereby  assuring  the  manufacturer  an  outlet  for 
large  quantities  of  his  goods — and  permitting  the  manufac- 
turer to  shape  his  manufacturing  programme  economically. 

“The  jobber  then  assembles  these  stocks  at  the  con- 
venience of  retailers  in  his  territory,  holding  them  in  reserve 
for  the  retailer’s  needs. 

“The  small  retailer  may  not  be  financially  able  to  carry 
his  own  reserve.  With  the  jobber  at  his  back,  he  doesn’t 
need  to.  Additional  stock  can  be  had  from  the  jobber  at 
once. 

“Thus  the  jobber  helps  the  small  retailer  to  maintain 
a full  stock  for  YOUR,  the  public’s,  CONVENIENCE. 


“He  helps  many  smallerjretailers  stay  in  business,  by- 
holding  these  stocks  subject  to  their  call,  without  any  big- 
investment  of  their  own.  They  may  compete  with  larger 
stores,  where  otherwise  it  would  be  difficult. 

“And  in  competition,  thus  encouraged,  there  is  the: 
direct  tendency  toward  fair,  rather  than  higher,  prices. 

“The  jobber  further  encourages  smaller  retailers,  in 
matters  of  credits,  etc.,  which  might  not  be  extended  direct, 
by  the  factory,  because  of  their  lack  of  intimate  knowledge 
of  the  men  and  conditions  with  which  they  are  dealing. 

“Prosperity  means  good  business.  Good  business, 
means  active  buying.  Buying  moves  in  a circle.  It  must  . 
begin  with  you — and  in  the  end  it  comes  back  to  you. 

“There  are  four  factors  in  the  circle  of  buying — the 
manufacturer,  the  jobber,  the  retailer,  and  the  buyer — 
who  is  YOU. 

“The  manufacturer,  jobber,  or  retailer  is  in  a ‘separ- 
ate ’ class  only  so  far  as  his  own  business  is  concerned.  In 
every  other  relation  of  life  he  is  one  small  individual  in  the 
great  public,  affected  by  the  same  living  conditions  that 
affect  you. 

“Outside  his  own  business  he  is  you — a buyer.  He  ■ 
joins  with  you,  therefore,  in  starting  the  buying  impulse 
that  sweeps  around  the  circle.  He,  like  you,  buys  the  neces- . 
sities  and  comforts  of  life  from  a retailer- — who  buys  from  a, 
jobber — who  buys  from  a manufacturer — all  of  whom  must,, 
buy  from  the  public  (you)  the  time,  skill,  knowledge,  mate-- 
rials,  etc.,  that  the  public  has  to  sell. 

“When  YOU  buy,  ALL  buy;  when  YOU  stop,  ALL 
stop! 

“So,  after  all,  it  appears  that  the  jobber  serves  a useful 
purpose  in  the  nation’s  distributing  system — that  he  is  a 
needed  and  necessary  distributing  point — that  he  saves; 
time  and  money  for  the  retailer — that  the  service  he  renders; 
encourages  competition  and  lower  prices — and  that  thorn- 
sands  of  good  citizens  draw  their  pay  from  or  through 
jobbers. 

“And  maybe  YOU  are  one  of  them. 

“The  jobber's  service  is  a necessary  service.  It  muse 
be  performed — and  must  be  paid  for.  d 

“The  same  is  true  of  the  manufacturer,  the  retailer, 
and  every  one  of  us.  Each  must  be  paid  the  cost  of  what 
we  sell — plus  a reasonable  profit.” 


LABOR  TROUBLES  IN  THE  SHOE  INDUSTRY 

Canadian  shoe  circles  have  to  date  been  remarkably 
free  from  labor  troubles,  though  what  may  happen  when 
the  inevitable  readjustments  are  made  is  still  in  the  future. 
The  experience  of  the  Corson  Shoe  Mfg.  Co.,  Limited,  is  of 
interest  to  the  trade.  In  order  to  maintain  volume,  they 
were  manufacturing  what  they  called  a “third  grade” 
shoe.  And  in  order  to  increase  the  sale  of  this  shoe  by 
keeping  the  price  down,  they  proposed  reducing  the  wage, 
scale  on  that  shoe  by  ten  per  cent.  The  matter  was  laid 
before  the  workpeople,  and  the  cut  was  made  with  their 
consent.  Working  conditions  were  good,  everything  was, 
done  to  make  life  pleasant  for  the  employees,  even  to  the 
extent  of  music  and  recreation  in  the  noon  hour.  Neverthe-, 
less  a strike  was  ordered  by  the  union.  About  twenty  per 
cent,  of  the  people  walked  out.  Within  a short  time,  how- 
ever, they  were  replaced,  and  production  maintained  with 
little  or  no  difficulty  aside  from  the  necessity  of  breaking  in 
new  help.  Mr.  Corson,  who  is  an  aggressive  fighter,  and 
who  feels  his  cause  is  just,  and  that  his  actions  were  abso- 
lutely fair,  had  the  last  word  with  a page  advertisement  in 
a Toronto  newspaper,  in  which  he  laid  the  whole  case  before : 
the  public. 

A later  development  showing  the  harmony  that  exists, 
was  a presentation  to  Mr.  C.  S.  Corson  from  the  employees, 
of  a fine  steel  fishing  rod,  and  a very  complete  box  of  fishing 
tackle. 
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A study  of  market  conditions  soon  showed 
us  that  there  was  an  under-production  of 
Canvas  Shoes.  We  learned,  too,  that  these 
had  been,  generally  speaking,  but  little 
ordered  by  the  merchant.  In  short,  there 
was  a scarcity  of  Canvas  Shoes. 


We  are  facing  what  promises  to  be  a great 
season  for  this  footwear,  in  view  of  which 
we  have  made  the  necessary  preparations. 


We  Can  Serve  You  Promptly 


James  Robinson  Company 

Limited 


134  McGILL  STREET 


MONTREAL 
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Novelty  lines  are  selling  well  but  it  is  easily 
noted  that  the  extreme  creations  have  had 
their  day.  The  call  is  for  moderate  styles— 
different,  it  is  true,  but  more  reasonable  in 
their  design. 

We  have  watched  this  style  change  closely  and 
have  stepped  in  at  a time  which  is  safe  for  the 
merchant.  This  is  part  of  the  service  which 
it  is  our  pleasure  to  give— a service  only 
possible  with  a complete  organization  carry- 
ing stock  for  your  convenience. 


New  Styles  for  Fall  are  Selling 


Jaimes 


Limited 

184  McGILL  STREET 


om'pany 

MONTREAL 
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SHOE  COMPANX  Limited 

TOROWT0. 


Sorting  With  Safety 

Summer  selling  will  mean  SEASONABLE  GOODS 
wanted  in  a RUSH.  Our  supply  service  meets  this 
condition  to  the  satisfaction  of  every  dealer  who 
uses  it.  Popular  Style,  Reliable  Quality  and  Good 
Value  in  all  lines. 


Men’s  Mahogany  Oxf.,  Ball  Strap,  Goodyear  Welt.. 
3 Lines—  $4.65,  $5.00,  $5.50 

Men’s  Mahogany  Bals.,  Ball  Strap,  Goodyear  Welt.. 
$5.00,  $5.50 

Women’s  Mahogany  Oxf.,  Ball  Strap,  M.S. 

$3.45,  $3.95 

Showing  a splendid  range  of  white  footwear  and 
always  carrying  a complete  stock  of 

Speed  King  Outing  Shoes 


WHITE  SHOE  CO.,  LIMITED 

9 Wellington  St.  West  Toronto 


Mention  "Shoe  and  Leather  Journal ’’  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


69 


Boston 
Style  Show 

Rival  Shoe  Centres  Make  Plans  to  Out- 
shine Each  Other  in  Exhibitions 

ONCE  more  are  the  embers  of  slumbering  rivalry  begin- 
ning to  glow  in  Lynn,  Haverhill  and  Brockton  as 
the  early  breezes  of  the  National  Shoe  and  Leather 
Exposition  and  Style  Show,  scheduled  for  July  next  in 
Boston,  begin  to  blow.  “The  Big  Three”  of  New  England’s 
shoe  towns,  each  famous  for  a particular  kind  of  shoe  and 
each  holding  itself  as  a leader  of  the  trio,  will,  it  is  hoped, 
be  fittingly  represented  at  the  Boston  Show. 

Of  the  three  towns,  Lynn  seems  to  be  earliest  on  her 
toes  and  is  reported  to  be  getting  right  down  to  the  serious 
business  of  building  her  part  of  the  coming  Boston  show. 
Lynn  manufacturers  feel  that  a good  start  was  made  at  the 
style  show  in  Boston  last  July,  where  the  Lynn  exhibit  will 
certainly  be  remembered  by  all  who  attended  the  exhibition. 
The  weak  spots  of  that  effort  will,  it  is  said,  be  corrected 
this  year  and  a lot  of  new  features  added.  Although  Lynn’s 
plans  are  just  being  formed,  it  seems  safe  to  say  that  all 
of  the  fourteen  firms  which  took  part  in  last  July’s  show  at 
Mechanics’  Building  will  be  again  represented  this  year. 
The  Style  Show  Committee  of  the  Lynn  manufacturers  are 
optimistic  enough  to  think  that  the  exhibiting  concerns 
this  year  will  be  materially  increased.  The  same  space 
used  by  Lynn  last  year  will  be  used  again  this  year,  but 
undoubtedly  it  will  be  much  larger  and  much  more  impres- 
sively decorated. 

Lynn  Committee 

The  Style  Show  Committee  for  Lynn  are  the  following: 
Chairman,  Charles  D.  MacLaughlin  of  the  Bresnahan  & 
MacLaughlin  Shoe  Co.;  E.  C.  Hyde  of  the  Watson  Shoe 
Company;  M.  J.  Toby,  of  the  P.  J.  Harney  Shoe  Co.;  E.  R. 
Taylor,  of  the  McNichol,  Taylor  Last  Co.;  Lester  Herrick, 
of  the  Herrick  Shoe  Co.;  W.  F.  Sullivan,  of  the  Lynch  Shoe 
Co. 

The  Haverhill  exhibit,  it  is  sail,  will  be  held  in  the  same 
part  of  the  Mechanics  Building  as  last  year,  although  some 
decided  changes  will  be  made  in  the  general  layout  and  plan. 
The  Slipper  City  is  determined  to  shine  at  the  Boston  show 
as  she  never  shone  before,  and  her  exhibit  will  be  a surprise 
to  both  Haverhillites  and  the  strangers  without  her  gates. 
The  early  returns  show  that  over  a dozen  well  known  manu- 
facturers will  come  to  the  front  to  advertise  their  city  at 
the  show. 

Tercentenary  Celebration 

Particular  interest  is  attached  at  this  time  to  Boston, 
both  because  of  the  forthcoming  National  Shoe  and  Leather 
Exposition  and  Style  Show,  July  11th,  12th,  13th,  14th, 
and  because  of  the  series  of  Plymouth  and  Provincetown 
tercentenary  celebrations,  scheduled  for  this  spring  and 
summer.  More  and  more,  New  England,  of  which  Boston 
is  the  very  centre,  is  coming  to  be  regarded  as  the  ideal 
playground  of  America.  The  mountains,  lakes,  woodlands, 
seashores,  magnificent  drives,  gorgeous  scenes  and  salubrious 
climate  have  always  attracted  thousands  of  tourists  and 
pleasure  and  health  seekers  during  the  hot  months  of  the 
year.  Historical  scenes,  of  which  the  New  England  states 
abound,  have  always  commanded  the  intense  interest  of 
school  children.  The  foundation  stones  of  American  inde- 
pendence and  of  national  consciousness  were  laid  there, 
and  nearly  all  the  great  reforms  and  movements  were 
mothered  in  or  near  Boston.  


In  recent  years,  attentive  consideration  has  been  given 
by  hotels,  railroads,  touring  companies  and  pleasure  resorts 
to  visitors  from  a distance  so  as  to  provide  the  fullest  infor- 
mation and  to  enable  them  to  make  the  most  of  their  vacation 
spent  in  that  section.  Recently  the  Boston  Chamber  of 
Commerce  created  a Convention  and  Tourist  Bureau 
designed  to  provide  such  information  as  may  be  asked  by 
tourists  and  visitors  and  to  assist  in  arranging  tours  and  in 
supplying  information  when  called  upon. 

Fall  Style  Tendencies 
in  Women’s  Shoes 

FROM  reports  appearing  at  the  different  shoe  centres 
some  interesting  deductions  may  be  made  as  to  the 
trend  of  fall  styles  in  women’s  shoes  as  indicated  by 
the  buying  of  the  past  few  weeks. 

Leathers  and  Colors 

In  spite  of  all  the  predictions  as  to  lighter  shades  of 
tans,  the  prevailing  call  seems  to  be  for  medium  dark  shades. 
There  is  a tendency  to  hit  the  middle  course  and  what  is 
called  “nut  brown”  will  provide  a compromise  between 
“cocoa”  and  light  tans. 

Suedes  will  hold  their  sway  until  the  early  fall,  but 
there  is  already  abundant  indications  that  women  have 
tired  of  this  vogue  on  account  of  its  difficulty  in  keeping  clean 
and  smart.  Grays  will  hold  out  with  the  warm  weather 
and  will  then  gradually  fade  away. 

Patents  seem  to  be  coming  rather  strongly  in  straps 
and  oxfords  and  there  is  a decided  move  in  the  direction  of 
blucher  cuts  in  the  latter  class,  as  well  as  a good  enquiry 
for  high  tongued  colonials  in  patent.  Combinations  of 
buck,  gray  and  fawn  suede  and  patent  are  also  on  the  tapis . 

Blacks  are  slowly  but  surely  coming  back  and  both 
black  kid  and  gunmetal  are  pressing  well  to  the  front. 

High  vs.  Low  Cuts 

There  is  not  a great  interest  in  boots  as  yet,  but  the 
signs  point  to  the  fact  that  stocks  are  low  and  the  general 
run  of  dealers  are  convinced  that  they  will  have  a good 
place  in  fall  selling.  This  will  be  confined  largely  to  the 
eight  and  a half  inch  variety.  The  tendency  is  to  get  away 
from  high  heels  and  very  few  are  shown  over  two  inches, 
from  12-8  to  15-8  being  the  popular  range.  The  Baby  Louis 
is  still  popular  in  turns.  Low  shoes  in  welts  are  selling  with 
much  lower  heels,  10-8  being  the  favorite.  There  is  a general 
tendency  in  low  shoes,  especially  turns,  towards  simpler  lines 
and  while  perforations  are  more  or  less  used,  ball  straps  and 
brogue  effects  generally  are  confined  to  the  heavier  walking 
varieties. 

There  are  fewer  brogue  effects  seen  in  women’s  lines 
throughout  and  wing  tips  and  ball  straps  are  waning  in 
popularity,  although  there  are  quite  a few  Scotch  grain 
effects  in  oxfords  and  pumps. 


A PROGRESSIVE  WESTERN  STORE 

The  United  Shoe  Store  of  Saskatoon  expect  to  be  in 
new  quarters,  a few  doors  from  their  present  location,  some 
time  in  July.  Their  new  store  will  be  one  of  the  finest  on 
the  prairies,  handsomely  decorated,  and  with  the  most 
up-to-date  dome  shaped  show  windows.  The  manager, 
Mr.  N.  D.  Balfour,  has  been  with  them  a year  and  a half. 
Prior  to  that  he  was  sixteen  years  in  Winnipeg,  coming  to 
that  city  from  Hamilton,  Ont.,  where  he  was  with  Leslie’s 
Store.  They  have  just  been  running  a big  sale  of  fine 
quality  women’s,  boots  at  $3.85. 
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AT  THE  FRONT 

Famo  Glared  Kid 


YV7  H EREVER  good  shoes  are 
**  known  and  genuinely  stylish 
leathers  appreciated,  there  you  find 
FAMO  KID  at  the  front. 

P OREMOST  in  cutting  econ- 
* omies,  in  Style  effect,  and  in 
durability,  it  Stands  pre-eminent  as  the 
all-round  practical  leather  to  bring 
credit  to  your  product. 


HENWOOD  & NOWAK,  INC. 

Tannery  at  Wilmington,  Del. 

General  Offices:  95  South  St.,  Boston 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 
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Mr.  Henry  Fry  is  commencing  in  the  shoe  retail  business 
at  Floradale,  Ont. 

Mr.  Finch  Roy,  of  Mount  Forest,  Ont.,  has  sold  his 
shoe  repair  business  to  Mr.  Chas.  Bethley. 

A change  is  announced  in  connection  with  the  shoe 
business  of  A.  Lecompte,  Limited,  Montreal,  Que. 

Mr.  R.  B.  Griffith,  of  R.  B.  Griffith  & Co.,  Limited, 
Hamilton,  Ont.,  was  spending  a few  days  in  Toronto  last 
week. 

Mr.  Causgrove,  proprietor  of  Causgrove’s,  Limited, 
Saskatoon,  Sask.,  has  been  sitting  on  the  jury  of  the 
Saskatoon  spring  assizes. 

Mr.  Ed.  Wettlaufer,  sales  manager  of  the  Chas.  A. 
Ahrens  Co.,  of  Kitchener,  has  just  returned  from  an  eight 
weeks’  trip  to  the  coast. 

Mr.  M.  H.  Aronoff  has  moved  from  Barrington  street 
to  47  Gottengen  street,  Halifax,  N.S.  He  operates  a retail 
shoe  store  under  the  name  of  “The  Fit-rite  Shoe  Store.” 

A new  store  known  as  the  Quality  Shoe  Store  has  been 
opened  in  St.  John,  at  107  Charlotte  street.  They  are 
running  an  opening  sale  and  trade  is  far  beyond  their  expec- 
tations. Mr.  Jack  Margolian  is  manager. 

Mr.  Y.  Fallen,  of  Getty  & Scott,  has  just  returned  from 
a trip  in  which  he  made  a swing  around  the  shoe  centres, 
including  Montreal,  Boston,  New  York,  Philadelphia.  He 
was  impressed  with  the  fact  that  while  conditions  have  been 
bad  in  Canada,  we  are  in  a better  position  generally  than 
our  neighbors  to  the  south  of  us. 

Wadey  & Hildred,  proprietors  of  the  Vogue  Shoe  Store, 
150-2nd  avenue  north,  Saskatoon,  Sask.,  who  started  in 
business  in  October,  1920,  report  that  they  are  doing  exceed- 
ingly well.  They  have  a very  up-to-date  store  and  carry  a 
complete  stock  of  men’s  and  women’s  shoes.  Their  store 
is  in  line  with  the  best  in  Saskatoon. 

Mr.  C.  S.  Corson,  president  of  the  Corson  Shoe  Manu- 
facturing Co.,  Limited,  Toronto,  was  the  recipient  recently 
of  a complete  fisherman’s  outfit,  suitably  inscribed,  being  a 
surprise  gift  from  his  employees  as  a mark  of  their  affection 
and  esteem.  The  occasion  was  his  thirty-ninth  birthday 
anniversary,  and  the  presentation  is  all  the  more  remarkable 
in  view  of  the  fact  that  Boot  and  Shoe  Workers’  Union 
recently  “called  out”  a number  of  their  members  who  were 
at  work  in  the  Corson  Shoe  Company,  and  this,  despite  the 
fact  that  the  union  workers  themselves  were  perfectly 
satisfied  with  working  conditions  and  wages.  Regarding 
that  fisherman’s  outfit,  Fishing  Section  please  note! 

James  A.  Young  has  returned  from  the  south  and  has 
for  a few  days  been  confined  to  the  hospital  where  he  under- 
went a minor  operation.  For  a man  of  his  years  he  is  a 
wonder,  and  those  who  have  known  him  in  the  shoe  trade 
for  the  last  forty  years  say  that  men  may  come  and  men 
may  go  but  “Jim”  Young  goes  on  forever.  Ma}^  he  reach 
the  century  mark. 

Messrs.  W.  K.  Levey,  of  Niagara  Falls,  N.Y.,  Harry 
Levey,  of  Erie,  Pa.,  and  Joe  Levey  of  Pittsburg,  Pa.,  broth- 
ers of  Levey  & Levey’s,  who  have  discontinued  their  retail 
shoe  business  in  St.  Catharines,  Ont.,  have  secured  a new 
lease  of  the  St.  Catharines  store  at  86-88  St.  Paul  street 


and  will  re-open  with  a complete  stock  of  men’s  and  women’s 
boots  and  shoes,  trunks,  bags.  It  will  be  known  as  Leveys 
& Leveys,  Limited,  and  when  completed  will  be  one  of  the 
most  up-to-date  stores  in  St.  Catharines. 


DEATH  OF  MRS.  R.  H.  GREENE 

The  many  friends  of  Mr.  R.  H.  Greene,  secretary  of 
Gutta  Percha  and  Rubber,  Limited,  will  most  sincerely 
sympathize  with  him  in  the  loss  of  his  wife  who  passed  away 
on  May  19th  last  at  Toronto.  Originally  from  Hamilton, 
Ont.,  Mr.  and  Mrs.  Greene  have  lived  in  Toronto  for  over 
thirty  years,  and  in  both  cities  they  have  a wide  circle  of 
friends  who  will  miss  Mrs.  Greene,  who  was  identified  with 
society  in  both  places,  and  was  connected  with  numerous 
public  and  charitable  undertakings  during  her  lifetime. 


CUT  SOLES,  LIMITED 

Under  the  name  of  Cut  Soles,  Limited,  Messrs.  Getty 
& Scott,  Limited,  of  Galt,  have  entered  the  field  of  cut  soles 
for  the  use  of  shoe  manufacturers.  While  this  end  of  the 
industry  has  been  developed  to  a large  extent  in  the  United 
States,  the  majority  of  Canadian  shoe  manufacturers  have 
followed  the  practice  of  buying  sole  leather  and  cutting  soles 
for  themselves.  The  cutting  of  soles  in  large  quantities  at 
a central  point  makes  for  a general  increase  in  efficiency  and 
economy.  Under  this  system  a manufacturer  buys  just  the 
grade  and  quantity  of  stock  he  requires,  knows  his  exact 
cost  per  pair,  and  has  no  accumulation  of  trimmings,  waste, 
and  off-grade  stock  to  take  care  of.  This,  too,  can  be  mar- 
keted to  better  advantage  in  quantity. 

Cut  Soles,  Limited,  is  located  in  a newly  laid  out  build- 
ing, with  special  provision  for  holding  and  drying  the  leather 
to  a uniform  condition.  The  cutting  system  adopted  is  the 
latest  practice,  whereby  with  one  machine  an  operator  can 
turn  out  upwards  of  three  thousand  soles  per  day.  The 
backs  are  first  cut  in  strips  of  the  proper  width,  and  these 
are  cut  into  soles  with  a minimum  of  waste,  while  such  waste 
as  is  made  is  available  for  shank  pieces.  Provision  can  also 
be  made  for  minimizing  waste  due  to  brands,  etc.  The  soles 
when  cut  are  carefully  sorted  into  sizes,  grades,  weights, 
etc.,  so  that  a manufacturer  can  order  precisely  the  soles 
for  his  requirements.  Suitable  stocks  are  kept  for  imme- 
diate shipment  in  quantities.  Already  the  reception  received 
by  Cut  Soles,  Limited,  on  the  part  of  the  Canadian,  trade  has 
been  of  a substantital  and  decidedly  encouraging  nature. 


OPEN  LONDON  BRANCH 

Gutta  Percha  & Rubber,  Limited,  manufacturers  of  the 
famous  “Gutta  Percha”  Tires,  Maltese  Cross  Rubbers, 
Outing  Brand  Shoes  and  Mechanical  Rubber  Goods  have 
recently  opened  a branch  in  London  at  119  King  street, 
opposite  Market  Square.  Mr.  A.  E.  Jolly  is  in  charge  of 
the  branch  and  Mr.  Elwood  Sharpe,  who  has  been  Toronto 
representative  for  some  years  for  their  popular  footwear 
lines  is  in  charge  of  the  shoe  department.  A stock  of  tires 
and  shoes  will  be  carried  and  should  even  better  the  service 
to  which  Western  Ontario  customers  are  accustomed. 


72 


THE  SHOE  AND  LEATHER  JOURNAL 


How  Should  I 
Advertise? 

Some  Publicity  Ideas  and  Business  Getters 
for  the  Shoe  Repair  Man 

THE  shoe  repair  man  these  days  is  looking  for  ideas 
that  will  bring  him  business  and  increase  profits.  If 
he  listened  to  every  salesman  who  calls  on  him  he 
would  spend  his  money  on  all  manner  of  fake  schemes,  and 
in  the  long  run  would  be  out  of  pocket.  There  are  no  two 
stores  who  serve  exactly  the  same  type  of  people,  who  do 
exactly  the  same  class  of  business,  or  whose  methods  are 
or  should  be  identical.  But  the  basic  problems  of  all  repair 
men  are  similar,  and  what  one  has  found  useful  is  of  value 
to  his  neighbor.  Mr.  J.  W.  Hendry,  of  the  Granite  City 
Shoe  Repairing  Works,  Toronto,  has  given  publicity  and 
business  building  methods  a great  deal  of  thought  of  an 
analytical  nature,  and  some  of  his  ideas  he  passed  on  to  the 
Shoe  and  Leather  Journal,  for  the  benefit  of  Canadian 
shoe  repair  men. 

A Sound  Basis  to  Start  From 

“In  all  my  advertising  or  selling  schemes,”  said  Mr. 
Hendry,  “I  follow  the  one  main  idea.  It  is  to  study  the 
human  element.  In  order  to  spend  my  money  to  bring  the 


best  returns  I first  make  up  my  mind  as  to  what  class  or 
community  I am  after.  Then  I study  their  characteristics 
and  make  my  appeal  to  them.  It  is  also  a good  plan  to 
study  one’s  own  characteristics.  Ask  yourself,  “Why  do 
I do  that?’  ‘What  do  I think  about  that?’  And  then,  if 
I make  a dime  on  that  basis,  there  are  a number  of  people 
who  think  and  act  very  much  the  same  as  I do,  and  who 
will  react  to  such  a plan  as  I would. 

“Another  sound  basis  is  to  build  your  business  on  what 
you  already  have  obtained.  I believe  in  following  up  old 
customers,  to  get  them  to  come  to  me  regularly,  and  to 
increase  that  list.  I send  matter  of  interest  not  only  to 
them,  but  to  anyone  else  into  whose  hands  it  might  come. 
I also  try  to  reach  every  one  in  every  house  to  which  my 
parcels  may  be  taken.  For  instance,  if  the  repair  tag  is 
left  tied  to  the  shoe  when  sent  out,  it  must  be  torn  off  when 
the  parcel  is  unwrapped.  And  it  is  quite  likely  that  before 
it  finally  disappears  some  one  person  or  more  in  the  house 
will  have  seen  it,  and  noticed  my  name  on  it. 

Where  to  Advertise 

“A  repair  man  should  confine  his  expenditure  for  adver- 
tising to  the  community  he  serves.  Everything  else  is 
wasted  money  and  effort.  I follow  several  schemes.  In  the 
first  place,  I use  local  weekly  papers,  employing  attractive 
cuts,  or  cuts  such  as  are  provided  by  supply  houses.  And 
I make  my  story  apply  to  the  cut  shown.  Then  I try  to 
specialize  in  each  ad  on  one  line,  such  as  a certain  type  of 
repairing,  or  a certain  line  of  findings  or  accessories.  I 


Granite  City 
Shoe  Repairing  Works 

A Member  of  the 

•J!  peay 

no^  oj  pre^) 
ssauisng 

jnO  s!  S!M1 

We  have  the  smartest  and  most  up-to-the-minute 
Shoe  Repair  Shop  in  this  city. 

Wc  are  Specialists  but  our  advice  is  Free. 

Our  Motto  : Courtesy,  Quality  and  One  Day  Service. 

Business  Hours  8 a m.  to  8 p m. 

Working  Hours  8 a.m.  to  6 p.m 

Business  Address  : 2191  QUEEN  ST.  EAST 


A LIST  OF  WHAT  WE  DO 

Artistic  Shoe  Repairing 
of  All  Kinds 


NEOLIN 

TENEX 

ACME 

LEATHER 


WHOLE  SOLES  AND  RUBBER  HEELS. 
ALL  COLORS  $2.50 


Ladies  Your  Heels  Straightened  and  Enameled  in 
White,  Gray,  Pearl  Gray,  Khaki,  Mahogany, 
Brown,  Tan  and  Black,  40c. 


LADIES’  RUBBER  HEELS,  all  Shapes  50c. 

GENTS'  **  “ 50c.  and  60c. 


Half  Soles  in  Tenex  Neolin  Leather 

Ladies  Your  Shoes  can  be  Dyed  in  Combination  Colors 
Gents  Shoes  Dyed  Black  and  Mahogany  35c.  and  50c. 

Ladies’  Heels  Rebuilt  $1.00  to  $1.50 

We  can  Cure  that  Squeak  It  You  are  in  Doubt  about  Anything 

or  that  Tight  Shoe  Consult  US 

Bring  Your  Shoes  We  Want  Work 

No  job  too  big  nor  yet  too  small. 

We  have  a welcome  for  them  all 

J W.  HENDRY 


Front  and  back  of  attractive  circular.  The  inside  pages  comprise  a price  list  of  polishes,  laces,  shoe  sundries,  etc. 
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want  those  ads  to  apply  to  my  district,  to  my  trade,  and  to 
my  stock  or  services.  General  publicity  also  includes  adver- 
tising in  programs,  booklets,  and  other  mediums  of  local 
circulation. 

“Direct  mail  advertising  includes  circulars,  folders,  and 
letters  to  a selected  mailing  list,  aimed  not  only  at  the  person 
to  whom  they  are  addressed,  who  is  usually  an  old  cus- 


soqs  am 

suoima 

8)000  iui  jqStiog  pvq  j qsiM  j 


1 bought  my  Boot.-*  from 

Dutton's 
The  Shoe  Maker 

and  am  well  satisfied 


i ts  09..  Ysrooto 


ALL  ROADS  LEAD  TO 


For  Sick  Shoes 

We  guarantee  all  Leather  and  Materials  j 
to  be  No.  1. 

We  are  the  real  Sole  Savers, 

We  mend  the  rips,  and  paten  the  holes 
Build  up  your  heels  and  save  your  sotea.  < 

Try  our  Boys’  Hand-made  Solid  Leather  School  \ 
Boots  ' 

We  sell  Boys’  and  Girls’  Hand-made  ] 

Leather  School  Bags.  ! 


229  Station  St. 


PSione  537 


Blotters  are  handy  reminders 


tomer,  but  at  other  persons  who  may  see  them.  These 
must  be  neat,  attractive,  and  very  much  to  the  point. 
Remember  that  everything  you  send  out  represents  so 
much  money  spent,  and  for  which  you  must  account  to 
yourself. 

“I  bank  to  a great  extent  on  what  I call  “parcel  adver- 
tising.” This  goes  home  with  the  shoes.  The  first  idea  is 
to  have  the  tag  firmly  tied  to  the  shoes,  so  it  must  be  untied. 
And  I hope  that  it  will  be  thrown  down,  and  lie  around  to 
catch  somebody’s  eye.  Then  I put  folders  or  circulars  in 
the  parcels,  which  are  as  often  as  not  kept  for  reference, 
and  read  at  least  to  the  extent  of  getting  my  message  across. 
And  I have  proved  to  my  own  satisfaction  that  these  methods 
work  out. 

“I  should  say  to  advertise  whether  you  are  busy  or 
not.  But  particularly  when  you  are  busy.  Lots  of  men 
say,  there  is  no  sense  in  advertising  now,  I have  all  the  work 
I can  handle.  That’s  a mistake!  Advertise  when  the 
people  are  spending  their  money,  whether  it  be  shoe  repairs 
or  anything  else.  The  rush  of  work  will  help  to  carry  you 
over  the  lean  period  when  business  is  slack. 

“I  am  not  strong  for  the  ‘stunt’  advertising,  such  as 
offering  free  rubber  heels  to  every  fifth  customer,  or  cut  rates 
on  findings,  polish,  etc.  Perhaps  I have  not  tackled  them 
properly,  but  my  own  opinion  is  that  they  are  of  little 
permanent  value. 

“My  ideas,  summed  up,  would  be: 

“(1)  Study  your  district  and  trade. 

“(2)  Let  them  know  where  you  are. 

“ (3)  Let  them  know  what  you  do. 

“ (4)  Keep  everlastingly  at  it. 

“(5)  Do  quality  work. 

“And  the  volume  of  trade  and  profit  will  come.” 

Repair  Conven- 
tion Plans 

Program  and  Plans  being  Worked  Out — 
Everything  Points  to  Successful  Gathering 

THE  committee  in  charge  of  arrangements  for  the  Con- 
vention to  be  held  on  July  27  th  and  28th  are  quietly 
working  out  their  plans.  The  trade  will  have  received 
circulars  before  this  Journal  arrives,  which  will  put  them 


in  detailed  touch  with  the  proposed  gathering  and  its  agenda . 

The  program  is  being  worked  out  in  more  detail,  and 
speakers  selected,  each  one  of  whom  may  be  regarded  as 
being  particularly  conversant  with  his  field. 

The  subject  of  “Competent  Help”  is  to  be  introduced 
by  Mr.  S.  Burnett,  who  as  a thoroughly  experienced  shoe- 
maker, employer  of  men,  and  trainer  of  apprentices,  has 
some  very  interesting  and  important  views  and  suggestions. 

Mr.  Pettit,  of  Brantford,  will  handle  the  question  of 
“Universal  Prices.”  This  is  a live  subject  and  should 
evoke  spirited  and  beneficial  discussion. 

Mr.  Smith,  of  Brantford,  is  to  deal  with  the  question  of 
“Shoe  Manufacturers’  Methods  as  they  Affect  the  Repair 
Man.”  This  will  cover  a broad  field,  and  should  call  for 
discussion  of  questions  such  as  fibre  counters,  repairs  of  stitch- 
down  shoes  and  turns,  and  many  other  knotty  points. 

Mr.  Revell,  of  Hamilton,  has  undertaken  the  question 
of  “Store  Work.”  As  a great  proportion  of  his  business  is 
in  this  line,  he  has  very  definite  ideas  and  experiences  to 
relate.  Doubtless  there  will  be  those  in  attendance  who  have 
divergent  views,  and  who  will  have  no  hesitation  in  giving 
voice  to  them. 

Shoe  repair  men  as  a class  are  thinkers  and  are  also 
able  to  give  expression  to  their  thoughts,  so  any  one  who 
likes  to  partake  in  a lively  discussion,  or  to  stand  outside 
the  ring  holding  a coat  or  a sponge,  or  waving  a towel,  should 
be  right  in  his  element  next  July  in  Toronto. 

Mr.  Brooks,  of  the  United  Shoe  Machinery  Company 
of  Canada,  is  slated  to  deal  with  the  subject  of  “Leased 
Machinery.”  His  wide  experience  in  this  field  makes  him 
an  authoritative  speaker  on  this  topic,  while  we  are  given 
to  understand  that  the  discussion  to  follow  will  most 
decidedly  not  be  devoid  of  interest. 

The  above  are  only  a few  of  the  lines  to  be  followed  in 
the  Convention.  As  time  goes  on,  and  developments 
unfold,  keep  posted  by  following  these  columns.  In  the 
meantime,  lay  your  plans  to  take  off  two  or  three  days  to 
spend  with  us  in  Toronto.  You  will  be  guaranteed  the 
time  of  your  J.ife. 


Before  After 

ALL  ROADS  LEAD  TO 


Sutton’s  Shoe  Hospital 

Grand  Trunk  Boot  & Shoe  Makers 
and  Repairs 

We  are  noted  for  Quality  and  Workmanship 

All  work  done  by  the  modern  down-to-the  minute  Electric 
Shoe  Machinery,  The  Goodyear  Welted,  Rapid  Lock- 
stitch System. 

RUBBER  HEELS  PUT  ON 

WHILE  - U - WAIT 

Rubber  Boots  re-sdled  with  Rubber  just  like  new 
Try  our  Hand  Made  Solid  Leather  Work  Boots  for  Men 
and  Boys, 

Phone  537  - 229  Station  Rd 

Belleville 


A match-striker  to  hang  up 
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Teaching  the 
Public 

Education  of  Customers  Necessary  to 
Progress  of  Shoe  Repair  Trade 

IT  is  only  a few  years  since  all  shoe  repair  men  were 
cobblers.”  With  all  respect  to  the  man  who  worked  at 
his  bench,  made  or  repaired  shoes  by  hand,  his  day  has 
passed.  We  take  off  our  hats  to  him,  however,  for  the  old- 
time  shoemaker  knew  shoes  from  start  to  finish.  It  was 
not  so  much  a cold-blooded  business  with  him  as  an  art 
that  he  loved.  And  he  is  still  almost  indispensable.  We 
heard  a leading  repair  man  say  the  other  day  that  no  up-to- 
date  shop  could  get  along  entirely  without  the  trained 
shoemaker  who  coidd  do  the  fine,  ticklish  jobs  that  it  was 
impossible  to  do  by  machinfe. 

The  development  of  the  shoe  repair  business  into  a large 
scale  industry,  however,  has  necessitated  the  development 
of  modern  machinery,  and  business  methods  that  leave  the 
old-fashioned  repair  shop  and  methods  as  things  in  the  far- 
distant  past.  Nevertheless,  the  transition  has  been  so 
gradual  and  yet  so  rapid,  that  the  general  public  fail  tc 
realize  the  wonders  that  are  being  worked  for  them  every 
day. 

Educate  Them 

It  is  up  to  the  repair  men  to  teach  their  customers  in 
various  ways  the  actual  function  they  perform,  and  the  part 
shoe  repair  men  play  in  the  modern  economic  system.  This 
can  only  be  done  by  continual  individual  and  concerted 
hammering,  in  the  form  of  direct  contact  in  the  shop,  window 
displays,  advertising  and  other  methods  that  may  have 
value. 

Along  this  line,  in  connection  with  the  Pageant  of  Prog- 
ress which  is  being  held  in  Chicago  for  two  weeks  com- 
mencing July  30th,  it  is  proposed  to  show  the  evolution  of 
the  shoemakers’  industry.  The  exhibit  which  is  being 
sponsored  by  repair  men  and  wholesale  leather  and  findings 
bodies  will  show  the  modern  repair  shop,  with  the  latest 
in  machinery  and  equipment,  as  contrasted  with  the  old- 
fashioned  cobbler’s  shop,  where  all  work  was  done  by  hand 
in  a primitive  and  slow,  if  satisfactory,  manner. 

The  Advantages  of  Modern  Machinery 

It  is  hoped  that  the  exhibit  will  bring  home  the  fact 
that  not  only  can  work  be  done  faster  and  better  with 
improved  equipment,  but  that  without  modern  develop- 
ments of  rapid-working,  automatic  and  semi-automatic 
machinery  that  has  kept  if  anything  in  advance  of  the  repair 
trade,  the  amount  of  repairing  now  demanded  could  not 
be  handled. 

Mr . N orman  P . Shaffer,  secretary  of  the  Chicago  Leather 
and  Findings  Association,  who  is  actively  connected  with 
the  scheme,  says  the  exhibit  should  educate  the  public,  and 
show  them  the  real  value  of  the  neighborhood  shoe  repair 
shop. 

Tell  Them  What  to  Ask  For 

“A  woman  enters  a butcher  store,”  says  Mr  Shaffer, 
“and  she  doesn’t  just  ask  for  meat,  she  specifies  what  kind 
of  meat  she  wants,  round  steak  or  sirloin,  or  pork  chops  or 
lamb.  But  when  she  enters  a shoe  repair  establishment  she 
lays  her  worn-out  shoes  on  the  counter  and  says,  ‘ Put  half 
soles  on  these  and  straighten  out  the  heels.’  She  does  not 
designate  the  kind  of  leather  nor  anything  else.  She  merely 
states  what  she  wants  done  and  takes  her  call  ticket  and 
goes  out.  Then  when  she  discovers  that  the  shoe  repair 
man  has  charged  her  more  for  this  ‘repair  job’  than  she  paid 


for  the  last  one,  she  immediately  wants  to  know  why.  She 
does  not  take  into  consideration  the  fact  that  perhaps  she 
has  a better  leather  on  her  shoes  now  than  she  had  when 
they  were  previously  repaired.  She  does  not  let  that  thought 
elnter  her  head. 

“To  educate  the  public  to  call  for  what  they  want  put 
on  their  shoes  when  they  bring  them  to  the  repair  shop  is  one 
of  the  purposes  of  the  Pageant  of  Progress  exhibit.  Men, 
too,  are  as  likely  as  women  to  become  angry  when  charged 
more  for  a sole  on  a shoe  than  they  paid  the  last  time.  If 
they  had  asked  to  have  a specific  grade  of  leather  used 
there  would  be  no  cause  for  any  great  variation  in  price. 

“The  industry  all  over  the  country,”  he  continues, 
“should  be  vitally  interested  in  what  we  are  doing.  We  are 
going  to  lift  the  shoe  repair  shop  out  of  the  hole  which  so 
many  men  and  women  who  depend  upon  it  think  it  is  in. 
We  will  show  that  the  shoe  repair  man  working  over  his 
last  is  as  important  an  item  in  every  day  life  as  the  milk- 
man and  the  grocer. 

Tell  Them  Where  to  Buy 

“In  the  upward  march  of  the  shoe  repair  shop,  it  has 
been  confronted  by  the  fact  that  stores  which  are  not  shoe 
stores  or  repair  shops,  or  even  ‘shine  parlors,’  are  selling  shoe 
laces,  polishes,  rubber  heels,  nails  and  even  cut  soles  ready 
to  be  put  on.  This  practice  has  got  to  be  stopped,  it  is 
said,  and  one  way  to  stop  it,  is  to  educate  the  public  to  buy 
shoe  necessities  from  shoe  stores,  repair  shops  or  ‘shine 
parlors.’” 

A campaign  for  better  shoe  repair  shops  will  be  started. 
Signs  will  be  placed  in  all  shoe  repair  shop  windows  reading 
“Service  Shoe  Repair  Shop.”  The  public  will  be  told  to 
patronize  the  shops  which  exhibit  these  signs  and  an  adver- 
tising appropriation  is  now  being  solicited  to  use  in  local 
newspaper  advertising  which  will  tell  the  people  just  why 
they  should  buy  shoe  laces  and  other  footwear  accessories 
at  shoe  stores. 

Visitors  to  the  exhibition  will  be  shown  that  when 
they  pay  a dollar  for  a half  sole  they  get  less  than  when 
they  pay  a dollar  and  a half.  We  are  going  to  show  the 
public  that  they  can  get  better  returns  from  their  money  if 
it  is  spent  in  the  repair  shop  for  repairs  or  accessories,  than 
in  anything  else. 


SOME  POINTERS  FROM  CLEVELAND 

In  co-operation  writh  the  finders,  the  shoe  repair  men  of 
Cleveland,  Ohio,  are  putting  over  a drive  to  form  a local 
association.  The  following  extracts  from  their  initial 
folder  sent  out  to  the  trade  are  of  interest,  and  are  equally 
applicable  to  the  Canadian  trade. 

“What  will  the  Association  do  for  you? 

You  owe  it  to  yourself,  to  your  family,  and  to  your 
business  to  make  the  shoe  repair  business  in  Cleveland  a 
good,  clean,  valuable  work. 

To  make  the  public  understand  the  value  of  good  shoe 
repairing  and  to  properly  understand  the  service  which 
you  are  giving  them. 

1.  To  teach  our  members 

(a)  To  know  each  other  better. 

(b)  To  overcome  destructive  competition. 

(c)  To  learn  easier  and  better  methods. 

2.  To  teach  the  public 

(a)  To  buy  more  shoe  repairing! 

(b)  To  want  good  work,  not  cheap  work  and  low 

prices. 

(c)  People  should  appreciate  your  work. 

3.  We  must  respect  our  own  business — we  must  respect 
each  other.  We  must  do  more  work  and  better  work— we 
must  sell  more  goods  and  make  fair  profits. 
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Landis  No.  12  Shoe  Stitcher 
Sold  Outright.  No  Royalty 


Landis  Outfits  are  Money  Makers 


Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 


Landis  Machine  Co.  s£  SIM 


Prospects  interested  in 

Shoe  Repairing  Machinery 

Will  do  well  to  investigate  our  “Made  in  Canada” 
Machines  first.  They  can  be  purchased  either  direct  or 
from  our  representatives: 

Jos.  Beaulieu  & Co.  B.C.  Leather  8;  Findings  Co. 

460  St.  Valier  St.,  Quebec  Vancouver,  B.C. 


F.  H.  Folkins 

266  Union  St.,  St.  John,  N.B. 


H.  W.  Upham 
Moncton,  N.B. 


UNIVERSAL  SHOE  MACHINERY 
of  Canada,  Limited 

124-8  QUEEN  ST.  : : MONTREAL 

BEST  IN  THE  LONG  RUN 

NO  DUTY  NO  ROYALTY 


Are  you  one  of  the  very  few 
Houses  in  the  industry  not 
handling  National  Shoe  Plates? 

If  so  we  would  like  to  send  you  samples. 


“NATIONAL”  SHOE  PLATES 

are  made  in  three  sizes,  from  cold 
rolled  steel. 


Easy  to  drive  on,  hard  to  wear  off. 


— Write  us  for  samples — to-day. — 

National  Shoe  Plate  Mfg.  Co. 

160  No.  Wells  St. 

Chicago,  Illinois,  U.S.A. 


4.  We  must  keep  away  from  the  horrible  conditions  of 
slavery  of  the  past  dark  days  of  long  hours  of  hard  work 
and  poor  pay. 

Every  man  knows  that  eight  hundred  or  more  business 
men  owning  shoe  repair  shops  in  Cleveland  can  get  together 
and  make  the  business  a better  business. 

Every  shoe  repairer  should  look  back  on  the  bad  con- 
ditions of  the  shoe  repairer  before  the  war.  The  war  gave 
us  more  work  to  do — we  got  better  prices  and  we  were  busy. 
The  only  thing  that  saved  us  was  the  extra  business  and  the 
better  prices  that  we  received  when  business  was  good. 

Now  is  the  time  for  the  shoe  repairers  to  get  together. 
Wages  on  nearly  every  kind  of  labor  are  coming  down. 
Prices  on  most  everything  are  lower  or  will  be  lower. 

It  is  necessary  that  all  shoe  repairers  shall  now  act 
together. 

If  lower  prices  must  come,  they  should  be  fair  prices. 


If  we  don’t  act  together  now,  we  might  have  Price 
War  among  ourselves,  and  all  shoe  repairers  will  suffer  big 
losses. 

We  must  see  that  every  shoe  repairer  has  plenty  of 
work  to  do  at  fair  prices. 

We  must  not  cut  prices  to  take  business  from  each 
other,  for  cut  prices  means  the  shoe  repairer  then  works 
hard  and  long  hours,  but  does  not  make  money. 

We  must  get  together  and  work  together,  and  build  a 
bigger  business  for  all  shoe  repairing. 

We  must  not  only  get  a fair  price  for  our  work,  but  we 
must  let  the  people  know  that  good  work  and  good  materials 
should  receive  fair  prices. 

If  you  really  want  good  business, this  year  and  the  years 
to  come,  you  will  come  to  this  important  meeting.  It 
depends  on  you. 
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A Successful 
Western  Association 

Account  of  Western  Canadian  Leather 
abd  Shoe  Finders’  Association — By  WAL- 
TER WAIT,  Calgary 

WE  are  indebted  to  Mr.  Walter  Wait,  of  Calgary, 
Secretary  of  the  Western  Canadian  Leather  and 
Shoe  Finders’  Association,  for  the  following  resume 
of  the  Association: 

On  December  15th  and  16th,  1919,  a few  leather  and 
shoe  findings  men  of  western  Canada,  refusing  to  reconcile 
themselves  to  many  trade  irregularities,  from  which  they 
had  long  been  suffering  for  many  years,  gathered  together 
in  Calgary.  The  outcome  of  this  meeting,  extending  over 
two  days,  was  the  formation  of  The  Western  Canadian 
Leather  and  Shoe  Finders’  Association  under  the  presidency 
of  S.  L.  McCracken.  Walter  Wait  was  appointed  Secretary 
with  office  at  Calgary. 

The  principles  underlying  the  formation  of  this  Asso- 
ciation have  already  been  reported  upon,  and  it  started  out 
with  the  object  of  looking  after  the  interests  of  the  leather 
and  shoe  findings  industry  from  Winnipeg,  Manitoba  to 
Vancouver,  British  Columbia,  inclusive.  Every  legitimate 
jobber  in  this  territory  is  now  an  elective  member  of  the 
Association,  whilst  the  associate  membership  comprises 
many  of  the  leading  tanners  and  manufacturers  throughout 
Canada  and  the  United  States.  The  organization  quickly 
began  to  show  unmistakable  signs  of  filling  a long  felt  gap, 
being  enthusiastically  received  by  all  concerned,  and  at  the 
same  time  marking  another  step  forward  by  the  Western 
Canadian  companies. 

On  July  l^th  to  15th  of  last  year,  President  S.  L.  Mc- 
Cracken, on  the  invitation  of  President  Bragg  of  the  National 
Leather  and  Shoe  Finders’  Association,  represented  the 
Western  Canadian  Association  at  the  annual  Convention 
at  Cleveland.  The  reception  tendered  to  President  Sam, 
as  representative  of  the  junior  Association,  was  most  flatter- 
ing, and  the  splendid  report  put  before  all  members  on  his 
return  was  all  that  was  necessary  to  firmly  ensure  the  most 
successful  operation  of  the  Canadian  Association.  With 
the  solid  and  active  support  of  its  full  membership,  the 
officers  were  quickly  able  to  bring  about  numerous  bene- 
ficial changes  in  conditions  in  this  industry  in  Western 
Canada.  One  activity  and  field  of  usefulness,  in  the  form  of 
a bureau,  through  which  surplus  stocks  could  be  exchanged, 
missing  debtors  traced,  and  credit  information  obtained 
etc.,  quickly  followed  another. 

A Successful  Convention 

On  December  the  13th  and  14th,  1920,  the  annual 
Convention  was  held  in  Calgary,  delegations  coming  in  from 
Vancouver,  Edmonton,  Saskatoon,  Regina  and  Winnipeg, 
whilst  some  of  the  associate  members  attended  from  the 
United  States.  The  delegates  were  welcomed  by  the  Mayor 
of  Calgary  and  president  of  the  Association,  and  after  the 
necessary  committees  were  appointed,  the  Convention  dis- 
posed of  a considerable  amount  of  business.  The  following 
officers  were  appointed  by  the  Convention  to  carry  on  for 
1921:  Honorary  President  and  treasurer,  S.  L.  McCracken, 
Calgary;  president,  R.  B.  Francis,  Vancouver;  first  vice- 
president,  C.  M.  Adams,  Winnipeg;  second  vice-president, 
D.  J.  Hutchings,  Calgary;  secretary,  Walter  Wait,  Calgary; 
Executive  Committee:  J.  G.  Waggott,  Edmonton;  W.  J 
Whittaker,  Saskatoon;  A E Spriggs,  Winnipeg. 

The  coming  Annual  Convention  takes  place  on  the 
12th  and  13th  of  December,  1921,  at  Winnipeg,  Manitoba 
The  new  president,  R.  B.  Francis,  of  Vancouver,  will  be 


present  at  the  National  Convention  at  Kansas  City,  on 
July  13th,  14th  and  15th,  and  will  bring  its  delegates  further 
tidings  and  greetings  then  from  the  Western  Canadian 
Association. 

At  the  present  time,  there  are  numerous  important 
activities  under  consideration,  such  as:  Publicity  cam- 
paigns for  the  purpose  of  encouraging  the  public  in  the 
thrifty  habit  of  more  often  patronizing  the  repair  man;  how 
conditions  for  all  concerned  in  this  business  can  be  elevated; 
the  formation  of  a Dominion- wide  Association  The  first 
subject  mentioned  is  meritorious.  There  is  no  doubt  what- 
ever that  the  majority  of  the  public  are  particularly  extra- 
vagant, in  so  far  as  attention  to  slightly  worn  shoes  is  con- 
cerned, and  if  they  were  as  prompt  in  consulting  their 
repairman  when  necessary,  as  they  are  in  interviewing  their 
doctor  or  dentist,  a considerable  improvement  in  the  leather 
and  shoe  findings  business  would  soon  be  recorded. 

Betterment  of  Conditions 

The  elevation  of  the  shoe  findings  business,  or  in  other 
words,  the  betterment  of  conditions  under  which  we  labor, 
is  another  splendid  subject.  Every  Association,  Board  of 
Trade,  Community  Club  and  Labor  Union  today  has  this 
subject  under  review.  The  old  idea  of  squeezing  all  that  was 
obtainable  from  one’s  business,  regardless  of  anyone  else, 
is  being  replaced  by  a more  modern  element  seeking  to 
improve  conditions  in  business,  so  as  to  make  life  more 
pleasant,  not  only  for  the  employer,  but  also  for  the  employee 
and  customer. 

The  formation  of  a Dominion-wide  Association  is  on 
the  horizon.  The  success  of  the  Western  Association  has 
been  retailed  amongst  sojme  of  the  shoe  finders  in  the  East, 
and  already  some  Eastern  houses  have  suggested  a con- 
ference to  discuss  the  possibility  of  an  all  Canada  Asso- 
ciation. To  quote  from  Ex-President  McCracken’s  splendid 
address  at  the  end  of  his  year  of  office: 

“We  feel  proud  of  the  position  we  occupy  in  the  minds 
of  our  trade  and  our  employees,  and  this  is  putting  it  mildly. 
Only  by  an  unbroken  and  continued  fair  and  just  attitude 
towards  those  we  deal  with  will  we  be  able  to  retain  the 
enviable  position,  which  in  the  short  period  of  one  year  we 
have  been  able  to  establish.” 

Previous  to  the  formation  of  the  Association,  the  shoe 
finders’  salesmen  went  out  to  get  the  business  at  any  cost. 
The  following  is  a letter  sent  by  a member  of  the  Western 
Canadian  Leather  and  Shoe  Finders’  Association  to  all  his 
employees  upon  his  return  from  their  last  Convention: 
“One  of  the  most  important  resolutions  passed  at  the  recent 
Convention  at  Calgary  read  as  follows: 

“‘Resolved  that  each  member  of  the  Association 
impress  strongly  upon  his  travellers  and  staff  the  necessity 
of  upholding  the  Association  spirit.’ 

“Upholding  the  spirit  of  the  Association  means  in  plain 
words  ‘Not  knocking  your  competitor.’  Now,  we  propose 
to  live  in  peace  and  harmony  with  our  competitors  believing 
that  better  things  can  come  to  the  findings  business  as  a 
whole  in  this  way.  Therefore,  we  are  asking  every  member 
of  our  staff  to  abide  by  the  following:  Don’t  knock  your 
competitor  or  any  membfer  of  his  staff  in  any  way,  shape  or 
form.  Leave  the  name  of  your  competitor  out  of  any  con- 
versation you  may  have  with  your  customers,  if  possible. 
This  does  not  mean  that  there  will  be  any  less  competition 
for  business  than  in  the  past.  We  are  going  to  get  business 
by  every  legitimate  means,  but  we  are  not  going  to  try  to 
get  business  by  knocking  our  competitor,  his  men  or  his 
method  of  doing  business.  We  ask  every  member  of  our 
staff  to  keep  this  in  mind  at  all  times.” 

This  is  the  spirit  that  scorns  and  despises  all  base  and 
dishonorable  practices;  that  humiliates  and  eventually 
extinguishes  those  resorting  to  them;  and  on  the  other  hand 
makes  business  worth  while  and  the  world  a better  place 
for  ourselves  and  for  our  fellow  men. 
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Wisdom  from 
the  Bench 

Musings  of  an  Old  Cobbler — 
Comments  Wise  and  Otherwise 
on  Current  Happenings  and 
Events 

I ALWAYS  fancy  it  is  a safe  thing  to  take  the 
opposite  side  to  certain  people  in  any  argument. 
When  you  find  a blackleg  or  crook  running 
down  a man  you  may  be  sure  the  one  they  are 
talking  about  has  hit  them  where  it  hurts.  When 
the  farmer  party  “arrived  ” in  Ontario  I was  a little 
dubious  about  how  they  were  going  to  fit  in  and  was 
a little  inclined,  like  a lot  of  other  old  fogies,  to 
believe  that  they  would  upset  things  generally, 
even  if  they  did  not  put  the  country  on  the  rocks. 
I have  not  been  as  much  interested  lately  in  what 
the  Drury  government  has  done  or  left  undone  as 
in  the  opposition  it  has  aroused  amongst  the  pro- 
fessional politicians  and  ward  heelers.  I fancy 
there  are  a good  many  like  me  who  have  a warm 
spot  for  the  farmer  party  on  account  of  the  enemies 
they  have  made.  We  are  all  pretty  well  sick  of 
the  “good  old”  parties. 

Back  to  Slippers 

Business  in  my  line  has  been  a bit  knocked  up 
of  late  owing  to  the  slipper  craze  that  has  hit  women 
kind  in  the  past  few  months.  Talk  about  economy! 
You  would  think  it  had  gone  out  of  the  front  door 
to  see  the  windows  full  of  pumps  and  straps  at 
fourteen  and  sixteen  dollars  that  greet  the  eye  on 
Yonge  street  these  fine  days.  It  is  not  “Milady” 
by  any  means  who  is  backing  up  this  new  fad, 
although  some  very  sensible,  nice,  settled  women 
are  affecting  the  style.  It  has  its  chief  popularity 
with  young  women  who  go  to  business,  and  the 
wonder  to  me  is  that  the  doctors  have  not  been 
kept  busy  this  spring  keeping  the  most  of  them  out 
of  the  cemetery.  What  with  thin  stockings  and 
low  slippers  the  young  women  of  today  are  taking 
chances  their  mothers  would  not  have  risked. 
But  I suppose,  one  can  get  used  to  almost  anything, 
and  even  middle  aged  women  have  learned  to  trifle 
with  their  ankles  and  expose  their  necks  as  well 
as  their  lower  extremeties. 

The  Farm  Also 

A shoe  dealer  was  telling  me  the  other  day 
that  good  stout  shoes  for  women  are  largely  a thing 
of  the  past.  Even  farmers’  wives  turn  up  their 
noses  at  the  old-fashioned  pebble  or  grain  laced 
boot,  for  working  around  the  place  and  go  out  to 
milk  or  feed  the  chickens  in  French  heeled  turns. 
I don’t  know  how  true  this  is,  for  I have  very  few 


country  customers,  but  I do  know  that  women 
seem  to  be  inclining  more  and  more  towards  flimsy , 
uncomfortable  shoes.  The  heart  of  the  repair  man 
is  fairly  taken  out  of  him  by  the  jobs  he  is  asked  to 
do  to  put  into  wearable  condition  some  of  the  abor- 
tions that  come  to  him  after  three  or  four  weeks, 
wear.  It  would  seem  that  shoes  were  no  longer 
regarded  as  means  of  comfort  or  protection,  but 
women  are  getting  back  to  the  days  when  tEey 
were  looked  upon  more  as  ornamental  than  useful. 
I have  not  much  patience  with  some  of  the  male 
and  female  faddists  who  would  have  an  attractive 
woman  shod  with  brogans,  but  I do  think  that  it  is 
time  some  of  our  medical  men  got  busy  on  the  ques- 
tion of  health  and  modern  shoe  fashions. 

Where  Do  They  Get  It? 

I often  wonder  how  two  or  three  thousand 
men.  leaving  out  the  women,  find  time  to  devote 
two  or  three  afternoons  a week  to  the  ball  game. 
I was  down  at  the  dock  the  other  day  about  six 
o’clock  when  the  ferries  were  unloading  the  return- 
ing baseball  fans,  and  was  struck  with  the  fact 
that  most  of  them  were  business  men  and  young 
men  in  positions  that  evidently  had  to  get  along 
without  them  while  they  watched  the  ball  twirlers. 
One  of  the  things  the  world  is  suffering  from  today 
is  the  idling  habit.  People  are  not  only  “lovers  of 
pleasures  more  than  lovers  of  God”  but  they  seem 
to  make  it  a point  never  to  let  pleasure  interfere 
with  business.  There  are  more  slackers  than  there 
were  during  the  war  and  more  malingerers  than 
those  who  dodge  hard  work  in  the  factories  or  on 
the  construction  line.  What  the  world  needs  today 
is  not  less  real  fun  but  less  of  the  professional  fun 
making  that  clogs  the  wheels  of  industry  and  ab- 
sorbs money  that  should  go  for  something  more 
essential. 

It  Dies  Hard 

Greed  is  a hard  habit  to  shake.  The  man 
who  once  gets  a dollar  by  squeezing  finds  it  as  hard 
to  settle  down  to  legitimate  business  as  a thief  does 
to  earn  an  honest  dollar.  The  profiteers  are  not 
all  dead,  and  it  will  take  more  than  moral  suasion 
to  get  the  principle  of  dishonorable  profits  out  of 
some  men’s  heads.  Taking  our  own  business  as 
an  example,  there  is  no  reason  on  earth  than  down- 
right greed  for  charging  many  of  the  prices  that 
still  exist,  although  costs  are  down  thirty  or  forty 
per  cent.  People  do  not  seem  to  like  to  “let  go.” 
It  is  the  same  with  workmen  and  wages.  The 
excuse  that  cost  of  living  was  going  up  was  used  to 
the  limit  when  trade  was  flourishing,  and  now  that 
business  is  slackening  and  costs  going  down  men 
would  rather  go  out  and  stand  around  the  street 
corners  than  submit  to  a shrinkage  of  pay.  “What 
we  have  we  hold”  may  be  a good  policy  in  ome 
things  but  it  is  the  spirit  of  chauvinism  that  will 
bring  chaos  if  it  is  not  curbed. 
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FOR  SALE — Up-to-date  Shoe  Repair  Business,  Modern 
Machinery,  central  location,  good  reasons  for  selling. 
Page,  Nels  n,  B.C. 

FOR  SALE — Established  Boot  and  Shoe  Business  in  one 
of  the  best  business  districts  of  Toronto.  Clean  stock. 


Good  investment.  Apply  Box  963,  Shoe  and  Leather 
Journal.  545-549  King  Street  West. 

FOR  SALE— Singer  Power  Button  Sewing  Machine.  One 
wooden  Paper  Baling  Machine.  A one-half  horse 
power  Motor.  Walk-Over  Boot  Shop,  290  Yonge  St., 
Toronto. 


A BUYING  MOVEMENT 

“We  seem  bound  in  the  near  future  to  enter  upon  a 
buying  movement  that  will  lift  us  out  of  this  business  depres- 
sion,” says  Paul  Clay,  in  Forbes  Magazine. 

One  might  almost  make  the  statement  without  qualifi- 
cation, because  the  movement  appears  so  eertain  that  it  is 
not  much  of  a risk  to  make  the  positive  forecast;  and  the 
temptation  to  do  so  is  resisted  only  because  all  future  things 
are  more  or  less  uncertain. 

“The  basis  of  the  forecast  is  very  simple:  It  takes 
about  so  much  buying  to  sustain  one  domestic  and  business 
life;  we  have  for  some  months  done  much  less  than  the 
minimum  amount  of  purchasing;  in  consequence,  all  sorts 
of  stocks  of  goods  and  supplies  in  homes,  stores,  and  factories 
are  running  short;  therefore,  it  appears  inevitable  that 
within  a comparatively  short  time  a large  and  general  buying 
movement  should  commence. 

One  might  define  business  depression  as  a time  when 
finished  goods  ready  for  consumption  keep  on  selling,  while 
raw  materials  and  semi-finished  products  do  not  sell. 

An  intelligent  view  of  the  present  situation  cannot  be 
obtained  without  giving  thought  to  these  distinctions. 
We  are  piling  up  raw  materials  and  using  up  our  supply  of 
goods  ready  for  consumption.  The  former  are  accumulat- 
ing while  the  latter  are  vanishing. 

Raw  material  prices  are  still  going  down  at  this  writing, 
because  the  manufacturers  do  not  dare  buy  crude  materials 
in  large  quantities;  wholesale  and  retail  dealers  are  ordering 
sparingly  and  slowly — paying  still  more  slowly.  Dealers 
a*e  timid  because  the  public  has  reduced  its  buying  a few 
per  cent,  and  money  is  tied  up  in  some  high-priced  goods 
that  do  not  sell  readily.  Public  buying  is  no  longer  regard- 
less of  price,  as  it  was  a year  ago. 

Before  long  the  dealers’  stocks,  of  staple  goods  at  least, 
will  be  so  low  as  to  require  additional  buying;  manufac- 
turers, when  they  get  the  orders,  will  both  purchase  raw 
materials  and  re-employ  labor;  and  both  wage  earners  and 
sellers  of  raw  materials  will  themselves  begin  buying  more 
freely. 

There  is  nothing  more  contagious  than  buying,  and 
when  once  it  begins  it  will  spread  from  industry  to  industry, 
and  from  section  to  section,  until  everybody  is  buying. 


We  are  bound  to  have  a buying  movement,  and  to  have 
it  pretty  soon. 

Surplus  stocks  of  crude  materials  are  irrelevant.  The 
point  is  that  the  dearth  of  finished  goods  ready  for  consump- 
tion is  becoming  more  and  more  pronounced.  This  is  not 
contradicting  the  law  of  supply  and  demand,  for  one  should 
remember  that  this  law  in  its  actual  application  to  business 
is  more  complicated  than  the  income  tax. 


MARRIAGE  OF  MR.  ALEERT  MAROIS 

Mr.  Albert  Marois,  vice-president  of  A.  E.  Maroi 
Limited,  of  Quebec  City,  was  married  on  May  23rd  to  Miss 


MR.  ALBERT  MAROIS 


Edith  Lavoie,  daughter  of  the  late  Dr.  J.  P.  Lavoie,  also  of 
Quebec. 


KANGAROO 

RICHARD  YOUNG  CO. 

We  are  headquarters  for  all  Finishes, 
Grades  and  Kinds. 

36  and  38  Spruce  Street  - NEW  YORK,  U.S.A. 

Sheepskins  Skivers  “Ryco”  Matt  Kid 

Branch:  54  South  Street,  B08T0N,  MASS. 
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McKAY 


AN  EXCLUSIVE  FEATURE  IN  WELTING 

is  the  NOTCHES  in  McKay  Flexwelt.  These  are  shown  in  the  upper  border 
of  this  advertisement.  On  narrow-toed  shoes  for  women,  misses  and  children, 

McKAY  FLEXWELT 

makes  perfect  turning  possible.  The  notches  allow  even  folding — the  welt  lies 
perfectly  flat  no  bulging.  A sample  will  enable  you  to  prove  this  fact  yourself. 

BROCKTON  WELTING  CO. 

—incorporated- 

69  Crescent  St.,  Brockton,  Mass. 

Department  of  HILLIARD  & MERRILL,  Inc.,  130  Eastern  Ave.,  Lynn,  Mass. 

P?if7st-N'  ST  mni f U . sLPHd Jc-rSr'  5th  and  Arch  Sts':  CINCINNATI.  410  East  8th  St.; 
CHICAGO.  305  W.  Lake  St.,  ST.  LOUIS.  1419  Olive  St.;  ROCHESTER.  N.Y..  22  Andrews  St.;  NEW  YORK  CITY.  33  Spruce  St. 

FOREIGN  REPRESENTATIVES:  ENGLAND.  Messrs.  Pearson  Robinson  & Arterton.  4 Albion  St..  Leicester. 

FRANCE.  Louis  Dubois.  47  Rue  des  Petites  Ecuries.  Paris. 


RETAIL  SHOE  CONDITIONS 

The  Philadelphia  Shoe  Retailers’  Association  sent  out 
a questionnaire  to  about  350  retailers  last  month.  The 
replies  indicate  that  business  for  April,  1921,  was  somewhat 
under  that  of  1920  in  most  cases.  The  report  says: 

All  three  factors — price,  style  and  quality — seem  to 
enter  into  the  public’s  buying  attitude.  Medium-priced 
footwear  is  in  heavy  demand.  Men  want  style  shoes  for 
about  $8.00,  and  women  are  willing  to  pay  $10.00  to  $12.00 
for  stylish  models.  Both  men  and  women  are  asking  for 
quality,  with  the  women  buying  much  more  freely  than  the 
men.  Staple  shoes  for  both  men  and  women  sell  more  from 
necessity  than  might  be  expected.  Staple  footwear  is  mov- 
ing more  rapidly  in  the  outlying  and  industrial  districts  than 
in  the  shopping  centres,  and  because  of  the  many  strikes 
and  the  present  great  volume  of  unemployment  in  these 
aforementioned  areas,  men  are  not  purchasing  shoes  unless 
forced  to  do  so. 

Prices  throughout  the  city  on  both  men’s  and  women’s 
shoes  are  approximately  twenty  to  thirty  per  cent,  lower 
than  a year  ago,  and  the  merchants  who  had  the  figures 
available  for  comparison  say  that  their  present  prices  range 
from  sixty  to  ninety  per  cent,  higher  than  April,  1914. 

The  consensus  of  opinion  is  that  there  must  be  further 
price  reductions,  even  though  they  may  be  slight.  How- 
ever, it  might  be  added  that  local  manufacturers  are  stiffen- 
ing prices  for  “immediate  delivery’’  footwear. 


Mr.  W.  A.  Tanner,  Barrington  street,  Halifax,  N.S., 
has  one  of  the  finest  and  most  up-to-date  shoe  repairing 
shops  in  the  province  of  Nova  Scotia.  His  shop  is  divided 
into  three  sections,  one  of  which  is  a furnished  parlor  for 
patrons  who  are  having  shoes  repaired  while  they  wait, 
and  the  other  two  are  the  shop  where  the  work  is  received 
and  the  shop  where  all  the  work  is  done. 


% 

a “GOODRICH” 

jf 

% Hand  Turned  Footwear 

Jr  - builds 

& prestige  and  an  enviable  reputation 

for  better  grade  retailers.  They  are 
carefully  made  of  selected  materials 
by  expert  turn  workmen.” 

HAZEN 

B.  GOODRICH  & CO. 

Manufacturers 

Men’ s and  Women’s  Slippers,  Oxfords,  Pumps 

HAVERHILL 

MASSACHUSETTS 

United  States  Hotel 

Lincoln,  Beach  and  Kingston  Sts. 

BOSTON,  MASS. 

Near  South  Terminal  and  easily  reached  from  North 
Station  by  elevated 

European  Plan  $2.00  up 

Jas.  G.  Hickey,  Manager  G.  W.  Hanlon,  Asst.  Mgr. 
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A receipt  printed  and  issued  by 
a National  Cash  Register  — 


Benefits  the  customer  : 

The  plainly  printed  figures  of  the  amount  on  the 
receipt  show  that  she  has  not  been  overcharged.  She 
likes  to  buy  in  a store  of  this  kind. 

Helps  the  clerk  : 

It  proves  that  he  registered  the  right  amount.  The 
added  and  printed  records  inside  the  register  give 
the  clerk  credit  for  the  sale. 

Protects  the  Merchant  : 


WE  THANK  YOU  FOR  YOUR  PATRONAGE. 

PLEASE  CALL  AGAIN. 

★ A -1.00  -0001  JUN 15 -21 


Amount 


Brown  & Stevens 

General  Merchandise 


This  receipt  shows  the  amount  of  your 
purchase. 


The  register  prints  a record  of  the  sale  on 
the  receipt.  The  star  shows  it  was  a cash 
sale.  "A"  is  the  clerk's  initial.  The 
amount  is  $1.00.  It  was  the  first  sale 
on  June  15,  1921.  The  register  also  prints 
an  advertisement  of  the  merchant’s  store 
on  the  front  and  back  of  the  receipt. 


He  knows  that  to  get  the  proper  amount  printed 
on  the  receipt,  correct  added  and  printed  records 
must  be  made  inside  the  register. 

A National  Cash  Register  is  the  only  machine  that  prints 
and  issues  this  kind  of  a receipt. 


We  make  cash  re^istets  for  every  line  of  business 

NATI ONAL 

CASH  REGISTER  CO. 

OF  CANADA.  LIMITED 


Mention  “Shoe  and  Leather  Journal”  when  writing  an  advertiser 
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This  number  566  to  retail  at 
less  than  $7.00  and  a number  of 
other  novelties  to  retail  at  $6.00, 
$7.00  and  $8.00  at  a full  profit, 
hit  the  trade  in  the  right  spot. 

Merchants  all  over  Canada  are 
selling  these  well  made,  medium 
priced  lines. 

Sample  pairs  and  prices  on 
request. 


CHARBONNEAU  & DEGUISE 

636  Craig  St.  East  Montreal,  Que. 


Your  Salesmen  will 
Get  Better  Results 


Good  Printin 


We  plan,  write  and  print  sales 
producing  literature  that  will 
make  people  want  your  pro- 
duct and  want  to  do  business 
with  your  house.  Have  an 
ACTON  man  call  and  talk 
it  over. 


ACTON  PUBLISHING  CO.,  LIMITED 

Printers,  Designers  and  Publishers 

545-549  King  St.  West,  Toronto  - Lemoine  and  St.  Nicholas  Sts.,  Montreal 


if  you  PRECEDE  them  and 
FOLLOW  THEM  UP  with 
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F oshawaJM 

SyjCANADA  p: 

^ CHROME  PATENT  SIDES 

The  High  Standards 

l DULL  CHROME  SIDES 

Persistently  Adhered  to  A 

t BRIGHT  BOARDED  SIDES 

In  The  Production  Of 

| RETAN  STORM  LEATHER 

Robson  Leathers  Make 

^ CHROME  TONGUE  SPLITS 

Them  Outstanding  In 

Appearance  and  Superior  A 

F TAN  CHROME  SIDES 

In  Durability. 

MAHOGANY;  CHROME  SIDES 

y 

| ROYAL  PURPLE  CHROME  SIDES 

Robson  Colored  Sides  y 

F ELKS,  various  colors 

Feature  the  Shades  That 

WHITE  BUCK 

Are  Fashion’s  Choice.  p 

j ROBSON  LEATHER  CO.  LIMITED  | 

\ MONTREAL  OSHAWA  QUEBEC  0 

Fashion  says  “Ball  Straps,”  One  Straps,  Two 
Straps,  Combinations,  Colonials. 

And  in  many  of  the  best  samples  of  all  of 
these  lines  you  will  find  the  finest  of  Kid 
Much  of  it  will  be  “Evans  Kid.”  Yours  can. 
be,  if  you  say  so. 


John  R.  Evans  Leather  Co.  Limited 

214  LEMOINE  STREET  MONTREAL 


m 
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SHOW  WILLIAMS  SHOES 


is  the  advice  that  ALL  of  the  many  Williams  dealers  from  Coast  to  Coast  would  give  you.1*  To  SHOW  them  is 
to  SELL  them  because  you  are  showing  VALUES  that  the  keenest  buyers  will  approve  of  and  there  is  the 
additional  appeal  of  good  style  with  the  assurance  of  dependable  quality  and  wear  service. 

The  additions  to  our  line  for  Fall  are  splendid  examples  of  good  shoemaking  offered  at  exceptionally  close 
prices. 

WILLIAMS  SHOE  LIMITED 

Brampton,  Ontario 

Remember  these  dates,  July  13th  8$  14th,  1921 — the  National  Shoe  Retailers’  Convention  at  Toronto. 


SHOE  STORE  SUPPLIES 

(OF  EVERY  DESCRIPTION) 

OVERGAITERS,  LEGGINGS,  BOUDOIR  SLIPPERS 

PACKARD’S  SHOE  DRESSINGS 

Travellers  are  now  on  the  road  with  a full  range  of  Samples. 

The  following  will  represent  us  in  their  various  territories — Viz. ; 

Alberta  and  British  Columbia  Manitoba  and  Saskatchewan 

G.  F.  Wadsworth  - C.  S.  Page 

Western  Ontario  Eastern  Ontario  Ottawa  Dist.  & Eastern  Townships 

R.  J.  McAllister  L.  M.  Savage  James  Leddy 

Quebec  City  Eastern  Quebec  Lower  Provinces  Northern  Quebec 

J.  B.  Croehier  A.W.  Gardner  Leo.  De  Celles 

City  of  Montreal 
Richard  Wadey  and  Leo  Dubreuil 

L . H.  PACKARD  & CO  .,  Limited 

Montreal 
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HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 

Bacup,  Near  Manchester,  England 


No.  B3 — Women’s  Camel  Hair  Slipper,  Infants’  Camel  Hair  Slippers, 

Rolled  Top  Silk  Bound,  Felt  and  made  with  Ankle  Strap,  No.  E4 — Men's  Camel  Hair  Slipper,  Silk 

Leather  Sole.  Felt  and  Leather  Sole.  Bound,  Felt  and  Leather  Sole. 


We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers 
which  is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and 
exceptional  values. 

ROSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

Selling  Agents  for  the  Dominion  of  Canada 


KROWNALL  DRESSING 

FOR  VICI  AND  IMITATION  OF  VICI  LEATHER 

Made  in  various  degrees  of  body  to  fit 
any  quality  of  smoothness  of  leather. 

This  dressing  is  very  bright,  very 
black,  and  imparts  to  the  leather  a soft, 
pliable  feeling,  and  the  leather,  when 
dressed,  will  not  have  the  appearance 
of  being  coated. 

Manufactured  by 

BOSTON  BLACKING  COMPANY 

152  McGill  Street 

MONTREAL  CANADA 
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When  a Tanner  wants  a Color,  he  wants  a 
color  that  is  PURE,  UNIFORM,  RELIABLE, 
CONVENIENT,  PERMANENT  AND 
ECONOMICAL 


The  dyes  offered  by  L.  B.  Holliday  & Company,  Limited,  are  noted  for  their  fast  quali- 
ties, and  are  adaptable  to  a wide  variety  of  uses,  covering  every  requirement  of  the  Tanner 


Chrome  Leather  Black  G. 
Chrome  Leather  Tan  2G. 
Chrome  Leather  Brown  G. 
Basic  Tan  O. 

Basic  Dark  Brown  P. 
Magenta  Powder 
Methyl  Violet  2B.  Cone. 


SAMPLES  ON  APPLICATION 


French  Black  2938 
Chrysoidine  R.  Cone. 
Bismarck  Brown  R.  Cone. 
Fast  Red  A. 

New  Phosphine  R. 
Auramine  O.  Cone. 
Orange  11. 

Ponceau  G. 


Brilliant  Bordeaux  2B. 
Acid  Prune  V. 

Naphthol  Blue  Black  10B. 
Naphthylamine  Black  H. 
Light  Acid  Brown  L. 

Dark  Acid  Brown  L.R. 
Nigrosine  W.S. 


STOCKS  MAINTAINED 


L.B.  Holliday  ® Company,  Limited 

HUDDERSFIELD,  ENGLAND 


CANADIAN  OFFICE  AND  WAREROOMS: 

Cable  Address:  “DYEWARES,”  MONTREAL 
Telephone:  MAIN  8105 


27  ST.  SACREMENT  ST., 

MONTREAL,  P.Q. 


A thorough  study  of  the  Ackerman 
Line  of  Staple  Shoes  never  fails  to 
bring  a verdict  of  high  quality  and 
dependability. 

Featuring  them  in  your  store  is  sure  to 
bring  steady  sales  with  profit  and 
goodwill. 

The  values  offered  make  Ackerman 
Shoes  a particularly  strong  selling  line 
this  season. 

Distributing  Agents  for  Dominion  Rubber  System 
Products,  carrying  a complete  stock  at  all  times. 

Maple  Leaf  Brand  Rubbers, 

Fleet  Foot  Outing  Shoes 


B.  F.  Ackerman,  Son  & Co.,  Limited 

PETERBORO,  ONT.  Western  Branch,  REGINA,  SASK. 

MAKERS  OF  THE  “PETERBORO”  SHOE 
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I FAIRE  BROs  & CO.,  LIMITED  I 

RUTLAND  STREET,  LEICESTER,  ENGLAND 

1 Manufacturers  of  STIFFENERS  I 


TO  BOOT  MANUFACTURERS 


= SOLED  GRAIN  STIFFENERS 
= GRAIN  BACKED  STIFFENERS 


Our  well-equipped  modern  factories  are  adapted  ~ 

to  meet  all  your  requirements  in  high  grade  E 

SOLID  SPLIT  STIFFENERS  THREE  PIECE  SPLIT  STIFFENERS  E 

TWO  PIECE  SPLIT  STIFFENERS  LEATHER  LAYER  STIFFENERS  = 


In  all  sizes. 


Men’s,  Army,  Women’s,  Children’s  and  Golosh  Shapes. 


BE  SURE  AND  SEE  OUR  SAMPLES  BEFORE  RE-ORDERING.  IT  WILL  PAY  YOU  TO  DO  SO 


| FAIRE  BRO*.  & CO.,  LIMITED,  Manufacturers  of  Shoe  Mercery,  LEICESTER  | 

5iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  mu  mini  mu  iiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiii? 


Our  NON-ROYALTY 

Standard-Consolidated 
Lasting  Machine 

The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 

The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 
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They  tell  us 
that  these 
Stitchdowns 
are  better 


We  only  started  production 
a few  months  ago — after 
making  careful  plans  to  pro- 
duce an  exceptional  value 
in  Stitchdowns. 

To-day  jobbers  tell  us  that 
for  the  shoes  we  deliver  our 
prices  are  unusually  fair. 

Samples — Prices  on  request 


CANADIAN  STITCHDOWN  COMPANY 

THIRD  AVENUE  AND  ERNEST  AVENUE 
MONTREAL 
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Your  store  is  judged  by  the  appearance 
of  your  windows. 

Window  displays  made  with  our  fixtures 
create  favorable  impressions  on  the  public 
and  increase  your  sales.  Our  fixtures  are 
well  constructed  and  made  of  selected  wood. 
SEND  FOR  OUR  FREE  CATALOG 

Artistic  Wood  Turning  Works 

Formerly  Polay  Fixture  Service 

521  N.  Halsted  St.,  Chicago,  111. 


SO-S'fc, 


7 


GOOD  PATTERN  DESIGNING 

IS  AK  ACQUIRED  ART 

^LttuuJ  the  lines  of  a last  is  not 
a Mechanical  Operation  but  a 
Matter  of  SkilLa  result  of  years 
of  Study/  and  Training 

PATTERN  MAKING  demands  Rare 
Judgement  to  giuc  Style  and  Grace- 
full  Lines  and  assure  conformity 
to  the  Original  Las t Outlines 
FITTING  QUALITV  DEMANDS  ACCURACY 

WHEELER  &CUMMS 

lzsLincoln  St.  Boston  Mass  USA. 


Tanners’  Oils  & Greases 

Sulphonated  Cod  Oils 
Sulphonated  Neatsfoot  Oils 
Sulphonated  Castor  Oils 
Acid  Fat  Liquors 
Moellon  Degras 

n 

MADE  FROM  CANADIAN  PRODUCTS  AND 
MANUFACTURED  AT  FARNHAM,  QUEBEC. 

n 

Salem  Oil  & Grease  Co., 

of  Canada,  Limited 

Farnham,  Quebec 
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Representing  a sample  taken  from  a strong  line 
of  Misses’  'Children’s  and  Infants’  McKays, 


Jobbers  and  other  large  buyers  will  be  inter- 
ested in  our  Fall  proposition.  We  will  call  if 
you  say  so. 


LOG  HEELS  will  wear  better 
than  ordinary  heels  because 
their  construction  makes  it  pos- 
sible to  use  better  material  than 
that  entering  most  heels — yet 
we  can  sell  at  a competitiveprice 

Samples  on  Request 

Montreal  Heel  Co.  Limited 

J.  E.  DUPRE,  Pres. 

321  AIRD  AYE.  - MONTREAL 


iff 


CLARKE  Ss  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 

Christie  Street,  Toronto 

Remember  the  Convention  of  the  National 
Shoe  Retailers’  Association  at  Toronto, 
July  13th  and  14th. 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 
and  at 

50  Foundry  St.  South,  Kitchener 
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Edwards  & Edwards  limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodbridge,  Ont. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


Shoepacks 

for 

Rough  Work 


The  leather  used  is  our  own 
tannage,  carefully  chosen  and 
fashioned  into  footwear  in  the 
best  manner  that  skill  and 
brain  can  conceive  to  get  the 
maximum  of  resistance  to 
wear  and  weather. 


The  R.  M.  Beal  Leather  Co. 


Lindsay,  Ont. 


Limited 


A.  FICO  en  ZOON 

Hide  and 
Skin  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


High-Grade 

WOOD  HEELS 

All  Styles 
Prompt  Service 
Standard  Quality 
Canadian  Trade  a Specialty 

G.  H.  MOORE  HEEL  CO. 

39  N.  Water  St.  Rochester,  N.Y. 


COLONIAL  HIDE  COMPANY 

PACKER  and  COUNTRY  HIDES 

Switches  and  dewclaws  off,  fleshed  of 
excess  meat.  Thoroughly  cured  and 
out  of  our  first  salting. 

Well  banked,  shaken  of  salt,  suitable 
tare,  giving  an  excellent  delivery. 


Hide  and  Calfskin  Cellar.  MONTREAL 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  Street,  Montreal,  P.Q. 

Quebec,  P.Q.  St.  John,  N.B.  Three  Rivers,  P.Q. 

Ottawa,  Ont.  Windsor,  N.S.  Peterboro,  Ont. 
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Increased  Profits  and 
constant  Repeat  Orders 
from  Satisfied  Customers 
is  the  Result  of  Handling 
our 


“SILVERITE”  Lamb’s  Wool  Soles 


“SHOE  FINDINGS  THAT  SELL” 


“SELWEL”  Cemented  Heel  Lining 
Repairer 


‘WARMTREAD”  Cushion  Insoles  made  of 
“Korxole”  and  White  Cushion  Felt 


These  cuts  illustrate  only  a few 
of  the  Findings  Specialties  we 
manufacture. 

Write  for  Catalog  and  Price  List 


THE  SILVERITE  CO. 

Formerly  L.  G.  & S.  S.  COMPANY 
81  High  Street  Boston,  Mass.,  U.S.A. 


“SELWEL”  Stitched  Heel  Lining  Re- 
pairer Stitched  with  a smooth  zig-zag 
stitch. 


NIGROSINE  Jet  and  Blue  Shades 

Our  manufacturing  facilities  enable  us  to  guarantee 
regular  and  prompt  deliveries  in  any  quantity. 


D.  J.  LARKIN  CO. 

93-95  Broad  St.,  Boston,  Mass. 


Dyestuffs,  Extracts, 
Chemicals  and 
Tanning  Materials 


J. HARDY  SMITH  ® SONS  n,DE  r“L“.THeR 


CABLES:  HIDES  LEICESTER. 

CODES:  MARCONI,  BENTLEY,  LIEBER. 


Belg'rave  Gate,  Leicester,  Eng'. 


ESTABLISHED  1863 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME,  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AND  WAX  SPLITS  FOR  HOME  AND  EXPORT  TRADE 


REBAJS 


NEWCASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White,  Black. 
Glazed  or  Mat. 

CANADIAN  AGENTS 
for  American  Tanners  of  Calf,  Splits, 
Indias,  Heavy  Leathers,  Skivers,  Cab- 
rettas,  as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 


NEW  CASTLE  LEATHER  CO. 

NEW  YORK 

Canadian  Branch — 335  Craig  St.  W.,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


INFOOT  BRAND 
BRITISH -MADE 


l SOFT-SOLE  SHOES 

l in  Kid,  Silk,  Poplin,  Wool,  etc. 

I HARD-SOLE  SHOES 

| Sizes  1-6,  Black  and  Tan  Leathers 

| INFANTS’  FOOTWEAR  LTD. 

•j  London,  England 

j GREENE-SWIFT  BUILDING 

LONDON  - CANADA 


i Infants’  Footwear 

I 
1 


l 

l 

•A 
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“ALL  ABO  ARE)!”  Direct  through  Connections  from  “HOOF  TO  BE  A]VIHOUSE,, 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 


PARIS  HAVANA 


International  Hide  Merchants 


BASLE 


S^HMOU 


NEW  YORK 


“We  deliver  what  you  buy” 


CHICAGO 


INDEX  TO  ADVERTISERS 
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AN  UP-TO-DATE  GOODYEAR  SHOE  REPAIR  SHOP 

YOUR  OPPORTUNITY 

AN  UP-TO-DATE 

GOODYEAR  SHOE  REPAIR  SHOP 

The  buying  public  have  been  forced  to  practice  economy  and  intend  to  get 
the  most  out  of  their  footwear  by  having  them  repaired  as  often  as  possible. 

Are  YOU  prepared  to  get  YOUR  share  of 
THIS  BUSINESS? 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  de- 
scribes 15  different  sizes  and  styles  of  Shoe  Repair  Outfits.  Copy  sent  on  request. 

THERE  IS  A SIZE  TO  SUIT  YOUR  REQUIREMENTS 

All  our  outfits  supplied  on  easy  terms 

United  Shoe  Machinery  Co.  of  Canada,  Ltd. 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Mention  “Shoe  and  Leather  Journal’’  when  writing  an  advertiser 


The  prices  are  absolutely  right,  but  even 
if  they  were  higher,  the  quality  of  these 
flexible  McKays  would  be  remembered 
long  after  the  price  was  forgotten. 


Particularly  Good 
Style — at  a price 


CLARK  BROS.  McKAYS 
are  extremely  flexible.  They  are 
made  in  the  latest  fashions  to  be 
sold  to  those  wanting  good  shoes 
at  a moderate  price. 


LARK  BROS.  McKays  could  well 
he  among  the  high  priced  shoes 
of  the  day — for  style,  material 
and  shoemaking  are  all  of  a high  order. 


We  believe,  however,  that  there  is  a 
great  appreciation  for  all  the  finer 
qualities  plus  moderation  in  price  and 
have  placed  our  line  thus — in  a class 
by  itself. 


Clark  Bros. 

LIMITED 

St.  Stephen  N.B. 


THE  THIRTY-FOURTH  YEAR 


mu 


TORONTO,  JUNE  15,  1921 


CITY  HALL,  TORONTO 


National  Shoe  Retailers  Association  of  Canada 
Annual  Convention,  King  Edward  Hotel,  Toronto, 
Wednesday  and  Thursday,  July  13  and  14,  1921 


ACTON  PUBLISHING  CO.  LIMITED 

TORONTO 


MONTREAL 
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Solid  Satisfaction 

comes  to  Shoe  Manufacturers  who  use 

Trent  Valley  or  Royal 

OAK 

SOLE  LEATHER 

The  Leather  that  invariably  gives 

Highest  Quality 
Greatest  Value 
Longest  W ear 

Two  Twin  Tannages  of  the  Six 
manufacturer  by 

The  Breithaupt  Leather  Co.  Limited 

Producers  of  f lie  Standard  of  Canadian  Sole  Leather 


Kitchener 

Penetang 


SALES  OFFICES 

Toronto  Vancouver  Montreal  Quebec 


TANNERIES  AT 

Hastings  Kitchener  Woodstock 


Burk's  Falls 
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D & P Counters 

The  clean,  skived  edge  of  the  “D  & P” 
Counter  gives  all  the  softness  possible  to 
desire.  They  do  not  cut  the  lining,  they 
are  a pleasure  to  fit  in  the  store. 

The  manufacturers  are  interested,  too,  as 
are  the  merchants  in  the  fad  that  they  are 
positively  guaranteed. 

DUCLOS  & PAYAN 

Tanneries  and  Factory:  Sales  Office  and  Warehouse: 

St.  Hyacinthe  224  Lemoine  Street 

MONTREAL 

REPRESENTATIVES: 

For  Ontario: — E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec 
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Leading  in  Children’s  Sales 


Globe  Pillow  Welts  — of  which  the  “Baby  Walk’’  with  its  Pillow 
Insole  is  an  example  — have  captured  the  Children’s  Trade  wherever 
they  are  shown. 

They  are  particularly  well-made,  are  stout,  long  wearing  shoes,  very 
flexible  and  with  many  little  points  that  cause  them  to  be  out-of-the- 
ordinary  shoes. 

Sold  at  very  modest  figures  in  keeping  with  the  demand  for  reasonable 
prices  and  good  shoes. 

No.  XX  202. — A specialty  of  the  Women’s  Fat  Ankle  type.  A Dongola  extension  edge  turn  with 
Pillow  Insole  and  Rubber  Heel.  Make  in  Blucher , Bal.  or  Button.  Widths — E.  EE.  and  EEE. 

A leader  wherever  shown.  Prices  and  samples  on  application. 

GLOBE  SHOE,  LIMITED 

TERERBONNE  - - QUE. 


Montreal  Office — 11  St.  James  St.  Representative — J.  A.  BLUTEAU 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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Shoes  With 
An  Assured  Demand 

Those  manufacturers  who  have  the  knack  of  getting  a 
DEMAND  for  their  shoes  at  ALL  times  are  invariably 
CONSTANT  users  of 

DAVIS  LEATHERS 

You  can  be  sure  of  the  POPULARITY  of  the  shades, 
and  equally  sure  of  the  superior  QUALITY  and  top-notch 
VALUE  of  DAVIS  CALF.  Incomparable  for  beauty  and 
serviceability  is  the  highly  popular 

VARSITY  CALF 

Shoes  that  are  the  talk  of  the  trade  for  Value  are  being 
made  with 

DAVIS  VEALS 

BLACK  DIAMOND  VEALS,  noted  for  their  splendid 
cutting  quality,  are  unexcelled  for  popular  priced  Men’s 
Welts.  DAVIS  CORDO  WILLOW  VEALS  make  up  into 
shoes  of  exceptionally  strong  appeal  both  in  APPEAR- 
ANCE and  VALUE. 

To  be  Sure  of  the  Demand  for  YOUR  Shoes 

Use  DAVIS  LEATHERS 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONTARIO 
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Twenty -Five  Years 
Leadership 

Stands  for  Something 

In  the  first  place,  LEADERSHIP  is  won  by  the  distinction 
of  superior  worth  and  merit. 

The  LEADERSHIP  of  MALTESE  CROSS  RUBBERS, 
in  the  sphere  of  Rubber  Footwear,  represents  the  stead- 
fast, reliable  VALUE  of  the  line.  Maintained  year  after 
year,  without  retrogression,  decadence  or  yielding  to  the 
temptation  of  depreciating  quality  to  meet  the  demands 
of  the  low-price  market. 

Maltese  Cross  Rubbers 

Maltese  Cross  Rubbers  are  the  BEST  that  the  Rubber 
Shoe  Industry  know  how  to  make,  and  we  assure  the 
Trade  there  will  be  no  alteration  in  our  policy  to  maintain 
QUALITY.  If  genuine  value  means  Leadership,  Maltese 
Cross  Rubbers  will  continue  to  be  LEADERS  for  long 
years  to  come. 


Gutta  Percha  & Rubber,  Limited 

Head  Offices  and  Factory,  Toronto 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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MEN’S  trade  is  better  wherever  the  merchants  are 
showing  shoes  that  contain  the  character  of  this 
Ball  Srap  — there  is  no  “stagnation”  in  Men’s  Shoes. 
The  appearance  of  the  new  Summer  and  Fall  Styles 
has  entirely  changed  conditions. 

For  your  convenience  we  have  a commodious  Sample 
Room  at  123  Bay  St.,  where  our  representatives  will 
be  pleased  to  met  the  merchants  when  in  Toronto  at 
the  Convention  in  July. 

J.  & T.  Bell,  Limited 

MONTREAL,  QUE. 

Toronto  Sample  Rooms : Room  206  Stair  Bldg.,  No.  123  Bay  Street 
C.  E.  Fice,  Representative 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 


THE  SHOE  ANI)  LEATHER  JOURNAL 


“Sportsman’’ — the  latest 

This  wonderful  welt,  made  in  heavy  Winter  Calf  and  with  water- 
proofed sole,  is  offered  the  trade  as  the  perfect  sportsman’s  boot. 

It  is  the  result  of  much  study  under  the  roughest  of  conditions. 

It  can  be  sold  at  your  regular  profit  at  quite  a reasonable  price. 

This  is  an  example  of  the  development  of  specialization 
. in  a large  organization  making  Welts,  McKays  and  Turns. 


SAMPLES  AND  PRICES  SENT  ON  APPLICATION. 


Dufresne  & Locke,  Limited 


Montreal,  P.  Q. 
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These 

Staples  Lead 
All  Over 
Canada 


This  Oxford  will  retail  at  $6.00  and  show  a 
good  margin  of  profit. 

It  is  an  “every-day  seller”  that  is  represent- 
ative of  a line  of  standard  Staple  Shoes  that 
should  be  on  the  shelves  of  every  store. 

Delivery  of  this  and  other  summer  lines  in  a 
few  weeks’  notice. 


As  they  are  sold  principally  to  the  retail 
merchant,  our  salesmen  cover  all  of  Canada.  If 
you  are  open  for  a better  line  of  staples  drop  a 
line  to-day. 


Udjn&sk& 

Staples 

value ! 
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As  an  array  of  strong  seasonable  sellers  our  range 
of  White  Canvas  Shoes  is  one  that  offers  unusual 
possibilities  for  every  dealer. 


It  is  most  complete  in  all  the  favorite  styles, 
including  the  most  saleable  models  in  Oxfords, — 
the  highly  popular  One  Strap  and  Two  Straps 
and  Ties. 

They  are  thoroughly  well  made  goods,  offered 
at  moderate  prices,  and  are 

Ready  For  Immediate  Shipment 

The  C.  E.  McKEEN  SHOE  CO. 

LIMITED 

MONTREAL 
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Men’s 

Shoes 

are 

moving 

more 

rapidly 

Novelties  such  as 
these  Ball  Straps  — 
strikingly  new  yet 
quite  safe  for  all  mer- 
chants to  buy  — have 
started  the  men  buy- 
ing new  shoes. 

They  are  buying  in 
the  lighter  browns  and 
tans,  too,  and  buying 
many  in  blacks. 

We  can  deliver  on 
fairly  short  notice. 


Dalaco,  Patricia  and  Metropolitan  are  safe  brands  to  tie  to  whether  in  the 
newer  or  in  the  more  conservative  styles. 

We  advise  the  placing  of  Fall  orders  in  the  immediate  future  to  insure  delivery 
in  time 


Daoust,  Lalonde  & Co.,  Limited 

MONTREAL,  QUE. 
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Lawrence 

Leathers 

are 

Reliable 

Leathers 


We  are  specialists  in  the  tanning  of  calfskin  and  side  leather  upper  stock. 


The  size  of  our  tanneries  — our  long  experience  and  vigorous  application  of  the  newest 
and  most  progressive  methods  of  tanning  — our  facilities  of  every  kind  making  to- 
ward efficiency  — and,  last  but  not  least,  our  determination  to  produce  only  such 
leather  as  shall  excel  in  every  point  of  value  and  quality  in  the  grade  — all  these  place 
us  in  a position  to  assure  the  retailer  the  utmost  in  appearance  and  wear  from  shoes  in 
which  Lawrence  Leathers  have  been  used. 


We  invite  you  to  specify 

For  top  grade  shoes:  GUN  METAL  CALF. 
For  medium  grade:  GUN  METAL  SIDES. 

For  finest  quality  suede  footwear:  WEILDA. 

For  the  next  grade  of  suede:  NUBUCK. 

For  patents:  BLACK  DIAMOND. 


You  will  thus  insure  satisfaction  to  both  yourself  and  the  eventual  purchaser. 

A.  C.  Lawrence  Leather  Co. 

161  SOUTH  STREET,  BOSTON 

NEW  YORK  CHICAGO  ROCHESTER 

CINCINNATI  ST.  LOUIS  PHILADELPHIA 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 


Mention  "Shoe  and,  Leather  .journal"  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


U 


Quick  Shipment — A Two-Strap 

'T'HIS  is  popular  wherever  shown.  It  is  right  m line  with  the 
A conservative  fashion  of  the  day.  It  is  an  excellently  made  shoe. 
The  tan  color  is  rapidly  gaming  favor. 

In  the  large  assortment  carried  in  the  A.  H.  M.  Branches  you  will 
find  many  others  equally  attractive. 

Manufactured  and  sold  by 

AMES  HOLDEN  McHEADY,  LIMITED 


HALIFAX,  ST.  JOHN,  QUEBEC,  MONTREAL,  OTTAWA, 
TORONTO,  LONDON,  WINNIPEG,  REGINA,  SASKATOON, 
EDMONTON,  CALGARY,  VANCOUVER. 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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SHOW  WILLIAMS  SHOES 


is  the  advice  that  ALL  of  the  many  Williams  dealers  from  Coast  to  Coast  would  give  you.  To  SHOW  them 
is  to  SELL  them  because  you  are  showing  VALUES  that  the  keenest  buyers  will  approve  of  and  there  is  the 
additional  appeal  of  good  style  with  the  assurance  of  dependable  quality  and  wear  service. 

The  additions  to  our  line  for  Fall  are  splendid  examples  of  good  shoemaking  offered  at  exceptionally  close 
prices. 

WILLIAMS  SHOE  LIMITED 


Brampton,  Ontario 


Remember  these  dates,  July  13tli  & 14th,  1021 — the  National  Shoe  Retailers’  Convention  at  Toronto. 


UPPER  LEATHER 

BARK,  CHROME,  RETANNED 

SPLITS 

WAX,  FLEXIBLE,  OOZE 

We  Solicit  Your  Enquiries  for  Leather  that  has  Stood  the  Test  of  Time 

OUR  AGENCIES 

PERCY  J.  MILBURN,  252  Notre  Dame  St.  West,  Montreal,  P.Q. 
RICHARD  FRERES,  553,  St.  Yalier  St.,  Quebec,  P.Q. 


A.  DAVIS  & SON,  LIMITED 

KINGSTON,  ONTARIO 


Mention  “ Shoe  and  Leather  Journal"1  when  writing  an  advertiser 
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The  Proper  Preparation  of 
Welting  Leather 


(THE  ILLUSTRATION  SHOWS  A CORNER  OF  OUR  TANNERY  AND  CURRYING  DEIPT) 


We  would  remind  you  that  BARBOUR  GROOVED  ENDLESS  WELTING  is 
Tanned  and  Curried  in  our  own  factory  exclusively  for  welting  purposes. 
Welting  is  our  only  product,  and  we  devote  the  most  pains  taking  care  and 
attention  to  the  perfection  of  these  tannery  operations  that  yield  the  tough, 
mellow,  substance  of  high-grade  welting. 

Canadian  Shoe  Manufacturers  show  an  increasing  interest  in  this  super-fine 
product,  and  our  rock  bottom  prices  combined  with  our  acceptance  of  Cana- 
dian funds  makes  BARBOUR  GROOVED  ENDLESS  WELTING.  A most  at- 
tractive purchase  on  this  market. 

May  we  sample  you? 


•Y  INVITATION 
MCMSCR  Of 


Brockton  Rand  Company 

BROCKTON,  MASS. 


Remember 

the 

Convention  of 

the 

National  Shoe 

Re- 

tailers  Association, 

Toronto,  July 

13th 

and  14th. 
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We  Have  The  New  Ones 

Eureka  Samples  contain  the  newest  idea  in  Straps, 
Ball  Straps,  Saddle  Straps  and  Brogues  — made  to  sell 
at  the  popular  prices. 


We  will  be  glad  to  meet  any 
Jobber  in  Montreal,  who  will 
write  us  when  he  is  coming 
East.  The  new  samples  are 
worth  seeing. 


The  line  covers  a find  and 
complete  range  of  McKays 
made  in  the  better  way  and 
showing  the  latest  idea  for 
Women,  Men,  Misses,  Girls 
and  Growing  Girls. 


Particular  Jobbers  Everywhere  Sell  Eurekas 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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Smart  Styles  for  Summer  Days 

THE  merchant  who  is  able  to  display  footwear 
with  the  charming  daintiness  and  sterling  quality 
that  we  are  able  to  produce  has  a trade  attrac- 
tion that  will  make  this  Summer  season  a profit- 
able one  for  him.  For  the  outdoor  social  affairs  of 
lawn  party,  boating  club,  etc.,  Fashion  is  as  strict  in 
her  style  demands  as  for  the  functions  of  Winter,  and 
it  means  successful  business  for  you  to  meet  these 
demands.  Shoes  with  all  the  sought-for  snappiness 
and  distinctiveness  are  at  your  call  in  our  line. 

How  are  your  lines  of  white  shoes?  Irresistible  in 
their  appeal  are  the  models  we  are  showing  in  Kid, 
Buck  and  White  Canvas  Shoes. 


OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 


Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Tarns. 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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The  Only  Taylor  Made  Shoe 
in  Canada 


Made  to  Satisfy 

OURSELVES 
OUR  DEALERS 
THEIR  CUSTOMERS 


Every  Astoria  Shoe  You  Sell  Means 
a Lasting  Customer 


Scott -Chamberlain  Co. , 


LONDON  ::  ::  ::  CANADA 
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The  Sales  Power  is  still 
the  best  test  of  value 

' I ’HE  sale  of  Tetrault  shoes  leads  by  far  that  of  all 
other  Canadian  Shoe  Manufacturers.  The  nat- 
ural conclusion  is  BUT  Tetrault  Welts,  which  are  the 
standard  Men’s  shoes  in  Canada. 

If  you  buy  quality,  not  discounts,  selling  features, 
not  prices,  you  will  naturally  look  to  Tetrault  for 
your  suply  of  Men’s  Welt  shoes.  To  be  imitated  is 
the  sincerest  compliment.  Many  factories  are  trying 
to  make  shoes  like  Tetrault,  but  they  fail  in  working 
out  those  essential  details,  which  characterize  our 
shoes  and  make  them  the  acknowledged  standard  of 
Men’s  Goodyear  Welts  in  Canada. 

The  Leading  Jobbers  throughout 
Canada  carry  an  extensvise  range 
of  our  lines. 


Tetrault  Shoe  Mfg.,  Co. 

LIMITED 

MONTREAL,  P.  Q. 
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Size  up 
Without  Delay 


The  early  rush  of  Summer  trade  has  left  many  holes 
in  the  merchants  sizes  — and  missing  sizes  on  fast 
selling  lines  mean  lost  sales. 

This  condition  of  the  retail  stock,  need  represent  no 
loss  to  the  merchants  who  use  the  services  of  the 
Shoe  Jobber. 

We  have  a very  complete  line  of  low  shoes  — pumps 
and  oxfords  — and  this  stock  is  at  your  service  for 
immediate  delivery. 

Size-up  on  canvas  lines,  too. 
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It  is  Necessary 
To  Place  Early 

The  manufacturers  have  not  yet  completed  their 
Spring  and  early  Summer  deliveries,  principally  be- 
cause the  merchants  sent  in  a flood  of  last  minute 
orders. 

This  condition  will  be  repeated  unless  part  of  the 
placing  is  done  before  July. 

Theie  are  some  Fall  lines  that  you  know  now  you  will 
want  in  September.  These  numbers  should  be  ordered 
without  delay. 

Such  orders  can  be  placed  conservatively  if  you  use 
the  seivice  of  our  organization  from  whom  you  can 
later  sort  by  mail. 
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The  two  models  we  show  here  are 
regular  lines  being  shipped  on 
order  for  Summer  and  early  Fall 
trade.  While  complying  with  the 
demand,  of  the  season  in  every 
way  they  are  not  extreme  in 
design  al  all.  They  are  safe 
Shoes  to  buy  to  retail  around 
$9.00. 


Finer 

Shoe-Making 


“Canadian  Footwear”  Shoes  embody  all 
that  is  new  in  design,  all  that  is  to  be 
desired  in  good  shoe-making  and  at  better 
prices  than  usual. 


“Canadian  Footwear”  Shoes  are  to  be 
classed  among  the  finer  lines  — but  they 
are  not  at  all  high  in  price. 


In  other  words,  the  shoes  show  the  latest 
in  design,  they  are  well  made  from  care- 
fully selected  leather  and  well  finished. 


Jobbers  and  Merchants  will  both  find  the 
new  Canadian  Footwear  line  to  be  a 
leader  with  them. 

A card  will  bring  our  representative. 


Canadian  Footwear  Co.,  Limited 


Montreal,  Que. 


Mention  “ Shoe  and  Leather  Journal ’’  when  writing  an  advertiser 
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Ha  van  a Brown 
In  Evans  Fine  Kid 

N response  to  the  call  of  the  trade  for  an 
Havan  Brown  of  the  quality  of  EVAN’S 
Black  Kids  we  have  placed  ourselves  in 
a position  to  supply  this  leather. 

Havana  Brown  Shoes  are  as  constantly 
in  demand  as  are  blacks.  The  coming  season 
there  will  be  a continued  heavy  call  for  them. 

Made  in  EVAN’S  HAVANA  BROWN,  the  shoe 

will  give  everything  the  customer  asks  for  — Style, 
Finish,  Color  and  Wear. 

SAMPLE  GLADLY  SENT  ON  REQUEST 

MADE  IN  CANADA  BY 

John  R.  Evans  Leather  Co.,  Limited 

214  LEMOINE  STREET  MONTREAL 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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15000  PAIRS  MENS  WELTS 


Product  of  a maker  kn°wn 
for  Reliable  Footwear 


Bats: 

L-34.  Mens’  gun  metal  side  Bal. 
Heavy  Single  Sole.  Rubber 
Heel.  Goodyear  Welt  as 
illustrated.  Price 


$3.40 


L-2fi.  As  above  with  Rubber 
Sole  and  Heel.  Price  . . . 


$3.25 


L-41.  As  above.  Leather 
Price 


Heel. 


$3.40 


L-10.  Mens’  Mahog  side  whole 
quarter  Blucher  with  white 
Rubber  Middle  Slip.  Price 


$3.70 


All  welts  with  solid  inscle  and 

in  full  sizes  5Vs — 10. 

* 


Every  pair  Grain  Leather  Insole  and  a Genuine  Welt 


L-38.  As  above  with  Leather 
Sole  and  Heel.  Price  . . . 

L-23.  Mens’  Mahog.  Side  Bal. 
Heavy  Single  Sole.  Leather 
Sole  and  Heel.  Goodyear 
Welt.  Price 


Bluchers , 


L-24.  Mens’  Gun  Metal  side 
whole  quarter  Blu.  Good- 
year Welt.  Heavy  slip  sole. 
Rubber  Heel  as  illustrated. 
Price  


$3.35 

$3.70 

$3.45 


ORDERS  ACCEPTED  FOR  15  OR  30  PAIR  ONLY 

jfo/Qqabs- 

KATUAN  C11MMING£L 

MQKTOEAI/,  QUEr 


ALL  ORDERS  SUBJECT  TO  PRIOR  SALE. 


TERMS  NET  30  DAYS 


THE  SHOE  AND  LEATHER  JOURNAL 


Cummings  Offering 


LARGE  PURCHASES  RE- 
DUCE  ALL  COSTS  OF 
OOING  BUSINESS. 


EVEN  THE  COST  OF 
FREIGHT  HAS  BEEN 
MINIMIZED  IN  THIS 
SHIPMENT. 


AND  ALL  OF  T H I S 
SAVING  IS  YOURS,  IF 
YOU  SAY  SO. 


McKA  YS: 


L-13.  Mens’  gun  metal  side 
Bal.  Slip  Sole  Mc- 
Kay. Solid  insole. 
Medium  Recede  Toe. 
Sizes  5Vs — 11.  Price 


$3.05 


We  6ought  'cm  Right  ; 

Pace  Tells  Stony 
White  .Vice,  00  Phone- 

Our.  (Expense  . 

Immediate  Deliver^ 


II 


^ Stacks. 


MATUAN  CUMMINOSL 


MOKTOEAI/,  QUEr 


ALL  ORDERS  SUBJECT  TO  PRIOR  SALE. 


TERMS  NET  30  DAYS 


Mention  “ Shoe  and  Leather  Journal"  token  writing  an  advertiser 
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Attractive  Shoes  fo  Retail  at  $6.00,  $7.00  and  $8.00  Will  Bring'  You  Business. 


This  No.  556  has  taken  the 
trade  by  storm.  It  is  a fine 
brown  calf  — an  imitation 
welt,  as  flexible  as  a shoe 
can  be. 

The  complete  line  is  well 
worth  seeing  — sold  direct 
to  the  merchant. 

A salesman  will  call  if  you 
say  so. 


CHARBONNEAU 

636  Craig  St.  East 


& DEGUISE 

Montreal,  Que. 


& % 


5 


£ 


I 


The  values  in 
our  Stitchdowns 
are  filling  our 
plant  to  capacity 


Jobbers  everywhere  have  told  us 
that  our  stitchdowns  are  an  im- 
provement over  all  others  in 
value. 

We  are  producing  just  the  qual- 
ity, too,  that  the  trade  is  looking 
for. 

Samples  and  Prices  on  request. 


CANADIAN  STITCHDOWN  COMPANY 


THIRD  AVENUE  AND  ERNEST  AVENUE 
MONTREAL 


§ 
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0 

s 

F 

C 

300  TO  500% 

Clean  Legitimate  Profit  To  You 

C 

S 

F 

s 

First  Comes  — Send  First  — Read  Carefully 

C 

s 

F 

EACH  TOWN  (ONLY)  2 to  5 Dealers  will  be  sold  U TIMTIME  ” 
EACH  CITY  (ONLY)  5 to  20  Dealers  will  be  sold  I 111  1 lllE 

1? 

r 

C 

Population  and  number  of  dealers  considered.  (ALL  DEALERS  CANNOT  SECURE) 

c 

s 

CONTROLLED  BY 

s 

CANADIAN  SHOES  FINDINGS  NOVELTY  CO.,  TORONTO  AND  MONTREAL,  QUE. 

F 

WHAT  IS  TINTINE? 

F 

C 

“TINTINE”  Has  (98)  Distinct  colors!  Dyes  PERFECTLY!  Is  GUARANTEED  for 
Satin  slippers,  silk  hose,  etc.  Matches  every  gown  for  evening  or  afternoon  wear. 
Any  light  shade  made  darker  shades  in  few  minutes  — white  any  color  — ANY 
AMATEUR  CAN  DO  THIS  PROPERLY. 

C 

S 

s 

COST  TO  YOU  SMALL  PROFIT  EXTRA  LARGE. 

F 

One  bottle  does  4 to  5 pair  of  shoes  — Cost  $1.00.  Bottle  obtains  $1.00  to  $2.00  per  pair 
for  dyeing  Profit  $4.25  or  $8.50  CLEAR  — Does  away  carrying  more  than  one  color 
evening  slippers  — carry  white  only  less  stock  required. 

F 

C 

WHO  STOCKS  THIS  WONDERFUL  TINTINE? 

C 

S 

HUDSON  BAY  CO.  Hubert  Ashplant,  Brown’s  Ltd.  Morgan’s  Montreal,  Regal  Winni- 

y 

peg,  Robinson’s  Winnipeg,  Royal  Shoe  Co.,  A.  Levy  Toronto,  Over  100  LIVE  CONCERNS 

F 

THROUGHOUT  CANADA  HAVE  STOCKED  FOR  PAST  YEARS. 

F 

• 

OUR  PROPOSITION  TO  YOU. 

. 

C 

WE  WILL  PICK  OUT  48  BEST  SALEABLE  COLORS  out  of  98  for  your  opening  order. 
YOU  WILL  CONTROL  YOUR  DISTRICT — When  you  require  certain  color  out  of,  we 

C 

will  forward  same  from  our  stock  — doing  away  with  you  carrying  poor  colors. — 

o 

USE  YOUR  JUDGMENT  BECAUSE  FIRST  COME  FIRST  SERVED  — With  every 

o 

FT 

order  we  furnish  a COLOR  CARD  CONTAINING  98  Colors  on  Satin  that  matches  all 

F 

colors  gowns. 

EVERY  CITY  AND  TOWN  MUST  BE  COVERED  BY  THE  BEST  SHOE  RETAIL- 
ERS THROUGHOUT  CANADA  AT  ONCE  — WRITE  US  DIRECT  AT  ONCE  NOW 

C 

FOR  ANY  OTHER  PARTICULARS. 

C 

• 

s 

This  is  the  Biggest , Genuine  Profit  Making  Deal 

s 

Ever  Given  to  Shoemen  in  a Real 

F 

Legitimate  Manner 

F 

c 

Order  Immediately  from  Toronto  ::  See  Our  Other  Opportunity 

c 

s 

Canadian  Shoes  Findings  Novelty  Co. 

s 

F 

2 Trinity  Square,  Toronto.  - - 153  Peel  St.,  Montreal,  Que. 

F 

C.  S 

. F.  C.  S.  F.  QUALITY— C . S.  F.  SERVICE— C.  S.  F.  PRICES  RIGHT— C.  S . F.  C.  S . 

F. 

Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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All  Summer  Long 

Every  day  from  the  opening  to  the  close  of 
the  Summer  Season  the  demand  for 


SPEED  KING 
OUTING  SHOES 


ATHLETE 


will  bring  calls  to  every  dealer  for  this  popular 
Summer  Footwear. 

Have  you  ordered  enough?  Does  your  stock 
eliminate  the  chances  of  your  losing  a single 
sale? 

No  demand  from  old  or  young  for  sport  or 
regular  wear  will  catch  you  unprepared  if 
your  stock  is  complete  in  Speed  Kings,  the 
Outing  Shoes  that  are  superior  in  appearance 
and  quality  and  better  in  value. 

Quick  deliveries  on  all  sorting  orders  from 
any  of  our  wholesalers. 


ALWEAJt 


PLAYMATE 


VACATION 


INDEPENDEN  T WHOLES  A LERS 


Amherst  Boot  & Shoe  Co.,  Limited  Halifax,  N.S. 

Amherst  Boot  & Shoe  Co.,  Limited  Amherst,  N.S. 
Brown.  Rochette,  Limited  - - Quebec,  Que. 

James  Robinson  Co.,  Limited  - Montreal,  Que. 

Locke  Footwear  Co.,  Limited  - Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  Toronto,  Out. 

White  Shoe  Co..  Limited  - Toronto,  Ont. 


C.  Weaver  - Trenton,  Ont. 

The  London  Shop  Co.,  Limited  - London,  Ont. 
T.  Long  & Brother,  Limited  - Collingwood,  Ont. 
Amherst  Central  Shoe  Co.  Limited  - Regina,  Sask. 
Dowers  Limited  - - - Edmonton,  Alta. 

The  J.  Leckie  Co.,  Limited  - - Vancouver,  B.C. 


The  Independent  Rubber  Co.,  Limited 

Merritton  ::  ::  Ontario 
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Shoe  and  Leather  Journal 

Published  Twice  a Month 


« ■-% 

■*  ■« 

$1.50  a Year  Single  Copies  15c.  Outside  Canada,  $2.00 

TO  ADVERTISERS 

Office  of  Publication 

545-549  KING  STREET  WEST,  TORONTO 

The  paid  circulation  of  the  SHOE  AND  LEATHER 

Acton  Publishing  Company,  Limited 

JAMES  ACTON,  President 
Montreal  Office:  Boston  Office: 

JOURNAL  is  MORE  THAN  DOUBLE  that  of  any 
other  shoe  publication  in  Canada,  and  exceeds 
the  combined  paid  lists  (if  all  other  Shoe  Trade 

510  Coristine  Building'  161  Summer  Street 

papers  circulating  in  this  country. 

*,  a 

a a 

“THE  GOSPEL  OF  WORK” 


IN  addressing  the  New  York  Chamber  of  Commerce  recently,  Knut  Wallenberg,  president  of 
the  Stockholm  Chamber  of  Commerce  and  formerly  Swedish  Foreign  Minister,  speaking  of 
the  business  outlook  in  Europe  and  elsewehere  said: 

“Personally,  I believe  that  the  sooner  we  stop  theorizing  and  get  to  work — hard  work — - 
keeping  our  hands  and  minds  engaged,  we  will  restore  confidence.  Too  many  people  have  time 
to  theorize  on  depression  and  too  little  time  to  work.  Stop  theorizing  and  do  something.” 

There  has  been  altogether  too  much  theorizing  and  too  much  discussion  and  sensible  people 
are  beginning  to  realize  that  the  only  way  to  bring  back  normal  times  and  happier  conditions 
socially  as  well  as  commercially  is  to  get  back  to  work. 

The  wealth  as  well  as  the  happiness  of  the  world  depends  on  brains,  money  and  honest 
effort.  The  two  first  without  the  last  are  as  useless  as  a boat  without  oars.  Chart  and  sound 
timbers  are  vain  in  the  absence  of  motive  power. 

There  never  was  a time  in  history  when  downright  hard  work  was  so  badly  needed.  There 
never  was  a time  when  there  was  so  much  temporizing,  shilly-shallying  and  vapid  chattering. 
The  world  is  full  of  theorizers  who  are  expecting  some  miracle  to  deliver  the  age  from  conditions 
that  if  not  the  result  of  idling  are  certainly  perpetuated  by  it. 

It  is  no  time  to  advocate  the  six  hour  day  in  the  store  or  counting  house  any  more  than  in 
the  factory  or  workshop.  Until  production  is  brought  to  a point  where  business  is  made  to  flow 
naturally  and  freely  through  regular  channels  there  will  be  no  relief  from  the  pressure  that  is  still 
making  decent  living  a problem  to  so  many. 

The  rewards  for  honest  toil  were  never  more  promising  than  they  are  today.  The  business 
man  as  well  as  the  artisan  has  opportunities  such  as  have  not  been  known  in  a generation  for  gain 
through  earnest,  consistent  and  persistent  effort. 

“WORK  out,  therefore,  your  NOW  salvation”. 
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In  the 

Market  Place 

Business  Conditions  as  Noted  in 
Manufacturing,  Wholesale,  and  Re- 
tail Fields. 

IMPROVED  weather  conditions  throughout  !the  coun- 
try June  had  a hearing  on  trade  improvement.  In  some 
lines  of  trade  a slackening  has  taken  place,  and  a ten- 
dency towards  continuation  of  a waiting  policy  is  general- 
ly in  evidence.  The  warmer  weather  has,  on  the  other  hand, 
stimulated  trade1  to  such  an  extent  as  to  prevent  any  mar- 
ked recession.  In  general,  conditions  are  slowly  working 
towards  a stronger  and  sounder  basis,  and  it  is  expected 
that  a more  decisive  turn  for  the  tetter  will  be  witnessed 
toward  the  end  of  the  summer.  Even  wheTe  liquidation  has 
•seemingly  been  completed,  buyers  show  a determination 
not  to  operate  beyond  immediate  requirements.  Basic  prices 
are  holding  steady,  with  some  tendencies  towards  firmness 
noted,  so  that  important  recessions  may  not  be  expected 
for  some  time  at  least.  Unemployment,  wage  revisions  and 
restricted  production  are  all  factors  bearing  on  retail  turn- 
over. The  general  public  show  a disposition  to  buy  freely 
where  goods  are  offered  at  a , price  for  purposes  of  liquida- 
tion. Where  values  appear  sound,  business  is  also  to  be  had. 
But  any  attempt  to  hold  up,  or  to  advance  prices  is  met 
by  resistance  and  refusal  to  purchase.  Under  present  con- 
ditions, retailers  in  all  lines  of  business  are  placing  frequent 
orders  in  small  quantities,  holding  their  stocks  down,  and 
working  close  to  their  markets.  It  may  ‘be  said  that  the 
retailer  who  cleaned  out  his  old  stocks,  taking  his  share 
of  the  loss,  now  has  new  goods  to  offer,  which  move  fairly 
well.  Whereas  the  dealer  who  has  followed  the  shortsighted 
policy  of  trying  to  minimize  his  loss  by  holding  prices  up 
on  olid  stocks,  is  finding  it  very  slow  and  heavy  going. 

Retail  Trade. 

The  more  definite  arrival  of  warm  weatheT  has  sti- 
mulated the  desire  of  the  public  for  light  shoes,  and  retail- 
ers are  selling  satisfactory  quantities  of  shoes  for  summer 
wear.  White  goods  are  moving  freely,  the  demand  being 
largely  for  strap  effects  incanvas,  or  buck.  A fair  call  is 
also  rioted  for  the  brogue  effects  in  white  and  grey  buck, 
while  in  some  localities  combinations  of  calf  or  kid  with 
buck  or  canvas,  and  of  white  and  patent  are  sold.  Demand 
also  continues  good  for  strap  shoes  in  brown  calf  and  kid, 
and  also  for  brown  oxfords  with  or  without  the  brogue 
effects.  Grey  and  brown  suede  are  also  largely  in  evidence. 
Men’s  oxfords  are  moving  a little  more  freely  with  straw 
hat  weather,  but  the  bulk  of  sales  still  consists  of  women’s 
shoes.  Pairage  is  in  general  up  to  or  a hea  l of  a year  ago. 
but  lower  prices  hold  the  value  of  turnover  down.  Dealers 
find  that  even  in  the  fancier  shoes,  there  is  the  disposition 
to  question  price,  but  that  where  prices  are  reasonable, 
or  appear  really  low  to  the  customer,  the  women  will  buy 
readily. 

Wholesale  and  Manufacturing  Trade. 

The  uneven  situation  still  holds  among  manufacturers. 
Some  manufacturers  of  women’s  shoes  are  sold  well  ahead, 
while  others  have  only  a few  weeks  to  go.  Actual  orders 
have  slackened,  and  factory  production  is  gradually  eating 


up  such  margins  as  lay  ahead  of  manufacturers.  The  parr- 
eh-ase  of  fall  requirements,  which  must  begin  soon,  is  expec- 
ted to  right  this  situation.  Manufacturers  of  men’s  shoes 
are  for  the  most  part  fairly  quiet,  and  their  orders  ahead 
do  not  bulk  as  heavy  as  they  would  like.  The  situation  is 
materially  brighter  than  it  was,  and  good  fall  business  is 
expected.  Staple  goods  remain  extremely  quiet.  To  replace 
this  business,  staple  manufacturers  have  in  some  cases 
turned  to  women’s  fancy  shoes,  and  to  men’s  shoes  of  a 
higher  class.  A second  reason  for  this  change  is  the  fact 
that  jobbers  find  a ready  sale  for  fancy  shoes,  in  straps, 
brogues,  combinations,  etc.,  where  they  are  unable  to  move 
staple  goods.  As  a result,  several  manufacturers  are  turn- 
ing out  shoes  of  a highly  creditable  nature,  and  at  prices 
which  will  be  in  line  with  the  requirements  of  that  trade 
to  which  the  jobber  caters.  This  means  that  the  jobber, 
and  the  manufacturers  from  whom  he  formely  bought 
shoes  of  a staple  character,  have  entered  a field  largely  new 
to  them.  Their  permanence  in  that  field  will  depend  on  the 
quality  of  the  goods  they  turn  out,  and  on  their  shrewdness 
in  reading  the  market,  to  which  they  must  keep  closer  than 
they  ever  had  been  obliged  to  do. 

Fall  ideas  are  gradually  talking  shape,  though  a-  yet 
late  fall  styles  are  problematic.  Men’s  oxfords  and  high 
shoes  in  brogue  effects,  with  or  without  hall  straps  are 
being  favorably  regarded,  as  are  also  plainer  styles,  some 
yith  the  French  type  of  toe.  Multiplicity  of  perforations 
and  stitchings  will  ho  necessary  for  some  styles,  but  these 
tend  to  slow  down  production  andi  raise  costs.  Browns  are 
expected  to  be  strong  in  Men’s  shoes,  of  shades  somewhat 
lighter  than  last  year,  and  more  off  the  red.  In  women’s 
shoes  there  is  still  considerable  confusion  and  doubt  as  to 
the  fall.  There  is  no  question  as  to  the  strap  shoe,  holding 
through  the  early  fall,  and  in  some  styles  it  should  carry 
on  beyond  that  point.  Efforts  to  adapt  the  strap  effect  to, 
or  combine  it  with  the  brogue  oxford,  and  colonial  pump, 
are  receiving  favorable  comment.  Straight  oxfords,  brogue 
oxfords,  and  ball-strap  oxfords.,  will  also  he  worn  this 
fall,  while  colonial  pumps  with  large  tongues  are  also  being 
well  lined  up  for  fall  trade.  The  Canadian  climate  also  indi- 
cates boots  for  certain  puposes  or  localities,  and  whether 
of  kid  or  calf,  many  dealers  will  sell  these,  in  black  or 
brown. 

Leather  Markets. 

The  leather  situation  remains  for  the  most  part  un- 
changed. Sole  leather  demand  is  confined'  to  the  weights 
and  grades  required  bv  manufacturers,  which  means  the 
lighter  class  of  stock.  With  a greater  demand  for  fall  shoes, 
heavier  soles  will  he  required,  and  this  should  serve  to 
stimulate  the  sole  leather  market.  Upper  leather  business, 
with  the  exception  of  calf  an.d  kid  remains  quiet.  Brown 
and  hi  ark  calf  are  in  good  demand  and  remain  firm.  Glazed 
kid  in  top  grades  remains  firm.  T.ower  grades,  and  skins 
larger  than  six  feet  are  hard  to  move.  Canadian  producers 
of  kid  are  busy  on  browns,  which  maintain  their  populari- 
t.v,  with  a*  growing  demand  for  blacks.  Large  sales  of  blacks 
in  the  United  States  made  recently  are  causing  speculation 
as  to  the  possibility  of  the  manufacture  and  sale  in  volume 
of  women's  boots,  as  the  stock  moved  would  he  suitable  for 
this  purpose.  Golden  brown,  or  nut  brown,  however,  are  the 
shades  most  favored1  a«t  the  moment.  I he  continued  talk 
of  the  return  of  patent  leather  is  resulting  in  the  production 
of  samples  embodying  this  stock,  though  actual  business 
has  remained  relatively  small. 
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Stray  Shots 
From  Solomon 

Wisdom  Crieth  Without; 

She  Uttereth  Her  Voice  in  the  Street 

There  are  some  men  who,  if  you  came  up 
behind  them  suddenly  and  put  your  hand  on 
their  shoulder,  would  jump  a 
FITTING  foot,  or  perhaps  pull  a gun.  A 

THE  CAP.  straight  man  is  afraid  of  nothing. 

and  carries  no  weapons.  An  old 
darkey  preacher  down  south  said  that  there  was 
one  word  he  had  to  avoid  in  his  discourses  — chic- 
kens. If  he  mentioned  this  subject  everyone  in 
the  congregation  seemed  to  shuffle  and  look  side- 
ways at  his  neighbor.  “The  wicked  flee  when  no 
man  pursueth  but  the  righteous  are  bold  as  a 
lion”.  We  have  had  some  violent  criticisms  of 
Stray  Shots  and  some  real  shrapnel  has  occasion- 
ally come  our  way  but  it  has  usually  come  from 
behind  hedges.  Some  time  ago  we  received  an 
anonymous  letter  saying  that  somebody  had  filled 
“Solomon”  up  on  the  writer’s  personal  weaknesses 
and  threatened  vengeance  on  the  informer.  “Solo- 
mon” had  never  heard  of  either  the  man  or  his 
enemy.  It  was  a case  of  guilty  conscience.  “The 
wicked  flee  when  no  man  pursueth”.  Keep 
straight  and  there  will  be  no  caps  to  fit  and  no 
foes  to  fear. 

* * * 

When  you  hear  a man  constantly  saying : “Do 
you  know  who  I am?”,  look  up  his  family  tree  or 
personal  history.  Nine  times  out 
POUR  of  ten  you  will  find  that  his 

FLUSHERS.  ancestors  were  bog-trotters  or  that 
he  is  a common  “four  f lusher”. 
The  fellow  who  is  always  standing  on  his  dignity 
usually  hasn’t  enough  of  anything  else  to  stand 
on.  You  never  find  any  man  who  is  worth  powder 
enough  to  blow  him  over  his  neighbor’s  henhouse 
worrying  about  what  other  people  think  or  say 
about  him.  It  is  usually  the  crook  who  bristles  up 
on  the  honor  question  and  the  unmitigated  liar 
who  is  ready  to  fight  when  any  doubt  is  cast  on 
his  veracity.  There  are  a lot  of  people  who  if 
they  paid  more  attention  to  doing  right  would 
have  less  occasion  to  trouble  about  their  reputa- 
tions. There  is  a kind  of  pride  that  has  its  root  in 
love  of  praise.  The  little  fellow  who  is  too  proud 
to  dirty  his  hands  with  honest  work  and  the  one 
who  dodges  his  lowly  origin  are  samples  of  human 
beings  that  “make  the  angels  weep”.  “A  man’s 
pride  will  bring  him  low.”  You  can  tell  what  a 
man  is  headed  for  as  well  as  what  he  is  when  you 
hear  him  say  “Do  you  know  who  I am?” 


Take  care  of  what  you  have  and  what  you 
make,  for  no  one  else  will  do  it  for  you.  You  may 
have  the  finest  children,  the  best 
TAKE  CARE  friends  and  the  most  capable 
OP  IT.  help  that  can  be  got  for  money 

but  it  is  only  seldom  that  you  can 
afford  to  leave  them  in  absolute  control  of  your 
interests.  Most  men  need  to  watch  themselves 
even  when  they  make  a little  money  for  there  are 
few  who  can  stand  prosperity,  “Riches  are  not  for- 
ever and  doth  the  king  endure  to  every  genera- 
tion?” This  saying  of  the  Wise  Man  of  Scrip- 
ture should  be  hung  in  every  office  and  store  in 
the  land  to  warn  business  men  against  being 
easy  on  themselves  and  careless  with  regard  to 
others.  It  ought  also  to  remind  old  skinflints 
and  corner  cutters  that  the  game  will  be  called  on 
them  sooner  or  later.  There  was  an  old  fellow 
died  the  other  day  who  had  to  be  buried  by  his 
family,  although  twenty-five  years  ago  he  was 
worth  over  a quarter  of  a million.  He  became 
so  grasping  that  he  would  not  touch  anything 
that  hadn’t  the  promise  of  forty  or  fifty  per  cent 
profit  on  it.  The  result  was  he  was  caught  in  a 
speculative  venture  and  was  cleaned  out.  He  took 
to  evil  ways  and  had  not  lived  with  his  family  for 
years. 

* * * 

If  every  man  was  content  to  mind  his  own 
business,  this  would  be  a great  world  to  live  in. 

The  other  day  a horse  fell  down 
DON’T  on  one  of  the  public  t.horough- 

MEDDLE.  fares,  evidently  affected  by  colic. 

An  officious  individual  elbowed 
his  way  through  the  crowd  to  where  the  animal 
lay,  spasmodically  kicking,  and  said  with  the 
apparent  authority  of  a vet,  though  in  a stuttering 
voice:  “I  h-h-had  a h-h-horse  j-just  like  that.” 
“G-g-g-give  him  s-s-some  t-t-turpentine”.  “How 
much?”  asked  the  owner.  “’B-b-bout  half  a 
cup”,  was  the  answer  by  the  expert  as  he  immedi- 
ately departed.  A little  later  the  pseudo  horse 
doctor  returned  and  the  furious  horse  owner 
promptly  collared  him  and  said : “You’re  the  bird 
that  told  us  to  give  that  horse  turpentine?” 
“Y-y-yes,  whats  the  m-m-matter?”  “Why  the 
horse  died,  you  blitthering  idiot !”  was  the  reply. 
“Well  s-s-so  did  m-m-mine”  the  meddler  res- 
ponded. “Every  fool  will  be  meddling”.  Keep 
your  nose  out  of  your  neighbors  business.  There 
is  more  ha/rm  done  every  week  by  meddling 
fools  than  all  the  doctors,  lawyers  and  preachers 
in  the  country  can  straighten  out.  Give  your 
neighbor  a chance  to  work  out  his  problems  with- 
out your  butting  in.  If  he  needs  advice  and 
knows  how  to  use  it  he  will  not  be  afraid  to  ask 
for  it. 
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Womens 

Styles 

Reviews  and  Forecasts  of  styles.  — 
New  Lasts. — Leathers  and  Patterns 
for  Fall. 

The  question  of  the  style  trend  in  women’s  shoes  was 
discussed  by  Mr.  Oeorge  Miller,  of  I.  Miller  & Sons,  Inc., 
and  Mr.  John  ( '.  McKeon  of  Laird  Schober  & Co.,  at  a 
recent  meeting  of  the  executive  of  the  National  Boot  and 
Shoe  Manufacturers  Association,  in  New-York. 

Mr.  Miller  said  in  part : — - 

“It  is  very  difficult  to  determine  in  advance  what 
color  will  sell,  and  only  by  carefully  watching  circum- 
stances in  other  industries  and  conditions  in  all  places 
where  styles  originate  can  we  form  a fair  idea  of  what 
colors  will  be  in  demand.  For  the  past  season  there  has 
been  a tremendous  demand  for  grey.  This  demand  is 
rapidly  disappearing,  and  the  present  trend  is  pre- 
dominantly toward  black,  then  tan,  then  brown,  and  a 
very  slight  call  for  other  colors  — a decided  change  from 
last  season. 

“The  strap  pattern  seems  here  to  stay.  They  are 
comfortable,  pretty  and  very  practical.  They  stay  on  the 
feet,  fit  well  and  women  like  them,  and  as  long  as  the 
women  feel  this  way  about  strap  pumps,  it  is  my  sug- 
gestion that  we  take  advantage  of  it. 

“I  think  that  we  ought  not  to  forget  oxfords. 
Recently  we  have  had  some  demand  for  brown  kid  and 
tan  russia  with  walking  heels,  and  I feel  that  oxfords  in 
semi-brogue,  not  too  heavy,  with  wing  tips,  will  sell  in 
the  fall,  in  russia  calf  and  boarded  materials. 

“As  to  boots,  I do  not  believe  they  will  sell  to  any 
extent  though  it  would  be  wise  for  the  retailer  to  carry 
several  walking  boots. 

“These  seems  to  he  a tendency  toward  shorter  vamps, 
and  it  is  my  opinion  that  vamps,  next  season,  in  high  and 
low  heels  should  not  be  over  three  and  one-half  inches. 
They  could  be  a little  longer  in  walking  oxfords.  We  find 
that  the  women  are  getting  tired  of  long  effects,  and 
want  shorter-looking  shoes,  even  on  pointed  toes. 

“The  tendency  for  the  past  few  months  is  to  get  away 
considerably  from  high  heels,  and  to  use  the  Cuban  or 
Baby  Louis.  There  seems  to  be  some  demand  in  the 
higher  grade  shoes  for  the  Spanish  or  Louis  Cuban  heel 
about  two  and  one-eighth  inches  high.  These  heels,  how- 
ever, will  apply  to  certain  type  shoes  only,  and  should  be 
ordered  very  conservatively.  From  my  personal  ex- 
perience T believe  that  the  American  woman  likes  the 
regulation  Louis  heel,  and  the  retailer  should  place  the 
bulk  of  his  orders  on  this  style. 

“As  to  low  heels,  we  should  use  the  Baby  Louis  prin- 
cipally in  fancy  patterns,  and  the  more  staple  patterns, 
especially  walking  shoes  should  carry  the  leather  Cuban 
heel. 

“On  account  of  the  present  indication  it  would  seem 
to  me  that  anything  in  black  materials  will  sell,  princi- 
pally patent  leather  and  black  kid.  Black  ooze  in  fancy 
patterns  and  black  calf  in  more  staple  patterns  in  walking 
heels  will  also  sell.  You  must  not,  however,  overlook 
black  satin,  which,  because  of  the  recent  improvements  in 
construction,  has  become  very  popular  and  taken  a strong 
hold  on  the  public. 

“In  walking  oxfords  and  strap  pumps,  I think  the 
most  popular  material  will  be  a medium  shade  of  tan 
Russia  calf,  though  there  is  some  demand  for  walking 


oxfords  in  boarded  aterials  in  black  and  tan  of  a darker 
shade.  Haronious  combinations  of  kid  or  calf,  with  ooze 
in  fancy  patterns  will  sell  to  some  small  extent. 

Mr.  McKeon  siirveyed  the  situation  as  fellows : — 

“We  hear  a great  deal  of  longer  skirts,  and  there  is 
much  truth  in  this  rumor,  but  at  the  same  time  involving 
to  the  eye  seeming  paradox,  as  only  the  over-drape  is 
longer,  and  the  sheerness  of  the  fabric  affords  an  almost 
unobstructed  view  of  the  ankle,  and  what  for  modesty’s 
sake  we  will  term  the  “near  ankle”,  since  the  more 
definite  underslip  extends  hardly  farther  in  length  than 
the  fashion  of  the  past  season.  We  are  safe  in  the  con- 
clusion that  in  effect,  as  influencing  footwear,  short 
skirts  must  still  prevail. 

“In  the  realm  of  boots  the  situation  is  very  difficult 
to  forecast  except  among  common  sense  lines.  It  would 
seem  that  bad  weather  must  revive  a demand  for  more 
sturdy  staples,  and  therefore  it  looks  hopeful  for  leather 
heel,  welt  boot  of  calf  and  kid.  With  this  revival  there 
would  naturally  be  a receptive  attitude  toward  novelty 
boots  were  it  not  for  the  offsetting  favor  of  high  price. 

“It  seems  strange  to  be  laying  so  much  stress  upon 
the  variety  of  low  effects  when  we  are  definitely  dealing 
with  the  period  that  would  economically  indicate  sturdy 
footwear,  but  it  seems  a mistake  and  a fallacy  to  attempt 
to  buck  the  style  trend.  It  is  so  much  better  to  drift 
with  it. 

“Except  for  the  revival  of  ooze  calf  for  the  fall  in 
medium  and  dark  greys,  perhaps  brown  and  black,  and  to 
some  extent  dressv  extreme  light  grey,  there  seems  to  be 
very  little  possibility  of  change  in  the  upper  leather  pro- 
portion of  fabrics,  and  admitting  a revival  of  gun  metal, 
as  also  a very  definite  revival  of  patent  stock. 

“Combinations  of  plain  leathers  with  novelty  leath- 
ers, and  novelty  leathers  in  the  flesh  finish  class  will  pre- 
vail freely  for  the  balance  of  the  year,  sometimes  in  the 
nature  of  a colored  ooze  quarter  with  grain  finish  tan  or 
black  vamp,  or  more  frequently  in  the  nature  of  an  inlay 
to  the  quarter,  or  similar  combination  effect. 

“Stimulation  of  staple  low  heel  effects  in  the  oxford 
class  can  be  accomplished  through  the  presentation  of 
good  fitting  shoes,  made  over  the  sensible  variety  in  types 
of  lasts,  and  embracing  as  to  upper  stock  glazed  kid  in 
black  and  brown,  patent  leather,  Russia  calf  in  medium 
tan  and  brown,  and  a fair  proportion  of  gun  metal. 

“In  this  same  category  is  also  forecasted  what  might 
he  termed  the  fall  sport  oxford,  a welt,  leather  heel  effect 
in  sombre  shades  of  buck,  side  buck  or  ooze  — to  be  more 
specific,  dark  grey,  tan  and  dark  brown,  all  trimmed 
similar  to  the  tropical  or  summer  effects  with  calf  or  kid, 
in  black,  tan  or  brown  to  match  or  blend. 

“Before  disposing  entirely  of  the  color  question  as 
applying  to  any  style  group,  grey  should  be  touched  upon 
individually.  It  is  entirely  a feminine  shade  and  can  be 
of  a neutral  soft  tint  to  harmonize  or  blend  more  readily 
than  any  other  known  color.  Tt  is  to-day  far  from  negli- 
gible as  a factor,  and  the  recent  wane  of  enthusiasm 
decidedly  premature.  We  can  safelv  count  upon  a reason- 
able showing  of  grey  as  the  fall  and  winter  seasons 
develop. 

“As  applying  to  footwear  this  is  an  age  involving  in 
the  most  practical  way  the  two  extremes  of  style  and 
durability,  the  two  going  hand  as  they  complete  the  well- 
dressed  woman’s  wordrobe,  and  from  a retail  viewpoint 
selection  of  footwear  should  be  made  with  true  regard  for 
tin*  season,  with  full  consideration  for  the  occasion,  the 
period,  and  time  of  day.  Staple  and  novelty  styles  both 
have  their  place,  and  therefore  with  thoroughly  mature 
thought  trading  will  naturally  develop. 
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Does  it  Pay  to 
Advertise  Prices  ? 

Do  High  Class  Goods  Suffer  by  Com- 
parison? Is  a Window  Effective 
Without  Price  Tickets?  Does  Dignity 
Pay  These  Days? 

IT  may  be  said  by  some  that  the  question  at  the  head  of 
this  article  should  be  put  in  the  negative  form.  Does 
it  pay  not  to  advertise  prices?  It  certainly  seems  to 
be  the  spirit  of  modern  retail  merchandising  to  have  all 
goods  marked  in  plain  figures  whether  dispayecl  or  on  sale 
in  the  store.  The  old  custom  of  marking  goods  in  cipher 
even  for  costing  seems  to  have  largely  gone  the  way  with  a 
great  many  other  customs  that  prevailed  a quarter  of  a 
century  or  more  ago. 

What  About  Dignity? 

There  are  some  who  still  maintain  that  high  class 
goods  should  not  be  displayed  with  the  vulgar  price  an- 
nouncement sticking  out  to  the  detriment  of  the  “quality” 
effect  and  others  who  say  that  comparisons  are  “odious” 
and  sales  are  often  lost  through  the  price  being  featured 
strongly  before  the  customer  is  made  aware  of  the  merits 
of  the  goods.  On  the  other  hand  it  is  safe  to  say  that 
where  one  customer  is  influenced  >agajinst  buying  on 
seeing  the  price  there  are  two  who  are  frightened  by  the 
possibility  of  more  being  asked  for  the  goods  than  is  really 
the  case.  As  a rule  people  who  buy  high  class  goods  are 
not  frightened  by  price  but  with  all  buyers  these  days 
there  is  the  disposition  to  look  before  leaping.  There  is 
nothing  which  so  puzzles  and  annoys  the  average  buyer  so 
much  as  to  see  goods  displayed  in  a window  or  described 
in  an  advedtisement  without  any  indication  of  the  selling 
price. 

Everybody  Shops  These  Days. 

It  is  not  alone  those  who  have  to  look  well  to  their 
expenditures  but  the  great  majority  of  men  as  well  as 
women  who,  when  they  start  out  to  buy  something  they 
need  make  a canvas  of  show  windows  or  run  through  the 
newspapers  to  see  what  is  available.  To  meet  with  vague 
statements  about  style,  quality  and  make  not  only  dis- 
gusts therm  but  antagonizes  them.  There  may  be  some 
who  walk  into  a store  and  order  the  best  without  asking  a 
price  until  they  have  seen  what  they  wanted  but  nine 
people  out  of  ten  these  days  have  been  educated  to  make 
comparisons.  Above  all  they  do  not,  no  matter  how  well 
situated  they  may  be  financially  to  have  any  feeling  that 
they  have  been  “done”.  Many  a customer  enters  a store, 
picks  out  what  he  or  she  wants,  and,  when  astonished  at 
the  price  takes  the  medecine  quietly  but  vows  never  to 
return. 

A Policy  that  Pays. 

One  of  the  most  successful  retailers  in  one  of  our 
Western  cities  in  discussing  this  question  said  recently. 
“We  have  always  done  a high  class  city  trade  and  for  a 
number  of  years  it  was  our  policy  to  avoid  anything  that 
would  mix  us  up  with  our  competitors  who  sold  a cheaper 
class  of  goods.  Our  store  at  that  time  was  in  one  of  the 
most  exclusive  retail  sections  of  the  city  and  we  prided 
ourselves  in  the  fact  that  customers  had  to  come  to  us 
instead  of  our  chasing  them  up.  We  hal  a clientele  that 


was  well  able  to  pay  for  what  they  wanted  and  many  of 
them  came  in  their  carriages.  One  day  I happened  to 
wait  personally  upon  one  of  our  best  customers,  a wealthy 
banker,  who  came  in  to  buy  a pair  of  shoes  that  had 
attracted  his  attention  in  the  window.  This  gentleman 
while  a great  financier  rather  priced  himself  upon  his, 
closeness  in  a business  deal.  When  I told  him  the  price' 
of  the  shoes  he  showed  some  surprise  and  said  that  he 
thought  they  would  have  been  considerably  more.  He 
asked  incidentally  why  we  did  not  ticket  the  goods  in  our 
show  window,  and  intimated  that  he  had  noticed  the  shoes 
a couple  of  times  in  passing  and  wondered  what  the  price 
was.  When  I said  it  was  not  our  custom  he  replied : “Tut ! 
tut ! Even  in  a bank  we  are  not  above  announcing  the  rate 
of  exchange  and  have  a good  healthy  respect  for  the  men 
who  asks  before  he  buys  or  bargains  with  us  before  he 
makes  a loan.” 

A Change  of  Policy. 

“That  set  me  seriously  thinking.  I considered  that 
if  a man  of  his  standing  was  interested  in  prices,  there 
must  be  a good  many  others  who  might  be  influenced  by 
seeing  goods  marked  in  a neat  clear  way  when  displayed 
in  the  window.  From  that  time  we  instituted  a change 
in  our  store  policy  in  this  respect  and  I may  say  we  have 
never  regretted  the  step.  Of  course  it  is  now  ancient 
history  as  most  up  to  date  stores  are  run  on  this  principle 
which  I think  is  a sane  and  business  like  one.  We  have 
just  as  high  a class  of  trade  as  ever  although  we  have 
removed  to  a more  “bourgeois”  location.  I consider  we 
have  offended  none  of  our  old  clientelle  and  I am  certain 
that  we  have  gained  a great  many  new  and  paying 
customers.  I am  now  convinced  that  is  is  poor  policy  to 
prepare  expensive  show  windows  and  display  attractive 
goods  without  giving  the  public  information  as  to  prices. 
I know  this  also  that  we  have  pretty  effectually  disposed 
of  the  erroneous  impression  that  because  of  the  attractive- 
ness of  the  store  and  the  class  of  goods  we  carry  that  our 
prices  are  high.  These  days  when  turnover  means  so  much 
we  have  to  convince  people  that  we  sell  on  a basis  of  good 
value  for  everything  we  have  to  offer.” 

Dont  Waste  Effort  and  Money. 

In  view  of  the  above  it  would  appear  that  the  man 
who  goes  to  the  trouble  of  making  an  attractive  display 
of  shoes,  furniture,  jewellery  or  any  other  merchandise 
without  taking  the  public  into  his  confidence  as  to  prices 
is  as  wasteful  and  foolish  as  his  neighbor  who  puts  a 
generalizing  announcement  in  the  local  paper  he  only 
troubles  to  change  once  or  twice  a month.  People  want  to 
know  and  while  they  are  interested  in  the  appearance  and 
quality  of  your  goods  they  are  equally  anxious  to  know 
what  they  will  cost  them. 
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Revival  of 
Men’s  Shoes 

Necessity  for  Educational  Work 
Among  Men.  Teaching  Them  to 
Spruce  Up.  Wear  More  Pairs.  — 
Some  Style  Notes. 

The  continued  lassitude  in  the  field  of  men’s  shoes 
has  been  the  cause  of  considerable  speculation,  theorizing, 
and  experiment  for  some  months.  Little  or  no  tangible 
progress  has  been  made  as  yet,  and  retailers  and  man- 
ufacturers throughout  the  country  are  still  trying  to  dev- 
ise ways  and  means  of  stimulating  volume  to  a point 
more  in  line  with  conditions  as  they  exist  in  the  field  of 
women’s  shoes.  The  dullness  is  not  confined  to  the  shoe 
business,  for  in  other  lines  of  wearing  apparel  similar 
difficulties  are  being  encountered. 

The  logical  solution  is  some  means  of  persuading 
men  to  own  and  wear  more  pairs  of  shoes.  Man  is  not 
a slave  to  fashion  in  the  sense  that  he  will  set  aside  shoes 
with  good  wear  in  them  because  they  are  not  of  the  latest 
style.  But  it  may  be  that  he  can  be  shown  that  certain 
types  of  shoes  are  suitable  and  necessary  for  wear  on 
certain  occasions. 

At  a meeting  of  the  executive  committee  of  the  Na- 
tional Boot  and  Shoe  Manufacturers  Association  in  New 
York,  this  problem  along  with  the  style  question  was 
handled  by  Mr.  H.  W.  Cook,  of  A.  E.  Nettleton  Co.,  and 
Mr.  H.  T.  Drake,  of  the  Emerson  Shoe  Co. 

Mr.  Cook  said  in  part : — 

Too  Much  Conservatism. 

“In  studying  the  style  trend  of  men’s  shoes,  one  is 
confronted  with  the  almost  extreme  conservatism  that  has 
prevailed  among  men’s  shoe  manufacturers  in  exploiting 
style  features.  I feel  that  our  branch  of  the  industry  is 
actually  suffering  to-day  as  a consequence  of  this  conserv- 
atism and  that  men’s  factories  are  operating  far  below 
the  volume  that  might  be  enjoyed  if  we  had  come  out 
more  boldly  this  spring  with  longer  ranges  of  new  pat- 
terns and  lasts  and  also  pushed  lighter  shades  of  tans  and 
also  blacks  more  prominently  to  the  fore. 

“While  the  women’s  manufacturers  have  kept  their 
factories  more  active  through  the  introduction  of  many 
new  patterns  and  combinations  of  leathers,  the  men’s 
manufacturers  have  developed  nothing  really  new  except 
possibly  bringing  the  “brogue”  and  the  hall  strap  into 
greater  prominence  than  heretofore.  The  ball  strap, 
however,  has  had  no  appreciable  effect  on  volume  on 
fine  shoes  and,  as  a matter  of  fact,  is  better  suited  for 
golf  or  other  sport  shoes  than  for  regular  street  or  busi- 
ness wear.  The  style  of  men’s  shoes  in  general  has  re- 
mained standardized  too  long  for  a healthy  condition  of 
the  industry  and  we  are  suffering  to-day  as  a result  of  it. 
There  has  been  no  very  marked  change  in  the  types  of 
men’s  shoes  on  which  we  depend  for  volume  in  the  past 
ten  years. 

“During  the  past  five  years  the  use  of  darker  shades 
of  leathers,  influenced  principally  by  the  army  and  the 
spirit  of  economy  of  war  times,  made  it  possible  for  men 
to  wear  the  same  pair  of  shoes  for  almost  every  occasion, 
except  formal  ones.  One  pair  of  shoes  was  sold  where 
formerly  two  pairs  had  been  purchased. 

“To  get  back  to  our  normal  volume,  lighter  tans  and 
black  leathers  must  he  pushed  hard,  and  there  is  an  actual 


demand  for  them,  as  most  men  are  tired  of  the  darker 
shades  of  tan  and  are  welcoming  the  change. 

“Somewhat  the  same  has  een  true  on  lasts.  Since 
the  close  of  the  war,  nearly  trhee  years  past,  no  really  new 
lasts  that  have  brought  any  marked  volume  have  been 
created.  The  narrow  toe  was  but  an  “over-night”  fad 
and  was  never  received  with  any  enthusiasm  except  pos- 
sibly in  the  south,  and  it  is  now  almost  dead  there.  We 
are  still  depending  on  our  old  standard  “bread  and  butter” 
lasts  for  volume,  and  my  personal  opinion  is  that  the 
manufacturer  who  is  ingenious  enough  to  develop  some- 
thing really  new  and  practical  in  a last  will  be  the  first 
one  to  swing  back,  or  ahead,  into  the  pleasing  volume  of 
business  that  was  enjoyed  before  the  war  struck  us.” 

Styles  for  Fall. 

Dealing  with  styles,  Mr.  Cook  said  the  return  to 
light  colors  had  not  been  as  rapid  as  had  been  expected. 
The  demand  seemed  centred  on  medium  shades  of  tan  and 
on  reddish  brown  shades.  Blacks  are  gaining,  and  should 
make  up  a substantial  percentage  of  fall,  winter  and 
spring  shoes.  Grain  leathers,  particularly  for  the  heavier 
type  of  shoes  and  fall  oxfords,  are  enjoying  large  de- 
mands, particularly  in  fancy  patterns  with  brogue  effects. 
Dark  brown  kid  remains  popular  and  will  likely  hold 
through  till  next  spring.  Plain  toe  patent  oxfords  for 
dress,  and  patent  oxfords  and  shoes  for  street  wear  are 
growing  in  demand  in  the  larger  cities.  Encouragement 
of  this  should  help  sell  more  pairs  of  men’s  shoes. 

Patterns  are  in  great  variety  and  long  wing  tips,  heel 
foxings,  and  straight  tips,  with  centre  perforations  will 
continue  in  favor.  The  ball  strap  is  being  used,  but  will 
not  supplant  the  wing  tip  for  general  wear.  Full  brogued 
patterns  will  always  be  desired  in  the  better  grades,  and 
full  foxed  or  long  vamp  oxfords  are  good,  and  will  appear 
well  with  spats,  as  well  as  being  comfortable. 

Oxfords  for  Fall. 

Oxfords  for  fall  and  winter  should  continue  through 
another  season,  and  may  increase  for  a few  years  to  come. 
It  has  been  estimated  that  the  sale  of  men’s  oxfords  will 
be  as  high  as  25  percent  of  the  total  volume  of  men’s 
shoes  in  some  of  the  big  northern  city  stores  this  fall 
and  winter. 

New  Lasts. 

There  has  been  little  activity  in  the  development  of 
new  lasts.  The  trend  seems  to  be  toward  the  wider  toe 
and  broader  trend  last  for  smart  shoes.  Shoes  made  over 
the  so-called  “brogue  lasts”  have  the  advantage  of  style 
and  comfort.  The  tendency  towards  lasts  with  a wide’ 
outside  swing  should  he  encouraged  as  it  will  add  to  the 
•lumber  of  styles  carried  by  enterprising  dealers. 

Mr.  Cook  believes  that  the  period  of  deflation  sales 
has  practically  spent,  itself,  and  that  the  next  naturel  sti- 
mulant for  sales  is  the  introduction  of  more  smart  styles. 
The  public  is  scrutinizing  its  sheo  purchases  very  care- 
fully. and  wants  shoes  that  are  pleasing  to  the  eye,  com- 
fortable, and  practical. 

Teach  Men  to  Spruce  Up. 

Mr.  H.  T.  Drake  dealt  largely  with  the  style  idea  in 
its  relation  to  men.  A few  years  ago  the  women’s  man- 
ufacturing game  was  one  of  staples.  But  now  women 
consider  their  footwear  first  of  all  for  its  attractiveness, 
while  price  and  serviceability  are  of  secondary  importance. 

( Continued  on  page  48) 
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Show  Cards 
For  July 

A Clearing  Sale  That  Will  Move  Your 
Present  Stock.  Be  Sure  That  You  Get 
Rid  of  Your  White  Lines.  Make  Good 
Use  of  Cards. 

Do  not  make  any  mistake  about  July  selling.  Do 
not  sit  down  and  imagine  you  cannot  sell  goods  just  be- 
cause the  weather  may  be  hot.  And  do  not  think  that 
August  is  the  only  month  in  which  to  have  a clearing 
sale.  July  is  a good  time  to  get  rid  of  all  your  present 
lines,  and  it  will  be  well  to  clear  them  out  right  to  the 
last  pair  if  possible.  You  can  run  your  sale  the  entire 
month  if  you  are  in  a location  of  any  size  at  all. 

We  would  suggest  calling  it  a “Birthday  Sale”  be- 
cause “Semi-Annual”  and  “Clearing  Sale”  and  similar 


used.  That  will  distribute  your  trade  over  the  month 
more  evently  than  it  would  if  you  had  distributed  all  your 
•advertising  matter  the  first  week.  The  other  plan  would 
result  in  more  business  than  you  could  conveniently 
handle  for  the  first  week,  while  the  following  weeks  would 
drag.  It  is  better  to  equalize  the  business  over  the  entire 
month. 

You  may  ask:  “What  about  the  month  of  August?” 
If  you  have  your  sale  in  J uly  you  will  have  it  while  people 
are  still  buying  summer  lines,  but  if  you  wait  till  August 
it  may  be  so  late  that  people  will  be  considering  purchases 
for  fall  rather  than  for  summer  and  you  will  have  a more 
difficult  job  clearing  your  summer  lines  than  in  July. 
Having  your  stock  all  cleared  in  July  will  give  you  an 
opportunity  to  begin  early  in  August  to  show  your  fall 
lines,  which  is  good  business. 

Another  line  of  business  you  should  feature  in  July 
and  on  which  it  is  not  necessary  to  cut  prices,  is  your 
travelling  goods,  trunks  and  hand  baggage.  There  is 
always  a great  deal  of  travelling  in  the  month  in  con- 
nection with  holiday  trips,  and  this  affects  the  sale  of 
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names  have  been  used  so  much  they  have  lost  much  of 
their  effect.  It  will  not  matter  if  the  date  is  not  exactly 
that  on  which  you  started.  That  is,  suppose  you  opened  in 
January  or  March  it  is  quite  proper  to  have  your  Birth- 
day Sale  in  July,  calling  it  your  second  or  24th  or  what- 
ever number  may  be  correct. 

As  mentioned  above,  plan  to  close  out  every  pair  of 
shoes  you  have  in  stock.  Even  if  it  takes  the  entire  month 
to  do  it,  keep  at  it  till  you  are  so  low  you  will  have  to  put 
in  an  entirely  new  stock  to  start  your  August  selling.  Get 
out  enough  bills  to  cover  the  country  or  district  well,  but 
de  not  rush  them  all  out  in  the  first  week  of  the  sale. 
If  you  have  ten  thousand  to  circulate,  distribute  twenty- 
five  hundred  the  first  week  in  one  section.  Then  let  these 
bring  their  results.  The  news  of  the  sale  will  spread 
throgh  to  the  adjacent  sections  and  you  will  get  some 
business  from  other  quarters.  The  following  week  dis- 
tribute the  same  number  of  bills  in  the  adjoining  district 
and  let  them  work  in  the  same  way.  Work  this  way  till 
you  have  covered  the  entire  field,  and  the  bills  are  all 


travelling  goods  materially.  A display  of  these  lines  is 
therefore  timely.  With  this  end  in  view  we  have  designed 
an  appropriate  card.  It  is  about  half  sheet  size  and  the 
display  line  is  “Travelling  Goods”,  which  should  be  done 
in  some  bright  color,  possibly  red.  The  small  letters  are 
in  black  or  may  be  done  in  blue.  The  border  may  be  in 
red  or  the  same  color  as  the  large  letters.  This  will  make 
a very  attractive  card  for  your  display.  It  will  be  ne- 
cessary to  use  price  tickets  also  as  the  display  will  include 
goods  at  various  prices. 

The  Birthday  Sale  Card  is  an  announcement  of  your 
sale  and  several  of  these  cards  can  be  used  in  the  .store  and 
windows.  The  size  of  the  sample  card  it  about  14X22 
inches  but  they  may  be  smaller  than  this.  When  smaller 
ones  are  used  they  can  be  printed  at  a printing  office  when 
they  would  probably  cost  less  than  when  done  by  hand. 
The  large  letters  on  the  sample  card  are  done  in  a bright 
red  and  shaded  with  grey  while  the  circle  and  small  letters 
are  done  in  black. 

( Continued  on  page  50) 
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Retail  Shoe  Store 
Accounting 

The  System  Here  Described  Espec- 
ially Applicable  to  City  Stores.  — 
Useful  Pointers  on  Office  Methods 
for  All. — Too  Many  Shoemen  Never 
Know  Where  They  Stand.  — Not  In- 
tricate to  Keep  Up. 

By  W.  ERNEST. 

A RETAIL  shoe  store  is  face  to  face  with  many  pro- 
blems in  its  accounting  methods,  the  greatest  being 
the  ability  to  keep  an  exact  record  of  its  different 
transactions,  and  from  these  records  to  evolve  a system 
that  will  enable  a set  of  statistics  to  be  kept  for  the  pur- 
pose of  readily  seeing  the  position  of  the  business  at  any 
time,  and  also  for  comparisons  with  corresponding  per- 
iods, in  order  to  keep  informed  of  its  state  of  progress. 

One  of  the  greatest  aids  to  installing  system  in  such 
a business,  and  of  the  greatest  use  in  the  general  office 
is  the  cash  register.  These  are  made  so  perfect  that  they 
will  take  care  of  the  various  transactions  as  each  occur, 
adding  them  together  on  different  counters,  so  that  at  the 
end  of  each  day  a complete  check  can  be  made  by  the 
office  staff,  with  the  register  readings  as  taken  from  the 
machine  by  the  cashier  when  cash  is  collected  from  the 
register. 

This  will  assist  the  office  and  at  the  same  time  save 
v great  amount  of  time,  which  would  otherwise  be  spent 
in  detail  work,  and  would  necessitate  a larger  staff  than 
necessary. 

However,  on  the  other  hand,  should  the  business  in 
question  not  warrant  the  initial  expenditure  of  one  of 
these  valuable  machines,  a workable  system  can  be  insti- 
tuted in  the  following  manner. 

System  Without  Use  of  Cash  Register. 

Cash  sales  should  be  made  out  by  the  different  sales 
clerks,  on  proper  cash  checks,  made  in  duplicate  provided 
for  the  purpose,  and  the  cashier  as  she  receives  them, 
should  file  them  on  pin  files  in  front  of  her,  alloting  one 
file  to  each  sales  clerk,  for  the  greater  convenience  in 
obtaining  the  particulars  at  the  close  of  the  day’s  business. 

Charge  sales  should  be  treated  in  the  same  manner, 
with  the  exception  of  having  all  checks  of  this  description 
initialled  by  the  proprietor  or  floor  manager  in  charge, 
and  afterwards  kept  on  file  for  charges  only  by  the  cashier. 

The  same  method  should  apply  to  all  C.  0.  D.’s  and 
Appro. ’s  that  are  dealt  with  during  the  day’s  business, 
and  also  any  credits  off  charges  or  refunds  off  cash  sales. 

When  the  cash  has  been  counted  and  sent  to  the  gen- 
eral office  for  deposit,  particulars  of  the  day’s  business 
should  be  taken  in  the  following  manner. 

All  checks  should  be  detailed  on  a sheet  called  the 
daily  sales  sheet,  which  should  be  numbered  on  the  sides 
to  correspond  with  the  numbers  of  checks  in  the  check 
book  which  the  sale  people  arc  using.  This  usually  runs 
rom  1 to  50.  The  remainder  of  this  sales  sheet  should 
be  given  over  to  money  column  rulings,  and  there  should 
be  a cash  and  charge  ruling  devoted  to  each  sales  clerk, 
together  with  an  extra  one  for  Appro’s  and  C.O.D.’s. 
There  should  also  be  included  on  this  sheet  a place  where 
a summary  of  all  the  footings . can'  be  made. 


Detailing  Each  Clerk’s  Business. 

The  reason  for  having  this  sheet  numbered  on  the 
lines  1 to  50  is  that  it  will  be  easy  to  detail  each  clerk’s 
business  quickly,  under  the  same  number  as  each  indi- 
vidual check;  while  at  the  same  time  it  is  a great  assist- 
ance when  checking  the  books  for  any  missing  numbers 
amongst  the  checks,  as  it  enables  an  enquiry  to  be  put  in 
hand  right  away. 

After  all  the  checks  have  been  enumerated  on  the 
'■ales  sheets  and  the  footings  made  you  have  the  following 
results,  viz.,  amount  of  each  sales  clerk’s  sales,  both  casl; 
and  charges,  amount  of  C.O.D.’s  and  Appro. ’s  sales  that 
have  been  made,  which  added  together  on  the  summary 
aforesai  1,  gives  you  the  gross  total  sales  for  the  day,  and 
:f  you  deduct  from  these  figures  the  amounts  of  refund 
off  cash  and  credit  off  charges,  you  will  have  the  net 
sales  for  the  day.  In  order  to  catch  them  more  quickly 
and  for  greater  convenience  it  is  as  well  to  work  all  re- 
funds and  credits  in  red  ink  on  the  sales  sheets  against 
the  various  numbers  they  belong  to  in  the  clerk’s  totals. 

The  next  step  is  to  departmentalize  all  the  checks  by 
enumerating  them,  this  time  on  sheets  ruled  for  the  pur- 
pose, with  money  columns  for  cash  sales,  charge  sales,  and 
whatever  departments  there  may  be,  such  as  finding®, 
rubbers,  repairs,  shoes  or  sundries,  and  possibly  having 
one  for  hosiery,  should  the  business  carry  that  very  im- 
portant addition  to  its  regular  trade. 

These  figures  when  totalled  should  agree  with  the 
daily  sales  sheets,  and.  thus  check  your  work. 

It  is  wise  to  have  the  width  of  two  or  more  money 
columns  left  in  these  departmental  record  sheets,  so  that 
the  names,  etc.,  of  the  charge  customers  can  be  noted  for 
your  greater  assistance  when  posting  these  amounts  day 
by  day  to  the  customers’  ledgers.  This,  of  course,  may 
sound  very  intricate  and  difficult,  yet  it  can  be  carried 
out  by  anyone  appointed  to  undertake  it,  in  the  following 
time,  viz.,  iy2  to  2 hours,  daily,  and  the  information 
thus  obtained  is  invaluable. 

For  Comparative  Purposes. 

With  these  figures  you  can  keep  a daily  record,  add- 
ing them  to  those  which  have  gone  before,  so  that  you  are 
able  to  tell  on  any  day  the  amount  of  any  particular  item 
of  information  that  it  is  necessary  to  know,  in  the  follow- 
ing simple  manner : 

Take  your  departmental  records  and  place  them  down 
one  after  the  other  in  a column  which  we  will  call  “to- 
day’s business.”  In  the  next  column  put  down  the 
amount  of  business  for  each  department,  for  the  period 
.hat  has  gone  before,  and  head  the  column  “amount  for- 
ward.” These  two  added  together  will  give  you  the  total 
departmental  sales  to  date. 

Your  sales  clerks  records  can  be  kept  in  the  same 
manner,  and  you  can  easily  keep  an  account  of  amounts 
outstanding  by  treating  your  net  charge  sales  similarly 
and  taking  away  from  them  day  by  day  as  they  occur, 
the  various  items  of  cash  received  on  account.  You  can 
keep  track  of  your  cash  received  on  account,  cash  sales, 
and  full  total  sales  on  the  same  sheet,  if  you  so  desire  it. 

It  is  advisable  when  you  have  taken  all  these  parti- 
culars day  by  day  as  above  advised  that  you  put  them 
into  a book  called,  for  convenience,  “statistics  book,”  at 
the  end  of  each  month,  when  you  have  the  totals  for  the 
complete  month. 

This  is  a book  which  can  be  procured  at  any  sta- 
tioner’s and  is  ruled  for  money  columns  across  each  page. 
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You  enter  the  different  months  in  the  year  in  the  first 
column  on  the  extreme  left,  and  by  heading  every  suc- 
ceeding column  with  the  years  required  you  will  find  that 
you  will  be  able  to  have  your  statistics  for  comparison 
purposes  in  a very  complete  manner  — month  against 
month  and  year  against  year  for  a good  number  of  years. 

Into  this  book  it  is  a wise  thing  to  enter  such  items 
as'  -the  following : Total  sales,  cash  sales,  charge  sales, 
departmental  sales,  sales  clerks’  tptals,  purchases,  received 
on  account,  advertising,  insurances,  duty,  and  any  other 
item  which  is  likely  to  become  a chargeable  amount,  and 
for  which  it  would  be  better  if  a comparing  account  was 
kept. 

If  these  little  accounting  devices  are  instituted  the 
extra  amount  of  work  will  only  require  about  half  an 
hour  of  time,  in  addition  to  the  ordinary  detail  work 
as  before  stated,  and  you  will  more  than  save  that  amount 
by  the  greater  efficiency  of  youT  records,  which  will  event- 
ually give  you  some  very  valuable  data  for  future  use. 

Purchase  Record  System. 

Now,  as  regards  the  other  portion  of  the  work.  In- 
voices dealing  with  merchandise  coming  into  the  store, 
after  being  O.K.’d  by  the  shipper,  who  receives  the  goods, 
and  the  prices  duly  recorded  or  checked  by  the  cost  book, 
are  handed  to  the  bookkeeper,  to  check  up  against  the 
actual  order  that  the  filing  of  such  has  been  carried  out 
in  a fairly  intelligent  manner,  and  then  analyzed  under 
the  various  departments  or  sundry  expense  accounts,  and 
eventually  posted  to  the  purchase  ledger  in  the  regular 
way  every  day.  There  are,  of  course,  a number  of  quer- 
ies constantly  arising  every  day  that  are  apt  to  be  con- 
fusing to  many  shoemen,  but  they  can  soon  he  reasoned 
out.  Here  are  a few  of  the  most  frequest  ones : 

A proprietor  of  a business  of  this  kind  should  always 
have  a certain  amount  put  aside  as  his  salary,  whether 
he  draws  it  or  not.  And  then,  should  he  have  a drawing 
account  which  is  usual  in  these  cases,  the  amount  of 
salary  should  offset  the  other  amount.  If  an  amount  of 
this  kind  is  not  taken  -into  consideration  it  would  appear 
from  the  books  that  the  business  was  showing  so  much 
more  as  a profit,  while  actually  it  would  be  doing  no 
such  thing  because  of  the  proprietor’s  salary  not  being 
taken  into  consideration.  Also,  by  dealing  with  it  in  this 
manner,  it  forms  a most  useful  guide  for  your  statistics 
in  your  salaries  comparisons, — or  should  you  at  any  time 
wish  to  take  a percentage  of  salaries  to  cost  or  turnover. 

Also,  as  regards  reserves  for  assets  and  liabilities  at 
the  end  of  each  year,  great  care  should  be  exercised  to 
see  that  all  liabilities  are  included  and  that  your  share 
of  assets  is  not  neglected,  such  as  insurance  paid  until  a 
certain  date  much  in  advance  of  the  closing  dates,  or 
telephone,  or  rent  or  anything  of  a like  nature. 

Also  see  that  all  car  fares  are  charged  to  your 
delivery  account,  as,  because  they  are  usually  so  small, 

they  are  sometimes  overlooked  for  that  reason,  and  just 

jogged  down  to  swell  the  general  expense  account,  which 
should  always  be  kept  as  low  as  possible. 

Remember  to  depreciate  very  fully  each  year  your 
furniture  fixture  accounts,  rolling  stock,  and  book  debts, 

so  as  to  place  you  on  the  right  side,  should  a liquid 

realization  of  assets  be  needed  at  any  time,  and  to  show 
that  your  capital  account  is  not  bolstered  up  with  same 
amounts  that  are  only  good  on  paper,  but  actually  not 
realizeable. 

A word  about  cost  and  profit  before  the  subject  is 
finally  dismissed.  Remember  to  always  base  your  profit 
on  the  selling  price  and  not  on  the  cost,  as  you  will  see 
by  the  following  example  the  difference  that  it  makes — 


Selling  price  of  shoes $10.00 

Cost  price  of  shoes 7.50 


Profit $2.50 

equals  25  p.c.  gross  profit. 


Whereas,  if  it  had  been  taken  on  the  cost  price  it 
would  have  been  33  1/3  p.c.  gross  profit,  and  you  woidd 
be  wondering  perhaps  how  it  was  the  business  wasn't  ever 
so  much  better  than  it  really  was. 

In  the  event  of  having  several  departments,  it  is 
absolutely  necessary  to  charge  up  against  each  depart- 
ment the  expenses  that  it  is  directly  responsible  for,  but 
in  addition  to  these  there  are  others  which  are  included 
m the  full  amounts  that  are  paid,  and  while  these  de- 
partments are  getting  the  benefit  of  the  expenses,  still, 
owing  to  there  being  no  apparent  division  as  to  their 
liability,  it  is  very  often  overlooked  entirely.  The  best 
way  to  do  in  a case  of  this  description  is  to  take  your 
department  turnover  for  the  year  and  take  a percentage 
of  it  against  the  total  turnover  for  all  departments  for 
the  same  period.  Then  with  the  percentage  figure  so 
obtained  you  will  be  able  to  figure  out  the  amount  pro 
rata  that  each  department  is  liable  to ; and  if  you  use  the 
department’s  gross  gain  against  the  expense  figures  so 
obtained,  you  will  be  able  readily  to  see  how  each  depart- 
ment is  going  on,  and  whether  its  continuance  is  profit- 
able or  not. 

Of  course,  this  would  be  unnecessary  in  a large  dep- 
artment store,  as  these  figures  would  be  carefully  and 
regularly  charged  against  each  department,  but  when  you 
have  several  different  departments  in  a small  retail  store, 
this  seems  to  be  the  better  plan. 

Another  very  important  thing  to  remember  is  that 
your  window  trimmer’s  salary  should  essentially  go  to 
advertising  account,  likewise  any  material  that  is  pur- 
chased by  him  or  for  him  for  that  particular  purpose. 
Undoubtedly,  one  of  the  best  advertisements  that  any 
retail  store  can  have  is  its  windows,  because  they  are  the 
trade-getters.  You  will  find  that  quite  a number  of  firms 
allow  this  to  go  without  any  question  whatever  to  either 
salaries  account  or  expenses,  as  a great  majority  of  them 
are  not  sufficiently  interested  in  the  matter  to  care  how 
these  should  be  treated — and  so  a great  deal  of  their  data 
for  the  same  reason  could  not  be  relied  upon. 

As  regards  the  filing  arrangements  for  the  purchas- 
ing records,  these  should  be  kept  in  the  following  manner : 

Each  season’s  requirements  separate,  and  “at  once” 
or  “immediate”  orders  separate,  so  that  you  can  pick  out 
your  spring,  summer,  fall  or  winter’s  requirements  as 
you  want  them,  and  in  the  same  manner  attend  to  the 
“at  once”  and  “immediate  orders.” 

Before  closing  I would  like  to  add  that  you  should 
be  very  particular  (and  this  does  not  concern  accountancy 
so  much  as  management)  about  ordering  your  new  stocks 
for  the  seasons,  so  as  not  to  double  up  on  lines  that  are 
poor  sellers,  or  get  overstocked  on  others,  and  I consider 
an  easy  way  to  avoid  that  difficulty  is  to  have  a series 
of  sizing  cards  over  each  rank  where  the  reserve  stock  is 
kept,  denoting  exactly  the  number  of  pairs  there,  and  the 
sizes — so  that  you  are  able  to  get  your  exact  number  of 
pairs  at  any  time  by  simply  collecting  the  cards  and  basing 
your  orders  accordingly  on  the  report  that  is  given  you 
by  the  cards,  which  should  he  kept  up-to-date  day  by  day 
the  shipper. 

This  is  one  of  the  most  important  points  to  consider, 
as  it  involves  an  enormous  amount  of  money,  which  can 
lie  tied  up  in  this  manner  indefinitely,  and  very  often, 
after  being  carried  at  interest  rates  by  the  retail  store- 
keeper, eventually  has  to  be  got  rid  of  at  a sacrifice. 
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Cost  of  Living 
Reduced  Materially 

Difference  in  Cost  of  Living  in 
Toronto  Drops  Nearly  Forty  Percent 
in  One  Year.  — Comparison  of  Prices 
of  Foodstuffs  and  Family  Living  to- 
day and  One  Year  Ago. 

A COMPARISON  of  prices  of  foodstuffs  on  June  1st 
of  this  year  with  the  same  day  a year  ago  evidences 
the  fact  the  cost  of  living  has  diminished  to  an 
extent  that  ought  to  soon  make  itself  felt  especially  with 
wages  earners. 

Here  are  a few  staple  commodities  picked  from  a list 
of  forty-five  upon  which  prices  were  procured  at  the  be- 
ginning of  June. 


June  1st, 

June  1st, 

Decrease 

1920 

1921 

per  cent. 

Bacon 

58 

40 

32 

Beans  

13 

08 

38 

Beef  (average  cut).. 

33 

24 

28 

Bread  (large  loaf).. 

26 

24 

08 

Butter  (creamery)  .. 

67 

35 

48 

Cheese  (new)  

37 

30 

20 

Coffee 

60 

48 

20 

Eggs  

60 

36 

40 

Flour  (7  lb.  bagl  ..  .. 

65 

45 

32 

Jam  (4  lb.  tin)  ..  .. 

130 

100 

23 

Lamb  

40 

28 

30 

Lard  

38 

20 

47 

Milk  

151/2 

14 

10 

Oats  (rolled)  

09 

05 

45 

Peas 

20 

18 

10 

Pork  (fresh)  

14 

35 

35 

Potatoes  half  peck  .. 

65 

09 

86 

Rice 

20 

12 

40 

Salt 

10 

03 

70 

Sugar  

22 

12 

45 

Tea 

70 

55 

28 

This  represents  a 

decrease  of 

35  PER  Cl 

ENT  m the 

retail  cost  of  twenty  one  staple  articles  of  diet  in  the 
home.  Clothing  has  fallen  in  price  about  27^/?  per  cent 
and  shoes  about  25  per  cent  in  staple  lines  since  a year 
ago. 

Family  Budget  Decrease. 

P>ased  on  the  above  figures  for  groceries  and  provi- 
sions which  may  be  checked  up  by  any  home  wife  it  is 
interesting  to  make  a comparison  of  the  difference  in 
the  weekly  budget  following  the  estimate  laid  down  by 
I lie  Labor  Department  as  essential  for  a family  of  five 
persons. 

BUDGET  FOR  FAMILY  OF  FOUR  PERSONS 


Quantities 

.June 

.1  une 

1-1920 

1-1921 

Reef — Sirloin 

Steak  

2 Tbs 

1.00 

.80 

Beef — Shoulder  Roast 

2 Tbs 

.54 

.36 

Veal — Hogst  I 

forequarter..  .. 

1 Tb 

.26 

.25 

Mutto — Roast 

Hindquarter 

1 IT) 

.28 

.31 

Mutton — Roast  Hindquarter 

1Tb 

.28 

.31 

Pork,  Fresh — Roast  Ham.. 

1 Tb 

.54 

.35 

Pork — Salt,  Mess 

2 Tbs 

.96 

.70 

Bacon — Breakfast 

1 Tb 

.58 

.40 

Lard — Pure  Leaf 

2 Tbs 

.76 

.48 

Eggs — Fresh 

1 doz 

.60 

.36 

Eggs — Storage  

1 doz 

.55 

.33 

Milk  

6 qts 

.93 

.84 

Butter — Dairy,  Solid 

2 Tbs 

1.20 

.64 

Butter — Creamery,  Prints  .. 

lib 

.67 

.35 

< heese — Old 

1 lb 

.40 

.38 

Cheese — New 

1 lb 

.37 

.30 

Bread — Plain  White  

15  Tbs 

1.20 

1.20 

Flour — Family 

10  Tbs 

.95 

.65 

Rolled  Oats 

5 Tbs 

.45 

.25 

Rice — Good,  Medium 

2 Tbs 

.40 

.24 

Beans — Hand-picked  

2 Tbs 

.26 

.16 

Apples — Evaporated 

1 lb 

.30 

.21 

Prunes — Medium  size 

1 Tb 

.25 

.20 

Sugar — Granulated 

4 Tbs 

.88 

.48 

Sugar — Yellow 

2 Tbs 

.42 

.23 

Tea — Black  Medium 

.18 

.14 

Tea — Green  Medium 

viib 

.17 

.13 

Coffee — Medium 

.15 

.12 

Potatoes  

2 pecks 

2.60 

.36 

Vinegar — White  Wine 

Vs  pt. 

.02 

.02 

$17.87  $11.24 


Decrease 6.63 

Percentage  of  Decrease 37% 


The  Trend  Steadily  Downward. 

Since  the  above  figures  were  prepared  there  have 
been  further  reductions  in  various  staples  commodities 
such  as  pork,  lard,  sugar  vegetables  and  canned  goods,  so 
that  another  three  months  ought  to  see  living  anywhere 
from  forty  to  fifty  percent  cheaper  than  in  1921.  Labor 
is  gradually  realizing  that  they  must  ease  up  on  their 
demands  that  wages  shall  he  the  only  item  that  shall  re- 
main stationary  and  reports  are  coming  in  of  concessions 
in  the  building,  and  other  mechanical  trades.  The  recent 
sweeping  reductions  recommended  in  the  Railway  labor 
award  in  the  United  States  would  seem  to  indicate  that 
the  hour  has  arrived  when  there  should  be  a general  read- 
justment as  far  as  possible  to  normal  conditions  industrial- 
ly and  commercially. 


EUROPEAN  CONDITIONS 

The  undertone  in  English  shoe  and  leather  circles 
is  optimistic.  The  coal  strike,  however,  has  paralyzed  all 
industries,  and  restricted  hours  and  output  have  la.id  an- 
other burden  on  the  already  overloaded  Englishman.  There 
is  a feeling  that,  with  this  once  out  of  the  way,  there  will 
be  a revival  of  buying  on  the  part  of  the  public,  with  a 
consequent  improvement  in  shoe  manufacturing.  Leather 
men  feel  that  the  bottom  has  been  reached,  and1  a turn 
towards  firmer  prices  only  held  back  by  general  conditions. 
The  survival  of  British  world  trade  necessitates  an  early 
removal  of  the  unemployment  ?«nd  labor  problems,  and 
drastic  measures  which  are  already  proposed  should  brine: 
a solution.  Meanwhile,  all  branches  of  trade  arc  at  a stand- 
still. 
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What  About 
Your  Letter  Head  ? 

Is  It  a Credit  or  Otherwise  to  Your 
Store?  Do  you  Realize  What  It  May 
Mean  to  You  as  an  Indication  of  Pro- 
gressiveness or  Dignity? 

A good  many  retailers  who  pay  unremitting  attention 
their  store  fronts,  interiors,  or  business  systems 
fail  to  realize  that  a cheap  poorly  printed  letter 
head  may  occasionnally  do  them  as  much  damage  as  a 
sloppy  window. 

In  some  cases  no  doubt  it  is  inability  to  secure  up 
to  date  service  in  the  local  print  shop  but  it  is  oftener 
utter  carelessness  that  lies  at  the  bottom  of  the  matter. 
We  frequently  receive  from  retailers  from  different  parts 
of  the  country  that  make  us  wonder  why  so  little  effort 
is  put  forth  to  make  a good  impression.  Some  of  these 
are  from  concerns  long  established  in  business  and  who 
do  a trade  wellover  the  average  amount  in  volume.  In 
not  a few  instances  letters  are  written  on  ordinary  post  or 
note  paper  which  though  neat  and  well  written  give  the 
appearance  of  emanating  from  a concern  just  starting  in 
business. 

Ornateness  Not  Necessary. 

It  is  not  necessary  to  have  an  elaborate  heading. 
Some  of  the  smartest  we  have  seen  have  simply  the  firm’s 
name  and  place  of  business  at  one  corner  in  neat,  plain 
type  with  the  date  line  at  the  other.  In  fact  good  taste 
is  often  offended  by  splashing  headings  and  we  have  seen 
some  letter  heads  that  looked  more  like  posters  or  hand 
bills  than  anything  else.  Usually  the  local  office  can 
supply  all  that  is  necessary  to  make  an  effective  heading 
but  the  difficulty  that  is  common  to  most  typographers 
is  that  they  are  inclined  to  display  their  technical  skill 
with  the  result  that  if  they  are  not  restrained  they  are 
likely  to  concoct  all  kinds  of  wonderful  conglomerations 
of  type  rules  and  fancy  ornaments.  Of  course  a letter 
head  is  an  advertisement  to  a certain  extent  hut.  it  will 
not  stand  the  elaboration  that  is  possible  with  an  ad- 
vertisement or  even  a booklet.  Care  must  be  taken  there- 
fore to  avoid  as  far  as  possible  bizarre  and  intricate 
effects.  Cuts  of  course  are  admissable  and  a building,  of 
attractive  or  some  reproduction  of  some  article  such  as  a 
shoe  that  is  emblematical  of  the  business  may  be  in- 
corporated. 

Depends  on  the  Business. 

For  instance  a high  class  store  must  exercise  good 
judgment  in  th  selection  of  its  style  of  letter  head.  In 
this  case  the  letter  head  should  reflect  its  character.  The 
neater  the  better  and  yet  bareness  may  be  avoided  and 
the  cut  either  of  the  store  or  an  up-to-date  shoe  helps  to 
make  an  impression.  If  the  store  has  any  special  name 
or  slogan  that  it  uses  in  its  advertising  either  may  he 
used  in  neat  type  at  the  top  centre.  Where  a general 
trade  is  done  and  where  a reputation  has  been  made  for 
catchy  advertising  of  store  methods  a departure  may  be 
made  in  favour  of  a rather  bolder  type  of  announcement. 
Rut  in  any  case  it  is  possible  to  have  the  form  of  the 
letter  head  neat  tasteful  and  above  all  impressive.  Above 
all  do  not  crowd  a letter  head.  There  are  some  that  are 
so  full  of  printing  at  the  top,  down  the  sides,  and  at  the 


bottom  that  there  is  hardly  room  for  a letter  to  be 
written.  If  you  are  getting  out  a business  bulletin  or 
house  organ  of  course  that  is  a different  story,  as  Kipling 
says. 

On  this  page  we  reproduce  some  letterheads  re- 
ceived from  shoe  men  received  in  correspondence  with 
the  Shoe  and  Leather  Journal.  They  are  selected  not 
because  of  any  special  merit  but  to  illustrate  the  variety 


of  ideas  presented.  They  all  however  represent  correct 
ideas  in  this  kind  of  advertising  and  although  in  some 
cases  the  technical  work  might  be  considerably  improved 
the  general  effect  is  good.  The  one  by  Fred  Foley  of 
Bowmanville,  Ont.,  follows  closely  the  style  of  advertising 
done  by  the  “Sunnyside”  Shoe  dealer  who  is  well  known 
for  his  originality  in  all  his  publicity  efforts.  Where  a 
concern  follows  a certain  well  defined  policy  in  its 
methods  of  publicity,  it  is  quite  in  order  to  maintain 
as  far  as  in  keeping  with  good  taste  this  policy.  We 
leave  our  readers  to  judge  the  merits  of  the  samples 
shown  and  will  be  glad  to  have  a further  discussion  on 
this  subject  with  those  who  care  to  take  it  up  and  forward 
us  samples. 
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The  Customer 
Makes  The  Price 

The  Plight  of  the  Retailer  Who  Can’t 
Reduce  His  Costs  as  Fast  as  He 
Would  Like. 

By  W.  R.  Hotchkin 

IN  time  of  war,  famine,  or  any  other  extreme  scarcity 
of  goods,  the  profiteer  needs  Government  regulation. 
But  in  normal  times  — and  to-day  conditions  are 
veryclose  to  normal  — the  price  paid  for  goods  depends 
entirely  upon  the  demand  or  the  acceptance  of  the  custo- 
mer. 

In  retail  merchandise  and  service,  the  customer  gets 
what  he  wants,  at  the  price  he  will  pay. 

We  proved  that  abundantly  a year  ago.  Prices  of  every- 
thing were  abnormally  high:  raw  materials  were  high; 
labor  was  high;  many  goods  were  actually  scarce.  There 
existed  no  fundamental  reason  for  price  lowering,  except 
one — 

The  customer  refused  to  buy  the  goods. 

After  that,  no  market  condition  mattered.  Prices  drop- 
ped for  a reason  totally  new  to  many  men  — and  they  kept 
right  on  dropping,  until  they  reached  the  point  where  the 
customer  would  accept  them. 

Roy  Dickinson,  in  his  valuable  report  of  store  condi- 
tions, published  a few  weeks  ago,  found  varying  prices  for 
the  same  article  in  his  local  stores.  It  seems  logical,  at 
first  thought,  that  prices  should  be  the  same  in  all  stores 
for  the  same  goods' ; and  vet  thousand’s  of  people  pay  thir- 
ty to  fifty  cents  to  see  a motion  picture,  when  they  might 
see  exactly  the  same  picture  at  other  theatres  for  ten  to 
twenty  cents. 

Until  we  have  standardized  stores,  we  cannot  expect 
standardized  prices. 

'The  people  must  be  brought,  to  see  that  the  cost  of  the 
catering  to  their  own  whims  and  unconscious  meanness  adds 
several  times  as  much  to  the  cost  of  the  goods  as  the  entire 
net  profit  that  goes  to  the  merchant  himself. 

The  Cost  of  Service. 

The  customer  not  only  makes  the  price,  or  accepts  the 
price,  but  constantly  causes  the  price,  to  which  there  is  so 
much  objection.  The  cost  of  doing  business,  in  stores,  is 
almost  double  what  it  would  be  if  merchants  didn’t  have 
to  pay  for  a lot  of  useless  “service”  that  people  foolishly 
demand,  because  they  think  it  doesn’t  cost  them  anything! 

“Oh,  send  it,’’  says  the  woman  from  Plainfield,  when 
she  buys  the  spool  of  coton,  or  the  tube  of  tooth  paste — 
“your  wagon  is  going  out  anyhow.” 

“Just  send  these  four  out  home  for  me,”  says  the 
woman  from  South  Orange,  when  she  wants  to  pick-out 
a blouse,  “and  I’ll  get  Mrs.  Robin  to  help  me  decide,” 
forgetting  that  it  will  cost  several  times  as  much  to  bring 
back  the  other  three  blouses,  credit  them,  and  get  them 
fit  to  go  back  into  stock  again  — and  that  one  of  them 
may  be  damaged  in  the  delivery  because  they  were  badly 
packed  coming  back. 

Then  people  wonder  why  a store  has  to  charge  so 
much  profit  — folks  seem  to  think  that  all  these  silly 
things  can  be  done  without  costing  anything.  And  who 
would  have  things  returned  to  stores  this,  way  if  they 
knew  that  tins  returned  goods  privilege  added  at  least  1C 


per  cent  to  every  dollar’s  worth  of  goods  sold  in  department 
stores  everywhere? 

Now  let  us  consider  a moment  the  matter  of  retail 
prices  dropping  down  in  the  same  percentage  as  the  manu- 
facturers’. 

Here  is  a store  doing  a business  of  ten  millions  a year. 
1 1 costs  (let  us  be  conservative)  twenty-five  per  cent  just 
to  do  business.  That  means  that  $2,500,000  must  come  out 
of  the  ten  millions,  to  pay  expenses.  Suddenly  — in  a single 
season  — wholesale  prices  drop  an  average  of  twenty- 
five  per  cent  — which,  I think,  is  a fair  statement  of  the 
recent  change.  If  these  goods  are  sold  on  the  same  margin 
of  profit  as  before,  the  store’s  sales  — assuming  that  it 
sells  exactly  the  same  amount  of  units  of  merchandise  as 
it  sold  the  year  before  — will  be  $7,500,000. 

Its  rent  will  be  the  same.  Most  stores,  I am  told,  have 
maintained  the  same  salaries,  and  largely  the  same  census 
— for  they  a»re  .selling  just  as  many  units  of  merchandise 
and  waiting  on  just  'as  many  customers,  delivering  the  same 
volume  of  goods,  and.,  by  reason  of  public  uncertainty  and 
suspicion  are  doing  more  advertising,  in  many  cases,  and 
spending  more  time  and  energy  on  the  actual  selling. 

So  where  is  the  merchant  to  cut  down  on  that  $2,500,- 
000  cost  of  doing  business?  And,  if  he  does  not  cut  it  down, 
his  percentage  of  cost  of  doing  business  jumps  from  twen- 
ty-five to  thirty-three  and  one-third  per  cent  and  he  is 
ruined  ! 

Just  to  keep  alive,  and  have  bis  own  income  red'uced 
twenty-five  per  cent,  our  merchaut  must  do  the  following 
things,  when  there  comes  a sudden  drop  of  twenty-five  per 
cent  in  the  cost  of  his  goods,  if  he  reduces  his  own  prices 
immediately  to  replacement  costs  : 

1.  He  must  destroy  twenty-five  iper  cent  of  his  capital, 
in  goods. 

2.  He  must  get  his  rent  reduced'  twenty-five  per  cent 
immediately. 

3.  He  must  reduce  his  entire  force  by  25  per  cent. 

4.  Or,  he  must  reduce  the  salaries  of  all  people  retained 
by  twenty -five  per  cent. 

5.  He  must  pay  twenty-five  per  cent  less  rates  on 
freight,  express  and  mail. 

6.  He  must  get  twenty-five  per  cent  reduction  on  his 
advertising  rates,  unless  he  reduces  his  space  by  twenty- 
five  per  cent. 

7.  He  must  get  twenty-five  per  cent  reduction  on  light 
and'  heat  and  power. 

Just  a little  thing  like  that  — and  perhaps  there  are 
many  more  substantial  items  to  negociate. 

Perhaps  you  are  now  wondering  how  the  merchants 
have  existed,  under  the  circumstances.  Most  of  them  have 
done  heroic  things  that  deserve  service  medals. 

They  have  sacrificed  their  capital,  most  heroically. 

They  have  been  doing  business  with  little  or  no  profit. 

They  have  refused  to  discharge  many  employees. 

Being  largely  owners  of  their  own  buildings,  they  have 
not  had  to  find  the  cash  to  pay  rent. 

Then,  in  spite  of  the  chorus  of  calamity  howlers,  they 
have  sold  more  units  of  merchandise  than  ever  before.  With 
prices  down  twenty-five  per  cent,  they  have  sold  within 
five  per  cent  of  the  stupendous  volume  done  last  year,  dur- 
ing  the  same  months,  when  figures  reached  the  peak  of  all 
retail  history. 

If  we,  the  consumers  of  America,  want  to  pay  low, 
fair  prices  for  the  goods  we  bury,  Ave’ve  got  to  cut  out  some 
of  !the  fool  overhead  costs  that  we  are  now  piling  on  stores. 

— Printers  Ink.. 
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Maritime 

Newspaper  Advertising 

WE  have  selected  a few  sample  advertisements 
N.  B.  and  Halifax,  N.  S.,  the  two  Maritime 
from  rtewspaperss  published  at  Fredericton, 
capitals.  The  Palmer  ad  has  rather  too  much  matter  for 
the  space  used.  The  “Onyx”  ad  is  a good  model  for  the 
average  dealer  as  demonstrating  how  cuts  and  good  read- 
able matter  can  be  properly  combined. 

The  Campbell  ads  are  both  good  but  not  enough  of 
attention  has  been  paid  to  a description  of  shoes  in  the 


store.  The  cut  makes  a good  start  and  attracts  attention. 
The  Wiezei  ad'  is  well  designed  and  hits  the  nail  on  the 
head.  The  characteristic  name  cut  at  the  bottom  stands 
out  well  and  the  price  at  the  centre  hits  the  eye  at  once. 
A cut  of  a man’s  shoe  at  the  side  would  have  made  the 
layout  and  appeal  practically  perfect. 

The  Amherst  ad  is  striking  and  certain  to  be  read. 
It  gives  a full  description  of  the  shoes  and  makes  promi- 
nent the  character  of  Amherst  shoes.  The  cuts  however, 
are  hardly  up  to  the  rest  of  the  make  up  and,  we  should 
judge,  do  not  do  justice  to  the  goods. 

Halifax  seems  to  have  some  good  shoe  advertisers 
who  are  not  afraid  of  using  space  and  giving  thought  to 
the  displays.  Fredericton  does  not  seem  to  be  strong  on 
retail  advertising. 
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Our  Western 
Letter 

Crop  Conditions  in  the  West  Most 
Encouraging.  — Business  Still  a 
Little  Slow  Awaiting  Developments. 
Everybody  Seems  Hopeful. 

I have  just  been  through  Saskatchewan  and  Northern  Al- 
berta and  readers  in  the  East  may  appreciate  some 
first  hand'  information  with  regard  to  crop  and  gene- 
ral business  conditions  in  the  West.  I have  visited  all  the 
principal  centres  and  most  of  the  smaller  places  so  that 
I have  had  a fairly  good  opportunity  from  contact  with 
farmers  a.s  well  as  retailers  in  both  provinces  to  judge  of 
the  present  situation  and  future  prospects.  Of  course 
westerners  are  naturally  optimistic,  and  in  spite  of  the 
great  disappointment  of  last  year,  when  prices  dropped  and 
offset  the  big  crop,  everybody  is  looking  forward  to  recu- 
peration this  year. 

The  General  Crop  Outlook. 

The  prospects  were  never  better  at  this  time  of  the 
year.  iSeeding  was  pretty  well  over  by  May  15th,  although 
in  some  districts  it  kept  up  till  May  20th  or  thereabouts. 
In  wheat  the  acreage  is  said  to  ibe  somewhat  larger  than 
last  year  although  in  the  coarser  grains  there  has  not  been 
as  -much  put  in.  The  heavy  snows  of  last  fall  followed  by 
a comparatively  mild  winter  have  helped  considerably  to 
maintain  an  unusual  amount  of  moisture  in  the  ground, 
and  this  has  been  succeeded  by  rains  that  have  lasted  well 
into  the  present  month.  They  say  out  here  that  with  a fair 
amount  of  moisture  for  June,  a good  crop  will  be  assured. 
There  was  a rather  heavy  frost  on  May  24th  which  instead 
of  doing  harm  is  believed  to  have  done  good.  The  grain  is 
up  about  six  inches  or  so  and  the  fields  certainly  look  beau- 
tiful. What  is  needed  now  is  warm  weather  and  provided 
bail  or  windstorms  do  not  intervene,  the  grain  ought  to 
mature  early  and  yield  bountifully. 

Alberta  Crop  Report. 

The  following  report  of  the  Calgary  Herald  gives  the 
situation  very  completely. 

There  is  an  increased  acreage  of  wheat  in  Alberta 
this  year  of  from  fifteen  to  thirty-five  per  cent.  This  does 
not  mean  that  the  acreage  seeded  is  that  much  greater  than 
the  preceding  year,  as  the  acreage  in  oats  and  others  grains 
has  fallen  to  the  same  extent  as  the  wheat  acreage  has  in- 
creased. 

Two  reasons  are  given  for  the  difference  in  acreage 
in  the  wheat  and  the  coarser  grains,  the  principal  one  being 
that  the  price  of  oats  and  other  later  grains  makes  it  un- 
profitable to  devote  the  land  and  time  to  these  grains.  As 
a rule  the  farmers  are  sowinar  onlv  sufficient  oats,  barley, 
etc.,  for  their  own  requirements.  The  second  reason  for  the 
decrease  in  the  acreage  of  these  grains  is  that  the  season  is 
from  two  to  three  weeks  earlier  than  last  year,  and  agricul- 
turists had  plenty  of  time  to  get  all  the  wheat  they  wished 
planted  in  good1  time  to  ensure  its  ripening. 

From  all  points,  growing  conditions  are  reported  to 
he  the  best  in  years,  with  wheat  from1  three  to  seven  inches 
above  the  ground.  So  far  there  has  been  nothing  to  cause 
the  slightest  damage,  except  perhaps  in  isolated  places 
nit, worms  have  made  their  appearance  in  gardens.  The 
grasshopper  pest  has  not  yet  asserted  itself,  and  farmers 
are  hopeful  that  owing  to  the  abundance  of  moisture,  the 


pest  will  not  prove  any  dangerous  menace  to  the  crops.  The 
growing  of  sunflowers  and  ensilage  throughout  the  provin- 
ce is  gradually  on  the  increase,  although  as  yet  it  is  not  an 
important  factor. 

Labor  is  reported  as  plentiful,  with  wages  ranging 
from  $40  to  $60  per  month.  Business  is  rather  dull  in  all 
country  places,  with  good  prospects  in  Anew.  Cattle  are 
doing  well  and  pasture  is  abundant. 

Wholesale  and  retail  business  conditions  have  not  yet 
fully  recovered  from  the  setback  of  last  year.  Farmers  were 
hard  hit  and  ha«ve  been  pressed  by  the  hanks,  with  the  re- 
sult that  they  have  very  little  to  spend  and  are  not  in  a 
position  to  pay  back  accounts.  In  the  large  centres  business 
is  being  pushed  vigorously,  but  profits  have  to  he  out 
pretty  vigorously  to  keep  stocks  moving.  In  a month  or  so, 
when  the  future  of  the  wheat  crop  is  more  assured,  there 
will  be  a little  more  confidence  and  freer  buying.  There  is 
a more  sober  conservative  feeling  generally  than  there  was 
this  time  last  year,  when  prices  of  grain  were  soaring  and 
conditions  will  -be  much  more  satisfactory  when  the  air 
clears. 


REVIVAL  OF  MEN’S  SHOES 

(Coni,  from  page  40) 

“Carelessness  he  said  in  men’s  dress  and  the  mis- 
taken idea  of  economy  which  has  been  retroactive  have 
killed  industry  to  the  point  where  we  are  up  against  a. 
crisis  in  the  matter  of  men’s  shoe  production.  Unless 
something  can  be  done  immediately  to  stimulate  business, 
there  can  he  no  telling  what  the  end  will  be.” 

“In  a fashionable  church  a week  ago,  I watched  four 
of  the  town’s  leading  citizens  pass  the  plate.  Of  the  four 
three  were  in  ordinary  street  clothes  and  one  wore  a light 
gray  sack  suit,  a striped  shirt  and  a pair  of  real  tan 
brogues. 

“At  this  time  I want  to  again  remind  you  of  what 
was  said  by  a prominent  retailer,  and  afterwards  con- 
firmed as  a fact,  that  at  a recent  formal  evening  function 
in  Chicago,  twenty-four  of  the  forty  men  present,  by 
actual  count,  wore  coco  Russian  shoes.  It  does  seem  to 
me  that  rather  than  come  here  and  talk  style  details,  what 
we  really  need  to  accomplish  in  our  industry  is  a reawa- 
kening of  the  American  man’s  interest  in  “sprucing  up 
and  dressing  up.”  Our  own  selfish  interest  causes  us  to 
want  pairs  sold.  We  know  that  a man  can  use  and 
should  use,  to  be  well  dressed  for  all  occasions,  at  the 
very  least,  three  pairs  of  shoes  a season.  But,  too  often, 
if  is  true  that  a man  buys  one  pair  a season  and  makes 
them  go  for  all  occasions. 

“I  am  thoroughly  convinced  that  by  concerted  action 
we  can  secure  fine  results  inside  our  own  trade.  But  I 
am  not  sure  but  what  the  better  way  would  be  through 
a much  more  powerful  combination  of  interests  whereby 
the  shoemaker,  the  clothes  maker,  the  hat  maker,  the 
glove  maker,  and  all  accessory  makers  can  pool  their  in- 
terests and  finance  a most  complete  high-grade  cam- 
paign that  will  make  men  want  to  “spruce  up  and  dress 
up.” 

“I  would  go  so  far  as  to  advocate  that  if  we  launch 
such  a campaign  as  outlined  and  financed  by  the  shoe 
and  leather  and  shoe  machinery  industries,  that  we  advo- 
cate that  men’s  shoe  stores  use  a national  system  of  unit 
posters  on  the  dress-up  idea,  and  that  men’s  shoe  stores 
have  an  attractive  case  of  gloves,  walking-sticks,  spats  and 
hosiery,  as  major  items  of  a finished  street  costume.  The 
effect  of  such  a display  in  thousands  of  men’s  stores 
would  be  the  finished  touch  to  such  a campaign.” 
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An  Obligation 
Of  The  Retailer 

Remember  July  13  th  and  14th.  — 

Preparations  Nearly  completed.  — 
Conditions  Demand  Representative 

Gathering-. 

Less  than  a month  remains  before  the  Third  Annual 
Convention  of  the  National  Shoe  Retailers  Association  of 
Canada  will  have  passed  into  history. 

While  it  is  rather  early  to  expect  a definite  idea  as 
to  the  number  of  dealers  and  travellers  who  will  be  present 
the  committee  have  already  heard  from  many  parts  of  the 
country  that  dealers  are  going  to  make  a point  of  coming 
to  the  convention.  Sufficient  information  has  been  ob- 
tained from  several  sources  to  arouse  a feeling  of  optimism, 
and  encouragement.  Naturally,  Ontario  as  being  the  pro- 
vince from  which  Toronto  is  most  accessible,  will  be 
represented  in  force.  And  it  is  not  expected  that  the 
majority  wilhbe  from.  Toronto  and  district,  by  any  means, 
But  reports  from  Quebec,  Maritime  provinces,  and  the 
West,  indicate  a satisfactory  representation  from  those 
districts.  In  addition  to  retailers  and  their  families,  shoe 
and  leather  travellers  will  make  Toronto  their  head- 
quarters, as  well  as  manufacturers  and  wholesalers. 

Support  of  Manufacturers. 

No  matter  how  economically  it  is  decided  to  handle 
a gathering  of  this  nature,  certain  expenditures  are  in- 
evitable. And  it  has  been  the  aim  of  the  committee, 
while  conserving  their  funds,  to  see  that  nothing  was 
lacking  which  would  make  for  the  success  of  the  con- 
vention or  the  comfort  and  pleasure  of  those  in  attendance. 
In  past  years,  manufacturers  and  wholesalers  have  given 
generous  support  to  the  retail  gatherings,  and  this  year 
has  been  no  exception.  It  is  gratifying  to  the  committee, 
and  ta  the  trade  at  large,  to  note  the  matter  in 
which  they  have  given  of  their  advertising  space,  and 
they  have  followed  this  up,  in  spite  of  abnormal  condi- 
tions and  tight  money,  with  generous  financial  contribu- 
tions which  assure  the  ability  to  carry  through  the  pro- 
gram. It  is  safe  to  say  that  they  have  several  motives 
in  doing  this.  In  the  first  place  any  gathering  of  the 
trade  that  is  to  the  advantage  of  the  shoe  business  is  to 
the  interest  of  manufacturers  to  support  in  every  possible 
way.  Again,  the  good  feeling  that  has  always  existed 
between  the  various  branches  of  the  trade  makes  it  easy 
for  the  manufacturer  or  wholesaler  to  find  reasons  for 
helping  the  retailers  in  their  efforts. 

The  fact  is  however,  that  the  majority  of  manu- 
facturers feel  that  thade  conditions  demand  a serious 
gathering  for  common  council  of  all  branches,  and 
that  such  a gathering  is  particularly  timely  just  now. 
Sa  they  are  giving  the  convention  their  whole-hearted 
support  in  the  expectation  that  the  attendance  will 
be  large,  and  representative  of  the  best  thought  of 
the  retail  shoe  trade  of  Canada.  The  dealer  who  comes 
will  be  amply  rewarded  for  his  time  and  money,  while 
the  one  who,  though  able  to  attend,  does  not  come,  will 
reap  to  some  extend  the  advantages  of  the  work  of  those 
who  did  contribute  to  the  convention’s  success,  but  should 
feel  that  he  has  not  played  his  part  in  the  game.  Many 
manufacturers,  in  addition  to  helping  financially,  are 
going  to  considerable  trouble  and  expense  to  show  sam- 
ples of  present  and  new  styles,  to  have  their  salesmen  on 


hand  to  look  after  their  customers  and  friends,  in  the 
expectation,  as  intimated  above,  of  a serious  and  repre- 
sentative gathering.  And  it  is  to  the  general  interest  of 
the  trade  that  the  expenditures  of  manufacturers,  whole- 
salers, as  well  as  retailers  be  given  a fair  chance  of  pro- 
ducing adequate  results. 

The  arrangements  for  a convention  of  this  kind  in- 
volve an  amount  of  work  and  detail  that  is  not  appreciat- 
ed by  anyone  who  is  not  engaged  in  a similar  activity. 
Scattered  as  the  organization  is  from  coast  to  coast,  the 
probably  tie  his  hands  for  a while.  Another  Montreal 
retailer,  Mr.  C.  R.  LaSalle,  who  was  lending  a hand,  has 
recently  been  laid  up  in  the  hospital.  Aside  from  these 
casualties,  the  originals  are  still  carrying  on.  Mr.  W.  T. 
Began,  past  president,  Mr.  Howard  Blachmord,  Secretary, 
and  Mr.  J.  W.  Jupp,  Treasurer,  in  conjunction  with 


M.  GEO.  GALES,  Montreal. 
President  N.S.R.A. 


actual  details  must  be  trusted  to  the  executive  committee. 
And  this  committee,  in  turn,  must  delegate  the  bulk  of 
the  work  to  the  members  in  the  locality  of  the  convention 
city.  As  the  convention  activities  proceed,  and  the  meet- 
ings and  entertainments  are  carried  on  with  more  or  less 
smoothness,  the  tendency  is  to  forget  that  each  move 
represents  the  outcome  of  an  action  or  actions  taken 
soe  time  previous.  A convention  stands  or  falls  on  the 
activity  of  those  in  charge'  of  arrangements.  So  at  this 
stage  it  is  not  out  of  place  to  give  honorable  mention  to 
the  men  who  have  been  giving  so  freely  of  their  time  and 
thought  to  the  affairs  of  the  coming  convention.  The  Pre- 
sident of  the  Association,  Mr.  eo.  Gales,  of  Montreal  has 
kept  in  touch  with  progress,  but  a disastrous  fire  in  his 
store  with  its  resulting  confusion  and  adjustments  will 
Messrs.  Jim  Heffering,  Dave  Hardie,  and  Harvey  McKean 
of  the  Travellers  Association  have  made  their  own  business 
almost  of  secondary  consideration  in  making  their  prepara- 
tions for  July  13th  and  14th.  Mr.  E.  A.  Stephens  of 
Ottawa  has  been  handling  the  details  of  the  program  in 
a highly  successful  manner,  while  Mr.  J.  C.  Budreo  of 
Toronto  who  was  pressed  into  the  service  has  rendered 
very  material  assistance  in  the  way  of  advice,  time  and 
trouble,  and  is  directly  responsible  for  some  of  the  fea- 
tures of  the  program.  These  men  and  others  who  have 
cooperated  with  them,  are  deserving  of  the  thanks  of  the 
Canadian  shoe  trade. 
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Boston  Style 
Show 

Mens  Styles  to  Be  Featured.  — De- 
tails of  Style  Exhibits  on  Living 
Models.  — Scenic  and  Display  Ar- 
rangements. 

MAN  — poor,  downtrodden  down-at-the-heel,  Man— is 
going  to  come  into  his  own  as  a fashion  factor  at 
the  National  Shoe  Style  Show  at  Boston  on  July 
11,  12,  13  and  14.  The  Style  Show  Committee,  ehairmaned 
by  James  A.  Monroe  of  E.  T.  Wright  & Co.,  Inc.,  has 
decreed  it;  the  New  England  Shoe  Merchants’  Association 
at  their  recent  dinner  has  endorsed  it  and1  G.  R.  Metlmaley, 
under  whose  personal  management  the  Style  Show  will  be 
presented,  has  let  the  cat  out  of  the  bag. 

“Men,’’  said  Mr.  Walmsley,  fitting  a cigarette  into 
that  famous  holder  which  waved  like  a magician’s  button 
o\er  last  year’s  Style  Show  and  transformed  confusion  into 
congratulations,  “Men  have  been  allowed’  to  run  loose  sar- 
torially too  long.  At  least  their  feet  have  been  allowed  to 
go  their  own  pace  too  long  without  the  gentle  guiding 
hand  of  Dame  Fashion  to  show  them  the  higher  life  of  foot- 
wear.” 

“The  American  man  is  a good  natured  cuss.  He  likes 
his  women  folks  to  look  like  aces  from  top  to  toe  — parti- 
cular}' the  toe.  He’s  allowed  them  to  buy  all  the  shoes  they 
wanted  during  the  past  few  years  and  the  prettier  the  shoes 
and  slippers  were,  he  has  grinned  the  more  and  paid  the 
bill. 

“But  for  himself,  well,  he  hasn’t  bought  all  the  shoes 
he  was  entitled  to  or  should  have  -put  on  his  feet.  Maybe 
he  hasn’t  been  sold  on  the  idea  that  his  feet  can  be  made 
to  look  as  well  as  his  wife’s  or  sweetheart’s,  and  he  can 
profitably  wear  more  shoes  than  he  has  been  wearing  in  the 
business  of  Jiving,  working  and  playing. 

“iSo  we  are  going  to  give  MAN  a big  place  in  the 
Style  Show.  We  have  engaged  some  high  grade  men  models 
who  can  put  on  the  kind  of  show  we  want.  We  are  going  to 
start  Mister  out  early  in  the  morning,  from  the  time  he 
hoips  out  of  his  shower  into  his  bathrobe  and  slippers,  and 
show  him  at  every  step  of  the  day : in  business  shoes,  work 
shoes,  sport  shoes,  military  footwear,  and  end  the  day  with 
evening  dres®  and  dancing  shoes.’’ 

“There  are  going  to  be  a lot  of  men  who  will  be  much 
surprised  to  see  what  a wide  range  of  fine  looking  foot- 
wear they  could  have  been  wearing  if  they  had  only  been 
worrying  about  their  own  feet  instead  of  the  feet  of  their 
women  folks.” 

I)o  not  get  the  idea,  cautions  Mr.  Walmsley,  that  the, 
male  models  are  go-rug  to  c-ast  any  dust  on  the  girls  models. 
The  answer  is,  “No,  they  will  not!”  There  will  be  almost 
a hundred  charming  dainty  feminine  visions  floating  down 
the  run-way  in  the  hour  and  a half  which  will  be  devoted 
to  the  Style  Show  and  they  will  exhibit  every  coneeivible 
sort  of  footwear  designed  for  the  delectation  of  women’s 
feet  and  eyes. 

From  8 until  9-13  o’clock,  every  evening  of  the  four 
days  of  the  Exposition  and  Style  Show,  this  beauty  squad 
of  shoe  showers  will  entertain  and'  instruct  the  thousands 
of  retailers,  manufacturers,  and  the  others  of  the  allied 
trades  who  will  pack  the  big  Mechanics  T T all  from  rnn- 
way  to  gallery. 

While  all  kinds  of  dresses  will  be  shown  with  the  va- 


iiOu«s  shoes  worn,  a determined  effort  will  be  made  by  these 
in  charge,  to  have  the  dresses  in  strict  keeping  with  the 
shoes.  Whether  it  be  summer  gowns,  sport  clothes  or  cloth 
dresses,  they  will  not  look  out  of  place  with  the  footwear 
beneath  them. 

If  you  have  ever  doubted  that  the  Boston  Style  Show 
included  the  best  looking  models  in  the  land,  know  that 
one  Mr.  Ziegfeld,  who  runs  a show  called  “The  Follies”  in 
a pretentious  village  know  as  New-York  City,  has  picked 
out  loi  1ns  next  foolish  masterpiece,  four  of  the  models 
who  showed  m last  year’s  Boston  Style  Show.  They  are 
Evelyn  Campbell,  Madelyn  Morrissey,  Edna  Clasky,  and 
Tnggy  Norton.  Many  in  the  trade  will  remember  the  fine 
impression  these  four  young  women  made  on  the  Boston 
run-way  at  the  1920,  and  former  Shows. 

liie  scenic  setting  and  display  arrangements  of  this 
} ear  s Style  Show  will  be  entirely  different  from  anything 
over  presented  at  an  American  Style  Show.  Without  going 
into  too  much  detail,  or  giving  away  all  the  surprises  which 
naturally  add  to  the  pleasure  of  a show  of  this  kind,  the 
following  facts  can  now  be  made  public. 

1 he  entire  stage  and  rttn-away  will  be  magnificently 
decorated  in  a harmonious  color  scheme.  In  the  center  of 
the  stage,  will  be  a Grecian  temple  with  the  run-away 
joining  the  temple  door.  This  door  will  be  the  exit,  and 
not  the  place  where  the  models  enter. 

T he  entrance  of  the  models  will  be  from  a most  ela- 
borate pavilion,  situated  half  way  down  the  run-wav  and 
practically  in  the  center  of  the  big  hall.  To  thus  apear  on 
the  run-way,  it  will  be  necessary  to  ascend  from  the  base- 
ment jjjy  a special  stairway  which  will  open  through  the 
floor  of  the  pavilion. 

The  latter  will  be  circular  and  wil  be  curtained  by 
a beautiful  drop  of  some  soft  fabric  which  can  be  readily 
raised  and  lowered  as  each  successive  model  makes1  his  oi- 
lier appearance.  When  the  curtain  is  raised,  the  public  will 
see  the  model  posed’  on  a circular  platform,  raised  one 
step  above  the  run-wav.  After  turning  completely  around, 
so  the  entire  audience  can  see  the  shoes  worn,  the  model 
will  step  down  'and  walk  out  into  the  audience  the  full 
lenght  of  the  run-way  and  then  back  to  the  other  end, 
making  her  exit  through  the  temple  door  on  the  stage. 


SHOW  CARDS  FOR  JULY 

( Cont . from  page  41) 

Tn  conducting  this  “Birthday”  sale  it  would  be  advi- 
sable to  display  various  lines  at  different  times.  For 
example,  a window  of  Oxfords  would  be  very  appropriate 
for  one  display.  For  this  showing  we  have  made  a card 
with  a large  display  line  of  the  word  “Oxfords”.  This 
line  should  be  in  a bright  color  such  as  blue,  yellow  or 
red ; or  it  can  be  in  brown  with  a yellow  outline  around  all 
the  letters.  In  the  card  shown  we  have  used  red  with  a 
black  overlay  on  the  top  part  of  the  letters.  The  top  line 
is  in  the  same  color  as  the  large  letters,  and  the  lower  line 
is  black. 

The  other  card  explains  itself.  It  is  for  a display  of 
white  goods  to  offer  in  this  sale,  but  should  you  have  any, 
a window  display  will  help  get  them  out  of  the  store.  There 
are  two  ways  of  making  these  white  letters  on  a black 
ground.  One  is  to  paint  the  black  band  across  the  card 
and  then  letter  the  words  on  this  band  in  white.  The  other 
way  is  to  “Chit  in”  the  letters.  That  is,  paint  around  the 
letters  with  black,  leaving  the  white  card  to  show  for  the 
letters.  There  is  not  much  choice  between  the  two  ways. 


for  Women 


Made  also  in  All  White  Bucl,  White  Ivory  Sole  and  Heel 
Deliveries  Six  to  Eight  Weeks 


National  Shoe  Retailers'  Association  Convention,  ■ July  loth  and  Ufth. 
Ring  Edward  Hotel,  Toronto — Come. 
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At  the  Service  of  the  Industry 

It  is  the  aim  of  this  organization  to  supply  the 
needs  of  the  industry  with  precision  and 
dispatch. 

There  are  many  things  needed,  often  in  a hurry. 
Our  service  is  rather  well-known  on  the 
following : 


ADHESIVES 
BOARDS  & BLOCKS 
BRUSHES 
CUTTING  DIES 


SANDPAPER 
SHANKS 
WAX 
ETC. 


Lit llfNLr  Hit U. 

When  in  need  of  supplies  of  any  kind,  U.S-M.C. 
organization  is  at  your  command. 


United  Shoe  Machinery  Co.  of  Canada,  Limited 


Heads  Office:  MONTREAL 


Quebec  Branch:  28  Demers  St.  Kitchener:  46  S.  Foundry  Street 

Toronto:  90  Adelaide  St.  West. 


Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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The  Latest  Thing 
In  Hockey  Boots 

Is,  as  usual,  to  be  seen  in  this  model  from  the  Tanguay  Line. 
In  addition  to  its  specially  formed  last  which  gives  a comfort- 
able but  firm  fit,  these  essential  features  are  further  assured 
by  the  improved  strap  lacing  device,  particularly  around  the 
ankle.  These,  with  its  other  features,  mean  a light  strong  shoe 
that  will  hold  its  shape,  stand  the  hardest  usuge  and  SELL  at 
a record  rate. 

Tanguay  Staples 

Surpassed  by  none  for  fitting  and  wearing  qualities  and 
VALUE,  they  are  the  choice  of  merchants  in  all  parts  of 
Canada  who  are  reaping  good  trade  by  featuring  them. 

Only  by  seeing  our  complete  line  can  you  be  convinced  of  our 
ability  to  serve  you  to  better  advantage  with  shoes  that  will 
make  you  certain  of  steady  sales  at  satisfying  profit. 


JOS.  TANGUAY 

34  King  Street  (Cor.  St.  Dominique) 
QUEBEC,  - - - ^UE. 
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Samson 
Sporting  Boots 

Embrace  the  most  complete  line  of 
Hockeys  shown  to  the  trade. 

The  Football  Boots  are  made  over  a 
wonderful  last.  The  pattern  is  correct. 
The  cleats  are  solid  sole  leather. 

The  Samson  Ski  Boot  is  made  to  fit 
the  harness  of  the  Ski  exactly. 

Samson 
Heavy  Staples 

Are  as  highly  specialized  as  Samson’s 
Sporting  Boots. 

Each  line  is  made  to  a definite  standard 
and  at  the  right  price. 

J.  E.  Samson,  Enr. 

20  Arago  St.  QUEBEC 
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The  Fashion  for  Fall  calls  for  new  idea 
patterns  and  perforations. 


You  will  find  everything  along  the  more 
sensible  lines  contained  in  the  new  Ma  rois 
samples  — whether  it  be  Women  s Welts, 
Women’s  McKays  ot  Men’s  Welts. 


Remember,  too,  that  Marois  prices  are  such 
that  the  consumer  can  be  sold  the  shoes  at 
the  popular  prices  of  the  day. 


A.  E.  MAROIS,  LIMITED,  Quebec,  P.Q 


Permanent  Sample  Rooms:  Sliauglmessy  Bldg--,  BIT  McGill  St.,  Montreal 
516  Board  of  Trade  Bldg.,  Toronto. 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Men’s  and  Boys’  Welts,  Women’s  Mock  Welts, 
McKays  and  Standard  Screw  for  Men,  Women, 
Misses,  Boys,  Youths  and  Children. 

A solid  line  of  Pegged  Shoes  for  Men  and  Women. 
Many  of  the  new  ideas  for  Fall  have  been 
added  to  our  line,  bringing  it  in  line  with  the 
demand  for  more  novel  Shoes. 

You  will  appreciate,  too,  that  in  every  way, 
the  Goulet  Shoes  are  better  value. 


A typical  Women’s  Mock  Welt  by 
Goulet — 8-inches  high  with  Military 
or  Cuban  Heel. 


575  St.  Valicr  St. 


Quebec 


IMITED 


Mention  “ Shoe  and  Leather  Journal”  when  writing  an  advertiser 


THE  SHOE  A XI)  LEATHER  JOURNAL 


This  Ball  strap  may  be  ordered  either  as  shown,  or  with 
tip  or  carrying  perforations  on  all  front  and  top  facings. 

The  last  is  an  excellent  fitter  — just  suited  to  the  Ball 
Strap  vogue.  Made  in  Dark  Brown,  Light  Brown  or 
Black,  it  is  a fast  moving  shoe. 


LAGACE  & LEPINAY 

22  St.  Anselme  Street 
QUEBEC,  P.Q. 
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The  “Mapyon”  Shoe 


A Highly 
Specialized  Line 

of 

Women's  McKays 
and  Turns 

in  the 

Better  Grades 


The  Shoe  Jobber  and  large 
buyer  who  is  open  for  a 
line  that  has  unusually  good 
style  at  attractive  prices 
will  buy  this  new  line  of 
ours. 


Samples  and  Prices  sent 
promptly  to  those  inter- 
ested. 


LACHANCE  & TANGUAY 


70  BIGAOUETTE  AVE. 
QUEBEC,  P.  Q. 
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Medium  McKays 

For  Women,  Misses  and  Children 


To-day,  with  its  demands  for  a 
lower  price  shoe,  you  will  see  many 
items  in  our  samples  which  will 
interest  you. 

We  believe  we  are  safe  in  saying 
that  we  have  a line  which  you  can 
use  as  a leader  in  this  class  of  shoe. 

CHILDREN’S  SHOE  M’F’G  CO. 

LIMITED 

1 1 Belleau  St.,  Quebec. 


40,000  PAIRS  DAILY 

Tli js.  heel-making  capacity  means  prompt, 
efficient  service  to  the  manufacturer  PUN 
delivery  of  heels  of  an  exceptionally  high  order 

MILITARY  HEELS,  BLOCK 
HEELS  or  LOUIS  HEELS 

or  ANY  SIIAI'K  ANI)  IN  ANY  HEIGHT 


Quebec  Heel  Co.,  Limited 

QUEBEC  QUE. 


AACote  &Son, Limited 


Mention  “ Shoe  and  Leather  Journal •”  when  writing  an  advertiser 


THE  SHOE  AND  LEATHER  JOURNAL 


6’t 


Rational 

Shoe  Style 


ow 


Your  Personal  Invitation 

“In  behalf  of  our  Association,  permit  me  to  extend  a cordial  and  personal 

invitation  to  you  and  your  business  associates  to  attend  the  National  Shoe  and 
Leather  Exposition  and  Style  Show  to  be  held  in  Mechanics  Building-,  Boston, 
July  11  to  14. 

“I  think  that  you  will  realize  the  importance 

of  this  Exposition  at  a time  like  this  when  styles  are 
changing  so  rapidly  and  so  much  depends  upon  accurate 
first-hand  knowledge  of  styles  and  market  conditions. 

“Tanners,  last  manufacturers,  pattern  makers, 

shoe  manufacturers,  findings  men,  in  fact  all  the  mem- 
bers of  the  allied  trades,  are  co-operating  along  sound  yet 
progressive  business  lines  to  make  this  Exposition  truly 
national  in  its  scope  and  influence. 

“In  urging  you  to  come  I am  prompted  by  the 

sincere  conviction  that  you  will  find  it  well  worth  your 
while  to  attend  from  a business  standpoint. 

Cordially  yours, 

NATIONAL  SHOE  AND  LEATHER  EXPOSITION 
AND  STYLE  SHOW,  INC. 


Albert  N.  Blake,  President. 


BOSTON 

July  11-U-13-R 


NATIONAL  SHOE  and  LEATHER 
EXPOSITION  And  STYLE  SHOW 
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TICE  SHOE  AND  I, BATHER  .TOURNA1 


Two  of  Perthes  Latest  Creations 


i Davis  new  405  calf,  i strap,  2 but- 
ton slipper  with  tip,  ball  strap  and 
heel,  fox.  Built  over  our  new  English 
sport  last.  A real  sport  shoe. 


(ilfi — Champagne  Kid,  1 strap,  2 button 
Lucille  slipper,  with  camel  kid  tip, 
skeleton  ball  strap  and  heel,  fox. 
Baby  Louis  Heel.  A charming  com- 


The  name  of  Perth  is  synonymous  with  Style, 
Appearance,  Durability  and  Price  — those  four 
factors  which  control  absolutely  the  women’s 
shoe  trade  of  to-day.  If  a representative  has 
not  already  called  on  you,  write  us  and  we  will 
either  have  one  call  or  send  samples. 


Limited 


The  Perth  Shoe  Company, 

PERTH  ONTARIO 


National  Shoe  Retailers’  Convention,  July  13th  and  14th 
King  Edward  Hotel,  Toronto. 


Come — It  Will  Pay  You 


Mention  “ Shoe  and  Leather  Journal"  when,  writ  in  p an  advertiser 
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ME.  W.  H.  iClaley,  shoe  retailer  of  Port  Dover,  Out,, 
died  recently. 

Margolian  Bros,  of  Yarmouth,  N.  ,S.,  have  ope- 
ned up  a branch  retail  shoe  store  on  Charlotte  St.,  vSt.  John. 

Mr.  W.  F.  Plummer  is  representing  Daoust,  Lalonde 
& Co.  Ltd,  in  Maritime  Provinces. 

Mr.  Owens  of  Owens-Elmes  Mfg.  Co.  is  on  business 
trip  to  the  West.  He  reports  trade  as  being  excellent. 

Mr.  Williams  of  the  Tred  Rite  Shoe  Co.  of  Otterville, 
Out,.,  is  convalescing  from  a very  serious  illness. 

Mr.  “Mike”  Stiles,  the  popular  representative  of  Jno. 
E.  Evans  Leather  Co.  Ltd  has  been  visiting  the  American 
leather  centres.  He  found  the  kid  business  in  good  shape, 
with  orders  coming  to  heard  from  manufacturers  such  as 
to  tax  producers  capacities. 

Mr.  C.  S.  Sutherland  of  the  Amherst  Boot  & Shoe 
Co.  Limited  lias  'been  elected  vice-chairman  of  the  Mari- 
time Division  of  the  Canadian  Manufacturers  Association. 
Mr.  Sutherland  and  Mr.  J.  D.  Palmer,  of  Hartt,  Boot  and 
•Shoe  Co.  Ltd,  are  also  among  the  representatives  of  the 
Division  on  the  Executive  Council  of  the  General  Associa- 
tion, while  Mr.  J.  A.  Reid,,  of  the  Hartt  Boot  and  Shoe  Oo. 
Ltd,  is  on  the  executive  council  of  the  Maritime  Division. 

Mr.  Bonner,  of  the1  Bonner  Leather  Co.,  has  been  up 
at  Lake  Abitibi,  fishing  with  Mr.  N.  Gagnon,  of  Aird'  & 
Son.  He  says  that  is.  the  finest  fishing  ground  he  has 
yet.  struck  and  that,  he  and  Mr.  Gagnon  regret  that  their 
camera  was  inadequate  to  take  care  of  the  fish  they  cap- 
tured. 

Sibley  Shoe  'Shop,  is1  the  name  of  a store  which  recently 
opened  at  178  Sparks  St.,  Ottawa.  This  new  firm  have 
taken  as  their  motto,  “Quality  without  extravagance”  and 
are  showring  a well  assorted,  up-to-the-minute  line  of  shoes. 
The  shop  is  handsomely  furnished  and  in  a quiet  corner 
has  a writing  desk  and  small  telephone  desk  for  the  con- 
venience of  customers. 

Getty  & Scott,  Limited,  Galt,  Ontario,  have  started 
operations  in  a factory  designed  to  produce  high  grade 
slippers  for  evening  wear.  This  makes  factory  No.  4 for 
this  firm.  The  plant  is  equipped  to  handle  a large 
output. 

The  Jno.  R.  Evans  Leather  Co.  Limited1  are  again 
operating  their  Montreal  tannery  to  capacity  in  the  pro- 
duction of  brown  and  black  glazed  kid.  With  new  raw  sup- 
plies available  they  anticipate  a good  eewon,  and  are  con- 
fident that  their  product  will  be  highly  acceptable  to  the 
Canadian  trade.  Mr.  J.  L.  Stilesi  is  the  secretary  treasurer 
of  the  ‘Canadian  company,  while  their  superintendent,  Mr. 
Frank  Y.  Bateman  has  also  been  made  a shareholder  in  the 
Company. 

Mr.  H.  D.  MeKellar  of  the  Great  West  Felt  Co. 
Limited,  Elmira,  Ontario,  was  showing  samples  at  the 
Queen’s,  Toronto,  recently. 

Mr.  W.  P>.  Fryar  of  Scott-Chamberlain,  Limited, 
London,  was  a business  visitor  to  Toronto  last  week.  He 
displayed  his  lines  at  the  King  Edward. 


The  National  Co-Operative  Co.,  Yegreville,  Alta,  has 
made  an  assignment.  They  have  a large  Shoe  Depart- 
ment. 

R.  S.  Cruickshank,  Clothier,  Haberdasher,  and  Boots 
and  Shoes  who  is  playing  a big  part,  in  the  new  golf 
course  North  Battleford  reports  that  they  are  going  to 
have  one  of  the  best  courses  on  the  Prairie.  Mr.  Cruick- 
shank says  business  has  been  very  good. 

The  retail  shoe  business  formerly  operated  by  The 
Jensen  Shoe  Co.,  Spring  Garden  Road,  Halifax,  has  been 
taken  over  by  Wallace  Bros,  who  are  operating  it  as  a 
branch  store. 

The  shoe  factory  of  Joseph  Tanguay,  Quebec  City, 
was  gutted  by  a fire  which  starting  in  a storehouse  of 
Bonbons  Candies,  Limited,  spread  to  the  other  factories 
or  the  same  street,  causing  very  serious  damage  and  loss. 

Boyle’s  Shoe  Store,  1543 — 97t,h  Street,  Edmonton, 
Jlta.,  which  opened  in  April  of  this  year  reports  to  have 
been  successful  since  the  opening.  They  are  carrying  a 
complete  line  of  men’s,  women’s  and  children’s  medium 
class  shoes.  Mr.  L.  L.  Boyle,  the  proprietor,  was  form- 
erly with  the  American  Shoe  Store  of  Jasper  Ave  for  a 
period  of  seven  years.  He  has  many  friends  in  Edmon- 
ton and  good  business  results  from  his  popularity. 

J.  C.  Moreau,  of  the  Yale  Shoe  Store,  Edmonton, 
Alta,  reports  business  so  far  this  year  very  good  and  ex- 
ceeds that  of  last  year.  Mr.  Moreau  looks  the  same  as 
ever  and  is  enjoying  perfect  health. 

American  Shoe  Store  Limited,  10108  Jasper  Avenue, 
Edmonton,  Alta,  have  been  running  a gigantic  shoe  sale 
during  the  month  of  May.  Mr.  T.  Brown  reports  that  it 
was  very  successful. 

Mr.  Howard  Mclnnis,  recently  of  A.  W.  Redden  & 
Son’s  Mens’  shoe  dept.,  Halifax,  has  gone  into  business 
on  his  own  in  Charlottetown,  P.  E.  T. 

T.  Hamburg  of  New  Waterford,  N.  S.  is  enlarging 
his  shoe  'business. 

Louis  TJrdang  of  St.  John,  is  making  some  changes 
in  his  shoe  store. 

N.  Rozofsky  of  St  John,  formerly  of  New-York  Shoe 
Store,  is  opening  up  a shoe  store  on  Main  St.  of  that 
city. 

Poole  & Thompson  of  Montague,  P.E.I.,  have  made 
some  elaborate  improvements  in  their  shoe  as  well  as 
other  departments. 

Mr.  Armbust  of  the  Lady  Belle  Shoe  Co.  of  Kitche- 
ner, has  been  on  a business  trip  through  the  Province  of 
Quebec. 

Attempted  burglary  resulted  in  a fire  in  the  retail 
store  of  Geo.  Gales  & Co.,  Montreal,  which  caused  very 
heavy  damage.  Apparently  the  burglars  attempted  to 
open  the  safe,  and  in  ransacking  the  office,  which  is  on 
the  third  floor,  set  fire  to  the  building.  The  third  floor, 
which  also  contained  the  stockrooms  and  repair  shop,  was 
completely  gutted,  while  the  contents  of  the  other  two 
floors  were  damaged  by  smoke  and  water. 
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How  Efficient 
are  You  ? 

Lost  Motion  — Making  the  Most  of 
Opportunities  — Increasing  Profits 
and  Cutting  Costs. 

IN  the  great  republic  to  the  soutli  of  us  much  publicity 
is  being  given  to  the  slogan  “1921  Will  Reward 
Fighters”.  To  this  hgus  been  added  “1921  Will 
Reword  Thinkers'.”  Those  two  slogans  embody  the  prin- 
ciples from  which  success  will  be  wrung  this  year  by 
“Thoughtful  Fighters”.  And  they  apply  as  directly  to 
the  shoe  repairing  industry  as  to  any  other  field  you 
might  point  out.  Not  that  they  are  particularly  applicable 
to  this  year,  however,  any  more  than  other  years,  for  the 
men  at  the  top,  and  who  stay  at  the  top,  have  always  been 
thinkers  and  fighters.  Blind  luck  and  the  fortunes  of 
war  or  conditions  have  put  some  men  at  the  top  of  the 
heap,  but  to  stay  there  has  always  required  brains  and 
courage. 

Efficiency  has  become  the  watchword  of  the  world 
during  the  past  few  years,  and  efficient  thinking,  plan- 
ning, working  and  fighting  are  what  every  business  man 
must  make  use  of  todlay  to  the  fullest  possible  extent. 
With  prices  wavering,  and  with  a downward  tendency, 
caused  by  constant  pressure  on  the  part  of  the  public  who 
are  looking  for  cheaper  work,  and  on  the  part  of  repairers 
who  are  trying  to  stimulate  business,  the  repair  man  cannot 
afford  to  overlook  any  opportunity  of  additional  profit, 
or  reduced  cost.  The  questions  of  accounting  and  costs  we 
have  touched  on  to  an  extent  just  sufficient  to  start  our 
readers  thinking  about  them.  The  matter  of  advertising 
is  also  of  great  importance. 

Store  Arrangement. 

Closely  allied  to  advertising  in  its  value  as  a business 
builder,  is  window  display.  Good  practice  and  efficiency 
demand  that  windows  should  be  pleasing,  attractive,  strik- 
ing, and  typical  of  the  work  done  and  goods  sold  in  the 
establishment.  The  display  should  be  changed  at  least 
once  a week  for  several  reasons.  First,  a new  window 
strikes  the  eye  of  the  passer  by;  second,  the  display  be- 
comes dusty  and  unsightly,  and  gives  an  impression  of 
slovenliness  which  the  observer  will  think  characterizes  the 
work  turned  out.  Then  frequent  changes  of  window  dis- 
plays permit  the  featuring  of  different  classes  of  work, 
and  different  classes  of  work,  and  different  goods,  such 
as  findings,  accessories,  etc.  The  live  repairman  has  a 
neat,  attractive  window,  and  makes  the  fullest  possible 
use  of  it.  As  a matter  of  principle,  the  front  of  the  store 
should  tell  every  passer-by  just  what  he  can  expect  to  find 
when  he  enters  the  doors. 

There  is  no  reason  why  the  shoe  repair  store  should 
not  present  as  attractive  ari  appearance  to  the  customer  as 


any  other  class  of  store.  Neatness  and  cleanliness  count 
for  as  much  as  any  other  feature,  and  are  easily  attained. 
Laces,  polishes,  findings  of  all  sorts  should  be  prominent- 
ly displayed  in  show  cases  protected  from  dust.  Advert- 
ising matter  of  various  kinds,  if  not  used  to  excess,  will 
brighten  walls  and  counters,  and  also  tell  its  story.  The 
repairman  who  neglects  findings  is  missing  profitable 
business.  Many  stores  will  take  in  upwards  of  $10.00  per 
week  on  these  lines,  and  as  the  margin  is  good,  the  expense 
of  the  stock  small,  and  cost  of  handling  negligible,  quite 
a proportion  of  rent  and  overhead  can  be  taken  care  of  in 
this  way.  As  one  man  put  it  “If  a customer  comes  in  to 
buy  a pair  of  laces,  you  have  at  least  got  him  to  enter  your 
store,  and  that  is  something  you  would  spend  a lot  of 
money  in  advertising  to  accomplish.” 

(letting  Work  out  of  Hours. 

During  the  summer  months  the  average  repair  shop 
closes  for  a half  day  during  the  week.  And  the  custom 
is  gradually  becoming  more  general  of  closing  early  in 
the  evenings.  Nevertheless  there  are  many  customers  who 
choose  just  the  time  when  the  shop  is  closed  to  bring  their 
work  around.  This  possible  loss  of  work  has  been  avoided 
in  several  ways.  Some  repairers  have  a sign  asking 
customers  to  leave  their  parcels  next  door,  where  arrange- 
ments have  been  made  to  take  it  in.  But  the  best  method 
is  to  use  a parcel  slot  in  the  door,  having  a pad  of  paper 
and  pencil  handy,  on  which  instructions  can  be  written. 
The  slot  can  have  an  attractively  lettered  brass  cover, 
which  really  sets  off  the  appearance  of  the  door.  One 
repairman  reported  over  ten  dollars  worth  of  work  ob- 
tained in  this  manner  during  the  first  week  it  was  intalled. 

System  in  the  Repair  Shops. 

There  are  probably  as  many  systems  of  handling  work 
in  vogue  as  there  are  repairman,  and  all  are  laid  out  with 
a view  to  taking  care  of  the  work  as  expeditiously  as  poss- 
ible. When  rush  hours  come  it  is  of  advantage  to  be  able 
to  deal  with  customers  as  rapidly  as  possible.  We  reproduce 
here  a tag  about  which  Mr.  H.  W.  Hendry  of  Toronto 
pivots  his  system.  One  side  of  the  tag  is  used  for  advert- 
ising purposes,  and  also  carries  the  seal  of  the  Toronto 
Shoe  Repairers’  Association.  The  other  side  consists  of 
two  parts,  which  are  numbered.  The  lower  part  is  torn 
off  and  given  to  the  customer,  after  having  marked  on  it 
the  date  promised,  number  of  pairs,  and  price  of  the  job. 
The  other  part  is  marked  as  to  name  and  address,  work 
required,  when  promised,  number  of  pairs  and  price.  This 
is  firmly  tied  to  the  shoes  to  be  repaired. 

When  the  job  is  finished  the  shoes  are  put  in  one  of 
ten  shelves  or  bins,  numbered  from  one  to  ten,  and  the  last 
figure  in  the  number  on  the  tag  designates  the  bin  into 
which  the  shoes  are  placed.  When  the  customer  calls,  he 
presents  his  check,  say  No.  107.  The  repairman  knows 
that  these  shoes  should  be  in  bin  number  seven,  which  cuts 
down  the  number  of  shoes  to  be  looked  through.  The  work 
lias  already  been  inspected,  so  the  shoes  are  brought  to  the 
wrapping  table,  wrapped  up,  and  handed  to  the  customer. 
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GRANITE  CITY 


Shoe  Repairing  Works 

2191  Queen  Street  East 


OUR  SPECIALITIES 

Your  Shoes  Rebuilt  with  Neolin,  Tenax,  Acme 
Panther  or  Loathe*. 

Laces  & Polishes  in  all  colors  of  the  rainbow. 
See  Our  Windows  & Show  Cases  First 
IT  IS  THERE 

It  is  imperative  that  you  Return  This 
Check  when  calling  for  goods. 

You  Save  Money  by  Adopting  HENDRY’S 
Method  of  Repairs- 

BUSINESS  HOURS  - 8 a.m.  to  7.30  p.m. 
WORKING  HOURS  - 8 a.m.  to  6.00  p.m. 
Closed  Wednesday  at  12  noon 


\ 

Name  ....... 


Address 

Whole  Sole — Fibre Prom. 

Whole  Sole — Leather.. 

Half  Sole — Sewn  Fibre Mon. 

Half  Sole — Sewn  Leather 

Half  Sole — Nailed  Leather. Tues. 

Heels — Leather 

Heels — Leather — New Wed. 

Heels — Rubber  Half 

Heels — Rubber  Whole Thur. 

Toes 

Sole  Pieces Frid. 

Patches 

Rips Sat. 

Price Pairs.,. 

Remarks over 


GRANITE  CITY 

SHOE  REPAIRING  WORKS 

2191  Queen  Street  East 

We  have  your  needs  in  Polishes,  Laces,  Trees,  Ac 
Artistio  Shoe  Repairs  ::  Prompt  Service 
Association  Prices  Terms  Cash 
J.  W.  HENDRY.  Proprietor 

Prom.  MON TUES WED 

THUR FRID SAT.  

Pairs Price 

WE  CLOSE  7.30 

PHONE  BEACH  738 

Over 


Unless  he  asks  to  examine  them,  they  are  not  shown  to 
him,  the  inference  being  that  the  work  has  been  well  done. 
Indeed,  the  repairman  who  does  not  thoroughly  inspect  his 
work  and  clean  np  the  shoes  a bit  before  returning  them  is 
very  shortsighted. 

It  is  claimed  that  with  this  system,  simple  as  it  is,  at 
least  twice  as  many  customers  can  be  handled  in  rush 
hours  as  with  no  definite  system  or  tag.  In  case  the  tag 
is  not  brought,  it  does  not  necessarily  mean  that  the  shoes 
cannot  be  obtained.  After  the  shoes  are  located  under  the 
name  given  the  customer  is  asked  for  the  address.  If  this 
is  forthcoming  without  hesitation,  and  the  dealer  is  satis- 
fied with  the  appearance  of  the  applicant,  he  delivers  the 
shoes.  Mr.  Hendry  advises  us  that  he  lias  not  lost  a pair 
of  shoes  under  this  system  in  ten  years. 

Another  advantage  of  the  tag  system  is  that  children 
are  often  sent  with  shoes  to  the  repair  shop,  or  to  get  them. 
And  where  several  repair  shops  are  in  the  same  neighbor- 
hood they  sometimes  make  a mistake  as  to  the  store.  Many 
repairman  can  give  instance  of  children  coming  for  shoes 
which  had  not  been  left  in  that  particular  store. 

We  do  not  contend  that  a shoe  repair  business  cannot 
lie  run,  and  run  profitably  in  the  old-fashioned  way,  both 
with  respect  to  methods  and  machinery.  But  it  cannot  be 
gainsaid  that  the  man  who  adopts  up-to-date  machinery, 
methods,  costs,  arrangements,  and  policies,  is  the  man  who 
will  go  ahead  in  the  race,  and  who  will  maintain  and  in- 
crease his  lead  over  those  who  do  not. 

Convention  or 
Ontario  Repair  Men 

June  is  rapidly  passing  and  will  soon  give  way  to 
July.  So  that  the  two  big  days  for  Ontario  Shoe  Repairers 
are  not  far  away.  The  plans  are  taking  more  definite  shape 


Mr.  S.  BARNETT,  Toronto. 
Chairman  Convention  Committee. 


every  day.  The  committee  in  charge  of  the  Convention 
have  been  assured  of  a large1  attendance  from  Hamilton, 
Brantford,  and  St.  Catharines,  where  Associations  already 
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exist.  But  they  also  want  as  many  as  .possible  to  come  from 
other  points.  All  the  repair  men  in  Ontario  have  been  in- 
vited by  circular  letter,  and  replies  are  beginning  to  come 
in.  Mr.  E>.  IT.  Phillips,  of  Beaverton,  has.  the  honor  of  being 
the  first  to  advise  the  chairman  officially  that  he  would' 
attend. 

The  friends  of  the  repairmen  in  the  wholesale  trade, 
have  all  signified  their  support  of  the  movement,  and  arc 
sending  out  with  their  parcels  and  letters  sticker  repro- 
duced herewith. 

Don’t  Forget  the  Convention  of  Ontario 

Shoemaker*  and  Repairers,  duly  27-28,  Arlington 

Hotel,  T or  onto. 

In  case  you  have  not  received  your  circular  from  the 
committee,  or  in  case  you  have  not  made  your  decision, 
make  it  now,  and  advise  M.  >S.  Burnett,  chairman  of  Con 
v anti  on  committee,  761  Yonge  st.,  that  you  will  be  there, 
and  whether  you  require  accomodation. 

The  circular  sets  out  the  situation  very  dearly,  and 
reads  in  part  as  follows: — 

DON'T  FORGET  THE  DATE,  JULY  27  & 28. 

During  the  days  of  July  27  & 28,  it  is  proposed  to 
hold  a convention  of  the  shoemakers  and  repairers  of  On- 
tario in  Toronto.  The  object  of  this  convention  is  to  dis- 
cuss matters  of  pressing  importance  to  the  trade  and  to 
form  a federation  or  organization  of  some  kind  that  will 
provide  means  for  united  action  by  the  repairers  of  the 
province  on  matters  affecting  their  interests. 

We  beleive  you  will  realize  that  this  convention  will 
be  an  event  of  outstanding  importance  in  the  history  of  the 


repair  trade  in  Canada.  The  time  has  come  for  us  to  get 
together  and  work  together  for  the  elevation  of  the  repair 
business,  and'  we  want  you,  as  one  who  has  the  interests 
oi  the  trade  heart,  to  be  present  at  this  convention  and 
take  part  in  the  proceedings.  The  undertaking  is  surely 
worthy  of  your  support. 

And  we  feed,  too,  that  we  can  guarantee  you  will  he 
well  repaid  for  coming  to  Toronto  on  this  trip.  From  a 
dollars  and’  cent-’  standpoint,  the  convention  will  he  worth 
attending.  The  discussions,  we  are  convinced,  will  show 
in  the  way  to  the  solution  of  difficulties  wh;ch  all  of  us  arc 
running  up  against  every  day.  They  will  show  us  where 
the  leaks  are  that  run  away  with  the  profits  we  find  we 
haven't  got  at  the  end  of  the  year.  Everyone  of  us  has  some- 
thing to  learn,  and  everyone  of  uis  can  contribute  something 
that  will  help  the  other  fellow. 

And  don’t  forget,  either,  that  the  Toronto  Association 
is  undertaking  to  see  that  any  sip?»rc  time  the  visiting  dele- 
gates may  have  on  their  hand's  will  lie  wcl I spent.  They 
hope  to  be  able  to  arrange  for  a big  banquet,  besides  which 
there  will  he  automobile  trips,  visits  to  some  of  the  big 
industrial  plants  in  the  vicinity  of  Toronto,  and  a general 
season  of  good  fellowship. 

Ckvi  you  afford  to  miss  it?  Surely  not.  Make  it  a 
combined  business  and  holiday  trip.  It  is  a splendid  oppor- 
tunity to  come  to  Toronto  and  do  your  buying,  attend  the 
convention,  take  in  the  sights,  and  have  a very  pleasant 
and  profitable  time  all  around. 

The  headquarters  of  the  convention  will  he  at  the  Ar- 
lington Hotel,  326  King  St.,  W.  Toronto.  (Rates  $3.50 
per  di?<y,  including  meals). 


The  Last  Word 
in  Sole  Stitchers 

*Tp  HIS  is  our  model  “S” 
* stitcher  which  has  proven 
itself  far  superior  to  all  other 
types  whether  they  be  Royal- 
ty machines  or  not. 

Ask  the  men  who  own  Un- 
iversal Machinery.  They  are 
satisfied. 


No  Duty  No  Royalty 


Best  in  the  Long  Run 

Universal  Shoe  Machinery  of 

CANADA , LIMITED 

124-128  Queen  St. 


MONTREAL 
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N.  S.  R.  A.  CONVENTION  NOTES 

'The  committee  have  been  fortunate  in  securing  some 
prominent  public  men  as  speakers  at  the  luncheons  and 
banquet.  On  Wednesday,  July  13th,  Hon.  E.  C.  Drury, 
Premier  of  Ontario  will  address  the  luncheon  gathering, 
while  on  Thursday  evening  at  the  banquet,  Sir  Adam 
Beck  and  Mr.  A.  Monroe  Greer  will  be  the  leading  speak- 
ers. As  a courtesy  to  the  manufacturers  who  will  be 
showing  samples,  it  has  been  decided  to  suspend  convent- 
ion proceedings  from  four  to  six  o’clock  on  Wednesday 
afternoon  and  give  those  attending  an  opportunity  to 
inspect  the  displays. 


THE  MAN  BEHIND  THE  BUTTON. 

k 

The  National  Shoe  and  Leather  Travellers’  Associa- 
tion of  Canada  is  growing  and  it  will  not  be  very  long 
before  every  traveller  carrying  lines  of  shoes,  leather  and 
findings  in  the  Dominion  will  be  recognized  by  the  neat 
little  button  that  the  organization  is  issuing  to  its  mem- 
bers. It  is  an  artistic  emlblen  in  gold  enamel  in  the  form 
of  an  antique  cavalier’s  boot  across  which  appear  the 
letters  N.S.L.T.A.  The  travellers  are  boosting  the  Na- 
tional Shoe  Retailers  Association  and  the  least  retailers 
can  be  do  in  return  is  to  give  friendly  recognition  to  “the 
man  behind  the  button”.  Look  for  it  on  those  who  call 
upon  you. 


GS 
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CONSOLIDATED 
PLATE  GLASS  CO 

OF  CANADA  LIMITED 
WINNIPEG  TORONTO  MONTREAL 


A NEW  MEMBER  OF  THE  FISHING  SECTION 

The  Fishing  Section  of  the  shoe  trade  welcomes  its 
latest  initiate,  Mr.  Chas.  Ahrens,  of  Kitchener.  Mr.  Ahrens 
has  just  been  out  trying  his  luck  in  lake  Huron.  Frankly, 
he  rather  deprecates  the  ideas  of  the  salt-water  fishermen, 
who  go  to  the  St.  Lawrence  or  to  Florida,  and  .send  home 
evidence  in  the  form  of  fish  or  photographs  to  show  their 
prowess.  He  believes  in  inland  fishing  in  the  Great  Lakes. 


He  does  not  worry  about  what  he  catches.  As  a utilitarian, 
he  is  looking  for  a fish  dinner,  and  invariably  gets  it — 
where?  that  is  an  another  question.  It  may  consist  of 
perch,  trout,  pike  or  pickered.  Unfortunately,  the  bass 
season  does  not  open  till  June  fifteenth,  and  we  are  given 
to  understand  that  the  new  recruit’s  greatest  difficulty 
was  in  retaining  the  “Keep  Off”  sign  on  his  hooks  with 
reference  to  bass.  As  a measure  of  self-defence  he  would 
be  obliged  to  protect  himself  from  this  game  fish,  at  the 
same  time,  though  a fisherman,  he  is  a law-abiding  citizen, 
so  we  can  readily  understand  the  quandary  in  which  he 
might  find  himself. 


“GOODRICH” 
Hand  Turned  Footwear 


- builds 

prestige  and  an  enviable  reputation 
for  better  grade  retailers.  They  are 
carefully  made  of  selected  materials 
by  expert  turn  workmen.” 


HAZEN  B.  GOODRICH  & CO. 

Manufacturers 

Men’s  and  Women’s  Slippers,  Oxfords,  Pumps 
HAVERHILL  - - MASSACHUSETTS 


Mention  “ Shoe  and  Leather  Journal"  when  writing  an  advertiser 
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Mention  “Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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La  Gioconda 

Hand-Made  Quality  Turns 

A BEAUTIFUL  genuine  Italian  hand-made  confec- 
tion, produced  for  the  more  particular  customers 
of  the  better  class  of  stores. 

Those  merchants  interested  in  exclusive  Shoes,  should 
write  for  further  information. 

D.  SEBASTIANI 

960  St.  Denis  St.  - - MONTREAL 


WORLD 

WIDE  f, 

That’s  a broad  expression,  but  not  an  inch  too 
broad  for  Collis  Leather  reputation.  Wherever  the 

BEST  COLORED  CALF 

is  known  in  the  shoe  world,  Collis  Leather  is  known. 

Their  popular  browns  No.  1 7 and  No.  2 make  up 
in  the  most  stylish  fashion,  cut  economically  and 
work  easily  and  quickly. 

If  you  specify  COLLIS  you’ll  specify  the  best. 

COLLIS  LEATHER  COMPANY,  Limited 

Aurora,  Ont.,  Canada 


Mention  “ Shoe  and  Leather  Journal ” when  writing  an  advertiser 
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HARTLEY  & CO.,  (Waterfoot)  LIMITED 

SHOE  AND  SLIPPER  MANUFACTURERS 

Bacup,  Near  Manchester,  England 


No.  B3 — Women’s  Camel  Hair  Slipper,  No  B129 — Misses’,  Children’s  and  No.  B4 — Men’s  Camel  Hair  Slipper, 
Rolled  Top  Silk  Bound,  Felt  Infants’  Camel  Hair  Slippers,  Silk  Bound,  Felt  and  Leather 

and  Leather  Sole.  made  with  Ankle  Strap,  Felt  Sole. 

and  Leather  Sole. 

We  manufacture  one  of  the  most  popular  lines  of  Camel  Hair  and  Felt  Slippers  which 
is  being  handled  by  the  Principal  Jobbing  Houses  throughout  Canada. 

Be  sure  to  see  the  complete  range  and  note  the  strong  selling  features  and  exceptional  values. 

BOSS  & SHAW 

32  Front  St.  West  Toronto,  Ont. 

Selling  Agents  for  the  Dominion  of  Canada 


THERE  NEVER  WAS  a night  so  dark  or  long  that  morning  did 
not  follow.  So,  we  believe,  business  has  turned  the  corner 


and  prolonged  prosperity  is  inevitable.  This  vast  nation  must 
be  shod.  And  the  leather  industry  will  be  the  shoer.  The  dawn  of 
the  great  revival  is  certain.  Then,  as  now,  this  house  asks  the 
opportunity  to  serve  your  needs  in  Cut  Soles. 

SOLE  LEATHER 

We  also  furnish  Backs,  Bends  and  Shoulders 

HILLIARD  & MERRILL 

INCORP  ORATED 

Main  Office:  130  Eastern  Avenue,  LYNN,  Mass. 

BROCKTON  WELTING  COMPANY  Inc.  Dept,  of  HILLIARD  & MERRILL,  Inc. 

69  Crescent  Street,  Brockton,  Mass. 

SALES  OFFICES:  BOSTON,  185  Essex  St.;  PHILADELPHIA,  S.  W.  Cor.  5th  and  Arch  Sts.;  CINCINNATI,  S10  Sycamore  St.; 
CHICAGO,  305  W.  Lake  St.;  MILWAUKEE,  258-260  Fourth  St.:  ROCHESTER,  N.Y.,  22  Andrews  St.; 

NEW  YORK  CITY,  33  Spruce  St. 

FOREIGN  REPRESENTATIVES : ENGLAND,  Messrs.  Pearson  Robinson  & Arterton,  4 Albion  St.,  Leicester. 

FRANCE:  Louis  Dubois;  47  Rue  des  Petites  Ecuries,  Paris. 
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Money  Makers  Every  Day 

That,  is  the  way  in  which  shoe  dealers  throughout  Canada  describe  SISMAN 
SHOES.  They  are  not  just  once-in-a-while  sellers.  They  are  the  kind  that 
sell  steadily  and  bring  re-sales. 

The  “Best  Everyday”  and  “Aurora” 

Meet  the  demands  for  a strong  sturdy  everyday  shoe  and  for  a shoe  with  the 
Style  and  Finish  that  makes  it  suitable  for  more  select  wear.  Both  are  made 
the  Reliable  Sisman  Way  and  both  invariably  SATISFY  dealer  and  wearer. 

ASK  YOUR  JOBBER  FOR  SISMAN  SHOES 

THE  T.  SISMAN  SHOE  CO.,  LIMITED 

AURORA,  ONTARIO 


Bf?Oc 


"TON.  M 


WHITE  McKay  Welting-Color  GUARANTEED 

A specialty  that  we  unqualifiedly  recommend  to 
the  trade  because  of  its  splendid  quality,  great  ten- 
sile strength,  and  warranted  fast  color.  Write  us 
for  free  samples  and  prices. 

BROCKTON  WELTING  CO. 

INCORPORATED 

(ill  Crescent  Street,  Brockton,  Mass. 

Department  of  HILLIARD  & MERRILL,  Inc.,  130  Eastern  Ave.,  Lynn,  Mass. 

SALES  OFFICES: 

BOSTON,  185  Essex  Street;  PHILADELPHIA  coothwest  Corner  Fifth  and  Arch  Streets;  CINCINNATI,  410 
Efast  Eighth  Street;  MILWAUKEE,  258-260  Fourth  Street;  ST.  LOUIS,  No.  1419  Olive  St., 

ROCHESTER.  N.Y.,  22  Andrews  St.;  NEW  YORK  CITY,  33  Spruce  Street. 

FOREIGN  REPRESENTATIVES : ENGLAND,  Messrs.  Pearson  Rohinson  & Arterton,  4 Albion  St.,  Leicester. 

FRANCE;  Louis  Dubois,  47  Rue  des  Petites  Ecuries,  Paris. 
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LOG  HEELS  will  wear  better 
than  ordinary  heels  because 
their  construction  makes  it  pos- 
sible to  use  better  material  than 
that  entering  most  heels — yet 
we  can  sell  at  acompetitiveprice 

Samples  on  Request! 

Montreal  Heel  Co.  Limited 

J.  E.  DUPRE,  Pres. 

321  A1RD  AVE.  - MONTREAL 


CLARKE  & CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years. 

Clarke  & Clarke  Limited 

General  Offices  & Works 
Christie  Street,  Toronto 

Remember  the  Convention  of  the  National 

Shoe  Ketailers*  Association  at  Toronto, 

July  13th  and  14th. 

BRANCH  WAREROOMS 

252  Notre  Dame  St.  VV.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 
and  at 

50  Foundry  St.  South,  Kitchener 


A 


r'A^ryiJ_ 
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Edwards  & Edwards  Limited 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 

SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 

EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  & Edwards  Limited 

Head  Office  Tanneries 

27  Front  Street  East  Woodiiridge,  Out. 

Toronto 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  - Montreal,  Que. 


Our  NON-ROYALTY 

Standard  - Consolidated 
Lasting  Machine 


The  Best  Lasting 
Machine 
on  the  Market 

All  Parts  are  Interchangeable. 


For  Prices  and  Particulars  apply 


The  Machinery  Company 
Limited 

COPENHAGEN,  DENMARK 
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Cotton  Shoe 
Linings 

Ducks,  Etc  , Etc 
Side  Leathers 
Splits 


FROM 


Tannery 

1704  Iberville  St 
Montreal 


Rubber  Cement 
Bottom  Filler 
Sheepskins 


Rubber 

Cement  Factory 
26 Gladstone  Ave. 
Montreal 


NEWCASTLE  KID 

Noted  for  its  excellent  Finish,  fine  Tex- 
ture and  wonderful  Wearing  Quality. 

The  Leather  for  Greater  Value 

Fancy  Colors.  White.  Black, 
Glazed  or  Mat. 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits, 
Indias,  Heavy  Leathers.  Skivers,  Cab- 
rettas.  as  well  as  for  Cotton  and  Cloths. 

Write  or  Wire  for  Samples 


NEW  CASTLE  LEATHER  CO. 


NEW  YORK 

( anadian  Branch — 335  Craig  St,  W..  Montreal 
Factory — Wilmington.  Del.,  U.S.A. 


MORSON, 

BOSWELL  & COMPANY 

IMPORTERS 

64  Wellington  St.  West 

St.  Nicholas  Building 

TORONTO 

MONTREAL 

We  Specialize  in 

CLOTH  SHOE  TOPPING— Black  and  all  Colors 

COTTON  SHOE  LININGS 

GAITER  CLOTHS 

ESTABLISHED  18G3 

THE  KING  BROTHERS  COMPANY,  LIMITED,  WHITBY,  ONT. 

Manufacturers  of  CHROME.  COMBINATION  AND  BARK  TANNED  SIDE  UPPER  LEATHERS 

OOZE,  FLEXIBLE  AM)  WAX  SPLITS  FOB  HOME  AND  EXPORT  TRADE 


A.  FICQ  en  ZOON 

Hide  and 
Sl^in  Merchants 

Rotterdam  - - Holland 

Cable  Address:  FICQ,  ROTTERDAM 


COLONIAL  HIDE  COMPANY 

HIDES,  CALFSKINS 
AND  HORSE  HIDES 

Most  country  hides  carry  2 or  3 lbs.  of  excess  meat; 
some  much  more.  Our  hides  well  fleshed.  This 
difference  of  5%  to  7%  means  fully  lc.  per  lb.,  which 
the  tanner  saves  when  buying' 

“COLONIAL  TRIM  AND  DELIVERY” 

Offices  and  Warehouses  at  Quebec,  P.Q. 

OFFICES  AND  WAREHOUSES  AS  FOLLOWS: 

274  Wellington  St.,  Montreal,  P.  Q. 
Quebec,  P.  Q.  St.  John,  N.  B.  Three  Rivers,  P.  Q. 
Ottawa,  Ont.  Peterhoro,  Out.  Windsor,  N.  S. 
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all  ABOARD  Direct  through  Connections  from  “HOOF  TO  BEAM HOUSE*”1 

Only  stops  to  improve  quality  and  selection.  Depots  at  all  principal  Hide  centres  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  & CO. 

International  Hide  Merchants 


PARIS  HAVANA 


BASLE 


NEW  YORK 


‘We  deliver  what  you  buy’ 


CHICAGO 
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GOODYEAR 

SERVICE 

BEGINS 

WHERE  OTHERS 

LEAVE  OFF 

When  a machine  is  sold  outright,  all  interest  taken 
by  the  concern  in  most  cases  suddenly  ceases, 

WHEN  GOODYEAR  MACHINERY!  OR 
SHOE  REPAIR  OUTFITS  ARE  INSTALLED 
OUR  INTEREST  AND  SERVICE  BEGINS 

We  maintain  a large  number  of  experts  to  install  and 
keep  in  operation  all  Goodyear  machinery,  and  a 
stock  of  parts,  so  as  there  will  be  no  delay  in  the 
case  of  a breakdown.  This  is 

REAL  SERVICE 

United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 
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The  Largest  PaU*i\t  I/ealher  Factory 
ir»  the  hrili^h  Empire 


AKCLARRE  &.  CO., limited 


L 


feS5-«.1  EASTERN  AVENUE 
TORONTO. 


Clarke 
lass 


"Class’  in  footwear  can  only  be  attained  as  the  result  of 
good  shoemaking  and  GOOD  LEATHER. 

Clarke  Class  is  the  first  class — always — in  patent  leather. 

It  classifies  shoes  in  which  it  is  used  as  footwear  of  fine 
quality,  popular  fashion  and  top  value. 

Put  your  range  of  Patents  for  the  coming  season  in  the 
Clarke  Class. 


Arrange  to  attend  the  National  Shoe  Retailers’  Association 
Convention.  Toronto.  July  13th  and  14th. 

A.  SL  Clarke  Sc  Cumpamt,  £imitrii 

Qformttn 

Uranrh  at  fttmitrral  anil  (fhtrbrr 
Largest  Producers  of  Patent  Leather  in  the  British  Empire. 
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